THE  NEWSPAPER  OF  INFORMATION  SYSTEMS  MANAGEMENT 

October  12, 1992  ■  Vol.  XX  VI  ■  No.  41  ■  156 Pages  ■  $2/ Copy  ■  $48/  Year 


Marriott  suit  damns 
AMR  role  in  Confirm 


BY  MARK  HALPER 

CW  STAFF 


ROCKVILLE,  Md.  —  A  trail  of 
fraudulent  and  misleading  activi¬ 
ty  that  wound  throughout  AMR 
Corp.’s  managerial  ranks  duped 
Marriott  Corp.  into  continuing 
to  invest  in  the  now-defunct 
Confirm  computerized  reserva¬ 
tion  project,  the  hotelier  claims. 

In  a  suit  filed  recently  in  state 
court  here,  Marriott  claimed 
that  AMR  and  its  outsourcing 
subsidiary,  AMR  Information 
Services,  Inc.,  concealed  techni¬ 
cal  problems  and  misrepresent¬ 
ed  financial  realities  related  to 
the  Confirm  project. 

The  suit  also  alleged  that  both 
Max  Hopper  —  information  sys¬ 
tems  chief  at  AMRIS  sister  com¬ 
pany  American  Airlines  —  and 
AMR  Corp.  Chairman  Robert 
Crandall  were  involved  in  the  de¬ 
ception. 

The  Marriott  filing  portrays 
the  working  environment  at 
AMRIS  as  a  “fear-based  cul¬ 
ture,”  where  employees  were 
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fired  for  being  forthright  about 
development  problems  and 
where,  at  one  point,  nearly  half 
of  the  Confirm  development 
team  members  were  looking  for 
new  jobs. 

Marriott  seeks  $64  million  in 
damages  in  what  is  shaping  up  as 
a  classic  case  of  who  knew  what, 
when.  Marriott  alleges  that  be¬ 
cause  it  had  refocused  its  reser¬ 
vation  system  efforts  on  Confirm 
and  away  from  its  own  Marsha 
system,  it  lost  the  strategic  edge 
that  Marsha  had  provided. 

Continued  on  page  8 


Sun  slowed  by  overloaded  plate 

SPARCstation  10,  multiprocessing  delays  starting  to  sap  user  patience 


BY  MARYFRAN  JOHNSON 

CW  STAFF 

MOUNTAIN  VIEW,  Calif.  — 
Like  a  juggler  with  too  many 
balls  in  the  air,  Sun  Microsys¬ 
tems,  Inc.  is  scrambling  to  deal 
with  shipping  delays  on  parts  of 
its  new  SPARCstation  10  line 
while  navigating  a  rocky  upgrade 
path  to  the  Solaris  2.0  operating 
system. 

For  some  members  of  its  user 
audience,  this  act  is  wearing  a  bit 
thin. 

Adding  to  the  uproar  sur¬ 
rounding  Sun’s  product  transi¬ 
tion  is  yet  another  round  of  hard¬ 


ware  and  software  set  to  roll  out 
during  the  next  several  weeks. 
Among  those  announcements 
will  be  a  low-end  color  worksta¬ 
tion  priced  well  below  $5,000 
and  based  on  the  microSPARC 
chip  unveiled  last  week  by  Texas 
Instruments,  Inc.  (see  story 
page  16). 

“Sun  has  a  lot  of  things  to  get 
out  the  door  in  a  timely  fashion,” 
said  Laura  Conigliaro,  an  analyst 
at  Prudential  Securities,  Inc.  in 
New  York.  “If  they  do,  they  can 
be  ahead  of  the  curve  as  far  as 
the  competition  is  concerned. 
But  that’s  a  very  big  ‘if.’  ” 

Anil  Gadre,  vice  president  of 
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Big  iron 
battle 


Evaluators  of 
Amdahl’s  latest  mainframe 
rate  it  about  average  in  relia¬ 
bility  and  performance  and 
better  than  IBM  in  capacity 
and  space  savings 

See  New  Product  In-Site,  page  90 


ALL  A  STATE  OF  MIND 


Tempered  hopes  best  route  to  CASE 


BY  KIM  S.  NASH 

CW  STAFF 


Computer-aided  software 
engineering  has  been 
stomped  on  by  bitter  us¬ 
ers  taken  in  by  overblown 
claims  of  a  cure-all  for  systems 
backlogs.  Well,  it  is  not  a  pana¬ 
cea:  Witness  the  mainframe- 
based  CASE  tool  sets,  trumpet¬ 
ed  as  far  back  as  the  mid- 
1980s,  that  fell  short  of 
expectations.  Hence,  when 
many  CASE  pioneers  fell,  they  hit  hard. 

Consider  what  happened  to  a  major  Canadian 
oil  company  that  bought  an  integrated  tool  kit 
from  a  major  vendor  three  years  ago. 

The  company  wanted  to  rewrite  IBM  3090- 
based  programs  to  run  in  a  client/server  environ- 


Bloom  off  the  rose 

CASE  sales  growth  has  slowed  but 
is  expected  to  pick  up  in  1993 


Sales  (billions) 

Growth 

1989 

$1.64 

1990 

$2.06 

26% 

1991 

$2.45 

19% 

1992 

$2.79* 

14% 

1993 

$3.50* 

25% 

*  projected 

Source:  CASE  Associates,  Inc. 


ment  anchored  by  Unix  boxes. 

Projects  dragged  on  because 
the  tool  was  “too  confining,” 
according  to  one  developer.  It 
forced  programmers  to  build  in 
one  structured  way,  he  said, 
driving  the  redesign  effort 
“massively  over  budget  and 
over  schedule.” 

Other  CASE  tools  are  more 
flexible  in  the  methods  they  will 
allow.  Eventually,  Unix-based 
component  tools  were  brought 
in  to  jump-start  the  project,  and 
the  firm  will  likely  swap  tools,  the  developer  said. 

But  qualified  successes  do  exist  behind  the 
negative  hyperbole.  Several  factors  —  most  nota¬ 
bly  tempered  hopes  —  separate  these  shops  from 
those  that  have  shelved  CASE  tools  and  tech- 

Continued  on  page 20 
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Reliability 

3.5 

5 

Performance 

3.5 

4 

Installation 

3.8 

4 

Support 

4 

4 

Size/Utilities 

4 

3.5 

Ratings  are  based  on  a  scale  of  1  to  5, 
where  1  is  below  expectations  and 
5  is  above  expectations 


Laptop  thefts  spur  security  efforts 

Thieves  covet  access  to  host  databases,  seek  corporate  information  jewels 


BY  JAMES  DALY 

CW  STAFF 


Laptop  computers  are  on  the 
move  in  a  lot  of  places  these 
days,  but  not  always  in  the  hands 
of  their  owners. 

As  purchases  of  easily  trans¬ 


portable  laptop  and  notebook 
computers  have  soared  in  the 
past  18  months,  so  has  their 
theft.  And  it  is  not  just  petty 
thieves  who  are  to  blame. 

According  to  one  federal  se¬ 
curity  consultant,  John  Shey,  a 
nationwide  band  of  computer 
“hit  men”  with  ties  to  organized 
crime  are  being  paid  upward  of 
$10,000  to  steal  portable  com¬ 
puters  from  Fortune  1,000  exec¬ 
utives.  Rival  executives  are  be¬ 
lieved  to  be  behind  the  con¬ 
tracts. 

“It’s  not  the  machines 
they’re  after;  it’s  the  data  in¬ 
side,”  said  Shey,  president  of 


Shey  Technology  Group,  Inc.  in 
Campbell,  Calif. 

Laptops  also  provide  a  per¬ 
fect  way  to  steal  information 
from  a  corporate  database  be¬ 
cause  they  have  all  the  software 
needed  to  dial  into  the  compa¬ 
ny’s  mainframes. 

Yet  many  executives  treat 
these  treasure  troves  of  corpo¬ 
rate  data  with  sloppy  noncha¬ 
lance.  In  a  survey  by  Internation¬ 
al  Data  Corp.,  only  1%  of  the 
respondents  said  they  perceived 
security  as  a  problem  with  porta¬ 
bles,  despite  numerous  high-pro¬ 
file  thefts  (see  story  page  41). 

Continued  on  page  12 


product  marketing  at  Sun  Mi¬ 
crosystems  Computer  Corp.,  the 
company’s  workstation  unit, 
blamed  the  slow  deliveries  on  an 
unexpectedly  strong  surge  of 
customer  demand  for  the 
SPARCstation  10s. 

Gadre  said  that  while  Sun  has 
already  shipped  thousands  of 
Model  20s  and  30s,  the  more 
powerful  Model  41  missed  its 
September  delivery  date  and  will 
not  ship  in  volume  until  Decem¬ 
ber.  For  users  maxxed  out  on 
power  and  capacity  with  the 
SPARCstation  2s,  the  40-MHz 
Model  41  is  a  far  more  attractive 
machine. 

The  waiting  game 

The  multiprocessor  Models  52 
and  54  —  slated  for  first-quarter 
1993  deliveries  —  must  wait  for 
the  Solaris  2.1  release,  which 
can  handle  the  symmetric  multi¬ 
processing  operations  that  2.0 
cannot.  Solaris  2.1  is  expected  to 
ship  early  next  year,  but  Sun  offi¬ 
cials  have  not  committed  to  any 
dates. 

In  the  meantime,  some  of 
Sun’s  customers  are  feeling  a  bit 
like  mushrooms:  kept  in  the  dark 
and  dining  on  doses  of  vendor 
fertilizer. 

“Nobody’s  telling  me  any- 
Continued  on  page  16 
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OS/2  could  benefit  from 
slipping  Windows  NT  avail¬ 
ability.  Page  4. 
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Donuts  MIS 

director 
Dave  Ben¬ 
nett  readies 
a  fresh  batch 
of  Unix  sys¬ 
tems  to  bring  processing  clos¬ 
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A  COMPREHENSIVE  GUIDE  TO  THIS  WEEK’S  NEWS 


CASE 

CASE  HAS  BEEN  STOMPED  ON  by  bitter  users  taken 
in  by  vendors’  overblown  claims,  but  at  shops  with  the 
right  mix  of  caution  and  inventiveness,  CASE  can 
make  the  grade.  Pages  1,  20 

USERS  STILL  BELIEVE  in  the  concept  of  AD/Cycle 
but  have  lost  faith  in  IBM’s  ability  to  get  them  there. 
At  a  user  conference  in  Chicago  last  week,  non-IBM 
alternatives  were  demonstrated.  Page  8 

MUSICAL  CHAIRS  AMONG  product  strategy  setters 
in  three  major  CASE  companies  means  users  should 
brace  for  product  and  strategy  shifts  during  the  next 
year.  Page  93 

OUTSOURCING 

AMR  AND  ITS  OUTSOURCING  SUBSIDIARY  misled 
Marriott  into  continuing  to  invest  in  the  troubled  Con¬ 
firm  computerized  reservation  project,  according  to  a 
Marriott  suit,  which  complains  that  Marriott  has  now 
lost  the  competitive  edge  it  once  held  with  its  own 
reservation  system.  Page  1 

USERS  EXPLORE  their  global  network  outsourcing 
options.  Page  65 

SEASONAL  BUSINESSES  often  let  costly  processing 
power  sit  idle  for  much  of  the  year,  but  as  seed  and 
gardening  vendor  W.  Atlee  Burpee  discovered,  out¬ 
sourcing  could  help.  Page  77 

OUTSOURCING  WAS  AN  EASY  DECISION  for  the  oil 
industry’s  emergency-response  organization,  Marine 
Spill  Response  Corp.  Page  116 

ENTERPRISE  NETWORKING 

IBM  TARGETS  THE  DISTRIBUTED  SYSTEMS  man¬ 
agement  arena  with  an  OS/2  version  of  SystemView 
that  promises  soup-to-nuts  LAN  systems  manage¬ 
ment,  automated  software  distribution.  Page  4 

BYPASS  CARRIERS  WASTE  NO  TIME  getting  into  the 
long-haul  telecommunications  business,  as  MFS 
Datanet  rolls  out  a  nationwide  LAN  interconnect  ser¬ 
vice.  Page  15 

CABLETRON  POSITIONS  SPECTRUM  to  manage  us¬ 
ers’  combined  SNA  and  LAN  backbones  and  adds  SNA 
support  to  its  hubs.  Page  10 

A  LOWER  PRICED  PRODUCT  MAY  HELP  USERS  who 
want  their  mainframes  to  exchange  files  with  other 
vendors’  systems  via  the  Open  Systems  Intercon¬ 
nect’s  FTAM  protocols.  Page  69 

SECURITY 

LAPTOPS  ARE  PORTABLE,  powerful  —  and  easily 
stolen.  Page  1 

FEDERAL  RAIDERS  SEIZE  16  truckloads  of  DOS 
software.  Page  6 

SECURITY  FIRM  HOPES  TO  THWART  thieves,  facili¬ 
tate  recoveries  with  computer  registry.  Page  41 

UNIX 

SUN  IS  IN  THE  MIDST  OF  significant  product  transi¬ 
tions  for  both  hardware  and  software,  and  customers 
are  feeling  the  heat  with  shipping  delays  for  new  sys¬ 
tems.  Page  1 

TANDEM  COMPUTERS’  ENHANCED  INTEGRITY 
Unix  processor  will  be  able  to  run  off-the-shelf  Unix 
System  V,  Release  4  software.  Page  86 


CLIENT/SERVER 

►Editor  in  chief  Bill  Laberis  talks 
about  some  of  the  ecstasy  —  and  ag¬ 
ony  —  of  the  ‘rightsizing’  move¬ 
ment.  Page  32 

►A  pioneer  user  finds  that  building 
client/server  systems  is  a  high-risk 
undertaking  that  requires  an  over¬ 
haul  of  the  IS  department.  Page  118 
►Dunkin’  Donuts 
decides  to  buy  800- 
plus  Sun  worksta¬ 
tions  to  fill  out  its 
Unix  client/server  architecture. 
Page  6 

►Having  automated  its  North 
American  truck  rental  operations, 
U-Haul  turns  its  attention  to  open 
systems  and  client/server  comput¬ 
ing  at  its  Phoenix  headquarters. 
Page  55 

►A  revamped  graphical  database 
supports  client/server  application 
development.  Page  37 
►SAP  users  welcome  the  vendor’s 
client/server  direction,  even  though 
many  have  no  immediate  plans  to 
implement  the  technology.  Page  77 


WORKGROUPS 

►An  IBM  manager  drops  some 
hints  about  the  new  workgroup  re¬ 
pository  the  company  is  develop¬ 
ing,  including  one  that  will  be  based 
in  part  on  the  existing  AIX  soft¬ 
ware  development  environment. 
Page  8 

►Users  gain  an  inexpensive  alter¬ 
native  to  Lotus’  Notes  client  soft¬ 
ware  as  Beyond  swaps  in  its  sophis¬ 
ticated  mail  package  for  Lotus’  mail 
front  end.  Page  14 
►Lotus  is  working  to  get  rid  of  the 
image  that  Notes  is  too  expensive. 
Page  14 

►Lotus  shoots  for  1,000  Notes 
customers  by  year’s  end  and  credits 
its  IBM  deal  with  winning  it  cus¬ 
tomers.  Page  14 

►Texas  Instruments  and  Sun  un¬ 
veil  the  50-MHz  microSPARC  chip, 
a  high-volume,  low-cost  RISC  chip 


intended  for  low-end  workstations, 
portables,  laptops  and  X  terminals. 
Page  16 


LARGE  SYSTEMS 

►DEC  tries  to  set  up  future  wins 
by  early  focus  on  massively  parallel 
programming.  Page  24 
►DEC’s  long-term  storage  plans 
are  starting  to  come  together  with 
new  product  introductions.  Page 
84 

►Supercomputer  maker  MasPar 
offers  a  new  generation  system  with 
five  times  the  first  generation’s 
performance  and  cuts  prices  on  old¬ 
er  machines  to  compete  with  those 
of  high-end  workstations.  Page  84 


SYSTEMS  INTEGRATION 

►Challenges  with 
networks,  develop¬ 
ment  tools,  user  in¬ 
terfaces  and  incom¬ 
patible  databases 
make  it  difficult  to  transplant  pilot 
software  projects  into  the  enter¬ 
prise.  Commercial  firms  are  eager  to 
help  IS  departments,  which  will 
spend  nearly  $5  billion  on  software- 
related  integration  and  develop¬ 
ment  in  1992.  Page  101 
►Microsoft  has  decided  it’s  time  to 
enter  the  big  leagues  and  is  going  af¬ 
ter  a  piece  of  the  systems  integra¬ 
tion  market,  although  some  users 
and  analysts  are  taking  a  “show- 
me”  attitude.  Page  37 
►VARs  with  high  inventories  and 
long-term  accounts  receivable  usu¬ 
ally  spell  trouble.  Page  129 


INDUSTRY  DEBATE 

►  Undocumented  APIs  for  Win¬ 
dows  raise  the  question  of  whether 
Microsoft  should  be  building  fences 
between  its  Windows  and  applica¬ 
tions  groups,  thus  building  the 
trust  of  developers  and  customers. 
Page  37 


►Sematech’s  funding  has  been 
preserved,  but  with  the  charge  to  be 
environmentally  correct.  Page 
137 

►A  computer  industry  alliance 
outlines  its  federal  technology  and 
trade  agenda.  Page  137 
►Carl  Malamud,  author  of  Explor¬ 
ing  the  Internet,  talks  about  why 
ANSI  should  provide  wider  and 
cheaper  access  to  its  standards  and 
dicusses  a  petition  drive  he  coordi¬ 
nated  to  help  make  that  happen. 
Page  33 


►Computerized  trading  systems, 
such  as  airline  reservation  systems, 
could  squelch,  rather  than  pro¬ 
mote,  competition.  Page  109 
►Predicted  record  revenue  for 
Compaq’s  third  quarter  is  offset  by 
news  of  the  company’s  worldwide 
layoffs.  Page  137 


MANAGEMENT 

►Commercial  users  are  beginning 
to  realize  how  dependent  they  are  on 
software,  but  few  understand  how 
to  manage  that  component.  Page  96 
►IS  managers  at  biotech  firms 
have  it  tough.  They  have  small  staffs 
and  few  system  and  data  standards, 
making  government  reporting  a 
bear.  At  the  root  of  the  problem  is 
that  top  management  is  focused  on 
science  R&D  and  capital,  not  busi¬ 
ness  systems.  Page  115 
►Ohio  State  University  is  studying 
the  biomechanics  of  keyboard  work 
to  learn  about  repetitive  stress  in¬ 
juries.  Page  118 

►  IS  has  it  easy  compared  with  oth¬ 
er  white-collar  professionals.  Page 
121 


The  5th  Wave  appears  on  page  138 


Local-area  networking 

•  Dolphin  unveils  a  LAN  mon¬ 

itor  said  to  do  its  own  trouble¬ 
shooting  . 68 

•  Standard  Microsystems  un¬ 

wraps  a  Token  Ring  chip  set 
and  adapter  card . 58 

•  IBM  clones  get  a  wireless 

LAN  adapter . 59 

•A  reorganized  Novell  mes¬ 
saging  division  cuts  prices  and 
unveils  new  protocol  delivery 
dates . 15 

•  Lotus’  CD/Networker  lets 

LAN  users  share  applications 
from  a  CD-ROM . 59 


Multimedia 

•  Multimedia  goes  hand¬ 
held  . 46 


•  Will  multimedia  networks 
boost  the  success  of  match¬ 
making  services?  Great  Ex¬ 
pectations  thinks  so . 65 


Software  development 
•James  Martin  &  Co.  and  In- 
tellicorp  test  a  new  informa¬ 
tion  engineering  workbench 
incorporating  an  object-ori¬ 
ented  methodology . 93 

•  Ingvar  J.  Petursson,  McCaw 

Cellular  Communications’ 
CIO,  says  object  orientation  is 
too  important  to  overlook  or 
to  dismiss  as  a  fad . 33 

•  Central  Point  hopes  PC 

Tools  8.0  will  improve  its 
quality  image . 46 

•  NCR  introduces  its  first  ap¬ 


plication  development  tool, 
called  NICE . 93 


Desktop 

•  IBM  signals  a  PC  comeback 

with  impressive  new  note¬ 
books . 12 

•  IBM  Europe  releases  its  ag¬ 

gressively  priced  ValuePbint 
line  of  PCs . 12 

•  Microsoft’s  NT  delay  could 

spell  relief  for  IBM . 4 

•The  future  is  where  Com¬ 
paq’s  SystemPro/XL  line  will 
find  its  place . 55 


Service  /  Support 
•  Proactive  Software  targets 
help  desks  with  a  piece  of  in¬ 
tegrated  system . 58 
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OF  HOW  FAST  SYNCSORT  IS. 
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SystemView  for  OS/2  debuts 

Will  allow  management  of  distributed  databases,  servers,  workstations 


LANInnis  Start/?  Polder  (LAN)  Icon 

j  •|  p; 

r older  Selected  Edit  yiew  Help 

s  £0  M  g 

L? 

iffffTtW  Templates  Nodes  Deletes  Apps  NTS/2  USD 


.  Nodes  [LAN] ;  Jeon 

\  folder  Selected  Edit 

•i 

IANSERVH  LANftEQD 

U  Si 

TOiWTTS  AU.HCO 

S! 

lANRhO 


Inpnlogy  Selected  fdlt  View  Help 


a. 

►  fit 


(ilcno 


tlii'li 


£L  SL 

I'hutk  Mil;. 


a 


l>Mne 


It^tl 


£ 

Ted 


a  a  ^ 


KIij.HI  Iphn  Hi 


M 


*  Ktislrl* 


LANfocus  Start/2  lets  users  track  client  and  server  configura¬ 
tions  and  connections  in  different  windows 


BY  ELISABETH  HORWITT 

CW  STAFF 


NEW  YORK  —  In  a  new  move  to 
retain  customers  as  they  move 
off  mainframes,  IBM  last  week 
announced  a  slew  of  distributed 
systems  management  products 
built  around  a  standards-orient- 
ed,  OS/2-based  version  of  Sys¬ 
temView. 

The  key  introduction,  due  out 
between  December  and  late 
next  year,  includes  DataHub,  a 
platform  for  managing  distribut¬ 
ed  databases,  and  LANfocus,  a 
product  family  that  is  said  to  al¬ 


low  users  to  manage  and  admin¬ 
ister  local-area  network  servers 
and  workstations,  from  a  single 
OS/2  console. 

Vendors  such  as  Hewlett- 
Packard  Co.  and  Sun  Microsys¬ 
tems,  Inc.  are  “doing  similar 
things,  but  not  across  the  board 
to  the  degree  that  IBM  is  ad¬ 
dressing  [management  of]  data¬ 
bases,  workstations,  servers  and 
LAN  devices,”  said  Dick  Boyle,  a 
program  director  at  Stamford, 
Conn.,  research  firm  Gartner 
Group,  Inc. 

Key  attributes  of  the  new 
platform  are  System  View’s  com¬ 


mon  graphical  user  interface 
(GUI),  object-oriented  data 
structure  and  standards  support, 
which  enable  users  to  administer 
a  wide  range  of  devices  without 
having  to  worry  about  the 
“unique  parameter  definitions” 
required  to  manage  each  type  of 
system,  Boyle  said. 

SystemView  Information 
Warehouse  DataHub,  a  family  of 
products,  is  said  to  enable  users 
to  manage  heterogeneous  data¬ 
bases  distributed  across  all  major 
IBM  platforms. 

Some  users  were  cautiously 
optimistic  about  DataHub. 


“DataHub  serves  a  real  need. 
The  issue  is  when  it  will  extend 
beyond  IBM,”  said  John  Chat- 
field,  a  senior  principal  analyst  at 
the  Salt  River  Project  in  Phoe¬ 
nix. 

A  number  of  leading  database 
administration,  performance 
monitoring  and  capacity  plan¬ 
ning  software  vendors  have  an¬ 
nounced  plans  to  support  Data¬ 
Hub.  They  include  Candle  Corp., 
Legent  Corp.,  Platinum  Tech¬ 
nology,  Inc.,  Boole  &  Babbage, 
Inc.  and  VM  Systems  Group. 

More  support  coming 

IBM  spokesman  Tom  Aser  hint¬ 
ed  that  IBM  plans  to  provide  Da¬ 
taHub  support  for  AIX  and  No¬ 
vell,  Inc.  NetWare. 

DataHub  allows  the  database 
administrator  to  perform  func¬ 
tions  such  as  user  authorization, 
table  updating,  data  distribution 
and  backup  across  heteroge¬ 
neous  databases  that  comply 
with  IBM’s  Distributed  Rela¬ 
tional  Database  Architecture, 
Aser  said. 

DataHub  is  potentially  quite 
useful  to  the  Federal  Reserve 


Bank  as  a  way  of  integrating  ad¬ 
ministration  across  “a  bunch  of 
different  databases”  now  in¬ 
stalled  at  the  bank,  said  an  infor¬ 
mation  systems  executive  at  the 
bank  who  preferred  anonymity. 

IBM  gained  credibility  as  an 
open,  standards-based  vendor 
with  its  announcement  that  Sys¬ 
temView  will  support  the  Open 
Software  Foundation’s  (OSF) 
Motif  GUI,  as  well  as  OSF  Dis¬ 
tributed  Management  Environ¬ 
ment  application  programming 
interfaces  as  they  become  avail¬ 
able.  The  OS/2  version  will  also 
support  Simple  Network  Man¬ 
agement  Protocol  and  Common 
Management  Information  Pro¬ 
tocol,  IBM  said. 

Early  shipments  of  DataHub 
are  scheduled  for  next  spring, 
with  general  availability  likely 
late  next  year,  IBM  said. 

The  basic  OS/2-based  console 
product  is  priced  at  $2,000; 
prices  for  database  support  mod¬ 
ules  range  from  $200  to 
$140,000,  based  on  system  size 
and  software  tools. 

Senior  editor  Johanna  Am¬ 
brosia  contributed  to  this  report. 


Soup  to  nuts  for  LAN  managers 


If  IBM  delivers  on  the  promise  of  its  new 
OS/2  2.0-based  LAN  management  and 
software  distribution  products;  life  is  go¬ 
ing  to  get  a  lot  easier  for  LAN  managers, 
according  to  Gartner  Group’s  Dick  Boyle. 
IBM  announced  LANfocus  Management/2,  a 
LAN  system  management  platform  with  tools 
for  monitoring  and  troubleshooting  LAN  sys¬ 
tems  activities  and  applications;  and  Configura¬ 
tion,  Installation  and  Distribution  (CID),  a  family 
of  products  for  automatically  configuring  and 
distributing  software  to  LAN  workstations  and 
servers.  Both  product  families  will  support  OS/2 
2.0,  DOS  5.0  and  DOS  5.0  with  Microsoft  Corp. 
Windows  3.1  clients,  as  well  as  Novell’s 
NetWare. 

In  addition,  LANfocus  Management/2  will  be 
able  to  manage  any  network  device  that  sup¬ 
ports  SNMP  and  CMIP,  IBM  said.  IBM  is  also 
developing  LANfocus  agents  for  managing  IBM 
Database  Manager,  Communications  Manager 
and  LAN  Server.  LANfocus  promises  soup-to- 
nuts  management  of  LAN  systems  through  a 
combination  of  IBM  and  third-party  applica¬ 
tions,  the  vendor  said.  The  platform  will  be  able 


to  manage  IBM  Token  Ring  devices  via  IBM’s 
LAN  Network  Manager,  IBM  said.  Other  IBM 
applications  will  include  the  following: 

•  LANfocus  Start/2,  which  is  said  to  provide 
icon-based  screens  for  managing,  planning  and 
validating  network  system  configurations. 

•  LANfocus  Monitor/2  will  monitor  direct-ac¬ 
cess  storage  devices,  random-access  memory 
and  CPU  usage  and  performance  levels. 

•  LANfocus  Fix/2  monitors  network  hardware 
and  software. 

•  LANfocus  Net  View  Tie/2  provides  a  gateway 
for  reporting  events  to  a  Net  View  host. 

LANfocus  Manage/2  1.0,  slated  for  availabil¬ 
ity  in  second-quarter  1993,  costs  $  1 ,245. 

The  keystone  of  IBM’s  CID  offering,  Distri¬ 
bution  Manager/2  (DM/2)  Version  2.0,  may  be 
the  first  product  family  to  enable  users  to  auto¬ 
matically  download  configuration  and  software 
code  tailored  to  different  workstations,  instead 
of  loading  the  same  cookie-cutter  configurations 
to  a  group  of  users  in  bulk,  Boyle  said. 

DM/2  2.0,  set  for  release  by  year’s  end,  costs 
$  1 ,495  for  the  server  and  $95  per  client. 

ELISABETH  HORWITT 


IBM  may  pass  Microsoft 
in  operating  system  race 


BY  ROSEMARY  HAMILTON 
and  CHRISTOPHER  LINDQUIST 

CW  STAFF 


IBM  will  likely  gain  a  proverbial 
window  of  opportunity  in  the 
next  several  months  as  rival  Mi¬ 
crosoft  Corp.  moves  its  delivery 
schedule  for  Windows  New 
Technology  (NT)  well  into  1993. 

Analysts  and  users  contacted 
last  week  said  Microsoft’s  shift, 
combined  with  increasing  mo¬ 
mentum  behind  OS/2  2.0,  could 
give  IBM  the  lead  for  the  next 
few  years  in  the  high-end  desk¬ 
top  operating  systems  race. 

“The  million  copies  IBM  has 
distributed  is  pretty  signficant,” 
said  Jeff  Tarter,  publisher  of 
“Softletter”  in  Watertown, 
Mass.  “IBM  already  has  a  pretty 
strong  lead,  and  NT’s  delay 


could  be  very  bad  news  for  Mi¬ 
crosoft.” 

The  delay  was  summed  up  by 
a  message  from  Microsoft  in  its 
MSWIN32  forum  on  Compu¬ 
Serve:  “Based  on  the  latest  in¬ 
formation  and  our  determination 
to  ensure  that  the  final  code  is  of 
very  high  quality,  the  final  re¬ 
lease  of  Windows  NT  will  be  in 
early  1993,  not  end  of  1992,  as 
previously  anticipated.” 

Microsoft  also  confirmed  that 
an  end-user  beta  test  scheduled 
for  September  has  just  begun 
production  and  will  not  be  in  user 
hands  until  the  end  of  this  month. 

The  causes  of  the  delay  are 
unclear.  Cameron  Myrhvold,  di¬ 
rector  of  developer  relations  at 
Microsoft,  last  week  attributed 
the  slips  to  performance  and 
compatibility  improvements. 


“You  can  spend  a  lot  of  time 
squeezing  the  last  bits  out.” 

Developers  who  have  been 
working  with  Windows  NT  for 
some  time  said  the  major  parts  of 
the  operating  system  seem  to  be 
very  stable,  but  details  such  as 
improved  DOS  and  Windows  3.0 
and  3.1  compatibility  could  still 
be  an  issue. 

No  need  to  worry 

Hamilton  Laboratories  in  Way- 
land,  Mass.,  has  been  shipping 
Windows  NT  development  tools 
for  several  months,  and  Presi¬ 
dent  Douglas  Hamilton  said  he 
could  point  at  no  glaring  bugs.  “I 
don’t  see  any  cause  to  say  ‘Aha! 
See,  they’ve  run  into  serious 
problems,’  ”  he  said.  “[It’s  tak¬ 
ing]  just  a  little  bit  more  work 
than  they  expected.” 

While  Microsoft  is  stuck  in 
neutral,  IBM  is  hinting  that  it 
will  not  be  long  before  it  doubles 
its  OS/2  shipments.  Shon  Saliga, 
manager  of  OS/2  at  the  OS/2 
Programming  Center  in  Boca 
Raton,  Fla.,  said  last  week:  “We 


are  on  our  way  to  2  million.” 

The  key  for  IBM  is  to  keep  its 
momentum  going,  and  for  the 
short  term  that  means  delivering 
on  its  promises  for  1992.  The 
company  says  it  is  on  schedule  to 
deliver  an  assortment  of  fixes 
and  additional  features  that  it  has 
been  promising  since  spring.  A 
Service  Pack  that  will  include 
more  than  200  bug  fixes  and  the 
expected  32-bit  graphics  engine 
is  scheduled  to  ship  midway 
through  this  month. 

The  new  engine  effectively 
replaces  a  hybrid  engine  of  16- 
bit  and  32-bit  technology  that 
IBM  shipped  with  OS/2  2.0  earli¬ 
er  this  year. 

The  Service  Pack  “is  abso¬ 
lutely  key  to  us,”  said  George  Ol¬ 
iver,  manager  of  information  de¬ 
livery  technologies  at  the  Royal 
Bank  of  Canada. 

IBM  said  it  would  follow  this 
release  with  another  Service 
Pack  that  would  not  include  the 
new  graphics  engine  for  users 
who  want  the  bug  repairs  but  are 
not  yet  ready  for  the  new  graph¬ 


ics  function.  Finally,  it  will  ship 
by  year’s  end  a  point  release  of 
2.0  that  will  support  Windows 
3.1. 

Corporate  users  said  the  ef¬ 
fects  of  the  slip  would  be  mini¬ 
mal,  as  projects  that  would  use 
Windows  NT  are  generally  long¬ 
term  in  nature. 

Keith  Dart,  a  systems  analyst 
at  GTE  Mobilenet  in  Pleasanton, 
Calif.,  said  that  while  he  is  inter¬ 
ested  in  NT,  he  does  not  need  it 
immediately  and  would  be  happy 
to  get  on  the  beta-test  program. 

Other  users  may  simply  have 
more  than  enough  to  do  just  in¬ 
stalling  Windows  3.1  without 
having  to  deal  with  testing  Win¬ 
dows  NT  as  well. 

Theresa  Doyle,  vice  presi¬ 
dent  of  computers  and  informa¬ 
tion  services  at  Dean  Witter, 
said  that  while  she  would  like  to 
see  if  Windows  NT  will  be  usable 
for  stock  analyst  workstations, 
she  is  just  “so  busy”  getting  cur¬ 
rent  systems  installed  that  the 
delay  “is  not  going  to  have  any 
effect  in  my  area.” 


4 


COMPUTERWORLD 


OCTOBER  12, 1992 


nraMn 


aE«K>  ■.,.'  iae»  ••♦•- 
*.:v: 


r.  -4??vvi  »v  . 

jBKfaSpfc  ?/' 

'Z‘.-  J.V-V  ,  . 


- 


iS* 


9H 


•%-v'<  VA;# 


m 


Bob  Shepard 
Executive  Vice  President 
Information  Systems 
Kawasaki  USA 


“I  don’t  lose  sleep  worrying  about  my  software  company  going  out  of 
business.  With  CA,  I  know  my  software  investment  is  protected  by  the  finan¬ 
cial  stability  and  resources  of  a  billion-dollar,  Fortune  500  company  That’s 
important.  Because  in  this  business,  anything  can  happen.” 

Solid  as  a  rock,  CA  offers  uncommon  security  in  the  volatile,  high-risk 
world  of  software.  With  more  than  $1.6  billion  in  sales  and  a  proven,  16-year 
track  record  of  success,  CA  offers  more  than  95%  of  the  Fortune  MDi  mo® 

500  total  peace  of  mind.  J^ccomrcc 

And  thats  one  feature  all  software  should  offer.  software  superior  by  design. 

©  Computer  Associates  International,  Inc.,  One  Computer  Associates  Plaza,  Islandia,  NY  11788-7000.  1-800-CALL  CAL  All  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 
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Live  video  on  deck  for  Notes 

Danvers,  Mass.-based  PictureTel  Corp.  and  Lotus  Develop¬ 
ment  Corp.  said  last  week  said  they  have  swapped  technology 
to  bring  PictureTel’s  dial-up  videoconferencing  capabilities  to 
Lotus’  Notes  workgroup  software.  Users  will  reportedly  be 
able  to  dial  up  a  videoconference  through  their  Notes  applica¬ 
tion.  Availability  and  pricing  were  not  announced. 


Tl  cranks  up  486  production 

Texas  Instruments,  Inc.  has  started  volume  production  of  a 
line  of  486-class  microprocessors  to  be  used  in  notebook  and 
desktop  machines,  the  first  of  which  will  appear  at  Comdex/Fall 
’92  next  month.  Prices  for  the  TI486  chips  —  six  models  in  all 
—  range  from  $59  for  a  20-MHz  486SLC  to  $99  for  a  33-MHz 
486DLC.  That  compares  with  Intel’s  pricing  of  $94  to  $317 
for  comparable  parts. 


Cellular  data  service  to  debut 

Westinghouse  Electronic  Systems  and 
Bell  Atlantic  Mobile  Systems,  Inc.  said 
last  week  they  would  launch  the  na¬ 
tion’s  largest  data-over-cellular  ser¬ 
vice  in  the  Baltimore  area  in  the  first 
quarter  of  1993.  The  partners  will  use 
technology  from  Cellular  Data,  Inc.  in 
Mountain  View,  Calif.  The  plan  calls 
for  Bell  Atlantic  to  sell  its  packet  data 
cellular  services  to  Westinghouse, 
which  will  resell  cellular  data  services 
integrated  with  software  and  hardware  to  end  users. 


Quattro  Pro  bugs  reported 

Borland  International,  Inc.’s  Quattro  Pro  for  Windows  has 
barely  shipped,  but  reports  of  problems  are  filtering  in.  The 
spreadsheet  reportedly  requires  more  system  resources  than 
other  Microsoft  Corp.  Windows  spreadsheets,  requiring  users 
to  close  other  applications  just  to  get  Quattro  Pro  to  load.  A 
Borland  spokesman  would  not  comment  on  the  package’s  re¬ 
source  requirements,  other  than  to  say  that  if  there  is  a  prob¬ 
lem,  its  technical  support  staff  would  take  care  of  it. 


Novell  concedes  security  threat 

Responding  to  a  recently  discovered  security  threat  to  its 
NetWare  LAN  operating  systems,  Novell,  Inc.  is  distributing  a 
patch  for  NetWare  3.11,  NetWare  2.2  and  NetWare  for  Unix 
customers.  The  fix  can  be  downloaded  from  the  NetWare  bulle¬ 
tin  board  on  CompuServe.  The  security  gap,  as  demonstrated 
in  a  Netherlands  laboratory,  allows  any  user  logged  on  to  a 
LAN  to  gain  network  supervisor  status,  providing  unlimited 
access  to  all  of  the  data  stored  on  the  server.  According  to  No¬ 
vell’s  Jan  Neumann,  executive  vice  president  of  the  NetWare 
Systems  Group,  the  break-in  would  be  confined  to  one  server. 


Short  takes 

Microsoft  is  set  to  ship  the  software  development  kit  for  its 
Open  Database  Connectivity  application  programming  inter¬ 
face.  The  kit  will  allow  developers  to  write  a  common  set  of 
Windows  code  that  will  be  able  to  access  multiple  back-end  da¬ 
tabases.  . .  .  Microsoft  has  created  a  chief  information  officer 
position  and  filled  it  with  Neil  Evans,  a  nine-year  employee  and 
general  manager  of  the  Information  Technology  Group. . . . 
Toshiba  America  Information  Systems,  Inc.  this  week 
will  cut  the  price  of  its  Satellite  T1850C  low-end  color  note¬ 
book  by  roughly  30%,  down  to  as  low  as  $2,250. . . .  Syman¬ 
tec  Corp.  plans  to  acquire  Certus  International  Corp.,  de¬ 
veloper  of  antiviral  and  security  software  for  personal 
computers. . . .  Computerland  Corp.  announced  a  major  re¬ 
structuring  last  week,  splitting  the  company  into  two  divisions: 
Franchising  and  Distribution  and  the  Corporate  Division.  . . . 
JWP,  Inc.’s  president  and  chief  operating  officer,  David  L. 
Sokol,  resigned  his  position  and  his  seat  on  the  board  of  direc¬ 
tors  amid  continuing  losses.  Andrew  T.  Dwyer,  chairman  and 
chief  executive  officer,  will  take  on  the  role  of  president. 

More  news  shorts  on  page  16 


Donut  maker  dips  into  Sun 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


MOUNTAIN  VIEW,  Calif.  — 
Dunkin’  Donuts  of  America,  Inc. 
is  expected  to  reveal  this  week 
that  it  will  use  Sun  Microsys¬ 
tems,  Inc.  gear  to  provide 
networked  computing  resources 
to  automate  840  of  its 
2,600  franchise  stores 
in  the  U.S.  Many  of  the 
stores  had  been  using 
IBM-compatible  per¬ 
sonal  computers  or  pa¬ 
per  records  to  track  in¬ 
ventories  and  support 
office  automation. 

Automation  has 
been  inconsistent 
throughout  the  Dunkin’ 

Donuts  enterprise,  and 
vital  data  about  sales 
and  up  to  15%  of  inven¬ 
tory  was  being  lost  at 
some  stores.  The  Sun 
systems  will  provide  a 
consistent  architecture 
within  the  company  and 
allow  each  office  to 
more  easily  communi¬ 
cate  data  to  headquar¬ 
ters  and  one  another, 
said  Dunkin’  Donuts 
MIS  director  Dave  Ben¬ 
nett. 

The  firm’s  contract 
with  Sun,  worth  $8  million  over 
four  years,  underscores  its  com¬ 
mitment  to  Unix  client/ 
server  architecture  as  the  basis 
for  all  its  information  systems. 
The  chain  now  uses  a  22  million 
instructions  per  second  Sun- 
server  490  as  the  primary  com¬ 
puter  for  400  employees  at  its 
Randolph,  Mass.,  headquarters. 

Dunkin’  Donuts  studied  the 
use  of  Unix  store  systems  by 
other  restaurant  chains,  includ¬ 
ing  McDonald’s  Corp.,  Pepsico, 
Inc.  and  Mrs.  Fields  Cookies, 
Inc.  before  deciding  on  the  mul¬ 
tiuser  Sun  platform.  “This  is  our 
first-generation  system,  but  oth¬ 
er  chains  are  on  their  third-gen¬ 


eration  or  fourth-generation  sys¬ 
tems,”  Bennett  said.  “I’d  be 
foolish  not  to  try  to  learn  from 
their  experience.” 

The  first  batch  of  distributed 
Sun  workstations  will  be  rolled 
out  to  Dunkin’  Donuts  franchise 
owners  sometime  next  year. 

Each  Sun  computer  will  par¬ 


ticipate  in  a  peer-to-peer  net¬ 
work,  rather  than  as  a  lowly  cog 
in  a  top-down,  host-based  sys¬ 
tem.  That  design  fits  the  Dunkin’ 
Donuts  organization,  which  con¬ 
sists  of  a  headquarters  staff,  a 
small  number  of  company-owned 
stores  and  more  than  1,300  fran¬ 
chise  operations,  Bennett  said. 

Stores  will  send  their  daily 
transactions  to  the  headquar¬ 
ters'  Oracle  Corp.  Oracle  6  data¬ 
base  over  a  company  wide-area 
network  for  analysis  by  regional 
market.  The  central  Sun  server 
will  be  able  to  download  software 
revisions  to  the  stores.  Sun’s 
SPARCstation  IPC  color  work¬ 
stations  will  act  as  local  hosts  and 


clients  to  the  central  server  at 
franchise  stores. 

On  board  each  SPARCstation 
IPC  will  be  a  suite  of  store  man¬ 
agement  software,  including 
modules  for  inventory  manage¬ 
ment,  sales  tracking  and  distri¬ 
bution,  developed  by  a  team  of 
five  central-site  Dunkin’  Donuts 
programmers.  A  route- 
management  package 
that  tracks  distribution 
to  other  Dunkin’  Do¬ 
nuts  outlets  and  local 
convenience  stores  has 
already  been  tested  by 
some  owners. 

The  SPARCstations 

—  including  the  Solaris 
operating  system  and 
custom  software  —  will 
be  sold  to  the  franchises 
for  less  than  $12,000 

—  the  price  of  three 
cash  registers,  Bennett 
said.  He  estimated  the 
cost  of  operating  with 
the  Sun  systems  is 
roughly  one-tenth  the 
cost  of  running  the  busi¬ 
ness  on  IBM  midrange 
mainframes. 

However,  several 
loose  ends  remain  in  the 
Dunkin’  Donuts  client/ 
server  system,  includ¬ 
ing  a  lack  of  perfor¬ 
mance  monitoring  software  for 
the  enterprise  Unix  network, 
due  to  be  supplied  under  Sun’s 
recent  agreement  with  Comput¬ 
er  Associates  International,  Inc. 

Dunkin’  Donuts,  which  has 
$1.3  billion  in  revenue  through 
sales  in  18  countries,  has  proven 
to  be  a  corporate  maverick  in  its 
move  toward  an  open  systems 
standard.  It  is  just  one  operating 
unit  of  Allied  Lyons  PLC,  a  $9 
billion  British  conglomerate  that 
runs  on  large-scale  IBM  main¬ 
frames.  “They’re  interested  in 
understanding  to  what  extent 
open  systems  makes  sense  [for 
them]  and  in  how  to  deploy  it,” 
Bennett  explained. 


David  Powers 

Dunkin’  Donuts’  Bennett  says  it  is  substantial¬ 
ly  cheaper  to  run  his  operations  on  Sun 


Feds  seize  counterfeit  DOS 


BY  JAMES  DALY 

CW  STAFF 


REDMOND,  Wash.  —  In  what 
was  described  as  the  largest  sei¬ 
zure  of  counterfeit  software 
ever,  U.S.  marshals  announced 
the  confiscation  of  16  trailer 
trucks  filled  with  counterfeit  Mi¬ 
crosoft  Corp.  DOS  software  in  a 
series  of  raids  conducted  last 
month  throughout  Northern 
California  and  New  Jersey. 

Law  enforcement  officials  im¬ 
pounded  150,000  bootleg  copies 
of  the  DOS  Version  5.0  operat¬ 
ing  system  in  a  crackdown  that 
focused  on  an  alleged  counter¬ 
feiting  enterprise  called  U-Top 
Printing  Corp.,  based  in  Sunny¬ 
vale,  Calif.  The  pirated  software 


had  a  street  value  of  more  than 
$9  million,  Microsoft  officials 
said. 

The  high-profile  raids  oc¬ 
curred  just  prior  to  congressio¬ 
nal  action  on  a  bill  to  strengthen 
software  counterfeiting  penal¬ 
ties.  The  software  piracy  bill,  S. 
893,  has  passed  the  House  of 
Representatives  and  was  ex¬ 
pected  to  go  before  the  U.S.  Sen¬ 
ate  last  week. 

If  passed,  the  bill  would  make 
software  copyright  infringement 
a  felony,  upping  the  maximum 
term  of  imprisonment  to  five 
years  with  a  possible  fine  of  up  to 
$250,000. 

Willful  infringement  is  now 
subject  to  a  maximum  fine  of 
$25,000  or  imprisonment  of  up 


to  one  year  or  both. 

Microsoft  has  filed  suit  in  fed¬ 
eral  court  against  U-Top  and  its 
owners,  James  and  Shirley  Sung, 
for  copyright  infringement, 
trademark  infringement  and  re¬ 
lated  claims.  An  attorney  for  the 
Sungs  said  they  had  simply  pro¬ 
duced  DOS  copies  on  behalf  of 
computer  makers  they  believed 
had  valid  licenses  to  manufacture 
the  operating  system. 

In  the  past,  U-Top  had  legally 
produced  versions  of  DOS  for 
Milpitas,  Calif.-based  Caliber 
Computer  Corp.  and  MTD  Data 
Services,  Inc.  in  Bellevue,  Wash. 
But  Caliber  and  MTD  are  no 
longer  licensed  to  make  the  pro¬ 
gram,  Microsoft  officials  said. 

The  Business  Software  Alli¬ 
ance  estimated  that  software  pi¬ 
racy  cost  U.S.  businesses  $12 
billion  last  year. 
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LOOK  WHO'S  COOPBUriNt  ON  A 

COOPERATIVE-SERVER  DATABASE 


“Oracle’s  always  been  the 
leader  in  budding  database 
technology.  One  of  the  great 
things  about  Oracle’s 
approach  is  that  they’re 
hiding  the  differences 
between  all  the  machines 
out  on  the  network  running 
on  various  platforms.  ” 

Bill  Gates 
Chairman  and  CEO 
Microsoft  Corporation 


“The fundamental  problem 
with  early  client-server 
database  managemetU 
systems  is  that  applications 
cannot  access  data  on  more 
than  one  server  without  a  lot  of 
extra  programming.  This 
programmatic  approach  to 
accessing  data  on  multiple 
servers  is  in  stark  contrast  to 
the  totally  automatic 
approach  provided  by 
ORACLE 7.” 

Larry  Ellison 
President  and  CEO 
Oracle  Corporation 


“ORACLE7’s  breakthrough  in 
hiding  technological 
complexity  is  analogous  to 
the  ease-of-use  breakthroughs 
accomplished  by  the 
introduction  of  the  Mac  in 
1984.” 

John  Sculley 
Chairman  and  CEO 
Apple  Computer,  Inc. 


‘With  HP  systems  and 
ORACLE7,  our  customers 
will  have  the  desktop  to  high- 
end  performance  they  need 
for  a  fraction  of  the  cost  of 
mainframe  computing 
solutions.  ” 

John  Young 
President  and  CEO 
Hewlett-Packard  Company 


“ORACLE7  is  really  solving 
the  complexities  of  the 
distributed  computing 
environment  cost-effectively. 
Plus,  it  supplies  the  reliability 
and  security  that  are 
required  in  a  distributed 
computing  environment.  In 
fact  because  ORACLE7 
matches  Sun’s  client-server 
model  so  well,  we  have  chosen 
ORACLE7  as  one  of  our  key 
databases.” 

Scott  G.  McNealy 
President  CEO  and 
Chairman 
Sun  Microsystems,  Inc. 


The  world’s  largest  database  company 
introduces  a  revolutionary  new  technology 
called  a  cooperative-server  database.  A 
cooperative-server  database  hides  the 
complexity  of  computer  networks  by 
enabling  applications  to  access  data  located 
on  multiple  computers  just  as  if  all  the  data 
were  stored  on  a  single  computer.  In  this 
way,  a  cooperative-server  database 
simplifies  application  building  and  improves 
decision  making  by  making  access  to 
information  easier.  .  .  much  easier. 

ORACLE* 

Software  that  runs  on  all  your  computers. 


For  more  cm.  ORACLE7,  just 
call  1-800-633-1071  Ext.  8184. 
Find  out  what  these  industry 
leaders  are  excited  about. 


©  1992  Oracle  Corporation.  ORACLE  and  ORACLE7  are  registered  trademarks  of  Oracle  Corporation.  Call  for  product,  service,  and  seminar  information.  In  Ontario  or  Quebec  call  1-800-263-8972,  elsewhere  in  Canada  cal!  1-800-263-8969. 


NEWS 


IBM  CASE  delays  send  users  elsewhere 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


CHICAGO  —  Users  gathered 
here  last  week  at  the  Repository 
AD/Cycle  (RAD)  International 
Users  Group  conference  remain 
faithful  to  the  church  of  struc¬ 
tured  software  design  but  ex¬ 
pressed  little  confidence  in  the 
ability  of  IBM  to  lead  them  to  the 
promised  land. 

“I’m  still  a  great  believer  in 
the  concept  of  Repository  and 
AD/Cycle  because  they  will  have 
a  dramatic  impact  on  our  ability 
to  manage  data  and  exploit  infor¬ 
mation,”  said  Walter  Viali,  man¬ 
ager  of  the  information  systems 
enabling  center  at  Texaco,  Inc. 
in  Houston.  “But  IBM  has  no 
credibility.  Who  are  they  to  talk 
about  disciplined  applications  de¬ 
velopment?” 

IBM’s  Repository  Manager, 
announced  in  September  1989, 
was  supposed  to  have  acted  as  an 
integration  mechanism  through 
which  computer-aided  software 
engineering  (CASE)  tools  would 
share  information.  But  Reposi¬ 
tory  Manager  never  material¬ 
ized  as  a  usable  product,  and  in 
July,  IBM  began  briefing  cus¬ 
tomers  about  a  shift  in  direction: 
putting  a  repository  on  local- 
area  networks  [CW,  July  20]. 

Donnette  Bruno,  president  of 
RAD,  said,  “People  were  wait¬ 


ing  for  IBM,  but  they’re  not  any 
longer.”  In  fact,  she  said,  the 
user  group  is  considering  chang¬ 
ing  its  name  to  make  it  less  tied 
to  IBM. 

Like  many  of  the  other  users 
that  met  here  last  week,  Texaco 
is  now  exploring  options  other 
than  IBM  for  a  repository,  in¬ 
cluding  InfoSpan  in  Minneapolis, 
Reltech  Products,  Inc.  in  Fair¬ 
fax,  Va.,  and  BrownStone  Solu¬ 
tions,  Inc.  in  New  York. 

Texaco’s  loss  of  faith  is  signif¬ 
icant  for  IBM  because  Texaco  is 
one  of  approximately  30  user  or¬ 
ganizations  that  take  part  in 
IBM’s  ShowCASE  program. 

“At  our  next  meeting,  we’re 
going  to  talk  about  what  we  want 
to  see  and  when,”  Viali  said. 
“We’ve  got  a  real  credibility 
problem  in  our  own  organiza¬ 
tions  because  IBM  changes  di¬ 
rection  every  three  months.” 
Texaco  disbanded  its  repository 
team  late  last  year,  he  added. 

At  Barnett  Technologies,  Inc. 
in  Jacksonville,  Fla.,  where  Bru¬ 
no  works  as  a  data  administrator, 
“We’re  building  our  own  infra¬ 
structure,”  she  said. 

That  is  a  tack  that  other  users 
are  also  exploring,  said  Robert 
Holland,  chairman  of  consulting 
group  Holland  Systems  Corp.  in 
Ann  Arbor,  Mich.  “People  are 
building  their  own  repositories, 
relying  on  their  CASE  vendors 


for  integration  or  looking  at  al¬ 
ternative  repositories,”  he  said. 
“People  don’t  see  IBM  deliver¬ 
ing,  so  they’re  paying  attention 
to  others  who  are.” 

Cathy  J.  Lewis,  director  of  ap¬ 
plications  development  market¬ 
ing  at  IBM  Programming  Sys¬ 
tems  in  Somers,  N.Y.,  denied 


that  IBM’s  CASE  star  has  been 
tarnished.  “We  believe  a  good 
number  of  customers  look  to  us 
for  leadership  in  applications  de¬ 
velopment,”  she  said. 

Ed  Peters,  chief  information 
officer  at  The  Hay  Group  in 
Washington,  D.C.,  and  one  of  the 
users  on  the  committee  who  met 


during  the  late  1980s  to  draw  up 
requirements  for  AD/Cycle,  said 
there  is  still  a  lot  that  can  be  ac¬ 
complished. 

“There  have  been  disappoint¬ 
ing  delays  from  the  prime  vendor 
to  make  the  environment  fit  to¬ 
gether  properly,”  Peters  said. 
“But  people  can  still  drive  for¬ 
ward.  ...  If  IBM  doesn’t  have 
the  products,  we  can’t  wait  be¬ 
cause  our  business  will  not 
wait.” 


Repository  pact  bugs  AD/Cycle  allies 


Last  week,  an  IBM  manager  lifted  the 
curtain  a  bit  on  a  workgroup  repository 
the  firm  is  working  on,  saying  it  will  be 
unveiled  in  pieces  throughout  next 
year  and  1994,  and  it  will  be  based  on 
the  existing  CASE  environment  for  the  RISC 
System/6000  family  of  Unix-based  computers. 

Also  last  week,  IBM  announced  an  agree¬ 
ment  to  pitch  Knowledge  Ware,  Inc.’s  tools  as 
the  cross-life  cycle,  software  development  family 
of  choice  to  customers. 

The  KnowledgeWare  deal  is  essentially 
meant  to  allow  IBM  to  compete  with  Texas  In¬ 
struments,  Inc.  and  other  providers  of  integrat¬ 
ed  CASE  solutions,  said  Cathy  J.  Lewis,  director 
of  applications  development  marketing  at  IBM 
Programming  Systems. 

Lewis  dismissed  the  notion  that  the  expanded 
deal  with  KnowledgeWare  will  add  stress  to  the 
AD/Cycle  Alliance.  Some  of  the  other  alliance 
members  have,  however,  privately  registered 
their  displeasure  over  what  they  perceive  to  be 
Knowledge  Ware’s  elevation. 


The  new  repository,  dubbed  AD  Platform, 
will  initially  provide  basic  intertool  communica¬ 
tions,  with  full-scale  data  integration  coming  “as 
soon  as  possible  thereafter,”  said  John  Swain- 
son,  manager  of  the  applications  development 
technology  center  at  IBM’s  Toronto  laboratory. 
That  will  allow  one  tool  to  pick  up  a  flow  chart 
from  another  tool,  for  example. 

The  new  repository  will  be  a  “scalable  devel¬ 
opment  environment”  that  can  support  “multi¬ 
ple  clients,  multiple  servers  and  hundreds  of 
people,”  he  said.  It  will  run  under  AIX  and  OS/2. 

Other  features  include  the  following: 

•  The  ability  to  track  different  versions  of  soft¬ 
ware  being  developed,  at  the  level  of  both  a 
whole  program  and  individual  pieces  of  data. 

•  One  logical  point  from  which  to  control  every¬ 
thing. 

Swainson  also  said  IBM  is  building  the  new 
system  on  top  of  the  existing  AIX  CASE  frame¬ 
work.  This  framework,  developed  with  Hewlett- 
Packard  Co.,  provides  an  intertool  messaging 
scheme. 


Marriott  suit  damns 
AMR  role  in  Confirm 


CONTINUED  FROM  PAGE  1 

Marriott  has  operated  Mar¬ 
sha  since  1984,  using  reserva¬ 
tion  centers  in  Omaha  and  Salt 
Lake  City,  and  claimed  to  have 
reduced  its  cost  and  improved  its 
effectiveness. 

An  AMRIS  spokeswoman  last 
week  declined  to  comment  on 
the  allegations  and  said  that  nei¬ 
ther  Crandall  nor  Hopper  would 
be  available  for  interviews.  Mar¬ 
riott  also  declined  comment. 

Marriott’s  suit  was  filed  three 
days  after  Fort  Worth,  Texas- 
based  AMRIS  filed  an  action  in 
Dallas  against  Marriott  and  Con¬ 
firm’s  other  user  partners,  Hil¬ 
ton  Hotels  Corp.  and  Budget 
Rent  A  Car  [CW,  Oct.  5]. 

AMRIS  alleged  in  its  suit  that 
the  three  user  partners  withheld 
funds,  missed  deadlines  for  sub¬ 
mitting  design  specs  and  made 
poor  staffing  assignments  that 
harmed  the  Confirm  project. 

Besides  resolving  large  is¬ 
sues,  AMR  and  Marriott  must 
also  settle  on  a  venue  for  the 
legal  action.  As  of  late  last  week, 
Hilton  said  it  had  not  filed 
any  actions,  and  Budget  had 
not  returned  phone  calls  in¬ 
quiring  whether  it  planned 


legal  recourse. 

The  AMRIS  spokeswoman 
characterized  Marriott’s  Mary¬ 
land  filing  as  a  case  of  “forum 
shopping,”  meaning  Marriott 
had  filed  in  Maryland  to  move 
the  case  out  of  Dallas  and  into 
Marriott’s  home  territory. 

Plans  gone  awry 

The  four  firms  had  formed  a  con¬ 
sortium  called  Intrico  to  oversee 
development  and  marketing. 
AMRIS  was  assigned  to  develop¬ 
ment,  and  Marriott,  Hilton  and 
Budget  were  financial  partners. 

Development  efforts  ceased 
last  summer.  Databases  were 
virtually  irrecoverable  in  the 
event  of  a  crash,  and  the  sys¬ 
tem’s  Transaction  Processing 
Facility  reservation  component 
did  not  integrate  well  with  its 
MVS  and  DB2-based  decision- 
support  component. 

Marriott  claimed  in  its  suit 
that  officials  at  AMR  and  AMRIS 
knew  of  technical  problems  long 
before  admitting  to  them  or  to 
their  seriousness  last  April.  It 
also  claimed  that  AMRIS  delib¬ 
erately  falsified  financial  repre¬ 
sentations  of  the  project. 


The  suit  named  Crandall  and 
Hopper  as  two  of  six  AMR  exec¬ 
utives  “who  played  a  significant 
role  in  the  events  surrounding 
AMRIS’  defrauding  of  Marriott 
and  leading  up  to  AMRIS’  ulti¬ 
mate  breach  of  its  contract.” 

For  instance,  the  suit  alleged 
that  Crandall  and  Hopper  gave 
“false  assurances”  to  Marriott 
that  deadlines  would  be  met.  On 
one  occasion  in  April  1991, 
Crandall  assured  Marriott  that  a 


stripped-down  version  of  Con¬ 
firm  would  be  complete  by  June 
1992,  even  though  AMRIS  had 
known  in  February  that  it  could 
not  meet  that  deadline. 

A  month  after  Crandall's  as¬ 
surance,  John  Mott,  a  former 
AMRIS  official,  told  Marriott 
“the  assumptions  made  in  sched¬ 
uling  the  [modified  version]  were 
‘quite  poor,’  ”  the  suit  alleged. 

The  suit  also  alleged  that 
Crandall  and  Hopper  had  com¬ 


municated  to  Marriott  last  April 
that  they  believed  AMR  employ¬ 
ees  had  concealed  information. 
Hopper  had  at  one  point  issued 
an  internal  AMRIS  memo  criti¬ 
cizing  staff  members  because 
they  “did  not  disclose  the  true 
status  of  the  project  in  a  timely 
manner”  [CW,  Aug.  10]. 

Marriott  claimed  that  Cran¬ 
dall  wrote  to  Marriott,  Hilton 
and  Budget  on  April  29  stating: 
“The  individuals  to  whom  we 
gave  responsibility  for  managing 
Confirm  have  proven  to  be  inept. 
Additionally,  they  have  appar¬ 
ently  deliberately  concealed  a 
number  of  important  technical 
and  performance  problems.” 

According  to  Marriott,  other 
AMR  executives  who  defrauded 
the  hotel  include  former  AMRIS 
President  Russell  Harrison; 
Mott,  former  president  of  AM¬ 
RIS’  Travel  Services  Division  in 
charge  of  development;  David 
Harms,  a  former  vice  president 
of  AMRIS  Travel  Services;  and 
Robert  Geller,  former  assistant 
vice  president  of  AMRIS  Travel 
Services. 

The  suit  claimed  that  AMR 
fired  Mott,  Harms  and  Geller 
last  April  for  concealing  data. 

Mott,  who  recently  joined 
Electronic  Data  Systems  Corp.’s 
financial  business  unit,  said  last 
week  he  left  AMRIS  voluntarily. 

The  other  managers  named  in 
the  suit  either  declined  comment 
or  could  not  be  reached. 


Too  many  pilots 


Confirm’s  “fatal  flaw”  was  a  faulty  management  struc¬ 
ture  in  which  no  one  group  had  ample  authority  over 
the  project,  according  to  John  Mott,  the  former  presi¬ 
dent  of  AMRIS’  Travel  Services  Division. 

Although  Intrico  had  a  permanent  president  in 
place,  it  was  governed  by  a  board  that  consisted  of  representa¬ 
tives  from  all  four  parties  who  met  once  a  month.  “You  cannot 
manage  a  development  effort  of  this  magnitude  by  getting  to¬ 
gether  once  a  month,”  noted  Mott,  who  was  named  in  a  suit 
brought  by  Marriott  regarding  the  defunct  reservation  system 
project. 

“Had  they  allowed  the  president  of  Intrico  to  function  as 
CEO  in  a  normal  sense  and  empowered  their  senior  reps  [to] 
work  together  with  a  common  goal  and  objective,  it  would  have 
worked,”  he  said.  Mott  further  claimed  that  the  partners  never 
empowered  Intrico  to  be  anything  more  than  a  sales  force,  add¬ 
ing  that  each  of  the  groups  maintained  separate  identities. 

“A  system  of  this  magnitude  requires  quintessential  team¬ 
work,”  he  continued.  “We  essentially  had  four  different 
groups. ...  It  was  a  formula  for  failure.” 

MARK  HALPER 
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TWO-PHASE  COMMIT 
SYBASE  VS.  ORACLE7 


PROGRAMMATIC 
AND  PROPRIETARY 


two-phaseO 

{ 

/*  open  up  two  servers  and  a  commit  service  7 
dbproc  ^serverl  =  dbopen(login,  databasenamel); 
dbproc  server2  =  dbopenflogin,  databasename2); 
dbproc^commit  =  open_commit(login,  NULL); 

r 

"  prepare  data  for  each  command  buffer  and  select  a  database  to 
'*  use,  then  start  distributed  transaction  on  commit  service 
7 

commid  =  start_xact(dbproc_commit,  application,  “my_xact”,  2); 

r 

"  build  transaction  name  and  begin  transactions  on  different 
■'  servers 
7 

build_xact_string("“,"", commid,  xact_string); 
dbfcmd(dbproc_server1 ,  “BEGIN  TRANSACTION  %s",  xact_string); 
dbsqlexec(dbproc_servert ); 

dbfcmd(dbproc_server2,  “BEGIN  TRANSACTION  %s”,  xact_string); 
dbsqlexec(dbproc_server2); 

/-perform  various  updates  and  then....  7 
/'  if  there  is  a  failure  on  one  abort  all  of  them  7 
if  (return_code  1  ==  FAIL) 

{ 

abort_xact(dbproc_commit,  commid); 
dbcmd(dbproc_server1 ,  "ROLLBACK  TRANSACTION”); 
return_code  =  dbsqlexec(dbproc_server1); 
dbcmd(dbproc_server2,  "ROLLBACK  TRANSACTION"); 
return_code  =  dbsqlexec(dbproc_server2); 
if  (return_code  !=  FAIL) 

{ 

remove_xact(dbproc_commit,  commid,  1); 

} 

dbexitO; 

exit(ERREXIT); 

} 

/'otherwise  prepare  to  commit  7 
dbcmd(dbproc_server1 ,  "PREPARE  TRANSACTION"); 
dbsqlexec(dbproc_server1); 

dbcmd(dbproc_server2,  "PREPARE  TRANSACTION"); 
dbsqlexec(dbproc_server2); 

r  as  before  if  anyone  fails  then  abort  all,  otherwise  commit  7 
if  (commit_xact(dbproc_commit,  commid)  ==  FAIL) 

{ 

abort_xact(dbproc_commit,  commid); 

error_function();  /*  rollback  and  remove  each  participant  7 

} 

dbcmd(dbproc_server1 ,  “COMMIT  TRANSACTION"); 

dbcmd(dbproc_server2,  "COMMIT  TRANSACTION"); 

my.sqlexec(dbproc_server1 ); 

my_sqlexec(dbproc_server2); 

close_commit(dbproc_commit); 

dbexitO; 

} 

/•define  the  subroutine  which  handles  failure  7 
my_sqlexec{dbproc,  dbproc_commit,  commid) 

DBPROCESS  'dbproc; 

DBPROCESS  'dbproc.. commit; 
commid; 

} 

return_code  =  dbsqlexec(dbproc); 
if  (return_code  !=  FAIL) 

{ 

remove_xact(dbproc_commit,  commid.  1); 

} 

return; 

} 

Source:  D.O  McGoveran  and  C.J.  Date:  “A  Guide  to  SYBASE  and  SQL  Server. " 
Addison-Wesley,  1992.  Pg.  496,  Fig.  27.1. 


AUTOMATIC 
AND  STANDARD 


UPDATE 

SAVINGS 

SET 

S_BALANCE  =  S_BALANCE  -  250.00 

WHERE 

S_DEPOSITOR  =  'JONES' 

UPDATE 

CHECKING 

SET 

C_BALANCE  =  C_BALANCE  +  250.00 

WHERE 

C_DEPOSITOR  =  'JONES' 

COMMIT 

WORK; 

Early  Client/Server  RDBMS  products,  like  Sybase,  don’t 
automatically  assure  the  consistency  of  distributed  transactions. 
When  related  data  on  multiple  servers  must  be  updated  by  one 
transaction,  it  is  up  to  the  applications  programmer  to  write 
specialized  program  code  to  do  it  LOTS  OF  CODE.  Complex, 
unfamiliar,  error-prone  system  control  code  that  has  nothing  to  do 
with  business  applications. 

ORACLE  7'“,  the  Cooperative  Server  RDBMS,  automatically 
processes  distributed  transactions,  with  NO  SPECIAL  CODE.  With 
ORACLE^  all  it  takes  to  update  multiple  servers  is  the  same 
simple  SQL  you  would  use  for  a  single-server  update.  ORACLE  7 
lets  applications  programmers  concentrate  on  solving  business 
problems  rather  than  computer  problems. 

For  more  information  on  ORACLE7’s  simple  solution  to 
distributed  Transaction  Processing,  call  1-800-633-1071  ext  8187 
and  commit  to  a  better  solution. 

ORACLET 

Software  that  runs  on  all  your  computers. 
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Cabletron  tackles  LAN/SNA  integration 


BY  ELISABETH  HORWITT 

CW  STAFF 


ROCHESTER,  N.H.  —  Cabletron  Sys¬ 
tems,  Inc.  last  week  joined  the  eager 
throng  of  hub,  router  and  communica¬ 
tions  controller  vendors  that  are  hoping 
to  become  vehicles  for  the  integration  of 
local-area  network  and  IBM  Systems 
Network  Architecture  (SNA)  traffic. 

Cabletron  went  a  step  further  and  also 
introduced  products  said  to  enable  users 
to  manage  both  SNA  and  Simple  Network 
Management  Protocol  (SNMP)  network¬ 
ing  installations  via  its  Spectrum  network 


management  platform. 

Scheduled  to  ship  next  March,  Blue  Vi¬ 
sion  consists  of  a  NetView-based  applica¬ 
tion  for  monitoring  SNA  devices  and 
mainframe  applications  with  a  bidirec¬ 
tional  link  to  Cabletron’s  Spectrum  sys¬ 
tem.  The  latter  is  an  SNMP-based  sys¬ 
tem  designed  to  manage  a  broad  range  of 
LAN  and  internetworking  devices. 

“In  the  battle  between  LAN  managers 
and  IS  managers  for  management  of  SNA/ 
LAN  installations,  we  are  letting  custom¬ 
ers  choose”  whether  to  manage  from  the 
IBM  or  the  LAN  side,  according  to  Tom 
Burkardt,  who  is  Cabletron’s  director  of 


IBM  connectivity  products. 

Information  systems  managers  can 
manage  SNA  installations  through  a  ter¬ 
minal  emulation  window  into  familiar, 
text-based  NetView  host  applications  or 
from  Spectrum’s  icon-driven,  “intuitive” 
graphical  user  interface,  Burkardt  said. 

In  addition,  Blue  Vision  allows  manag¬ 
ers  to  view  SNA  and  LAN  devices  and 
traffic  on  the  same  console,  for  purposes 
of  troubleshooting  and  capacity  planning. 
This  fits  in  with  another  Cabletron  an¬ 
nouncement  last  week  to  provide  support 
for  IBM  Synchronous  Data  Link  Control 
devices  on  its  hubs  (see  story  below). 


SOFTWARE  2000  TOPS  POLLING  FOR  POPULARITY,  QUALITY,  AND  GROWTH 


The  people  have  spoken.  In  the  1992 
AS/400  Software  Market  Survey  by  Sentry  Market 
Research,  Software  2(XX)'s  Accounting  and  Human 
Resources/Payroll  systems  took  the  winning 
dgjSj |  position  in  the  "installed"  category. 


•***  1992  S ENTRY  SI  RYE) 
#/  Choice  for  Accounting: 
SOFTWARE  2000 


But  this  isn't  just  a  popularity  contest.  There’s 
a  solid  reason  why  businesses  choose  Software 
2(MX)  —  they  deliver.  In  addition.  Software  2(XX) 
was  awarded  the  software  industry  's  highest 
award,  the  ITAA  Quality  Award,  establishing  the 
company  as  an  industry  leader  in  quality  . 


That  helps  to  explain  why  Soft  ware  2000  has 
been  at  the  forefront  in  helping  more  thanJ50 
mainframe  sites  rightsize  their  opera¬ 
tions:  implementing  mainframe-power 
applications  on  efficient,  new 
AS/4(X)'s.  This  growing  customer 
commitment  has  resulted  in  four 
consecutive  annual  appearances 
for  Software  20(H)  on  the  Inc.  500 
list  of  the  fastest  growing  private 
American  companies.  It  also  has  itm  Quality  Award 


^Software  2000^ 

Thu  People’s  Choice  On  The  AS/400 


resulted  in  Software  2000's  expanded  product 
portfolio,  now  serving  customers  in  the  distribu¬ 
tion,  process  manufacturing, 
and  multinational  marketplace. 


1992  SENTRY  SURVEY 
#t  Choice  lor  Human  Resources/Payroll: 
SOFTWARE  2000 


Popularity  ,  quality,  and  growth:  that's  what 
you  expect  of  a  leader,  and  that’s  what  you 
get  with  Software  2000. 

For  more  information  about 
Software  2(XX)  s  complete  suite 
of  integrated  applications,  call 
(508)  778-2000. 


Financial  Maiiawim-nl  2000  •  Human  Resources  2000  •  Process  2000  •  Environmental  Management  2000  •  Distribution  Management  2000  •  Vision  2000  •  \pplication  Manager  2000 

AS/400  is  a  registered  tnidemart,  of  International  Business  Machines  Corporation. 


Cabletron  was  smart  enough  to  get  its 
SNA  networking  and  management  capa¬ 
bilities  from  “companies  that  know  and 
live  by  SNA,  rather  than  reinvent  the 
wheel,”  said  Dick  Boyle,  a  program  direc¬ 
tor  at  Gartner  Group,  Inc.,  based  in  Stam¬ 
ford,  Conn. 

Old  friends 

Cabletron  got  the  SNA  management  side 
of  BlueVision  from  NetTech,  a  Raleigh, 
N.C.-based  IBM  business  partner  headed 
by  a  former  IBM  NetView  developer, 
Cabletron  said. 

Right  now,  no  one  else  offers  the  same 
level  of  integration  between  SNA  and 
LAN  management,  Boyle  said.  IBM  is 
keeping  its  SNA  management  on  Net- 
View,  “which  really  doesn’t  understand 
SNMP,”  Boyle  added. 

Cabletron  plans  to  enhance  BlueVision 
with  the  ability  to  manage  IBM  Token 
Ring  devices  via  IBM’s  LAN  Network 
Manager  application,  Burkardt  said.  The 
vendor  also  plans  to  add  management  ca¬ 
pabilities  for  some  of  the  newer  SNA 
products  —  possibly  IBM’s  Advanced 
Peer-to-Peer  Networking  protocol,  Bur¬ 
kardt  said.  BlueVision  is  tentatively 
priced  at  $14,995  for  the  core  technol¬ 
ogy,  Cabletron  said. 

Token  of 
thanks 


Users  now  have  their  first 
smart  wiring  hub  alterna¬ 
tive  for  blending  IBM 
SNA  and  LANs.  Last 
week,  Cabletron  an¬ 
nounced  a  module  for  its  Multi  Me¬ 
dia  Access  Center  (MMAC)  that  re¬ 
portedly  allows  IBM  cluster 
controllers  to  sit  directly  on  a  Token 
Ring  LAN. 

Other  hub  vendors,  such  as 
3Com  Corp.,  are  expected  to  follow 
suit  soon  with  SNA-to-LAN  mod¬ 
ules,  analysts  predicted. 

Cabletron’s  module  leverages 
IBM-oriented  vendor  Synch  Re¬ 
search,  Inc.’s  Synchronous  Data 
Link  Control-to-Logical  Link  Con¬ 
trol  (SDLC-to-LLC)  conversion 
technology.  SDLC  is  a  bit-oriented 
protocol  within  an  SNA  network; 
LLC  protocols  are  used  in  LAN  com¬ 
munications. 

Some  IBM  cluster  controllers, 
such  as  the  3274  and  older  models  of 
the  3174,  cannot  be  outfitted  with 
Token  Ring  adapter  cards.  Compa¬ 
nies  wishing  to  bring  them  into  the 
Token  Ring  fold  must  replace  them 
with  a  minimum  Model  3174  63R, 
which  lists  for  $8,700.  Token  Ring 
adapter  cards  for  the  newer  models 
cost  about  $3,475.  In  contrast, 
MMAC  conversion  modules  cost 
$3,495  for  two  ports  and  $5,195  for 
four  ports. 

“We  have  a  lot  of  ancient  control¬ 
lers  that  could  use  a  boost,  so  we  are 
potentially  interested,”  said  Vin¬ 
cent  G.  Curatolo,  vice  president  of 
distributed  systems  and  services  at 
Merrill  Lynch  &  Co.,  a  large  MMAC 
shop  in  New  York. 

JOANIE  M.  WEXLER 
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From  The  Mainframe  To  The  Workstation... 
The  Micro  Focus  Client/Server  Solutions. 


You’ve  invested  a  lot  of  time  and  money  in  your 
mission-critical  COBOL  applications  and  in  the  people  who 
develop  and  maintain  them.  Micro  Focus  makes  it  possible 
for  you  to  leverage  these  assets  and  take  advantage  of  the 
latest  client/ server  technologies. 

Micro  Focus  COBOL1"  products  provide  outstanding 
performance  and  application  portability  across  a  wide  range 
of  platforms  —  from  DOS  and  OS/2  R  PCs  to  market-leading 
UNIX  "-based  machines.  Based  on  COBOL,  existing  skills 
can  immediately  be  put  to  use  without  retraining  and  the 
resulting  systems  are  easily  maintained. 

The  Micro  Focus  Solutions  combine  mainframe 
compatibility  with  state-of-the-art  programming  tools  that 
maximize  productivity,  code 
reusability  and  let  you  overcome  the 
challenges  of  client/ server  applications 
development. 


Micro  Focus  products  address  GUIs,  distributed  data 
services  and  connectivity.  Micro  Focus  Dialog  System1" 
allows  you  to  develop  graphical  user  interfaces  for 
Microsoft®  Windows™,  OS/2  Presentation  Manager1"  and 
OSF  Motif"  environments. 

Other  tools  ensure  mainframe-level  data  integrity  in 
standalone  and  networked  applications  while  a  protocol- 
independent  API,  shields  your  team  from  the  intricacies  of 
communications  programming. 

Use  existing  COBOL  skills  to  put  client/server 
computing  to  work  for  you  today. 

Call  800-872-6265  for  an  invitation  to  a  Micro 
Focus  Application  Development  Seminar  and  discover: 
A  Better  Way  Of  Programming  ". 

MICRO  FOCUS 

Micro  Focus  Inc.,  2465  East  Bayshore  Road,  Palo  Alto,  CA  94303.  Tel.  (415)  856-4161 


=  =  ===  -i  AD/Cycle 


Micro  Focus  is  a  registered  trademark.  A  Better  Way  of  Programming,  Micro  Focus  COBOL  and  Dialog  System  are  trademarks  of  Micro  Focus. 

Other  referenced  trademarks  are  property  of  their  respective  companies. 

GSA  Number  GS00K90AGS525  1 -PS02. 
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Latest  IBM  notebooks  outdo  predecessors 

Big  Blue’s  ThinkPad  line  impresses  users,  analysts  with  aggressive  pricing,  innovative  features 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


NEW  YORK  —  The  release  of 
three  notebooks  last  week  by 
IBM  Personal  Computer  Co. 
may  be  a  sign  that  the  company 
has  left  behind  its  clumsy  initial 
efforts  in  that  crucial  market. 

The  ThinkPad  700,  700C  and 
300  stack  up  to  the  competition, 
unlike  their  predecessors,  the 
oversized,  overpriced  L40SX 
and  the  underpowered  N51SLC 
andN5lSX. 

Users  and  analysts  were  im¬ 
pressed  by  the  ThinkPad  line, 
IBM’s  biggest  ever  portable  an¬ 
nouncement.  Most  said  they  saw 
it  as  a  sign  that  IBM  may  be  able 
to  turn  around  its  fortunes  in  the 
portable  computer  market. 

On  the  ball 

“I  was  really  pleasantly  sur¬ 
prised.  . . .  They  did  what  they 
told  us  they  were  going  to  do,  for 
the  first  time  in  a  long  time.  And 
when  can  you  remember  the  last 
time  an  IBM  product  was  cheap¬ 
er  than  somebody  else’s?”  said 
Richard  E.  Nelson  Jr.,  vice  presi¬ 
dent  of  agency  systems  at  New 
York  Life  Insurance  Co. 

Delivering  on  that  promise 
means  that  the  ThinkPad  700C, 
a  new  active-matrix  color  note¬ 
book  that  will  have  a  street  price 
of  less  than  $4,000,  will  be  the 
first  IBM  PC  product  in  several 


months  to  appear  on  New  York 
Life’s  approved  products  list, 
Nelson  said. 

Nelson  added,  “This  product 


was  on  the  drawing  board  before 
they  [reorganized]  so  maybe  it 
shows  they’re  going  in  the  right 
direction”  as  a  company. 

“It’s  yet  to  be  determined 
how  competitive  they  can  be,  but 
I  think  there’s  no  question  that 
IBM  is  getting  more  serious 
about  this  market,”  said  David 
R.  Korus,  an  analyst  at  Kidder, 
Peabody  &  Co. 

“We  will  not  be  the  premium 
price  vendor  in  this  market,”  af¬ 
firmed  Scott  Bower,  director  of 
ThinkPad  marketing. 

IBM  also  made  its  ThinkPad 
700T  pen-based  system  gener¬ 
ally  available  and  released  the 
EasyStation  expansion  station. 


It  cut  prices  on  its  CL57SX  and 
existing  notebooks  1 1  %  to  44%. 

The  ThinkPad  700  and  700C 
use  IBM’s  486SLC  chip  and  have 


a  built-in  Trackpoint  II  device, 
which  sits  between  the  G,  H  and 
B  keys  on  the  keyboard.  Both  put 
the  floppy  drive  in  the  front  of 
the  system,  instead  of  the  side, 
and  include  a  removable  hard 
drive  and  upgradable  modem. 
The  processor  can  be  upgraded 
to  IBM’s  clock-doubling 
486SLC2  in  January. 

Swapping  made  easy 

“The  mouse  integrated  with  a 
keyboard  is  a  good  solution  . . . 
and  the  removable  hard  drive 
would  really  simplify  doing  swap- 
outs  in  the  field  when  you  need  to 
do  maintenance  and  repairs,” 
said  Carrie  M.  Ulvestad,  national 


manager  of  dealer  and  vehicle 
systems  at  Hyundai  Motor 
America  in  Fountain  Valley, 
Calif. 

Analysts  said  that  to  be  suc¬ 
cessful,  IBM  has  to  turn  such  fa¬ 
vorable  first  impressions  into 
sales,  and  it  must  be  able  to  deliv¬ 
er  products  on  demand. 

“If  you  have  great  products 
and  you  can’t  deliver  them,  you 
don’t  get  a  second  chance  [in  to¬ 
day’s  market],”  said  Andrew  M. 
Seybold,  editor  in  chief  of  the 
“Outlook  on  Professional  Com¬ 
puting”  newsletter  in  Brook- 
dale,  Calif. 

IBM  origin 

Before  the  announcement, 
sources  had  speculated  that 
IBM’s  high-end  products  would 
be  built  by  AST  Research,  Inc., 
but  in  fact  the  700  and  700T  are 
designed  and  built  by  IBM.  The 
300  is  manufactured  by  Zenith 
Data  Systems  under  an  existing 
agreement. 

IBM’s  Robert  L.  Kanode,  di¬ 
rector  of  ThinkPad  manufactur¬ 
ing,  said  he  expects  IBM  and  the 
market  to  move  to  build-to-or¬ 
der  for  notebooks  within  the 
next  six  months. 

Analysts  said  IBM’s  push  to 
add  features  was  part  of  a  trend 
in  the  notebook  market,  which 
had  fallen  into  the  same  price- 
cutting  battles  as  had  desktop 
machines. 


When  less  is  more 

IBM's  new  notebook  offers  more  features  than  its  2-year-old. 
predecessor  for  less  money 

IBM  PS/2  Model  L40SX 

IBM  Thinkpad  700/700C 

Processor 

20-MHz  80386SX 

25-MHz  486SLC  (upgradable) 

Power  source 

NiCad  battery 

Nickel-metal  hydride  battery 

Monitor 

VGA  monochrome  screen 

Upgradable  to  active-matrix  color 

Storage 

60M-  or  80M-byte  hard  drive 

Removable  hard  drive 

Weight 

7.7  pounds 

6.5  pounds 

Price 

$5,995  with  60M-byte  drive 
at  introduction 

$2,750,  80M-byte  hard  drive 
$2,950,  1 20M-byte  hard  drive 
$4,295,  120M-byte  drive/color  screen 

Source:  IBM  CW  Chart  Michael  Siggins 


Laptop  thefts  spur  security  efforts 

CONTINUED  FROM  PAGE  1 


CORRECTIONS 

Because  of  reporting  and  editing 
errors,  “Hertz  revamp  eyes  HP 
minis,  outsourcing”  [CW,  Oct.  5] 
contained  several  inaccuracies. 
Although  Hertz  has  purchased 
several  Hewlett-Packard  Co. 
minis  and  is  weighing  various 
downsizing  options,  it  has  not 
committed  to  some  of  the  migra¬ 
tion  plans  mentioned  in  the  sto¬ 
ry.  Specifically,  Hertz  has  not 
committed  to  moving  its  rate  or 
credit  card  processing  programs 
from  IBM  mainframes  to  HP  sys¬ 
tems.  It  has  not  migrated  its  res¬ 
ervation  software  from  a  Unisys 
Corp.  mainframe  to  another  HP 
mini.  The  company’s  outsourc¬ 
ing  evaluation  included  propos¬ 
als  from  one  —  not  two  —  inter¬ 
nal  entities.  Hertz  Technologies, 
Inc.  did  not  present  the  firm  with 
an  information  systems  propos¬ 
al.  And  the  migration  plans  were 
developed  with  the  knowledge 
and  supervision  of  Hertz  senior 
management. 


Because  of  a  reporting  error,  a 
story  in  the  Oct.  5  issue  referred 
to  Charles  Biebighauser,  former 
vice  president  of  operations  at 
the  Intrico  travel  industry  con¬ 
sortium,  as  an  executive  at  AMR 
Information  Services,  Inc.  AM- 
RIS  was  a  member  of  Intrico. 


The  list  of  people  who  have 
had  laptop  PCs  stolen  ranges 
from  U.S.  Army  General  Nor¬ 
man  Schwarzkopf,  whose  plans 
for  the  January  1991  strike 
against  Iraq  were  on  the  ma¬ 
chine,  to  Compaq  Computer 
Corp.  Chairman  Ben  Rosen. 
Schwarzkopf  got  his  back  (and 
subsequently  changed  those  bat¬ 
tle  plans);  Rosen  did  not. 

NCR  Corp.  executives  in  Par¬ 
is  also  got  a  rude  surprise  upon 
returning  to  the  Nikko  Hotel  af¬ 
ter  dinner  one  night.  They  found 
the  doors  to  their  hotel  rooms 
removed  from  the  hinges.  The 
only  things  taken  by  the  nimble¬ 
fingered  thieves  were  two  lap¬ 
tops  containing  valuable  corpo¬ 
rate  secrets,  according  to 
security  consultant  Paul  Joyal, 
former  security  director  for  the 
Senate  Intelligence  Committee. 
An  NCR  spokesman,  however, 
called  the  story  a  myth. 

Joyal,  now  president  of  the 
Silver  Spring,  Md.-based  securi¬ 
ty  firm  Integer,  Inc.,  said  he 
learned  from  insiders  that 
French  intelligence  agents  stole 
the  machines.  “You  have  some 
very  smart  people  walking 
around  with  the  keys  to  the  king¬ 


dom  under  their  arm,  yet  they 
treat  it  like  a  toy,”  Joyal  said. 

Many  firms  are  starting  to 
come  to  grips  with  the  problem, 
but  only  after  getting  burned.  An 
information  systems  director  at 
one  large  chemicals  plant  said, 
“We  finally  became  aware  of  just 
how  vulnerable  we  were  when 


IRST  THING  I 
want  to  do  is 
nail  the  sucker 

down.” 

BRIAN  REDLER 
THE  EQUITABLE 


the  laptops  started  disappearing. 
There’s  a  lot  of  competitive  data 
on  these  things,  so  it’s  like  steal¬ 
ing  files  out  of  a  filing  cabinet.” 

Some  firms  have  come  up 
with  ingenious  ways  of  denying 
access  to  information  even  when 
a  laptop  is  stolen.  At  Conde  Nast 
Publications,  Inc.,  an  identifica¬ 
tion  chip  has  been  placed  in  the 
laptop  to  verify  the  user’s  au¬ 
thentication  to  the  mainframe.  If 
a  laptop  is  stolen,  access  is 


turned  off  to  that  machine.  The 
next  time  someone  tries  to  dial 
up  on  the  stolen  laptop,  the 
mainframe  sends  out  a  program 
that  erases  their  hard  disk. 

Companies  such  as  Shearson 
Lehman  Brothers,  Inc.,  Paine- 
Webber,  Inc.,  Martin  Marietta 
Corp.,  Grumman  Corp.  and  The 
Boeing  Co.  have  already  institut¬ 
ed  stringent  portable  computer 
protection  policies.  And  Ryder 
Truck  Rental,  Inc.  in  Miami  has 
an  entire  department  responsi¬ 
ble  for  laptop  security. 

Methods  vary,  but  experts 
suggest  that  a  good  first  step  is 
to  physically  secure  the  comput¬ 
er.  Companies  such  as  San  Ra¬ 
fael,  Calif. -based  PC  Guardian 
sell  5-ft  steel  security  cables  to 
tightly  attach  a  laptop  or  note¬ 
book  to  a  desk  or  table. 

“First  thing  I  want  to  do  is 
nail  the  sucker  down,”  said  Brian 
Redler,  manager  of  information 
security  at  The  Equitable  insur¬ 
ance  company  in  New  York. 

Step  2  should  involve  en¬ 
crypting  the  data.  Beaver  Com¬ 
puter  Corp.  in  San  Jose,  Calif., 
has  a  product  that  encrypts  the 
data  on  a  laptop’s  floppies  and 
hard  drive.  Information  cannot 


IBM  previews 
ValuePoint 
PCs  in  Europe 


BY  MARTIN  LAMONICA 

IDG  NEWS  SERVICE 


LONDON  —  IBM  Europe’s  Per¬ 
sonal  System/ValuePoint  (PS / 
VP)  personal  computer  line,  in¬ 
troduced  last  week,  is  expected 
to  send  another  wave  of  price 
cutting  through  the  already  cut¬ 
throat  PC  market. 

U.S.  customers  have  been  an¬ 
ticipating  October  delivery  of 
the  ValuePoint  line,  whose  debut 
in  the  U.S.  was  recently  delayed 
until  later  this  month. 

IBM  is  aiming  the  PS/VP  line 
at  all  markets,  including  cost- 
conscious  corporate  users,  said 
Rod  De  St.  Croix,  a  PC  analyst  at 
International  Data  Corp.’s  Euro¬ 
pean  Research  Center  here. 

Gauntlet  thrown 

IBM  is  convinced  that  the  Value- 
Point  line  is  aggressively  priced. 
“We’re  not  out  to  start  a  price 
war,  but  if  anybody  else  wants  to 
start  one  we’ll  finish  it,”  said 
Howard  Ford,  Personal  Systems 
director  at  IBM  UK. 

Pricing  for  the  low-end 
PS/VP  C  series  begins  at  $1,266 
for  a  25-MHz  386SLC  system 
with  2M  or  6M  bytes  of  memory 
and  a  80M-  or  170M-byte  hard 
disk.  The  PS/VP  F  series,  based 
on  Intel  Corp.’s  25-MHz  I486SX 
chip,  starts  at  $1,601,  while  the 
33-MHz  I486DX-based  M  series 
starts  at  $1,993.  The  PS/VP  W 
series,  which  features  Intel’s 
clock-doubling  33/66-MHz 
486DX2,  starts  at  $2,700. 

The  F,  M  and  W  series  offer  a 
choice  of  4M,  8M  or  16M  bytes 
of  random-access  memory.  The 
C  and  F  lines  come  with  80M  to 
170M  bytes  of  hard  disk  storage, 
and  the  M  and  W  lines  offer  up  to 
a  2 1 2M-byte  hard  disk. 

The  PS/ValuePbint  line  will 
compete  with  not  only  other 
PS/2  models  but  also  IBM  clones 
sold  in  Europe  under  the  Ambra 
label  by  IBM’s  subsidiary  ICPI, 
according  to  De  St.  Croix.  ICPI’s 
486-based  Sprinta  is  comparable 
to  IBM’s  PS/VP  M20  PC  and 
costs  $1,991,  only  $555  less. 


be  accessed  without  a  password. 
Better  yet:  “Only  allow  people 
on  the  road  to  store  information 
to  their  floppy,”  Joyal  said. 
“Then  when  they’re  done  work¬ 
ing,  they  can  just  carry  the  flop¬ 
py  around  with  them.” 

Another  strategy  is  forward¬ 
ed  by  Security  Dynamics  Tech¬ 
nologies,  Inc.  in  Cambridge, 
Mass.  Its  SecurlD  works  in  tan¬ 
dem  with  the  host  mainframe  to 
continually  change  the  logon 
used  to  dial  in.  A  logon  that  was 
good  when  a  laptop  was  lifted 
may  be  obsolete  minutes  later. 
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Here’s  Everything 
You  Need  To  Know 
About  Windows-based 
Client/Server  Computing. 


SQL  Server  is  available  from  Microsoft:  and  Sybase  on  OS/2  and  Windows  NT.  SQL  Server  from 
Sybase  is  also  available  on  popular  UNIX,  VMS  and  NetWare  operating  systems. 

IT’S  CALLED  SQL  SERVER  "  The  leading  client/server  database  for  enterprise- wide  applications. 

It’s  from  Microsoft®  and  Sybase.  Creators  of  a  new  class  of  software  that  combines 
the  ease  of  Windows-based  computing  with  the  power  of  the  most  advanced  client/server 
architecture. 

Already,  thousands  of  customers  are  using  SQL  Server  to  create  a  new  genera-- 
tion  of  applications — scalable  from  PCs  to  mainframes— that  integrate,  manage,  and 
deliver  critical  business  information  to  users  of  Windows  across  the  enterprise. 

SQL  Server  supports  more  Windows-based  applications  and  tools  than  any  other 
database  server.  And  it’s  the  foundation  of  a  complete  family  of  database,  connectivity, 
and  application  development  tools  from  Microsoft  and  Sybase. 

We’ve  prepared  a  special  information  kit  on  Windows-based  Client/Server  com¬ 
puting  to  help  you  get  started.  And  to  get  it,  there’s  just  one  more  thing  you  need  to  know. 
Our  phone  number:  1-800-332-4838. 

Microsoft  Sybase 

Windows-based  Client/Server  Computing 


©  1992  Microsoft  Corporation  and  Sybase,  Inc.  All  rights  reserved.  Microsoft  is  a  registered  trademark  and  Windows  is  a  trodemark  of  Microsoft  Corporation. 
SQL  Server  is  a  trademark  of  Sybase,  Inc.  Other  trademarks  or  registered  trademarks  are  the  properly  of  their  respective  holders. 
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Lotus  to  give  Notes  packaging  a  face-lift 

Company  looking  for  ways  to  combat  user  view  of  groupware  product  as  being  too  expensive 


BY  ROSEMARY  HAMILTON 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Lotus 
Development  Corp.  hopes  to 
soon  snuff  out  the  lingering  per¬ 
ception  that  its  Notes  group- 
ware  platform  is  too  expensive 
and  too  large  by  introducing 
some  new  packaging  schemes 
that  will  position  it  as  easier  and 
cheaper  to  install. 

Company  executives  said  Lo¬ 
tus  also  continues  to  look  for 
ways  to  push  Notes  out  to  great¬ 
er  numbers  of  users,  but  they 
added  the  firm  does  not  current¬ 
ly  plan  to  release  a  scaled-down 
or  runtime  version  of  Notes. 

“A  concept  that  some  users 
have  been  asking  for  is  a  runtime 
model.  That’s  something  that 
we’ve  talked  about,”  said  Robert 
Weiler,  Lotus’  senior  vice  presi¬ 
dent  of  North  American  opera¬ 
tions.  ‘‘We  do  not  have  some¬ 
thing  like  that  coming.  Not 
now.” 

Several  Notes  users  contact¬ 
ed  last  week  said  they  had  dis¬ 
cussed  the  notion  of  a  scaled- 
down  version  of  the  software,  or 


Notes  Lite,  either  with  Lotus  of¬ 
ficials  or  at  user  group  meetings 
but  had  not  yet  received  final 
word  from  the  company. 

Kevin  Brown,  chairman  of  the 
Boston  Notes  User  Group,  said 
he  had  heard  of  a  scaled-down 
product  that  would  include  “the 
ready-made  applications  and  the 
ability  to  use  mail.”  Sample 
Notes  applications  are  delivered 
with  all  releases  of  Notes. 

In  addition,  other  users  said 
they  had  heard  Lotus  would  de¬ 
liver  a  version  without  the  full¬ 
blown  application  development 
environment. 

On  the  notion  of  scaled-down 
Notes,  Brown  said  that  while  no 
confirmation  had  come  from  Lo¬ 
tus,  “it  would  be  a  good  idea  be¬ 
cause  it  is  a  way  to  get  Notes 
more  embedded.” 

Cliff  Conneighton,  director  of 
marketing  for  communications 
products  at  Lotus,  said,  “A  lot  of 
people  have  a  lot  of  ideas  on  how 
to  get  Notes  out  to  more  and 
more  people.  Our  goal  is  to  get  it 
out  to  more  people,  but  we  have 
more  implementation  work  to  do 
on  that.” 


Weiler  said  new  Notes  pack¬ 
aging,  scheduled  to  be  intro¬ 
duced  this  week  at  Networld  ’92 
in  Dallas,  will  at  least  help  nag¬ 
ging  cost  issues.  While  value- 
added  resellers  (VAR)  already 
sell  Notes  in  small  quantities,  the 
packaging  was  designed  to  rein¬ 


force  the  notion  that  users  can  li¬ 
cense  only  a  few  copies.  The 
packaging  will  also  include  new 
installation  documentation  de¬ 
signed  to  make  it  easier  to  bring 
up  a  Notes  environment. 

“This  is  to  get  away  from  the 
concept  our  adversaries  keep 


trying  to  pump  out  about  Notes 
being  a  [$62,500],  enter¬ 
prisewide  product,”  Weiler  said. 

The  group  packs  are  aimed  at 
companies  and  users  wishing  to 
do  small  pilot  projects. 

Lotus  actually  eased  up  on 
pricing  restrictions  months  ago 
by  discontinuing  its  policy  of  re¬ 
quiring  a  200-node  minimum, 
which  took  the  price  of  Notes 
above  $60,000.  Lotus  and  its 
VARs  have  been  working  with  a 
Notes  list  price  of  $495  per  user. 


Notes  nears  1,000  served 


otus  is  shooting  to  hit  the  1,000  mark 
for  Notes  customers  by  year’s  end. 

As  of  early  this  month,  the  company 
counted  800  customers,  nearly  200  of 
which  were  picked  up  since  June  from 
the  IBM/Lotus  deal.  When  IBM  selected  Notes 
as  the  local-area  network  piece  of  its  office  strat¬ 
egy  in  June  —  effectively  killing  its  own  Office- 
Vision/2  LAN  efforts  —  it  also  offered  a  trade-in 
deal  for  its  office  LAN  customers  to  move  to  the 
Lotus  software.  This  trade-in  program  expired 
Sept.  30. 

Robert  Weiler,  senior  vice  president  of  North 
American  operations  at  Lotus,  said  187  IBM 
customers  took  IBM  up  on  its  offer.  Richard  Sul¬ 
livan,  director  of  office  marketing  at  IBM’s  U.S. 
marketing  group,  said  that  number  represented 


60%  of  its  total  Office  Vision  LAN  users.  The  re¬ 
maining  40%  have  so  far  elected  to  stay  with  the 
IBM  LAN  software. 

Weiler  said  that  without  the  IBM  deal,  Lotus 
would  “still  be  trying  to  establish  credibility. 
Companies  have  said  to  us  that  without  IBM, 
you  guys  would  still  be  talking  to  our  guy  who 
buys  spreadsheets.” 

The  Office Vision/2  LAN  deal  was  actually  an 
extension  of  a  1991  agreement  that  set  up  IBM 
as  a  remarketer  of  Notes.  However,  Weiler  said 
the  LAN  piece  was  critical  to  winning  over  IBM 
users.  “A  lot  of  people  were  waiting  for  [Office- 
Vision/2]  LAN.  These  were  people  who  had 
money  budgeted  or  were  waiting  for  it,”  Weiler 
said. 

ROSEMARY  HAMILTON 


BeyondMail  gives  users 
access  to  Notes  data 

Cheaper  approach  may  force  Lotus  to  cut  prices 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


CAMBRIDGE,  Mass.  —  In  a 
move  lauded  as  the  industry’s 
first  step  toward  mix-and-match 
groupware,  a  third-party  vendor 
last  week  gave  electronic-mail 
users  access  to  Lotus  Develop¬ 
ment  Corp.’s  Notes  databases 
without  having  to  run  a  Notes 

E-Mail  skips 
need  for 
Notes  client 

AT  A  GLANCE: 

BeyondMail  for  Notes 

•  Microsoft  Windows- 
based. 

•  Replaces  Notes  Mail 
front  end. 

•  Gives  BeyondMail  users 
access  to  Notes  databases 
and  conversations  without 
requiring  a  Notes  client. 

•  About  $100  per  desktop. 

•  Availability  slated  for 
first-quarter  1993. 


client. 

Analysts  said  the  announce¬ 
ment  is  likely  to  cause  Lotus  to 
rethink  its  Notes  pricing  struc¬ 
ture,  something  Lotus  execu¬ 
tives  last  week  indicated  they 
are  not  currently  planning  to  do 
(see  story  above). 

Beyond,  Inc.  rolled  out 
BeyondMail  for  Lotus’  Notes,  a 
Microsoft  Corp.  Windows-based 
version  of  its  messaging  system 
that  gives  non-Notes  users  limit¬ 
ed  participation  in  Notes  conver¬ 
sations  for  about  one-fifth  the 
cost  of  running  a  Notes  client. 

Modular  separation 

Users  and  analysts  expressed  re¬ 
lief  at  what  they  consider  to  be 
the  kickoff  of  a  trend  toward  sep¬ 
arating  mail  front  and  back  ends. 
Such  modularity  would  allow  us¬ 
ers  to  choose  their  interface  and 
messaging  features  indepen¬ 
dently  from  an  underlying  mail 
engine. 

“What  must  happen  overall  is 
that  mail  front  ends  get  separat¬ 
ed  from  back  ends,”  said  Art 
Beckman,  manager  of  informa¬ 
tion  technology  services  at  Pa¬ 
cific  Gas  &  Electric  Co.  (PG&E) 
in  San  Francisco.  PG&E  is  a 
Notes  shop  that  does  not  use  the 
Notes  integrated  messaging  ca¬ 
pability,  in  part  because  it  is  “ru¬ 


Growing  competition 

BeyondMail  has  a  long  way  to  go  to  catch  Cc:Mail 


Lotus'  Cc:Mail 
Microsoft  Mail 
DaVinci  Email 
WordPerfect  Office 
Banyan  Network  Mail 
Note  work 
Higgins 
Right  Hand  Man 
Lotus'  Notes 
BeyondMail 


2  million 
1 .4  million 
1 . 1  million 
1  million 


675,000 
250,000 
200,000 
200,000 
150,000 
100,000 


1992  E-mail 
packages  market 
share  based  on 
estimated  number 
of  mailboxes 


dimentary,”  Beckman  said. 

Beckman  also  said  he  does  not 
want  to  have  to  gateway  be¬ 
tween  his  Banyan  Systems,  Inc. 
Vines  network  system  software 
and  the  Notes  mail  systems  and 
run  two  parallel  systems.  The 
Beyond  product  does  not  require 
a  BeyondMail-to-Notes  gate¬ 
way. 

Notes  participation 

Also  key:  Beyond  has  beaten  Lo¬ 
tus  to  the  punch  in  integrating  its 
mail  system  with  most  Notes 
groupware  functionality.  Lotus 
has  yet  to  allow  its  own  Cc:Mail 
package  to  participate  in  Notes. 
In  fact,  some  users  have  criti¬ 
cized  Lotus  for  not  enabling 
them  to  easily  integrate  applica¬ 
tions  from  other  vendors  into 
Notes. 

However,  several  observers 
agreed  that  large  Notes  shops 
looking  for  inexpensive  client  al¬ 
ternatives  are  not  likely  to  rush 
to  Beyond  for  their  enterprise 
messaging  platform,  although 
that  is  Beyond’s  stated  goal. 

One  reason  is  that  they  ex¬ 
pect  their  current  mail  vendors 
to  begin  adding  to  their  own  soft¬ 
ware  at  least  some  of  the  sophis¬ 
ticated  sorting  and  filtering  ca¬ 
pabilities  that  are  Beyond’s 
strength. 

“My  guess  is  that  everyone 
will  build  in  mail-filtering  capabil¬ 
ities  eventually,”  said  Howard 
Maynard,  senior  vice  president 
and  director  of  MIS  at  Young  & 
Rubicam,  Inc.,  a  worldwide  ad¬ 
vertising  agency  and  large  Notes 
user.  Young  &  Rubicam  already 
uses  a  variety  of  mail  systems, 


Source:  “Electronic  Mail  and  Micro” 

including  CC:Mail. 

In  fact,  1,200  CC:Mail  users 
at  a  user  group  meeting  in  San 
Francisco  last  month  saw  a  dem¬ 
onstration  of  a  CC:Mail  version 
that  contains  some  filtering  ca¬ 
pabilities,  although  Lotus  did  not 
announce  a  delivery  date. 

In  addition,  because  Beyond 
is  a  relatively  small  mail  vendor 
—  with  about  100,000  users 
compared  with  2  million  CC:Mail 
desktops  —  users  might  not  be 
willing  to  turn  to  the  lesser 
known  technology  for  an  enter¬ 
prise  system. 

“I’m  not  interested  in  mail  for 
Notes  access  it  if  requires  me  to 
learn  a  new  system,”  Maynard 
said.  “While  saving  $3004-  per 
user  is  a  lot  of  money,  it’s  not  so 
much  if  you  consider  the  total  in¬ 
vestment  in  energy,  training  and 
consistency”  throughout  a  large 
firm. 

Lotus’  Notes  lists  for  $495 
for  a  client/server  software  bun- 


CW  Chart:  Stephanie  Faucher 

die.  BeyondMail  for  Lotus’ 
Notes  costs  about  $100  per 
desktop.  Cc:Mail  in  large  instal¬ 
lations  has  dropped  to  less  than 
$50  per  desktop,  according  to 
David  Whitten,  program  direc¬ 
tor  of  office  information  systems 
service  at  Gartner  Group,  Inc.,  a 
Stamford,  Conn.-based  consul¬ 
tancy. 

However,  the  economics  of 
the  Beyond  move  “force  Lotus 
to  rethink  its  [Notes]  pricing,” 
said  David  Coursey,  editor  of 
“P.C.  Letter,”  an  industry  news¬ 
letter  owned  by  Infoworld,  a  sis¬ 
ter  publication  to  Computer- 
world. 

To  date,  Lotus  has  not  an¬ 
nounced  a  plan  to  allow  a 
CC:Mail-only  user  to  access 
Notes  data,  “nor  is  it  in  their 
best  interest  to  do  so”  because  it 
could  curb  Notes  sales,  Coursey 
said.  “However,  Beyond  and 
others  will  be  able  force  their 
hand.” 


14 


COMPUTERWORLD 


OCTOBER  12, 1992 


NEWS 


Messaging  costs  cut  by  Novell 


BY  JOANIE  M.  WEXLER 

CW  STAFF 

SAN  JOSE,  Calif.  —  Amid  a  divi¬ 
sional  reorganization  started 
about  six  weeks  ago,  Novell,  Inc. 
last  week  slashed  prices  for  its 
neophyte  Global  Messaging 
Server  by  roughly  70%  and  add¬ 
ed  some  of  the  key  mail  protocols 
it  pledged  to  support  when  it  an¬ 
nounced  the  product  in  March. 

The  goal  behind  reducing 
prices  of  the  NetWare-integrat¬ 
ed  distributed  messaging  system 
to  under  $7  per  mailbox  was  the 
realization  that  “we  need  scal¬ 
able  pricing  available  to  a  wider 
range  of  users,”  said  Arvind 
Agrawal,  vice  president  and  gen¬ 
eral  manager  of  Novell’s  Mes¬ 
saging  Products  Division.  “We 


want  to  give  the  technology  a 
boost ...  by  making  available  a 
widely  deployed  messaging  in¬ 
frastructure.” 

However,  while  the  price  re¬ 
duction  “could  provide  incentive 
to  users,  it  will  take  time  for  No¬ 
vell’s  strategy  to  take  hold,”  said 


Judith  Rosall,  an  analyst  at  Inter¬ 
national  Data  Corp.  in  Framing¬ 
ham,  Mass. 

Rosall  also  predicted  the 
move  will  not  spur  a  price  war 
because  competing  products 
from  SoftSwitch,  Inc.,  Digital 
Equipment  Corp.,  Microsoft 


Corp.  and  Hewlett-Packard  Co. 
do  not  make  for  apples  to  apples 
cost  comparisons.  Novell  also 
filled  in  its  blueprint  for  integrat¬ 
ing  Unix-oriented  Simple  Mail 
Transfer  Protocol  (SMTP), 
IBM’s  Systems  Network  Archi¬ 
tecture  Distribution  System 
(SNADS)  and  X.400  protocols 
into  its  Message  Handling  Ser¬ 
vice-based  Global  Messaging  en¬ 
gine,  which  has  been  shipping  for 


about  two  months. 

Prices  and  availability  are  as 
follows: 

•  SMTP:  $2,995  for  an  unlimit¬ 
ed  user  version;  available  in  late 
November. 

•  SNADS:  $2,495  for  a  20-user 
version  and  $6,995  for  an  unlim¬ 
ited  user  version;  available  now. 

•  X.400:  $6,995  for  an  unlimit¬ 
ed  user  version;  available  first 
quarter  1993. 


Bypass  goes 
nationwide 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


OAKBROOK  TERRACE,  Ill.  — 
On  the  heels  of  a  recent  Federal 
Communications  Commission 
decision  allowing  alternative  ac¬ 
cess  carriers  to  link  into  local 
public  networks  for  long-dis¬ 
tance  access,  MFS  Datanet,  Inc. 
last  week  rolled  out  a  nationwide 
local-area  network  interconnec¬ 
tion  service. 

With  the  announcement  of  its 
High-speed  LAN  Interconnect 
(HLI)  service,  MFS  has  become 
the  first  “bypass”  carrier  to  ex¬ 
tend  its  network  beyond  metro¬ 
politan-area  islands. 

The  recent  FCC  ruling  allow¬ 
ing  MFS  Datanet  and  others  to 
connect  to  existing  long-distance 
networks  through  local  Bell 
company  networks  will  bring  the 
service  to  market  more  quickly 
and  less  expensively  than  if  the 
carrier  had  to  build  its  own  net¬ 
work  infrastructure,  said  A1 
Fenn,  MFS  Datanet  president. 

HLI  will  provide  users  with 
wide-area  speeds  equivalent  to 
the  native  speed  of  the  LANs  at¬ 
tached  to  either  end,  Fenn  ex¬ 
plained.  The  carrier  said  it  in¬ 
tends  to  deliver  the  service  over 
T3  (45M  bit/sec.)  and  Asynchro¬ 
nous  Transfer  Mode  infrastruc¬ 
tures. 

The  service  will  initially  roll 
out  in  December  in  Washington, 
D.C.,  New  York  and  Chicago  and 
is  slated  to  be  available  by  mid- 
1993  in  all  14  metropolitan  areas 
now  serviced  by  MFS. 

Pricewise,  Fenn  quoted  a 
$4,800-per-month  price  for  link¬ 
ing  Ethernets  between  Boston 
and  Washington,  D.C.  User  sites 
in  each  city  would  pay  $900  per 
month,  plus  share  a  fixed 
$3,000-per-month  intercity 
transport  fee. 


Multi-Tech's  New  Data  &  Fax  Modem  for  Laptop  PCs 


Trademarks:  MultiModem,  MultiExpress,  Multflcch:  MultiTech  Systems,  Inc.;  UNIX: 
UNIX  System  Laboratories,  Inc.;  Apple,  PowerBook:  Apple  Computer  Corp. 

Copyright  ©  1992  by  Multi-Tech  Systems,  Inc. 


Multi-Tech  Systems,  Inc.,  2205  Wtxxlale  Drive 
Mounds  View,  Minnesota  55112  U.S.A. 

(612)  785-3500,  (800)  328-9717,  U.S.  FAX  (612)  785-9874 
International  Telex  4998372,  International  FAX  (612)  331-3180 


When  you’re  in  your  office,  you  want  power  and 
performance  from  your  modem.  So  why  settle  for  less 
when  you’re  on  the  road? 

With  the  MultiModem^,  smaller  |s  better. 

Until  now,  “pocket  modem”  usually  meant  small  size,  with 
small  features,  less  LEDs  and  poor  flexibility.  But  with  the 
new  MultiModem^,  you  get  a  state-of-the-art  modem, 
with  data  speeds  up  to  14,400  bps  (up  to  56,000  bps 
compressed),  and  send  &  receive  fax  capability  at  9600  or 
4800  bps.  You  also  get  twelve  LEDs  and  a  speaker,  so 
you’ll  know  what’s  going  on. 

The  MultiModem^  runs  on  either  AC  or  battery 
power,  so  you  can  transfer  files  and  send  or  receive  faxes 
at  the  office,  from  home,  or  on  the  road.  You  also  get 
remote  configuration,  UNIX11  support  and  “flash  PROM” 
updating  from  our  BBS. 


All  This,  and  Free  Software  Too! 

We  include  everything  you  need  to  hit  the  road  running, 
including  our  MultiExpress™  data  and  fax 
communications  software.  And  if  you’re  an  Apple* 
PowerBook"  user,  we’ve  got  a  version  for  you,  too. 

For  more  information,  please  call  us  at  1-800-328-9717. 


Multilech'i  jS| 

Systems 

The  right  answer  every  time. 
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Sun  slowed  by  overloaded  plate 

CONTINUED  FROM  PAGE  1 


EDS,  HDS  execs  shuffle 

Electronic  Data  Systems  Corp.  last  week 
plucked  Gary  B.  Moore  from  his  post  as  chief 
executive  officer  of  Hitachi  Data  Systems 
Corp.  and  named  him  chairman  of  EDS  Ja¬ 
pan.  He  was  replaced  by  John  Staedke,  51, 
another  former  EDS  executive  who  became 
HDS’  executive  vice  president  of  marketing 
last  year.  Moore  should  strengthen  ties  be¬ 
tween  Hitachi  and  EDS,  analysts  suggested. 


John 

Staedke 


DEC  management  moves  begin 

Digital  Equipment  Corp.  CEO  Robert  Palmer  moved  quickly 
last  week  to  appoint  William  Strecker  vice  president  of  engi¬ 
neering  and  chief  technology  officer  and  to  appoint  Richard 
Poulsen  president  of  Digital  Europe.  Poulsen  replaces  Pier 
Carlo  Falotti,  who  departed  in  July  to  become  CEO  of  The  Ask 
Cos.  Bobby  Choonavala  succeeds  Poulson  as  vice  president  of 
DEC’s  General  International  Area  (GIA).  The  GLA  covers  all 
countries  except  the  U.S.,  Europe  and  Africa. 


Intersolv  to  buy  developer 

Intersolv,  Inc.  intends  to  buy  the  major  assets  of  Interport 
Software  Corp.,  a  Fairfax,  Va.-based  developer  that  recently 
filed  for  Chapter  11  protection.  Interport  developed  some  of 
the  technology  used  in  Design  Recovery,  Intersolv’s  re-engi¬ 
neering  tool  set  announced  in  January.  About  10  of  Interport’s 
approximately  30  employees  are  expected  to  join  Intersolv. 


Software  piracy  bill  passes 

Just  hours  before  adjourning  last  week,  the  U.S.  Senate  ap¬ 
proved  a  bill,  passed  earlier  by  the  House,  that  imposes  felony 
criminal  penalties  —  including  prison  sentences  of  up  to  10 
years  —  for  unauthorized  copying  of  software,  which  is  defined 
as  illegal  copying  of  10  or  more  copies  with  a  retail  value  of 
$2,500  or  more  in  a  180-day  period.  The  president  is  expected 
to  sign  the  legislation. 


FDDI  prices  keep  dropping 

The  cost  of  a  single  link  to  a  100M  bit/sec.  Fiber  Distributed 
Data  Interface  network  running  over  copper  wiring  has 
dropped  below  $1,000.  Interphase  Corp.  in  Dallas  last  week 
rolled  out  a  $995  adapter  for  Extended 
Industry  Standard  Architecture-based 
personal  computers  and  workstations 
and  a  $1,495  single-attach  fiber  version.  Until  now,  single-at- 
tach  copper  connections  have  hovered  in  the  $1,300  to  $1,500 
range. 


Short  takes 

Calgary,  Alberta-based  Amoco  Petroleum  Co.  last  week  said 
it  has  signed  a  five-year  data  processing  and  network  opera¬ 
tions  outsourcing  contract  with  SHL  Systemhouse,  Inc.  val¬ 
ued  at  $70  to  $90  million.  . . .  Memorex  Telex  Corp.  and 
Amperif  Corp.  in  Chatsworth,  Calif.,  said  they  will  jointly  de¬ 
velop  an  IBM-compatible  redundant  arrays  of  inexpensive 
disks  (RAID)  product  to  compete  with  Storage  Technology 
Corp.’s  Iceberg  RAID  disk  array.  But  they  did  not  give  ship¬ 
ping  dates.  . . .  DEC  last  week  broke  ground  for  a  semiconduc¬ 
tor  facility  in  Hudson,  Mass.,  that  will  manufacture  future  ver¬ 
sions  of  DEC’s  Alpha  64-bit  microprocessors. . . .  The 
Internal  Revenue  Service  has  awarded  Unisys  Govern¬ 
ment  Systems,  Inc.,  a  Unisys  Corp.  subsidiary,  a  one-year, 
$115  million  contract  to  provide  information  systems,  applica¬ 
tion  and  system  software  support  and  training  to  support  the 
IRS’  tax  returns  processing. . . .  DEC  said  it  will  develop  and 
incorporate  X/Open  Co.  XPG4  specifications  across  the  com¬ 
pany’s  Open  VMS  and  Unix  platforms.  . . .  The  U.S.  Council 
on  International  Banking  is  co-sponsoring  a  study  to  find 
out  whether,  how  and  to  what  extent  information  technology  is 
making  banks  more  productive. . . .  GE  Information  Ser¬ 
vices  announced  a  new,  Unix-based  electronic  data  inter¬ 
change  translation  and  management  system. 


thing,  and  the  local  sales  office 
doesn’t  know  what’s  going  on,” 
said  Harry  Perrin,  assistant  vice 
president  of  investment  systems 
at  Teachers  Insurance  Annuity 
Association  in  New  York,  one  of 
Sun’s  large  commercial  custom¬ 
ers,  with  340  workstations. 

“The  delays  have  been  very 
annoying,  but  it’s  more  a  credi¬ 
bility  issue  now  than  anything 
else,”  Perrin  added.  He  ordered 
30  of  the  SPARCstation  10  Mod¬ 
el  41s  in  May  and  then  agreed  to 
one  of  Sun’s  upgrade  plans  as  an 
interim  step.  He  bought  SPARC¬ 
station  2s  with  the  promise  of  an 
upgrade  to  the  Model  41s.  When 
he  tried  to  swap  the  SPARCsta¬ 
tion  2s  for  the  smaller  Model 
20s,  however,  Perrin  discovered 
he  was  locked  in  to  the  prior  pro¬ 
motion  and  had  to  wait. 

Mark  Factor,  MIS  director  at 
the  Boston-based  Au  Bon  Pain, 
Inc.  chain  of  French  bakery 
cafes,  also  declared  himself 
“very  disappointed  in  Sun”  after 
a  Model  41  he  was  promised  in 
August  never  materialized. 

“Sun  has  to  realize  they’re 
not  dealing  with  a  single-user 
workstation  base  anymore,” 
Factor  said.  “They  have  whole 
corporate  enterprises  relying  on 
them.  They’ve  got  to  think  a  lit¬ 
tle  more  like  IBM  would,  not  like 
a  standard  PC  maker.” 

At  Du  Pont  Co.  in  Wilming¬ 
ton,  Del.,  the  research  and  de¬ 
velopment  department  opted  to 
buy  SPARCstation  10  clones 
rather  than  wait.  “You  just  can’t 
get  them  from  Sun,”  said  David 


Pensak,  corporate  adviser  for 
computer  technology  at  Du 
Pont’s  R&D  lab.  “When  we 
asked,  they  said  they  had  no  idea 
when  they  could  ship.  So  we  or¬ 
dered  clones.” 

Pensak  said  he  was  also  unim¬ 
pressed  with  the  SPARCstation 
10  Model  20  —  an  “interim,” 
unadvertised  machine  based  on  a 
33-MHz  version  of  TI’s  Viking 
SuperSPARC  chip.  The  Model 
30  runs  at  a  36-MHz  clock 
speed,  while  the  tardy  Model  41 
will  run  at  40  MHz.  “I’d  rather 
buy  a  first-class  ticket  on  the 
HMS  Titanic  than  do  a  limited- 
availability  machine,”  Pensak 
said. 

Although  some  Sun  sales  rep¬ 
resentatives  have  been  blaming 
TI’s  chip  production  problems 
for  the  hardware  delay,  Sun  offi¬ 
cials  stressed  that  TI  has  met  all 
production  targets  and  is  not  at 
fault.  The  sales  force  “shouldn’t 
be  telling  [customers]  that  sto¬ 
ry,”  Gadresaid. 

Other  users  have  a  more  re¬ 
signed  view  of  the  delays. 

“I  guess  I’m  kind  of  jaded,” 
said  Bob  Vick,  systems  manager 
at  Fidelity  Investments,  Inc.  in 
Boston,  which  just  received  four 
SPARCstation  10s  two  weeks 
ago.  “Every  hardware  and  soft¬ 
ware  vendor  promises  things  be¬ 
fore  they’re  able  to  deliver.” 

While  the  hardware  delays 
may  be  vexing  to  some  users  in 
the  short  term,  Sun  is  facing  a  far 
more  difficult  and  long-term  job 
persuading  users  to  move  to  So¬ 
laris  2.0. 


“Solaris  2.0  scares  us  to 
death,”  said  Jerry  McEachem, 
manager  of  technology  re¬ 
sources  at  the  Houston  Chroni¬ 
cle,  which  is  building  an  open 
systems  installation  that  will 
eventually  include  1,000  Sun 
systems.  “Our  applications  are 
written  specifically  for  the  cur¬ 
rent  operating  system,  and  it’s 
going  to  be  a  big  change  for  us.” 

Amdahl  gives 
Unix  a  boost 

SUNNYVALE,  Calif.  —  Amdahl 
Corp.  last  week  aligned  its  11- 
year-old  UTS  Unix  system  with 
Unix  System  Laboratories, 
Inc.’s  (USL)  System  V,  Release 
4,  making  it  easier  for  users  to 
move  toward  a  single  Unix  stan¬ 
dard  at  mixed-vendor  sites.  The 
firm  announced  UTS  4  as  an  en¬ 
hanced  version  of  its  2-year-old 
UTS  2.1  operating  system  for 
IBM-compatible  mainframes. 

Amdahl  has  several  hundred 
UTS  sites  worldwide  but  hopes 
to  ride  the  open  systems  wave  to 
gain  more.  To  that  end,  UTS  4 
supports  most  major  Unix  stan¬ 
dards.  It  is  based  on  USL’s  Sys¬ 
tem  V,  Release  4.1  ES,  which 
combines  features  from  several 
flavors  of  Unix. 

But  UTS  users  will  have  to 
change  some  binary  code  to  gain 
full  advantage  of  UTS  4  features, 
said  Mark  Bussmann,  Amdahl’s 
director  of  open  systems  mar¬ 
keting.  Amdahl  is  providing  mi¬ 
gration  aids  to  revise  UTS  2.1 
code  and  will  allow  users  to  have 
both  UTS  2.1  and  UTS  4  for  90 
days  at  no  extra  charge. 

Analysts  said  they  doubt 
whether  many  IBM-compatible 
mainframe  sites  would  jump  on 
the  open  systems  bandwagon. 

“It  does  not  appear  that  Am¬ 
dahl  is  creating  a  market  so 
much  as  they  are  responding  to  a 
niche  opportunity,”  noted  Mark 
Hess,  vice  president  of  Gartner 
Group,  Inc.’s  large-computer 
group  in  Stamford,  Conn. 

“It  will  make  our  Unix  plat¬ 
forms  even  more  compatible,” 
said  UTS  2.1  user  Peter  Bauer, 
director  of  information  systems 
at  the  Marshfield  Clinic.  The 
Marshfield,  Wis.,  site  runs  Unix 
on  an  Amdahl  5995  A  main¬ 
frame,  a  Data  General  Corp.  lab¬ 
oratory  computer  and  Unix 
workstations. 

UTS  4  will  be  generally  avail¬ 
able  in  the  first  quarter  of  1993, 
with  prices  ranging  from 
$20,000  to  $45,000  —  the  same 
price  range  as  UTS  2.1. 

Monthly  license  fees  range 
from  $4,500  to  $34,500,  de¬ 
pending  on  the  size  of  the  com¬ 
puter. 


Chip  wave 


The  long-awaited  “Tsunami”  chip  for  low-end  worksta¬ 
tions  in  the  Scalable  Processor  Architecture  (SPARC) 
market  splashed  ashore  last  week  as  TI  and  Sun  un¬ 
veiled  their  jointly  developed  microSPARC  chip. 

This  50-MHz  single-chip  microprocessor  holds 
forth  the  threat  of  low-priced  workstations  that  can  invade  high- 
end  personal  computer  territory  with  superior  performance 
and  greater  scalability.  Samples  of  the  microSPARC  processor 
are  available  now  from  TI  for  $500.  \blume  production  in  the 
fourth  quarter  of  this  year  will  provide  microSPARCs  at  $179 
each  for  10,000  unit  quantities. 

Sun  is  expected  to  introduce  a  low-end,  under-$5,000  color 
workstation  based  on  the  microSPARC  chip  next  month.  TI  offi¬ 
cials  said  a  raft  of  other  SPARC-compatible  products  will  follow 
as  well,  including  X  Window  System  terminals,  portables  and 
desktop  systems. 

“At  $179,  the  50-MHz  microSPARC  has  substantially  high¬ 
er  performance  in  terms  of  MIPS  than  the  [Intel  Corp.]  486DX 
microprocessor,  but  it  sells  for  about  half  the  price,”  said  Wally 
Thines,  executive  vice  president  of  TI’s  semiconductor  group. 

“This  chip  certainly  represents  the  next  stage  in  this  whole 
convergence  of  the  PC  coming  up  and  the  workstation  coming 
down,”  said  Ken  Anderson,  author  of  a  comprehensive  guide  to 
Unix  workstations  published  by  Altus,  Inc.  in  Santa  Ana,  Calif. 
“This  also  feeds  into  Sun’s  strategy  to  drive  the  cost  of  the 
desktop  down  as  far  as  they  can  with  a  lot  of  performance.  ’  ’ 

The  low-end  Sun  workstation  will  be  the  first  high-volume 
platform  shipping  with  the  new  Solaris  2.0  operating  system. 

MARYFRAN  JOHNSON 
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Business  Planning 


Because  There  Are  More  of  Them 

Than  There  Are  Financial  Analysis/Reporting 

of  You... 


The 

SAS’ 

System 
for  Information  Delivery 


The  CEO  needs  visual  checks  on  all  the  factors  critical  to  the  success  of  the  business. 
The  CFO  wants  a  “small”  change  in  the  financial  reports.  The  marketing  VP  is 
anxiously  awaiting  pricing  models.  And  they’re  still  waiting  for  inventory  and  quality 
monitoring  systems  out  on  the  factory  floor.  How  can  one  IS  manager— with  so  little 
time,  so  few  resources,  and  so  many  budget  constraints  —  meet  the  diverse  needs 
of  so  many  clients?  The  answer  is  the  SAS  System  for  Information  Delivery. 


Integrated  Applications  for 
Enterprise-Wide  Productivity 

Unlike  stand-alone  solutions— which  drain  your  software  budget  and  drive  up 
training  and  support  costs— the  SAS  System  gives  you  a  cohesive,  enterprise-wide 
application  strategy.  One  that  fits  the  needs  of  the  executive  suite,  the  manufacturing 
floor,  and  everywhere  in  between.  One  that  supports  cooperative  processing  across 
hardware  platforms.  And  one  that  responds  immediately  to  new  or  shifting  applications 
demands.  Virtually  any  application  that  involves  accessing,  managing,  analyzing,  and 
presenting  data  is  available  within  the  SAS  System’s  information  delivery  environment 


Call  Today  for  a  Free  Video  Preview  of  the 
World’s  Leading  Information  Delivery  System. 

See  for  yourself  why  the  SAS  System  is  the  only  software  you’ll  ever  need.  Give 
us  a  call  at  919-677-8200  for  your  free  video  preview.  Also  ask  for  details  about  the 
free  SAS  System  Executive  Briefing. .  .coming  soon  in  your  area. 


SAS  Institute  Inc. 

Software  Sales  Division 

SAS  Campus  Drive  □  Cary,  NC  27513 

Phone  919-677-8200  □  Fax  919-677-8123 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1992  by  SAS  Institute  Inc.  Printed  in  the  USA 


Why  combine  a  number  of  SPARCstations, 


when  a  network  of  HP  workstations  and  X  stations  operates  for  less? 


It  just  stands  to  reason.  The  more 
engines,  the  more  cost.  Not  only  in  initial 
purchase  price,  but  system  administra¬ 
tion,  backups  and  OS  updates.  That’s  why 
more  and  more  people  are  getting  on 
board  with  an  HP  workstation/X  station 
network.  A  powerful  engine  that  carries 
plenty  of  passengers. 

At  Hewlett-Packard,  we  understand  that 
not  every  situation  requires  a  workstation 
A  network  of  our  Series  700  workstations 
and  700/RX  X  stations  can  give  users  full 
PA-RISC  workstation  functionality  and 
HP’s  industry-leading  speed  at  a  fraction 


of  the  cost  of  a  Sun  SPARCstation  net¬ 
work.  And  as  your  operation  grows,  work¬ 
stations  can  be  upgraded  and  X  stations 
easily  added. 


Whether  you’re  in  customer  service,  man¬ 
ufacturing,  finance,  engineering,  or  the 
hospitality  industry,  you’ll  enjoy  the  ben¬ 
efits  of  central  system  administration,  low 
cost  of  ownership,  and  access  to  network¬ 


wide  resources.  And  your  HP  solution 
isn’t  just  a  good  investment  to  start  with- 
it  remains  one  for  the  long  haul. 

No  wonder  HP  is  recognized  as  the  world¬ 
wide  leading  supplier  of  color  X  stations, 
and  is  delivering  workstations  with  the 
highest  performance. 

To  get  on  board,  call  1-800-637-7740, 

Ext.  7098.  In  Canada,  call  1-800-387-3867, 
Dept.  2308. 


Thp%  HEWLETT 
wi!HM  PACKARD 


. 
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Best  route  to  CASE 

CONTINUED  FROM  PAGE  1 


niques.  The  right  mix  of  caution, 
perspective  and  experimental- 
ism  is  key,  according  to  10  heavi¬ 
ly  invested  users  interviewed  by 
Computerworld . 

Users  have  shifted  their  focus 
to  bigger  concepts  once  wholly 
separate  from  application  devel¬ 
opment.  Business  process  re-en¬ 
gineering,  for  example,  now 
serves  as  an  entree  for  CASE 
products.  The  current  rage  to 
plot  and  remake  how  a  firm  does 
business  calls  for  just  the  tack 
CASE  takes,  proponents  say.  By 
looking  at  information  systems 
in  chunks  of  tasks  or  models, 
CASE  philosophy  meshes  with 
that  of  business  process  re-engi¬ 
neering. 

The  definition  of  CASE  is 
growing  from  “set  of  tools”  to 
“way  of  thinking,”  according  to 
Peter  Cobin,  manager  of  techni¬ 
cal  analysis  at  Otis  Elevator,  Inc. 
in  Farmington,  Conn. 

Moreover,  done  right,  CASE 
is  never  finished. 

Cobin  and  other  users  have 
teamed  CASE  with  project  man¬ 
agement  tools  that  provide  an 
enterprisewide  view  of  IS  rather 
than  focusing  on  single  develop¬ 
ment  tasks.  CASE  users  must  be 
intimately  involved  in  business 


planning  to  really  exploit  the 
technology,  agreed  Bernie  Ste¬ 
phan,  director  of  special  techni¬ 
cal  services  at  Computer  Power 
Group’s  San  Francisco  office. 

Slow  is  a  watchword  for 
CASE  shops.  Several  users  who 
slapped  tools  in  place  and  dove 
into  development  later  regret¬ 
ted  their  haste.  “Whatever  you 
do,  don’t  slam  people  up  against 
a  harsh  deadline  to  learn  this 
stuff,”  advised  Kim  Albee,  a 
member  of  the  research  and  in¬ 
tegration  team  at  the  Minne¬ 
apolis  Star  Tribune.  The  news¬ 
paper  plans  to  rewrite  six  major 
applications,  with  a  go-live  tar¬ 
get  of  January  1994,  using 
Knowledge  Ware,  Inc.  tools. 

Also  part  of  the  group  therapy 
is  learning,  en  masse,  a  new  way 
of  programming.  That  is,  devel¬ 
opers  must  abandon  a  line-by- 
line  code-writing  style  for  busi¬ 
ness  and  data  modeling.  Pro¬ 
grammers  must  drop  a  solo, 
craftsmanlike  approach  for  an 
orderly,  team-oriented  method. 

“You’re  no  longer  developing 
in  a  vacuum,  doing  each  system 
separately,”  explained  Ray 
Speight,  development  manager 
at  North  Carolina’s  Department 
of  Administration. 


Many  CASE  initiatives 
run  into  training  woes 


CASE  is  making  a  double¬ 
duty  downsizing  and 
data  center  consolida¬ 
tion  possible  at  the  Fed¬ 
eral  Reserve  System, 
which  plans  to  whittle  12  pro¬ 
cessing  hubs  to  three  by  1994. 
And  that  project  —  at  least  in 
one  district  —  has  brought  home 
the  need  to  face  up  to  training  is¬ 
sues.  The  “T”  word,  it  seems,  is 
cause  for  grief  in 
many  CASE 
shops. 

Take  the 
bank’s  San  Fran¬ 
cisco  office.  Ef¬ 
forts  to  pilot  an 
automatic  check¬ 
handling  system 
using  Know¬ 
ledge  Ware’s  Ap¬ 
plication  Develop¬ 
ment  Workbench 
(ADW)  for  front- 
end  analysis  and 
design  work  hit  a 
snag  when,  at 
code-generation 
time,  the  staff  re¬ 
verted  to  manual  Cobol  writing. 

“We  just  didn’t  have  time  to 
use  KnowledgeWare’s  genera¬ 
tor,”  said  MIS  manager  Masako 
Velasquez.  “Our  training  wasn’t 
that  complete.” 

That  is  probably  because  Ve¬ 
lasquez’s  group  may  have  under¬ 


estimated  the  amount  of  training 
CASE  requires. 

It  did  not  set  up  a  methodical 
instruction  program  led  by  an 
outside  party,  a  tactic  imperative 
to  doing  good  CASE,  experts 
said.  Federal  Reserve  simply 
handed  the  tool  to  developers  to 
play  with  to  see  what  they  could 
construct,  she  said. 

However,  like  other  integrat¬ 
ed  CASE  tools, 
ADW  is  time-con¬ 
suming  to  learn 
because  training 
Cobol  program¬ 
mers  in  the  infor¬ 
mation  engineer¬ 
ing  methodology 
is  a  big  hurdle.  “A 
new  methodology 
means  a  new 
mind-set,”  Velas¬ 
quez  noted. 

So  Velasquez  is 
taking  a  step 
backward  before 
moving  forward 
by  hiring  Ernst  & 
Young  to  help  the 
staff  learn  information  engineer¬ 
ing,  data  modeling  and  other 
techniques  for  organizing  devel¬ 
opment  projects. 

A  wiser  Velasquez  now  offers 
one  caveat  for  new  users:  Do  not 
underestimate  the  culture  shock 
your  shop  will  experience. 


Federal  Reserve 
System 

San  Francisco 


Business: 

Nationwide  banking 
network  that  sets 
U.S.  monetary  policy. 

CASE  tools: 

KnowledgeWare's 
ADW  since  1  990. 

Biggest  lesson: 

Without  on-line  tools  for 
project  management  and 
guidelines,  you  risk 
getting  mired  in  devel¬ 
opment  methods  you 
don't  understand. 


Being  a  trailblazer  isn’t  easy 


Levi  Strauss  &  Co. 
doesn’t  have  CASE 
all  sewn  up,  but  the 
jeans  maker  has 
been  on  the  cut¬ 
ting  edge  of  the  technology 
since  its  1989  investment  in 
KnowledgeWare’s  Applica¬ 
tion  Development  Work¬ 
bench  (ADW). 

Sound  nice?  It  was  no  fun  at 
all,  says  Donna  Rund,  director  of 
information  engineering. 

As  one  of  KnowledgeWare’s 
biggest  customers,  the  clothing 
firm  enjoys  a  close  relationship 
with  the  vendor.  But  Levi 
Strauss  has  often  had  to  tackle 
problems  before  the  tools  to  help 
have  existed  from  either  Know¬ 
ledge  Ware  or  other  vendors. 

That  is  not  necessarily  Know¬ 
ledgeWare’s  fault:  Rund  crossed 
application  development  fron¬ 
tiers.  For  example,  she  attempt¬ 
ed  cooperative,  local-area  net¬ 
work-based  development  early 
on,  setting  up  teams  of  six  or  sev¬ 
en  programmers  for  a  start-to- 
finish  pilot  project  with  ADW. 

Although  automation  did 
speed  up  parts  of  the  develop¬ 
ment  process,  productivity  actu¬ 
ally  fell  because  the 
tool  set  was  orga¬ 
nized  so  that  just  one 
person  could  work  on 
a  section  at  a  time. 

“We  [learned  we] 
had  to  pace  our 
strategy.  Our  vision 
was  ahead  of  the 
CASE  market,” 

Rund  explained. 

So  Levi  Strauss 
invented  its  own 
LAN  development  system,  fold¬ 
ing  into  the  ADW  scheme  CA-Te- 
lon,  a  fourth-generation  language 
now  sold  by  Computer  Asso¬ 
ciates  International,  Inc.,  and 


Levi  Strauss  &  Co. 

San  Francisco 

Business: 

$4  billion  clothing 
maker. 

CASE  tools: 

KnowledgeWare's 
ADW  since  1989. 

Biggest  lesson: 

You  name  it. 


Micro  Focus  Co¬ 
bol,  a  code  generator 
from  Micro  Focus  Group, 

Inc. 

Other  large  KnowledgeWare 
users  visit  Levi  Strauss  to  learn 
from  its  mistakes  and  successes, 
such  as  mixing  tools 
from  different  ven¬ 
dors.  Visitors  such  as 
Humana,  Inc.  and 
The  Gap,  Inc.  take 
home  nitty-gritty  in¬ 
formation  such  as 
just  how  integrated 
data  types  are  or 
which  data  or  pro¬ 
cess  model  layer  you 
can  drill  down  to  — 
details  not  always 
available  at  vendor-sponsored 
user-group  meetings. 

One  of  the  thornier  problems 
in  the  beginning  for  Levi  was 
sorting  out  which  glitches  were 


“We  had 
to  pace  our 
strategy.  Our 
vision  was  ahead 
of  the  CASE  market.” 

Donna  Rund 


caused  by  ADW  and  which  re¬ 
sulted  from  a  programmer  skill 
base  ill-suited  for  CASE. 

Sometimes  ADW  took  more 
arrows  because  of  a  lack  of  appro¬ 
priate  skills  than  because  of  actu¬ 
al  faults,  Rund  observed. 

CASE  is  now  a  key  piece  of 
Levi  Strauss’  massive  effort  to 
re-engineer  its  business  world¬ 
wide.  CASE  focuses  on  a  balance 
of  business  and  technical  skills, 
which  are  “what  we  need  going 
into  the  future,”  Rund  said.  But 
CASE  is  too  narrow  a  vision  for 
Levi  Strauss.  Which  products  the 
company  uses  matters  less  than 
shifting  programmer  orientation. 

“We  have  to  think  in  piles  of 
design,  not  piles  of  lines  of  code,” 
she  said. 


CASE  helps  forge  business/IS  alliance 


It  is  not  as  cozy  as,  say,  a 
Democratic  bus  ride  across 
the  Midwest,  but  the  rela¬ 
tionship  between  business 
and  information  systems  at 
Ultramar  Canada,  Inc.  is  closer 
than  it  was  two  years  ago.  And 
CASE  was  the  lubricant,  accord¬ 
ing  to  Ian  Wickins,  supervisor  of 
wholesale  systems. 

“Whether  we  [in  IS]  are  mak¬ 
ing  inroads  in  setting  business  di¬ 
rection,  I  don’t  know,”  Wickins 
said.  “But  we’re  involved  an  aw¬ 
ful  lot  in  showing  them  ways  to  improve  what  direc¬ 
tions  they  are  taking.” 

While  Ultramar  has  hired  its  three  CASE  ven¬ 
dors  for  tool  instruction,  the  oil  company  relies  on 
internal  executives  to  teach  IS  about  the  business 
side  of  the  house. 

Where  CASE  comes  in  is  the  role  it  played  in 
pointing  out  the  need  for  Ultramar’s  IS  staff  to  build 
business  acumen  in  addition  to  technological  know¬ 
how.  This  resulted  in  the  firm’s  devising  a  training 
profile  for  each  programmer  that  assessed  business 
savvy,  tool  proficiency,  interpersonal  skills  and 


time  management.  As  a  result  of 
tying  the  profiles  to  regular  per¬ 
formance  reviews,  according  to 
Wickins,  Ultramar  has  witnessed 
15  of  40  projects  in  the  last  year 
coming  in  on  time  and  within  bud¬ 
get. 

In  the  process,  IS  has  taught 
management  a  thing  or  two, 
Wickins  said.  For  example,  an 
IBM  DB2-based  point-of-sale 
(POS)  system  erected  last  year 
was  designed  using  products 
from  Bachman  Information  Sys¬ 
tems,  Inc.  to  interface  with  existing  applications. 
The  POS  program  collects  customer  data  that  is  lat¬ 
er  used  for  marketing  and  billing. 

It  is  a  relatively  simple  application,  but  one  that 
IS  —  not  management  —  invented,  according  to 
Wickins.  “We  probably  wouldn’t  have  gotten  mov¬ 
ing  on  it  without  the  business  training,”  he  added. 
He  said  IS’  new  understanding  of  how  Ultramar 
functions  lets  developers  come  up  with  better  ways 
to  get  those  jobs  done,  rather  than  reacting  to  user 
requests. 

STORIES  BY  KIM  S.  NASH 


Ultramar  Canada,  Inc. 

Toronto 


Business: 

$12  million  oil  company. 

CASE  tools: 

Combination  of  products  from 
Bachman  Information  Systems, 
Intersolv,  Inc.  and  IBM 
since  1990. 

Biggest  lesson: 

Never  underestimate  the  amount 
of  training  programmers  will  need. 
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What  if  you  integrated 
the  power  of  OMEGAMON  with 
the  speed  of  automation? 


OMEGAMON 


Auto mated 
Operations 


and  VTAM,  the  Performance  Pipehne  combines 
automation  and  problem  solving  for  comprehensive 
systems  management. 

And  Candle  Automation  has  everything  you  need 
in  an  automation  solution  -  ease-of-use,  fast 
implementation,  a  bi-directional  interface  to  NetView, 
outboard  capabilities,  even  availability  alerts  for 
other  systems  like  DEC  and  Tandem. 

There’s  one  more  advantage:  Candle  and  IBM 
working  together,  sharing  information  and  expertise, 
building  better  solutions  for  you. 

For  more  answers,  call  1-800-843-3970,  Dept.  340. 


Most  console  automation  is  designed  to  automate 
routine  events  -  the  expected,  the  normal.  But  what 
about  the  unexpected?  The  abnormal? 

Candle  Automation  goes  beyond  the  console.  The 
Performance  Pipehne  integrates  the  diagnostic 
capabilities  of  your  OMEGAMON®  performance 
monitors  with  Candle  Automation. 

Much  more  than  an  interface,  the  Performance 
Pipehne  gives  you  turn-key,  intelligent  automation 
that  diagnoses  problems  and  resolves  them. 

Problems  like  slow  response  time,  or  threats  to  CSA, 
Working  with  OMEGAMONs  for  MVS,  CICS,  DB2,  IMS, 


1)B2,  IBM,  NetView,  and  VTAM  are  trademarks  or  registered 
trademarks  of  International  Business  Machines  Corporation, 
DEC  and  Tandem  are  trademarks  of  their  respective  companies. 
Copyright  ©  19*) 2  Candle  Corporation,  .All  Rights  Reserved. 


Making  your  systems  perform 
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ARST  800  GOLDSM  SERVICE 
offers  an  even  higher  level  of 
800  service  support  and 
protection  than  ever  before. 

You  go  above  and  beyond— now 
there’s  an  800  service  that  does, 
too.  Introducing  AT&T  800  Gold 
Service.  A  premium  product  that 
goes  beyond  your  already  reliable 
800  service  to  provide  the 
ultimate  in  performance  and 
dependability  For  companies  that 
literally  can’t  afford  to  miss  even  a 
single  800  call;  for  companies  that 
know  a  missed  call  is  more  than  a 
missed  opportunity— it  could 


make  a  critical  difference. 

It  starts  with  guaranteed  call 
completion  on  the  AT&T  Network, 
where  we  go  far  beyond  assuring 
your  calls  will  get  through— we 
guarantee  it.  If  you  ever 
experience  a  service  problem,  just 
pick  up  the  phone.  The  800  Gold 
Service  Maintenance  Center  will 
restore  service  within  guaranteed 
time  limits— 24  hours  a  day 
365  days  a  year. 

No  matter  what  the  problem, 
you’ll  never  be  out  of  touch  for 
long.  Because,  if  your  800  calls  are 
ever  disrupted,  we’ll  arrange 
alternate  ways  to  keep  you  on 
speaking  terms  with  your 
customers— the  most  important 
people  in  the  world.  And  well  do  it 
within  fifteen  minutes  after  you 


indicate  which  alternate  procedure 
you  prefer  or  well  credit  your 
previous  month’s  service  charge. 

Of  course,  there’s  a  lot  more  to 
800  Gold  Service  than  superior  call 
coverage.  You’ll  get  a  Personal 
Billing  Representative  to  quickly 
and  efficiently  tend  to  your 
account.  An  800  Gold  Hotline, 
dedicated  exclusively  to  800  Gold 
customers,  where  you  can  order  a 
new  service,  check  on  an 
installation,  report  a  problem, 
request  an  emergency  backup 
service  or  get  expert  help  with  a 
billing  question.  And  fast, 
guaranteed  installation  dates,  a 
choice  of  routing  options  and 
access  arrangements  and  much 
more.  The  bottom  line: 

AT&T  800  Gold  Service  is  anything 
but  business  as  usual. 

Call  your  AT&T  Account 
Executive  or  dial  1  800  647-7777 
and  ask  about  AT&T  800  Gold 
Service.  It  takes  toll-free  in  a  whole 
new  direction— up. 


sATBT 

^  The  right  choice. 


NEWS 


DEC  makes  massively  parallel  move 

Parasphere  software  environment  offers  many  tools  to  ease  application  development 


BY  MELINDA-CAROL  BALLOU 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Digital  Equip¬ 
ment  Corp.  is  attempting  to  cultivate  the 
nascent  massively  parallel  computing 
market  via  a  combination  of  repackaged 
hardware,  university  seeding  programs 
and  software  products  that  speed  applica¬ 
tion  development 

“Our  goal  is  to  simplify  the  develop¬ 
ment  environment  so  that  you  don’t  have 
to  be  a  rocket  scientist  programmer  or  re¬ 


search  specialist  to  take  advantage  of  par¬ 
allel  processing,”  said  Ram  Appalaraju, 
DECmpp  program  manager,  at  a  briefing 
here  last  week.  Analysts  said  that  both 
the  lack  of  tools  and  the  extreme  difficulty 
of  creating  applications  has  hampered  the 
growth  of  the  massively  parallel  market. 

DEC’s  massively  parallel  software  en¬ 
vironment,  dubbed  Parasphere,  includes 
a  “revamped”  Motif-based  implementa¬ 
tion  of  DEC’s  Digital  Parallel  Program¬ 
ming  Environment  (DPPE).  Originally  de¬ 
veloped  by  Maspar  Computer  Corp.  in 


Sunnyvale,  Calif.,  DEC’s  version  of  DPPE 
uses  the  DECfuse  computer-aided  soft¬ 
ware  engineering  tool  kit  and  a  Fortran 
compiler  based  on  specifications  drawn  up 
by  the  High-Performance  Fortran  Fo¬ 
rum,  a  consortium  of  parallel  computing 
vendors  and  researchers. 

DPPE  includes  a  DECmpp  Parallel 
Performance  Analyzer  to  fine-tune  paral¬ 
lel  programs  and  a  DECmpp  Parallel  De¬ 
bugger  to  automatically  identify  code 
problems. 

DECmpp  High-Performance  Fortran 


Deliver  the  highest  quality  applications 
quicker  at  a  fraction  of  the  cost  with  AD/Advantage. 


AD/Advantage,®  Cincom’s  life  cycle 
application  development  system, 
generates  ready-to-run  applications. 

By  using  interactive  prototyping, 
AD/Advantage  applications  can  be  test¬ 
ed  and  refined  to  ensure  that  the  user’s 
requirements  are  met  the  day  they  are 
installed. 

Maintaining  applications  with 
AD/Advantage  is  even  easier.  Its  change 
management  facilities  help  you  deter¬ 
mine  the  impact  of  a  pending  change 
and  then  automatically  regenerates 


entire  applications. 

All  applications  developed  with 
AD/Advantage  are  portable  and  can 
run  on  IBM  MVS,  VSE,  OS/2  and  PC  DOS 
computers,  DEC  VAX,  UNIX,  Bull,  and 
several  other  platforms.  In  addition, 
AD/Advantage  project,  resource  and 
text  management  facilities  will  help 
you  complete  development  projects  on 
time  and  within  budget. 

Experience  the  speed  and  power  of 
AD/Advantage.  See  how  it  will  solve 
your  most  difficult  application  devel¬ 


opment  problems.  Call  1-800-543-3010 
or,  outside  the  U.S.,  1-800-387-9328 
today  for  a  free  test  drive. 


AD/Advantage 

®.ONCOM. 

The  Smart  Choice" 


©  1992  Cincom  Sytteiro,  Inc  TV  following  nr  trademarks,  registered  trademarks,  or  service  marks  of  Cincom  Systems.  Inc.:  CINCOM,*, AD/Advantage.  and  The  Smart  Choice. 
All  trade  names  referenced  are  the  trademark  or  registered  trademark  of  the  respective  manufacturer 


adds  parallel  extensions  to  standard  For¬ 
tran. 

“[DEC’s]  overreaching  software  envi¬ 
ronment  is  impressive  —  ISVs  [for  exam¬ 
ple]  want  to  be  able  to  write  to  one  envi¬ 
ronment,  rather  than  to  both  MIMD  and 
SIMD  architectures,”  said  Debra  Gold- 
farb,  director  of  high-performance  re¬ 
search  at  International  Data  Corp.,  a  mar¬ 
ket  research  firm  based  in  Framingham, 
Mass. 

Parasphere  offers  program  develop¬ 
ment  tools,  including  DECmpp  VAST-2 
Optimizing  Preprocessor  to  translate  lin¬ 
ear  Fortran  into  parallel  Fortran,  math 
and  image  libraries;  language  compilers; 
system  software;  and  third-party  applica¬ 
tions. 

DEC  also  announced  new  DECmpp 
12000/SX  single-instruction,  multiple- 
data  computers  based  on  comparable  ma¬ 
chines  from  Maspar  that  are  said  to  be 
four  times  faster  than  previous  models 
(see  story  page  84).  They  also  provide 
hardware  I/O  subsystems  that  facilitate 
high-volume,  high-speed  external  data 
storage,  officials  said. 

The  Intel  Corp.  1860-based  DECmpp 
12000/MX,  the  first  multiple-instruction, 
multiple-data  system  to  be  offered  by 


|  UR  GOAL  IS  TO 
'  simplify  the  develop¬ 
ment  environment  so 
that  you  don’t  have  to  be  a 
rocket  scientist  programmer 
or  research  specialist  to  take 
advantage  of  parallel 
processing.” 


RAM  APPALARAJU 
DEC 


DEC,  was  also  announced  and  is  expected 
to  ship  by  the  summer  of  1993,  DEC  offi¬ 
cials  said.  The  company  will  eventually 
ship  parallel  machines  that  incorporate 
the  Alpha  chip,  they  added. 

Despite  the  availability  of  more  effec¬ 
tive  software  tools,  parallel  programming 
requires  a  very  different  approach  to  algo¬ 
rithm  creation  and  application  develop¬ 
ment.  DEC  is  therefore  supporting  an  ag¬ 
gressive  university  discount  program  to 
encourage  future  parallel  programmers, 
as  well  as  users  of  DEC  equipment. 

For  example,  DEC  contributed  several 
hundred  thousand  dollars  worth  of  hard¬ 
ware  to  Washington  University  in  St. 
Louis,  according  to  Michael  Miller,  an  as¬ 
sociate  professor  in  the  electrical  engi¬ 
neering  department. 

Florida  Atlantic  University  in  Boca  Ra¬ 
ton,  Fla.,  installed  one  of  the  DECmpp 
12000/SX  machines  recently  with  the 
help  of  DEC  and  Motorola,  Inc.  “We  have 
quickly  gotten  our  faculty  involved  in  put¬ 
ting  courses  together  and  getting  [the 
machines]  out  in  front  of  students  at  the 
graduate  and  undergraduate  levels,”  said 
Joseph  Campbell,  associate  dean  of  engi¬ 
neering. 

Pricing  is  as  follows:  DPPE,  slated  to 
be  available  in  early  1993,  is  priced  at 
$4,710;  DECmpp  High-Performance 
Fortran  costs  $11,800;  DECmpp  VAST- 
2  Optimizing  Preprocessor  is  priced  at 
$11,800;  and  DECmpp  Image  Processing 
Library  and  DECmpp  Math  Library  are 
$4,710.  DECmpp  12000/SX  ranges  from 
1,024  to  16,384  processors  and  costs 
$175,000  to  $1.8  million. 
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YOUR  MAINTENANCE 

BACKLOG 

IS  CONSUMING  A  LOT 

MORE  THAN 

TIME. 


No  one  denies  the  importance  of  maintaining 
and  enhancing  existing  systems.  They  represent 
an  enormous  investment  of  time  and  money. 
And  remain  critical  to  the  operation  of  most 
companies.  But  many  IS  departments  devote  so 
much  talent  and  time  to  maintenance  that  they 
are  unable  to  staff  new  application  development. 

Lots  of  suppliers  offer  piecemeal  solutions, 
but  only  KnowledgeWare  has  a  comprehensive 
strategy  to  help  you  streamline  maintenance. 

KnowledgeWare  offers  tools  designed  to 
dramatically  increase  your  productivity.  That 
allow  each  programmer  to  maintain  many  more 
applications,  whether  developed  with  integrated 


CASE  or  traditional  methods.  And  to  help  you 
optimize  investments  in  existing  applications  by 
extending  their  useful  life. 

KnowledgeWare’s  Flashpoint™  is  the  fastest, 
easiest  way  to  respond  to  the  growing  demand 
for  graphic  interfaces.  Flashpoint  allows  you  to 
add  GUIs  to  existing  applications.  Utilizing 
Flashpoint's  "point  and  click”  style,  developers 
quickly  accomplish  what  used  to  require 
hundreds,  or  even  thousands  of  lines  of  code. 
This  Windows™-based  development  tool  makes 
your  existing  inventory  of  mainframe  and 
midrange  programs  more  accessible  to  users  and 
is  a  practical  step  toward  client/server  technology. 

Dealing  with  old,  error-prone  code  is  radically 
simplified  with  ADW®/Inspector™,  Pinpoint™  and 
Recoder™.  These  advanced  maintenance  tools 
read,  analyze  and  document  existing  COBOL 
code.  Chart  processing  paths,  highlight  potential 
trouble  spots  and  automatically  restructure 
problem  code. 

These  KnowledgeWare  products  constitute  key 
elements  of  our  redevelopment  strategy.  And 
they  are  even  more  effective  when  combined 
with  our  Application  Development  Workbench®, 
the  most  comprehensive  full-lifecycle,  integrated 
CASE  development  tool  set.  Our  ADW  tools 
enable  you  to  develop  high  quality,  fully- 
documented  software  more  quickly  and  easily 
than  ever  before. 

And  we  back  these  superior  tools  with 
comprehensive  training  and  support.  Call 
KnowledgeWare  at  1-800-338-4130  for  all  the 
details.  And  stop  burning  up  your  company’s 

KnowledgeWare 


Application  Development  Workbench  and  ADW  are  registered  trademarks,  and  Inspector,  Pinpoint 
and  Recoder  are  trademarks  of  KnowledgeWare,  Inc.  Flashpoint  is  a  trademark  of  Viewpoint  Systems, 
a  wholly  owned  subsidiary  of  KnowledgeWare,  Inc. Windows  is  a  trademark  of  Microsoft  Corporation. 
©1992  KnowledgeWare  Corporation,  all  rights  reserved. 
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Transend 


popping  up  on  thousands  of 
hardware  and  software  products. 
Why?  It  means  each  and  every  one 
runs  with  NetWare" — the  world's 
leading  networking  software. 

Already,  2,982  products  from 
429  companies  are  qualified 
to  display  the  Novell  “yes”  symbol. 
So  keep  your  eyes  open  for  the 
bright  red  “yes.” 

It’s  one  word  worth  looking  for. 


INOVELL 


The  Past,  Present,  and  Future 
of  Network  Computing. 

FOR  MORE  INFORMATION,  CALL  1-800-NETWARE. 
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ADVANCED  TECHNOLOGY 


Financial  services  firms  move  in  parallel 

Massively  parallel  processing-based  systems  bring  competitive  advantage  to  early  adopters  in  world  of  finance 


Computing  In  Parallel 
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1.  Create  the 
data  set. 


2.  Map  the  data  to 
the  processors. 


3.  Operate  on  all 
the  data  at  once. 


Thinking  Machines  Corp. 


BY  THOMAS  HOFFMAN 

CW  STAFF 


In  the  early  ’80s,  financial  ser¬ 
vices  companies  were  among 
the  first  from  the  manufactur¬ 
ing  sector  to  adopt  the  use  of 
“engineering”  workstations. 
Now,  the  industry  is  pioneering 
the  use  of  supercomputers  and  mas¬ 
sively  parallel  processing  (MPP)  com¬ 
puting  systems  to  conduct  complex  fi¬ 
nancial  analyses  for  itself  and  its  cus¬ 
tomers. 

Early  users  of  these  high-perfor¬ 
mance  computer  systems  have  given 
their  companies  a  competitive  advan¬ 
tage,  especially  on  tasks  requiring 
complex  analyses. 

Consider  Prudential  Securities, 
Inc.,  which  began  using  supercom¬ 
puters  in  1988.  The  company  recently 
upgraded  from  an  Intel  Corp.-based 
IPSC/2  parallel-processing  super¬ 
computer  to  an  IPSC/ 860  system  that 
houses  32 1860  microprocessors. 

Time  savings 

Prudential  used  to  perform  so-called 
mortgage-backed  securities  analyses 
for  its  customers  on  Digital  Equip¬ 
ment  Corp.  VAX  8800  and  6440  mini¬ 
computers.  The  VAXs  often  took  24 
hours  or  more  to  do  the  job,  said  Da¬ 
vid  Audley,  director  of  financial  strat¬ 
egies  at  Prudential.  Using  the  Intel 
machine,  Audley  said,  transactions 
are  usually  done  in  less  than  one  min¬ 
ute. 

Flushed  with  the  success  of  these 
first  Intel  platforms,  Prudential  will 
next  month  add  one  of  Intel’s  next- 
generation  MPP  systems,  the  Para¬ 
gon.  Prudential  ordered  the  low-end 
machine,  which  has  a  list  price  of  $2 
million  and  is  rated  at  5  billion  floating 
point  operations  per  second 


(GFLOPS).  Audley  said  the  Paragon 
system  will  offer  up  to  10  times  more 
throughput  power  than  the  IPSC/860. 

Specifically,  the  IPSC/860,  with  its 
32  nodes  of  processors  performing  si¬ 
multaneously,  achieves  a  computing 
performance  of  760  SPECmarks.  A 
SPECmark  illustrates  how  much  fast¬ 
er  a  high-performance  machine  can 
run  an  industry-standard  benchmark. 
The  new  Paragon  system,  Audley 
said,  will  incorporate  40  microproces¬ 
sors  and  achieve  2,800  SPECmarks. 

“We’ve  been  able  to  enter  product 
areas  and  business  lines  and  compete 
at  a  more  profitable  level  with  these 
machines  than  we  would  have  been 
able  to  do”  before  installing  the  paral¬ 
lel  systems,  said  Audley,  who  is  affec¬ 
tionately  known  as  “the  rocket  scien¬ 
tist  of  Wall  Street”  because  he  was  the 
software  and  systems  development 
chief  for  the  Strategic  Defense  Initia¬ 
tive’s  “Star  Wars”  program  prior  to 
joining  Prudential  in  1987. 

One  market  barrier  that  has  im¬ 
peded  the  widespread  use  of  super¬ 


computers  and  MPP  systems  has 
been  their  high  cost. 

Such  high-performance  systems 
can  cost  from  less  than  $200,000  for 
an  entry-level  MPP  system  to  more 
than  $60  million  for  a  high-end  ma¬ 
chine. 

Nevertheless,  some  Wall  Street 
firms,  including  Prudential,  have  re¬ 
ceived  fast  paybacks  for  their  invest¬ 
ments  in  these  systems. 

Financial  appeal 

Audley  described  a  recent  transaction 
Prudential  conducted  for  a  multi- 
billion-dollar  client.  Because  of  the 
speed  and  effectiveness  of  the 
IPSC/860,  the  client  was  impressed 
enough  to  award  Prudential  a  contract 
that  paid  for  the  company’s  Intel  sys¬ 
tem. 

Besides  Prudential,  notable  users 
of  massively  parallel  processors  in  the 
financial  sector  include  Bear,  Stearns 
&  Co.,  J.  P  Morgan  &  Co.,  Merrill 
Lynch  Mortgage  Capital,  Inc.,  The 
Federal  Home  Loan  Mortgage  Corp. 
(known  as  Freddie  Mac),  American 
Express  Travel  Related  Services  and 
DowJones&Co. 

In  general,  financial  services  firms 
tend  to  use  MPP  systems  instead  of 
supercomputers.  The  appeal  of  MPP 
comes  down  to  cost. 

“These  companies  are  consider¬ 
ing  massively  parallel  systems  more 
than  supercomputers  for  price  advan¬ 
tage,”  said  Stavros  A.  Zenios,  asso¬ 
ciate  professor  at  The  Wharton 
School  at  the  University  of  Pennsylva¬ 
nia. 

However,  Zenios  said,  there  has 
been  skepticism  by  some  financial 
firms  about  MPP  systems  because  of 
what  he  believes  is  a  misperception 
that  these  systems  are  not  mature  and 
cannot  perform  as  expected. 

While  Zenios  said  those  beliefs  are 
wrong,  he  conceded  that  there  is  a 
dearth  of  robust  application  software 
on  the  commercial  market  targeted 
for  financial  analytics  in  parallel  com¬ 
puting. 

Some  early  MPP  system  users  de¬ 


The  making 
of  MPP 

By  now,  most  people  in 
the  computer  indus¬ 
try  have  at  least  heard 
of  MPP  systems. 
However,  not  every¬ 
one  is  familiar  with  the  concept 
behind  MPP  systems  and  how 
they  compare  with  supercom¬ 
puter  and  traditional  mainframe 
architectures. 

Unlike  supercomputers, 
which  usually  house  one  power¬ 
ful  processor  in  a  complex  in¬ 
struction  set  computing  archi¬ 
tecture,  MPP  systems  consist  of 
hundreds,  sometimes  thou¬ 
sands,  of  inexpensive,  scalable, 
reduced  instruction  set  com¬ 
puting  microprocessors  operat¬ 
ing  in  parallel.  Both  systems  are 
used  for  complex  computa¬ 
tions,  analysis  and  modeling. 

Because  they  utilize  many 
microprocessors,  MPP  sys¬ 
tems  tackle  assignments  by 
breaking  up  the  analysis  into 
different  tasks.  To  see  how  this 
works,  try  this  test  at  your  next 
dinnerparty. 

Let  one  guest  be  the  main¬ 
frame  computer.  Ten  or  more 
guests  will  stand  for  the  MPP 
system.  Now  give  each  “sys¬ 
tem”  the  same  task:  sorting 
through  a  deck  of  cards  to  re¬ 
move  all  cards  with  hearts.  The 
MPP  players  will  complete  their 
assignment  long  before  the  har¬ 
ried  mainframe  finishes  his  job. 


veloped  their  own  applications  in- 
house.  Merrill  Lynch  Mortgage  Cap¬ 
ital  in  New  York  developed  collateral 
mortgage-back  obligations  analytic 
applications  for  its  1/860  MPP  system, 
based  on  similar  applications  the  firm 
used  on  its  IBM  3090  600S  mainframe. 

Still,  early  users  are  looking  for 
system  enhancements.  Laurin  McAr¬ 
thur,  who  works  in  systems  develop¬ 
ment  at  Merrill  Lynch,  said  he  would 
like  to  see  a  more  robust  version  of  the 
Unix  operating  system  for  its 
IPSC/860  MPP  system.  Intel  is  work¬ 
ing  on  a  stronger  version  of  Unix  for 
its  MPP  systems. 

But  Audley,  whose  firm  also  devel¬ 
oped  its  own  financial  applications  for 
the  1/860,  is  not  upset  by  the  lack  of 
financial  software  for  high-perfor¬ 
mance  computing  environments.  In 
fact,  he’s  delighted  by  it. 

“In  an  industry  such  as  ours,  the 
lack  of  application  software  allows 
us ...  to  compete  most  favorably  with 
industry  competitors,”  he  said. 


Parallel  exploitation 


Many  of  the  leading  supercomputing  and  MPP  systems  ven¬ 
dors,  such  as  Cray  Research,  Inc.  and  Thinking  Machines 
Corp.,  are  forging  close  ties  with  database  vendors  such  as 
Oracle  Corp.  and  Sybase,  Inc.  to  exploit  their  powerful  rela¬ 
tional  database  management  system  environments  for  ap¬ 
plication  development 

For  example,  NCR  Corp.  is  working  with  Sybase  and  Oracle  on  appli¬ 
cation  development  for  NCR’s  3600  parallel  processing  system,  accord¬ 
ing  to  Mike  Denny,  assistant  vice  president  of  major  financial  accounts  at 
NCR.  Next  year,  NCR  is  slated  to  introduce  its  next-generation  parallel 
system,  the  3700,  which  it  jointly  developed  with  its  subsidiary,  Teradata 
Corp.  Teradata,  acquired  by  NCR  last  year,  is  now  part  of  NCR’s  Large 
Computer  Systems  Group. 

Meanwhile,  MPP  vendors  are  working  on  new  systems.  Thinking  Ma¬ 
chines  is  working  on  memory  and  processor  upgrades  for  its  CM-5  MPP 
systems,  which  it  introduced  last  year.  Cray  Research  is  scheduled  to 
introduce  new  software  packages  for  the  financial  services  sector  by  ear¬ 
ly  1993.  Cray  is  testing  its  next-generation  MPP  system,  code-named  the 
Cray  T-3D.  The  system  will  incorporate  DEC’S  Alpha  chips.  No  timetable 
for  delivery  has  been  set. 
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“Data  General 
fought  the  battle 
of  open  storage 
systems,  and 

the  walls  came 

tumbling  down!” 


BILLION  BYTES 
2.7  SQ.  FT! 


CLARiiONfrom  Data  General- the  faster,  smaller,  UNIX® 

open  storage  systems  that  connect  to  IBM,  SUN,  HP,  UNISYS  and  ICL 

for  a  price  that’s  music  to  your  ears! 

Computer  companies  everywhere  have  been  making  a  lot  of  noise  lately  about  UNIX*open  storage  systems. 

The  problem  is  that’s  all  they’ve  been  making-noise!  At  Data  General,  we’ve  gone  quietly  about  our  business  and  have  actually  created 
remarkable  open  storage  systems  called  CLARiiON.  And  ClARiiON is  one  call  everyone  should  heed  because  CLARiiON  connects 
to  the  UNIX  systems-based  IBM  RS/6000,  SUN  SPARCserver  600  series,  HP  9000-800  series,  UNISYS  U6000  series  and  ICL  DRS  6000. 
Its  RAID  technology  vastly  increases  the  storage  capacity  and  high  availability  of  these  systems.  And  CLARiiON  does  it  all  for  a  price 
that’s  so  low  it  will  fit  right  in  with  the  rhythm  of  your  budget  (as  well  as  under  your  desk) ! 

So  if  you  want  uninterrupted  data  access,  data  loss  protection,  low-cost  data  redundancy 

and  increased  disk  performance,  all  of  which  you  can  maintain  yourself,  t  ^  _ 

think  CLARiiON  and  call  1-800-DATA  GEN  '  J  Data  Cieneral 

Where  the  World 


CLARiiQN. 


is  going: 


©1992  Data  General  Corporation  UNIX  is  a  registered  trademark  of  UNIX  Systems  Laboratories.  Inc 


No  matter  where  or  how  you  do  your  think¬ 
ing,  there  is  an  IBM  ThinkPad"  waiting  to 
go  w  ith  you.  The  ThinkPad  700  series  is  a 
breathtaking  display  of  form  and  funetion,  with 
486  SLC  25  MHz  power,  an  available 


Introducing 


ThinkPad 


The  ThinkPad  700.  Featuring  The  ThinkPad  300.  Your  ideas  in 

TrackPoint  II.  64  crisp  shades  of  gray. 


50/25  MHz  processor  upgrade,  the  largest 
10.4-inch  TFT  256-color  screen  (or  a  9.5-inch 
64  grayscale  monochrome  screen)  and  style  to 
spare.  If  you  like  to  think  under  a  tree  but  know 

that  money 
doesn’t  grow 
on  one,  the 
ThinkPad  300 
series  has  the 
same  slim 
design  and  an 
even  slimmer 
price  tag.  And  all  ThinkPads  are  expandable, 
with  a  range  of  add-on  products  available. 

IBM  ThinkPads  are  easy  on  the  eyes  in 
more  ways  than  one.  Immediately  apparent  is 
their  attractive  silhouette.  But  their  beauty 
extends  far  beyond  the  superficial.  The 

'Warranty  information  available  from  the  Personal  Systems  HelpCenter  or  an  IBM  authorized  dealer. 

700T  warranty  is  available  in  the  U  S.  A.  and  Canada  only.  IBM  is  a  registered  trademark  and  ThinkPad  and 
HelpWare  are  trademarks  of  International  Business  Machines  Corporation. 

©1992  IBM  Corp 
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“A  full-size  keyboard  that’s 
only  11.7"  wide,  perfect  for  thinking 
in  wide  open  spaces.” 


700  series  screens  rival  desktop  display  clarity. 
All  screens  are  eminently 
readable  and  adjustable.  In 
fact,  everything  about  the 
ThinkPad  is  engineered  to 
make  life  easier,  from  the 
full-size  keyboard  to  the 
front-loading  diskette  drive. 

Some  even  have  removable 
hard  disks  for  easy  upgrades, 
security  and  virtually  unlimited  storage. 

With  the  ThinkPad  700,  we  didn’t  just 
build  a  better  mousetrap,  we  built  a  better 
mouse. The  TrackPoint  II,  perfectly  situated  in 
the  keyboard,  lets  you  command  the  entire 
screen  with  one  fingertip. 


ThinkPad 

Model  700C 

Model  700 

Model  300 

Processor 

486  SLC/25  MHz 

486  SLC/25  MHz 

386  SL/25  MHz 

Display 

10.4"  Active  Matrix 
Display 

256  Color  Screen 

9.5"  Monochrome 
Display 

64  Grayscale  Screen 

9.5"  Monochrome 
Display 

64  Grayscale  Screen 

Battery  Life' 

2-4  Hours 

3.8-7.5  Hours 

4-10  Hours 

Weight 

7.6  Lbs. 
with  Battery 

6.5  Lbs. 
with  Battery 

5.9  Lbs. 
with  Battery 

Warranty 

3  Years 
(International) 

3  Years 
(International) 

1  Year 

(International) 

Price" 

$4,350 

$2,750 

$2,375 

♦Depending  on  usage  and  configuration.  nMSRP.  Dealer  prices  may  vary. 


And,  every  ThinkPad  comes  with  HelpWare™ 
— a  unique  package  of  service  and  support  fea¬ 
turing  an  international  warranty*  and  round- 
the-clock,  toll-free  phone  assistance.  For  more 
information  or  an  IBM  authorized  dealer  near 
you,  call  our  Personal  Systems  HelpCenter  “ 

24  hours  a  day,  7  days  a  week  at  1  800  772-2227. 
Wherever  you  use  it,  ThinkPad  will  put  your 
mind  in  a  whole  new  place. 


VIEWPOINT 


EDITORIAL 


Cat  in  the  hat 


For  the  past  several  months, 
we’ve  been  running  a  series  of  ar¬ 
ticles  on  our  experience  of  mov¬ 
ing  to  client/server  computing. 
We’re  replacing  our  once  state- 
of-the-art  minicomputer-based 
editing  and  composing  system 
with  a  spiffy  workstation/PC  ar¬ 
rangement. 


It’s  been  hell. 

Also,  for  the  last  year  I’ve  been  attending  numer¬ 
ous  conferences  and  seminars  as  well  as  informal  dis¬ 
cussions  where  users  have  spoken  about  their  moves 
to  client/server  and  the  PC  development  worlds.  The 
most  accurate  summary  on  the  subject  came  from 
one  IS  manager,  who  said  this:  “Whatever  anyone 
tells  you  about  downsizing,  client/ server  or  whatev¬ 
er,  take  it  from  me.  It’s  going  to  be  twice  as  hard,  take 
twice  as  long  and  be  a  lot  more  expensive  than  you 
thought.  But  I  think  it’s  worth  it.” 

As  we  approach  the  75%  completion  stage  of  our 
installation,  even  our  cynical  users  —  who  have  suf¬ 
fered  mightily  under  the  weight  of  the  installation  — 
are  starting  to  see  the  light.  They  are  burning  fewer 
effigies  of  our  suppliers,  and  some  actually  enjoy  us¬ 
ing  their  new  workstations  to  build  the  pages  you 
read. 

However,  some  of  the  basics  of  our  operations  that 
are  so  crucial  to  a  newspaper,  such  as  file  manage¬ 
ment,  still  can’t  be  done  as  well  as  they  can  on  the 
creaky  old  mini-based  system.  And  other  discrete  fea¬ 
tures  of  the  old  system  have  not  yet  found  their  way 
into  the  new  one.  They’re  coming  —  we  are  told. 
They’re  coming. 

The  point  here  isn’t  to  bore  you  with  our  problems. 
If  you’re  moving  to  client/server  or  in  some  way  seek¬ 
ing  to  rightsize,  you  no  doubt  have  your  own.  But  con¬ 
sider  this:  Of  the  client/server  applications  in  use  to¬ 
day,  perhaps  as  many  as  90%  involve  minis  and 
mainframes  as  the  server.  Why? 

To  get  some  good  reasons,  consult  the  article 
“Why  PC  development  stinks”  in  our  Sept.  28  issue. 
Tie  bottom  line  is  that  if  your  company’s  develop¬ 
ment  is  team-oriented  (and  if  it  isn’t,  please  check 
your  pulse  —  your  operation  might  be  dead),  PCs 
lack  the  tools  and  methodologies  that  mission-critical 
applications  demand.  That’s  why  most  serious  devel¬ 
opment  takes  place  with  big  iron  at  the  hub,  not  be¬ 
cause  IS  managers  have  a  fondness  for  big  Blue 
chunks  of  metal.  By  the  way,  the  article  was  written 
by  Microsoft’s  director  of  enterprise  computing,  not 
by  some  mainframe  bigot. 

At  some  point,  the  numbers  will  reverse  and  90%  of 
development  will  take  place  independent  of  big  iron. 
However,  there  are  several  weeks  between  now  and 
the  end  of  the  century. 

Our  rightsizing  experience  has  shown  us  the  light 
of  the  future,  and  there  are  many  marvelous  things 
coming  just  around  corner.  Meanwhile,  we  have  to 
get  a  paper  out  Monday. 


(bxjL? 


Bill  Laberis,  Editor  in  chief 
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LETTERS  TO  THE  EDITOR 


Letter  criticizing  OS/2  triggers  angry  responses  from  readers 


Micheal  Shallop’s  remark  in  “Let¬ 
ters  to  the  Editor”  [CW,  Sept.  14] 
about  Windows  3.1  compatibility 
is  off  base.  IBM  has  stated  on  nu¬ 
merous  occasions  that  Windows 
3.1  support  will  be  available  with 
the  next  release. 

As  for  the  time  he  couldn’t 
boot  after  installing  a  driver, 
there  is  some  interesting  reading 
in  the  README  file.  Interesting¬ 
ly  enough,  I  actually  read  it  and 
know  how  to  recover. 

As  for  the  quirks?  Windows 
wasn’t  a  stable  product,  much 
less  a  serious  one,  until  3.0.  I 
work  with  Windows  3.1  at  my  of¬ 
fice  and  use  OS/2  2.0  at  home, 
and  I  have  many  of  the  same  pack¬ 
ages  installed  on  both  systems. 

Yes,  I  find  that  initializing  ap¬ 
plications  on  OS/2  is  slower,  es¬ 
pecially  Windows  applications. 
But  once  up,  they  appear  to  run 
just  as  well.  I  also  have  to  reboot 
my  Windows  system  at  least  once 
a  day  due  to  a  crash  of  some  kind, 
but  not  OS/2. 

I  also  have  a  DOS  application 
that  I  cannot  run  under  Windows 
because  of  insufficient  base 
memory.  So  I  have  to  drop  Win¬ 
dows  to  run  it.  With  OS/2,  it’s  no 
problem.  It  gives  a  very  clean 
640K  to  run  any  DOS  application 
in. 

Granted,  I  wish  the  documen¬ 
tation  was  better,  but  Microsoft 
ain’t  doing  so  hot  either.  Has  any- 


Regarding  “It  ain’t  over  yet”  [CW, 
Sept.  7],  I  concur  that  there  is  no 
need  to  choose  between  Win¬ 
dows  and  OS/2,  especially  with 
OS/2  2.0.  I  run  Windows  pro¬ 
grams,  DOS  5.0  programs,  DOS 
4.0  programs  under  Virtual  DOS 
Machine,  OS/2  tasks,  local  data- 


body  figured  out  EMM386  by 
reading  the  MS-DOS  manual? 

OS/2  is  probably  for  the  pow¬ 
er  user,  but  when  you  consider  all 
the  goodies  that  come  with  it  for 
$139,  it’s  one  hell  of  a  deal! 

Jim  Herman 
Seattle 


I  am  beginning  to  wonder  about 
people  [Micheal  Shallop]  who 
proclaim  their  problems  with 
OS/2  as  if  bragging  about  some¬ 
thing.  And  why  a  publication 
such  as  Computerworld  would 
feature  an  article  based  on  a 
homebrew  PC. 

I  have  installed  OS/2  on  a 
number  of  386  and  486  systems 
with  various  configurations  and 
have  had  no  significant  prob¬ 
lems. 

There  is  no  doubt  that  prob¬ 
lems  exist.  OS/2  is  breaking  new 
ground  and  is  pushing  limits  in 
many  areas  in  a  very  diverse 
hardware  environment.  To  me 
the  surprise  is  that,  from  what  I 
can  tell,  the  extent  of  the  prob¬ 
lems  is  small. 

I  know  there  are  no  fundamen¬ 
tal  problems  that  handicap  OS/2, 
as  it  has  proven  itself  stable  and 
reliable  on  my  systems  for  sever¬ 
al  months. 

From  my  perspective,  the 
larger  problem  is  what  I  perceive 
as  a  hostility  toward  acceptance 
and  support,  such  as  the  brag- 


base,  remote  LAN  database  and 
four  mainframe  sessions  concur¬ 
rently  without  problems.  At  any 
time,  I  have  more  than  a  dozen 
tasks  executing  without  clobber¬ 
ing  one  another. 

V.  Venkatakrishnan 
Mansfield  Center,  Conn. 


ging  about  OS/2  problems,  the 
lack  of  diligence  in  third-party  de¬ 
velopment  of  device  drivers  or 
some  of  the  stories  I  have  seen 
that  are  grossly  biased,  factually 
contradictory  or  incorrect. 

I  hope  that  the  proven  experi¬ 
ence  and  the  significant  sales  will, 
over  time,  reduce  this  hostility. 

Bryan  R.  Leipper 
Reno,  Nev. 


The  recent  letter  by  Micheal 
Shallop  brought  up  an  interesting 
issue.  Why  is  it  IBM’s  job  to  sup¬ 
port  all  third-party  devices?  Why 
shouldn’t  the  manufacturer  of  the 
add-on  product  provide  its  own 
drivers? 

IBM,  Apple,  Dell  or  any  other 
computer  manufacturer  does  not 
have  the  resources  to  test  and 
provide  drivers  for  every  product 
manufactured  by  third  parties. 

Yes,  OS/2  has  some  prob¬ 
lems,  and  yes,  IBM  doesn’t  give 
you  the  drivers  you  want,  but  if 
the  third-party  vendors  wanted 
that  product  to  work  with  OS/2 
they  would  provide  the  proper 
drivers  for  you. 

Let’s  face  it:  They  know  their 
product  better  than  IBM  does. 

Wayne  Brissette 
Cedar  Park,  Texas 


Computerworld  welcomes 
comments  from  its  readers.  Let¬ 
ters  may  be  edited  for  brevity 
and  clarity  and  should  be  ad¬ 
dressed  to  Bill  Laberis,  Editor 
in  Chief,  Computerworld,  P.  O. 
Box  9171,  375  Cochituate 
Road,  Framingham,  Mass. 
01701.  Fax  number:  (508) 
875-8931;  MCI  Mail:  COM¬ 
PUTERWORLD.  Please  in¬ 
clude  a  phone  number  for  veri¬ 
fication. 
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Object  orientation:  More  than  meets  the  eye 


INGVAR  PETURSSON 


I  hear  many  peo¬ 
ple  referring  to 
object  orienta¬ 
tion  as  just  anoth¬ 
er  trendy  “buzz¬ 
word.”  This  is 
generally  what 
happens  to  any  new  technology 
or  concept  that  appears  on  the 
scene.  In  this  case,  however,  I 
think  we  are  missing  a  golden  op¬ 
portunity  to  fundamentally 
change  the  way  we  engineer  soft¬ 
ware  and  the  business  practices 
that  drive  its  development. 

Object-oriented  development 
concepts  and  tools  have  been 
around  for  quite  a  while  in  tele¬ 
communications.  The  switches 
that  make  up  our  national  tele- 


The  message 

IS  that  object 
modeling  does 
not  apply  only  to 
software  engineering 
practices.  It  also 
applies  to  how  we 
model  organizational 
structures. 


communications  fabric  are  not  all 
managed  by  a  single  process  con¬ 
troller.  Instead,  they  act  as  inde¬ 
pendent  entities  that  receive 
messages  from  many  other  inde¬ 
pendent  entities,  or  objects,  and 
take  action  based  on  a  set  of  em¬ 
bedded  switching  “methods.” 

This  has  enabled  telecom  pro¬ 
viders  to  expand  their  networks, 
change  internal  switch  software 
and  upgrade  customer  services 


with  relatively  few  mishaps  and 
little  retesting  of  existing  ser¬ 
vices. 

These  same  benefits  can  now 
be  realized  in  the  way  we  build 
our  general  business  applica¬ 
tions. 

It  jilst  makes  sense  that  the 
creation  of  libraries  of  application 
objects  has  the  potential  to  dra¬ 
matically  reduce  the  time  and 
cost  of  building  new  applications. 
The  testing  required  is  mini¬ 
mized  because  only  those  objects 
that  have  been  changed  need  to 
be  retested. 

Reusability,  application  quali¬ 
ty  and  speed  of  development  are 
all  reasons  for  information  ser¬ 
vices  to  adopt  object-based  soft¬ 
ware  engineering.  But  there  are 
even  stronger  reasons  for  the 
general  business  side  of  our  or¬ 
ganizations  to  adopt  object-ori¬ 
ented  concepts.  There  are  a  cou¬ 
ple  of  ways  that  object  orientation 
can  improve  practices  and  orga¬ 
nizational  design: 

•Business  processes.  Classi¬ 
cal  process-flow  modeling  of  a 
business  practice  may  model  a 
“best  practice”  in  a  given  area, 
but  it  locks  the  participants  into 
limited  ways  of  achieving  the 
business  goal.  There  is  little  flexi¬ 
bility  for  changing  the  resulting 
process  flow  in  a  dynamic  busi¬ 
ness  environment. 

Applying  object  analysis  and 
modeling  to  a  business  process 
identifies  the  “entities”  (e.g.,  cus¬ 
tomer  or  employee)  that  enable  a 
service  to  be  performed,  the 
“messages”  that  need  to  go  be¬ 
tween  them  and  the  “methods” 
that  the  entities  need  to  employ 
to  manage  their  piece  of  the  puz¬ 
zle. 

This  leaves  a  great  deal  of 
room  for  situational  customiza¬ 


tion  of  the  regular  business  pro¬ 
cess,  making  changes  in  a  com¬ 
petitive  environment  much  easi¬ 
er  to  handle. 

•Empowerment  Customers  of 
most  companies  today  are  look¬ 
ing  for  individualized  attention  to 
special  situations.  This  requires 
quick  thinking  and  decision-mak¬ 
ing  on  the  part  of  employees  in 
the  customer  contact  chain. 

When  employees  are  simply 
part  of  a  larger,  strictly  defined 
process,  they  tend  to  punt  in  spe¬ 
cial  situations,  sending  the  cus¬ 
tomer  to  a  supervisor  or  another 
link  in  the  process  flow.  Custom¬ 
ers  are  left  dissatisfied. 

Modeling  an  employee’s  work 
as  a  set  of  responsibilities,  meth¬ 
ods,  tools  and  support  structures 
from  other  entities  in  the  organi¬ 
zation  enables  them  to  tackle 
business  situations  flexibly  and 


leaves  them  feeling  empowered 
in  their  jobs. 

The  message  here  is  that  ob¬ 
ject  modeling  does  not  apply  only 
to  software  engineering  prac¬ 
tices.  It  also  applies  to  the  way  we 
model  our  business  practices  and 
organizational  structures  in  or¬ 
der  to  achieve  that  ever-elusive 
goal  of  customer  satisfaction  and 
business  productivity. 

If  we  continue  to  treat  object- 
oriented  analysis  and  design  as 
just  another  fad,  we  will  miss  a 
golden  opportunity  to  make  dra¬ 
matic  and  long-lasting  improve¬ 
ments,  not  only  in  software  devel¬ 
opment  but  in  our  business 
structures. 


Petursson  is  vice  president  and  chief 
information  officer  of  McCaw  Cellular 
Communications,  Inc.  in  Kirkland, 
Wash. 


ANSI  standards  should  be 
more  widely  available 


CARLMALAMUD 

can  National  Standards  Institute 
(ANSI)  —  a  private  organization 
—  is  the  self-designated  national 
coordinating  body  for  U.S.  stan¬ 
dards  development.  In  the  field  of 
computer  networks,  technical 
standards  are  crucial,  defining 
how  we  build  the  open  systems 
that  are  the  foundation  for  the 
emerging  global  network. 

The  U.S.  has  always  been  in 
the  lead  in  computer  networks, 
and  an  important,  vibrant  indus¬ 
try  has  developed  to  supply  local 
and  international  markets.  Firms 


such  as  Sun,  Cisco  Systems, 
DEC,  Synoptics  Communica¬ 
tions  and  many  others  derive  bil¬ 
lions  of  dollars  in  revenue  and 
employ  tens  of  thousands  of  pro¬ 
fessionals  from  the  sale  of  stan- 
dards-based  products  and  ser¬ 
vices. 

The  emerging  global  network 
is  built  on  standards.  Widespread 
availability  of  documents  leads  to 
widespread  implementation. 
Problems  in  the  standards  are 
quickly  discovered  and  fixed. 
Standards  in  the  global  network 
are  more  than  just  paper  tigers: 
They  define  interoperable  ser¬ 
vices  that  work. 

Not  all  standards  are  publicly 
available,  though.  ANSI  charges 
up  to  $  10  per  page  for  a  large  body 
of  crucial  documents. 

ANSI,  as  the  U.S.  representa¬ 
tive  body  to  the  international 


standards-making  community, 
has  an  exclusive  license  on  the 
sale  of  many  key  international 
specifications,  including  the  cru¬ 
cial  Open  Systems  Interconnect 
(OSI)  standards.  OSI  documents 
are  sold  in  the  U.S.  by  ANSI  and 
its  licensees  for  prices  of  several 
hundred  dollars  per  inch  of  pa¬ 
per. 

High-priced  standards  mean 
college  students  and  young  pro¬ 
fessionals  don’t  read  the  docu¬ 
ments.  These  documents  are  a 
crucial  part  of  their  education, 
and  lack  of  accessibility  leads  to 
lack  of  knowledge. 

Access  demanded 

To  demonstrate  that  there  is  a  de¬ 
mand  in  the  U.S.  for  ANSI  to 
change  its  policies  and  permit  on¬ 
line,  free  distribution  of  stan¬ 
dards,  a  petition  was  circulated 
during  the  last  two  months. 

The  petition  states  the  impor¬ 
tance  of  making  technical  stan¬ 
dards  freely  available  electroni¬ 
cally  and  underscores  the  im¬ 
portance  of  access  to  the  compet¬ 


itive  status  of  U.S.  industry  and 
the  education  of  U.S.  profession¬ 
als.  More  than  500  computer  and 
communications  professionals 
signed  this  petition.  Employees 
of  almost  every  significant  partic¬ 
ipant  in  today’s  computer  and 
communications  industries  have 
signed  this  petition. 

Although  the  signature  of  an 
individual  does  not  necessarily 
reflect  a  corporate  policy,  it  is 
clear  that  there  is  widespread 
support  for  wider  dissemination 
of  technical  standards  coming 
from  all  parts  of  the  profession: 
Industry,  research  and  academic 
communities  are  all  heavily  rep¬ 
resented. 

It  is  time  for  ANSI  to  join  the 
modern  world  and  start  using  the 
computer  technology  its  stan¬ 
dards  help  define. 


Malamud  is  the  author  of  Exploring  the 
Internet:  A  Technical  Travelogue 
(Prentice  Hall,  1992) ,  a  book  that, 
among  other  things,  describes  the 
international  campaign  to  make 
standards  documents  more  accessible. 


OCTOBER  12, 1992 


COMPUTERWORLD 


33 


Inventory  Information  System 


Aisle  #:  1 


Monti 


Prod.  ID: 

Prod.  Category: 
Shelf  Side: 

Shelf  Module: 
Shelf  Size  (ft. ) : 
#  of  shelves : 


Current  #  Items 
Max  #  Items : 


Oldest  curr  prod 
Youngest  curr  prc 
Shelf  life  (days' 


XI 


Item  No.  Item  Name 


Manufacturer 


Stati 


STORE  MANA 


9882-9 

778221-2 

7882-12 

98229-3 


LePew  Deodorant  Spray 
Old  Spice  Deodorant 
Secret  Deodorant 
Sure  Deodorant 


LeSmell,  Inc. 
Procter  &  Gamble 
Procter  &  Gamble 
Procter  &  Gamble 
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INVEN! 


T 


PHAR1 


Enter  the  aisle  number  to  query. 


Insert  Mo  d  e :  Re  p 1 a c  e 


Screens  exhibiting  similar  data  show  the  difference  between  traditional  applications  (above)  and 
real  world  applications  developed  using  Sybase’s  Gain  (right). 


After  all  the  hardware,  all  the  software,  all  the  megabytes  and  ROM  and  MHz,  it 
finally  comes  down  to  a  person  sitting  in  front  of  a  computer  screen,  trying  to  be 
productive.  To  see  relationships.  To  make  connections.  To  draw  conclusions. 

In  short,  trying  to  think.  And  while  alphanumeric  data  has  done  a  passable 
job  at  getting  the  computer  revolution  under  way,  it’s  abstract.  And  artificial. 

Sybase’s  Gain  is  real. 

It  lets  you  put  information  on  a  computer  screen  in  ways  that  mirror  reality. 
As  pictures.  Full  motion  video.  Sound.  Graphics.  All  in  addition  to  traditional 
corporate  data. 
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productivity; 


It  lets  you  work  with  those  objects  on  the  screen.  You’ll  see  relationships  more 
clearly.  Make  connections  more  creatively.  Draw  conclusions  more  confidently. 

Sybase’s  Gain.  It  delivers  an  application  development  environment  that 
encompasses  both  object-oriented  and  traditional  data. 

And  when  you  build  applications  that  put  data  in  real  world  form,  you  can 
I  count  on  significant  gains  in  productivity. 

That’s  what  all  our  data  shows. 

To  find  out  more,  please  call  us  at 


Sybase  GAIN 

CLIENT/SERVER  FOR  THE  REAL  WORLD 


1-800-8-SYBASE. 
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E-Mail  For  Both  Mainframe  And  LAN 

Is  A  Huge  Headache... 


Recurring 
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Renenber  to _ _ 

Enterprise  Enc2/TA0 
Productivity  Awards 
TAOLink  Advantages 


TO  DO 


1 .  Complete  93  Budget  for  Finance  Dept 

2.  Fiscal  *93  Results  Meeting 

3.  Staff  Performance  Reviews 

4.  Complete  Data  Center  Move 
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SCHEDULE 


>  For  Tuesday.  1  December 


Noon 


Lunch  with  Executive  Committee 
— >  For  Thursday.  24  December 


B:00am 


Holidays  off 


Not! 

runs  on  Mainframe,  AS/400,  and  LAN  alike  — 
one  directory,  one  database,  one  calendar, 
one  E-mail  and  office  automation  system,  one  solution. 

End  of  headache. 


FISCHER 

INTERNATIONAL 

SYSTEMS  CORPORATION 

4073  Mercantile  Ave. 
Naples,  FL  33942 
(813)643-1500 


Free! 

Call  for  your  copy  of  an 
independent  consulting  firm’ s  report 
“Emc2/TAO  design  and  architecture 
lead  the  way  to  LAN  implementations.” 

1-800-237-4510 


Emc2/TAO 
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COMMENTARY 

Christopher  Lindquist 

Breaking 
down  walls 

this  country.  Sure,  he  can  make 
statements  to  the  effect  that  wir¬ 
ing  one’s  house  with  fiber-optic 
cable  isn’t  really  all  that  expen¬ 
sive.  But  really,  how  many  of  us 
would  like  to  become  the  subject 
of  a  Berke  Breathed  cartoon? 

And  how  many  of  us  would 
really  want  to  be  held  to  the  pro¬ 
fessional  standards  that  Micro¬ 
soft  is  held  to  every  day?  When 
you  live  your  life  under  the  eyes 
of  the  F ederal  T rade  Commis¬ 
sion,  jealous  competitors  and  the 
press,  it’s  no  wonder  the  Red¬ 
mond  crew  can  seem  a  little  para¬ 
noid  at  times.  But  then  again, 
maybe  they  should  be. 

The  latest  attack  came  in  the 
form  of  undocumented  Windows 
API  calls.  API  calls  are  necessary. 
These  are  the  hooks  that  tell  the 
operating  system  what  to  do, 
such  as  open  and  close  files  and 
move  the  cursor. 

In  Windows,  as  in  DOS  and 
most  other  operating  systems, 
there  are  “undocumented”  calls 
that  may  or  may  not  perform  a  va¬ 
riety  of  functions.  These  are 
sometimes  obsolete  versions  of 
current  calls,  “works  in 
progress”  for  future  versions  of 
the  product,  or  just  calls  that  are 
not  used  for  much  of  anything 
now  but  that  leave  space  for  fu¬ 
ture  development 

Microsoft  has  long  told  pro¬ 
grammers  not  to  use  these  calls, 
and  programmers  have  just  as 
Continued  on  page  41 


Dataease  Express  for  Windows  includes  more  than  40 graphical 
buttons  that  initiate  program  actions 


RDBMS  targets 
client/server  world 

Dataease  enables  Windows  app  development 


BY  GARRY  RAY 

CW  STAFF 


TRUMBULL,  Conn.  —  Users  of 
Dataease  International,  Inc.’s 
personal  computer-based  rela¬ 
tional  database  management  sys¬ 
tem  recently  gained  built-in  ac¬ 
cess  to  Microsoft  Corp.’s 
Windows. 

The  new  RDBMS,  called  Da¬ 
taease  Express  for  Windows,  in¬ 
cludes  enhancements  to  Data- 
ease’s  Prism  client/server 
technology  and  helps  users  build 
graphical  client/server  applica¬ 
tions,  according  to  officials. 

Dataease  officials  said  the 
new  version  includes  more  than 
40  graphical  buttons  that  can  be 
placed  on  reports,  menus,  data¬ 
base  forms  and  tables  to  initiate 
program  actions. 

The  buttons  support  such  ac¬ 
tions  as  opening  files,  running  re¬ 
ports  and  finding  database  ta¬ 
bles.  Another  new  feature,  the 
company  said,  is  support  for  vari¬ 
ous  graphics  formats,  including 
Windows  BMP,  PCX,  Tag  Image 


File  Format  and  PostScript  EPS. 

The  RDBMS  also  includes  the 
company’s  Prism  technology,  as 
have  previously  released  DOS 
and  OS/2  versions.  Prism  is  a  lay¬ 
ered  database  protocol  that  al¬ 
lows  development  of  client/serv¬ 
er  applications  that  can  access  a 
number  of  database  types. 

Prism  incorporates  a  client  ap¬ 
plication  programming  interface 
(API),  a  server  API  and  the  Data¬ 
ease  Repository. 

Several  features 

Dataease  Express  for  Windows  is 
shipping  with  support  for  Bor¬ 
land  International,  Inc.’s  dBase 
and  Paradox  databases,  both  of 
which  are  accessed  through  a 
new  driver  implementing  Micro¬ 
soft’s  Open  Database  Connectiv¬ 
ity  guidelines. 

Optional  support  will  ship  this 
year  for  databases  including  Ora¬ 
cle  Corp.’s  Oracle,  IBM’s  DB2 
and  OS/2  Database  Manager  and 
Novell,  Inc.’s  NetWare  SQL. 

Dataease  Express  for  Win¬ 
dows  costs  $395. 


Microsoft  discovers 
systems  integration 
is  a  new  ball  game 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


Microsoft  Corp.’s  recent  at¬ 
tempts  to  grow  up  and  play  with 
the  big  boys  in  the  computer  mar¬ 
ket  have  included  announcing 
that  it,  too,  will  join  the  systems 
integration  and  “enter¬ 
prise  solution”  fray 
with  the  likes  of  Com¬ 
puter  Associates  Inter¬ 
national,  Inc.,  Digital 
Equipment  Corp.,  Elec¬ 
tronic  Data  Systems 
Corp.  and  IBM. 

Whether  the  shrink- 
wrapped  software  giant 
will  be  able  to  compete 
or  will  be  warming  the 
bench  remains  to  be 
seen,  according  to  ana¬ 
lysts  and  users. 

“They  have  a  lot  to 
prove,”  said  Neal  Hill,  a 
senior  software  analyst 
at  Forrester  Research, 

Inc.  in  Cambridge, 

Mass. 

Hill  described  Mi¬ 
crosoft’s  previous 
mode  of  business  as 
“build  a  product,  throw 
it  over  the  wall  and  wait 
for  people  to  send  you 
checks.  Then  you  wait 
for  a  couple  of  support  calls.” 

If  Microsoft  wants  to  be  a  sys¬ 
tems  integrator,  that  wall  has  to 
disappear:  The  energy  needed  to 
hold  hands  with  accounts  costs 
time,  effort  and  profit  margins. 
Microsoft  will  not  be  a  viable  sys¬ 
tems  integrator,  Hill  said,  “until 
they’re  really  willing  to  swallow 
hard  and  say  ‘OK,  our  profit  mar¬ 
gins  are  going  to  be  smaller.’  ” 


Microsoft  recently  publicly 
displayed  several  of  its  programs 
aimed  at  raising  its  credibility  as 
an  enterprise  systems  vendor 
(see  chart).  But  simply  being 
willing  to  make  sacrifices  does 
not  mean  customers  will  risk 
their  businesses  to  give  Micro- 


CW  Chart:  Michael  Siggins 

soft  a  chance  to  prove  itself. 

Microsoft  has  long  been  seen 
as  a  vendor  of  shrink-wrapped 
“commodity”  software  products. 
Such  an  image  will  be  hard  to 
shake  when  competing  with  in¬ 
dustry-specific  software  makers, 
value-added  resellers  and  sys¬ 
tems  integrators  that  make  a  liv¬ 
ing  out  of  understanding  a  partic- 
Continued  on  page  44 


Battle  plan 

Microsoft  has  recently  unveiled  a  selection 

of  programs  intended  to  increase  its  visi¬ 
bility  as  an  enterprise  systems  vendor 

►  Program  that  offers  customers  seven- 
day-a-week,  24-hour-per-day  telephone 
access  to  technical  support. 

►  Hot  Site  Premier  Support  under  which 
Microsoft  will  place  a  technical  support 
representative  on-site. 

►  Resellers  and  systems  integrators  can 
enroll  in  the  Partner  or  Alliance  pro¬ 
grams,  which  provide  development 
services  such  as  consulting,  early  access 
to  products,  customer  support  tools  and 
marketing  information. 

►  The  Microsoft  Development  Network 
CD,  which  provides  technical  informa¬ 
tion  for  developing  applications. 

►  A  variety  of  electronic  services,  inclu¬ 
ding  expanded  forums  on  Compu¬ 
Serve  and  increased  capabilities  of 
Microsoft's  electronic  bulletin  board. 


THE  THIRD 

ANNUAL 

XDB 

USER 

COHFERENCE 


Delivering  Mainframe  Power 
to  Your  Desktop... 

at  the  Third  Annual  XDB  User  Conference,  October  26-28, 1992,  Baltimore,  Maryland 


Interested  in  the  tools  and  technology  necessary  to  imple¬ 
ment  a  successful  client-server  environment?  Then  the  Third 
Annual  XDB  User  Conference  is  for  you! 

Be  there  to  witness  the  unveiling  of  XDB  version  3.0  which  is 
fully  DB2  2.3  compatible  and  supports  distributed  access. 

Hear  leading  industry  vendors  such  as  Intersolv, 
AT&T.  Micro  Focus.  Powersoft  and  Compuware  dis¬ 
cuss  how  their  products  complement  XDB. 


Chris  Arnold,  Programming  Systems  Director  of  Data¬ 
base  Enterprise  Solutions  at  IBM,  will  be  on  hand  to  talk 
about  Information  Warehouse,  DRDA  and  XDB  Systems’ 
support  of  these  architectures. 

Mike  Fritz,  Group  Marketing  Manager  of  Systems 
Marketing  at  Microsoft,  will  discuss  Windows  Open  Sys¬ 
tems  Architecture  (WOSA),  Open  Database  Connectivity 
(ODBC),  and  XDB  Systems'  support  of  these  architectures. 


Other  Conference  Highlights: 

■  Information  Builder's  discussing  EDA/SQL 

■  Jonathan  Sayles  on  XDB's  DB2  2.3  compatibility 

■  What's  new  at  Micro  Focus 

■  Intensive  training  sessions  on  XDB  products 

■  XDB  user  success  stories 

■  How  to  cost  justify  downsizing 


All  this  and  more...at  the  XDB  User  Conference.  Call  1-301-317-6800  today  for  further  details! 


XDB 


XDB  Systems,  Inc 

301-317  6800  301  317 7701 (FAXi 
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Stare  here  for  15  seconds. 


Now  stare  here. 


Introducing  the  WY-325  color  terminal  for  only  $890.  (Yes,  you  can  believe  your  eyes.)  It’s  ergonomically 
advanced.  It  emulates  general-purpose  terminals  such  as  DEC,  ADDS,  TeleVideo  and,  who  would  have 
guessed,  Wyse.  And  the  WY-325  replaces  a  monochromatic  terminal  without 
making  changes  at  the  host  computer  or  to  the  application.  Although  this  list  of 
benefits  could  go  on,  the  price  alone  should  color  your  thinking  about  terminals 

If  so,  call  vour  local  distributor  or  call  us  at  1-800 -GET  WYSE.  I  I  I  I 
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Banyan  now  offers 
two  ways  to  get  enterprise¬ 
wide  networking. 


Traditional. 

For  years,  the  world’s  largest  enterprise 
networks  have  run  on  Banyan  VINES.® 
Banyan  is  the  leader  in  enterprise-wide 
PC  networking. 

Others  try,  but  none  can  equal  our 
ability  to  integrate  PCs,  minicomputers 
and  mainframes. 

This  is  because  VINES  was  built  for 
the  enterprise- not  the  workgroup.  Our 
enterprise  network  services  are  unified 
for  a  single  system  view,  creating  a 
network  that  is  infinitely  easier  to  use 
and  manage. 

In  fact,  independent  research  shows 
VINES  is  also  the  most  cost-effective 
network. 

Indeed,  no  matter  how  large  your 
VINES  network  becomes,  expense  will 
always  be  held  to  the  barest  minimum. 

This  effortless  expansion  is  made  pos¬ 
sible  in  part  by  StreetTalk,®  the  industry’s 
best  global  directory,  plus  enterprise¬ 
wide  services  such  as  administration, 
security  and  messaging,  which  speeds 
and  streamlines  network  tasks,  making 
network  managers  far  more  productive. 

Field-proven  and  perfected  over  nine 
years,  VINES  is  a  critical  component 
of  some  of  the  world’s  largest  computer 
networks.  And  is  used  by  nearly  two 
million  eminently  satisfied  people. 

For  more  information  on  Banyan 
VINES,  call  1-800-828-2404. 


Outrageous. 

Are  we  really  suggesting  loyal  NetWare® 
customers  turn  to  Banyan  to  fulfill  their 
dreams  of  enterprise-wide  networking? 

Absolutely! 

Introducing  ENS.  You  can  have  enter¬ 
prise  network  capability  for  your  2.X,  3.X, 
and  4.X  workgroups  without  disrupting 
your  current  environment  or  budget. 

ENS  from  Banyan  is  not  a  network  oper¬ 
ating  system.  It’s  a  powerful  family  of 
unified  software  products  that  will  give 
users  and  managers  immediate  advantages: 

1 .  StreetTalk.  The  best  global  naming 
and  directory  system  available  anywhere 
-the  key  to  greatly  simplified  manage¬ 
ment  and  ease  of  use.  2.  The  ability  to 
add  users,  access  profiles,  and  security 
data  all  at  once,  across  the  entire  network. 
3.  Single  system  integration  of  all  NetWare 
users,  regardless  of  network  revision- no 
upgrades  are  necessary. 

Outrageous,  yes,  but  what  potential! 
Products  that  will  turn  your  NetWare 
workgroups  into  a  true  enterprise-wide 
network.  A  whole  new  class  of  network 
capability  to  increase  your  IS  utilization, 
reduce  costs  and  increase  productivity. 
Don’t  commit  to  any  upgrades  until 
you  have  assessed  ENS,  the  ultimate 
NetWare  enhancement. 

For  more  information  on  Banyan  ENS, 
call  1-800-828-2404. 
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BANYAN* 


The  Best  Applications  Are 
Built  On  This. 

(Not  To  Mention  Careers.) 


ROSS 

SYSTEMS 


THE  ONE  4  C  L  DESIGNED  FOR  THE  Rdb  ENVIRONMENT. 


Send  Me  GEMBASE  Free  For  60 
Days.  If  It's  As  Good  For  My  Career 
As  It  Looks  On  Paper,  I'll  Be  Too 
Busy  Clearing  Up  My  Backlog  To 
Send  It  Back. 

The  only  way  to  truly  appreciate  how  much 
influence  GEMBASE's  increased  productivity  can 
have  on  your  career  path  is  to  have  it  in  your 
hands,  full  featured,  fully  functional,  and  fully 
implemented.  So  you  can.  Just  for  the  asking. 
We'll  send  you  GEMBASE  free  for  a  full  60  days. 
No  cost.  No  strings.  The  only  obligation  is  that 
you  try  not  to  clean  up  your  entire  backlog  in 
that  time.  Well,  okay,  maybe  you  won't  be  able 
to  accomplish  quite  that  much,  but  you'll  certain¬ 
ly  get  a  chance,  hands-on,  to  see  just  how  good 
it  is,  and  how  good  that  could  be  for  you 
professionally. 

Just  fill  in  the  enclosed  card,  send  it  back  to  us, 
and  we'll  get  GEMBASE  right  out  to  you.  If  you 
can't  wait  that  long,  call  us  at  1  -800-4GL-Rdb1 
Ext.  1 98.  Or  fax  your  request  to  1  -61 9-432-81 26 
We'll  move  even  faster  to  get  it  to  you.  In  our 
business,  we  understand  what  "SUPER  RUSH!" 
means.  That's  why  we  developed  GEMBASE  in 
the  first  place. 


Rush  me  GEMBASE  free  for  60  days. 
I've  got  a  lot  of  things  to  build 
around  here! 

Name . 

Title . 

Company . 

Address . 

City . 

State . ZIP . 

Phone . 

FAX . 


Mail  To:  Ross  Systems,  Inc. 

2235  Meyers  Avenue 
Escondido,  California  92029-1005 


ROSS 

SYSTEMS 


There  are  two  things  you  can  say  about  the  best  applications, 
besides  keeping  users  happy  and  managing  maximum  informa¬ 
tion.  First,  of  course,  is  that  they  are  complex  to  build  if  you  do  it 
right.  And,  second,  the  good  ones  can  take  so  much  time  to  com¬ 
plete  in  a  3GL  that  your  whole  application  could  change  before 
they're  even  debugged. 

GEMBASE  Lets  You  Build  More  Applications.  Faster. 

GEMBASE  is  a  relational  applications  development  environ¬ 
ment  for  building  VMS  and  UNIX  platform  business  solutions  — 
without  having  to  program  in  third  generation  languages  like 
COBOL  or  BASIC.  So,  in  most  cases,  you  can  begin  measuring 
project  completion  time  in  days,  instead  of  decades.  With 
GEMBASE,  you  can  build  more  applications  with  fewer  people  and 
deliver  solutions  sooner.  Just  imagine  what  that  can  do  with 
your  backlog. 

GEMBASE  Leads  the  Next  Generation  of  4GL  Development. 

GEMBASE  is  more  than  a  4GL,  it  is  a  complete  applications 
development  environment  designed  to  maximize  productivity  in 
all  phases  of  development.  From  relational  database  definition  to 
rapid  prototyping.  From  application  generation  to  debugging 
and  modification.  From  implementation  to  maintenance. 

And  GEMBASE  offers  a  seamless  connection  between  the 
"old"  and  the  "new"  by  providing  intelligent  menu  management 
facilities,  3GL  calling  interfaces,  relational  management  of  non¬ 
relational  files,  and  integration  with  operating  system  commands 
and  utilities. 

How  Much  Could  It  Cost  You  To  Look  At  It  For  Free? 

There's  really  only  one  way  to  evaluate  the  advantages  of 
GEMBASE,  and  that's  to  build  with  it.  Which  you  can  do  only  if 
you  have  it.  So  we'll  give  it  to  you  for  a  full  60  days.  Not  a  demo 
copy  —  the  real  thing. 

That  way,  you  can  not  only  begin  to  see  the  possibilities  that 
GEMBASE  opens  up  for  building  business  solutions,  you  can 
begin  to  imagine  what  GEMBASE  might  be  able  to  do  for  anyone 
who's  also  building  a  career. 

If  someone  has  already  beaten  you  to  the  punch,  and  taken 
the  attached  reply  card,  call  Ross  Systems  at  1-800-4GL-Rdb1 
Ext.  1 98  to  arrange  for  your  free  60-day  trial. 

GEMBASE  is  a  registered  trademark  of  Ross  Systems.  Other  brands  and  product  names 
are  trademarks  of  their  respective  owners. 
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IN  BRIEF 

Eo  picks 
partners 

■  Eo,  a  Silicon  Valley  start¬ 
up  long  reported  to  be 
working  on  a  new  class  of 
handheld  products  called 
personal  communicators, 
finally  poked  its  head 
above  ground  recently 
when  it  announced  techno¬ 
logical  partnerships  with 
AT&T  and  Japanese  giants 
Matsushita  and  Marube¬ 
ni.  There  was  no  word  on 
specific  product  prices  or 
arrival  dates,  but  Chief  Ex¬ 
ecutive  Officer  Alain  Ross- 
man  promised  his  Moun¬ 
tain  View,  Calif.-based 
company  will  deliver  those 
plans  by  the  end  of  the  year. 

■  Platinum  Software 
Corp.  is  shipping  a  new  in¬ 
tegrated  client/server  ac¬ 
counting  package  for  Mi¬ 
crosoft  Corp.’s  Windows 
clients  and  Microsoft  SQL 
Server  for  OS/2  database 
servers.  Called  Sequel  to 
Platinum,  the  software  us¬ 
es  the  Microsoft/Sybase, 
Inc.  SQL  Server’s  stored 
procedures  and  triggers  to 
enforce  business  rules. 
The  first  module,  a  general 
ledger  package,  has  a  base 
price  of  $15,000;  other  ac¬ 
counting  modules,  not  yet 
available,  will  be  priced  at 
$10,000. 

■  Microsoft  has  unveiled 
a  plan  it  said  will  assist  busi¬ 
nesses  looking  to  integrate 
Microsoft  software  into 
their  organizations.  The 
first  stage  of  the  plan  in¬ 
creases  support  to  value- 
added  resellers  and  inte¬ 
grators  that  wish  to  use 
Microsoft  products.The 
plan,  Microsoft  Solutions 
Channels,  includes  techni¬ 
cal  support  and  the  chance 
to  participate  in  the  design 
of  Microsoft  products. 


Security  firm  targets  theft  of  portables 

Hopes  to  thwart  thieves,  facilitate  recovery  of  stolen  computers  with  software,  nationwide  registry 


BY  JAMES  DALY 

CW  STAFF 


SETAUKET,  N.Y.  —  A  security 
company  hopes  to  make  a  dent 
in  computer  thefts  through  the 
combination  of  a  registration  ser¬ 
vice  and  a  software-based  identi¬ 
fication  product. 

The  International  Computer 
Recovery  Center  (ICRC)  was  an¬ 
nounced  by  IDX  Technologies, 
Inc.,  the  security  firm,  as  part  of  a 
two-pronged  plan  to  help  combat 
computer  theft. 

The  second  phase  consisted 
of  the  rollout  of  IDX’s  Computer 
Owner  Protection  (COP)  soft¬ 
ware,  an  identification  code-bear¬ 
ing  package  that  makes  comput¬ 
ers  permanently  and  uniquely 
identifiable. 

The  proliferation  of  portable 
computers  such  as  laptops  and 


notebooks  has  begun  wreaking 
havoc  on  the  minds  of  many  a 
computer  security  officer,  ac¬ 
cording  to  IDX  President  Fuller 
O’Connor. 

With  120M-byte  hard  disks 
running  upward  of  25-MHz  on  5- 
pound  laptops,  portables  are  a 
frequent  repository  for  mission- 
critical  tasks  and  can  often  carry 
sensitive  data. 

Because  they  allow  field  ac¬ 
cess  to  central  computers,  porta¬ 
bles  also  provide  a  perfect  way  to 
steal  information  from  a  corpo¬ 
rate  database.  Thieves  are  not  on¬ 
ly  taking  laptops  to  get  at  the  data 
stored  in  the  disk  drive  but  to  dial 
into  company  mainframes. 

Laptop  theft  has  affected  such 
national  figures  as  U.S.  Army 
General  Norman  Schwarzkopf 
and  Compaq  Computer  Corp. 
Chairman  Ben  Rosen. 


“Laptops  and  notebook  com¬ 
puters  are  God’s  gift  to  thieves,” 
O’Connor  said.  “They’re  porta¬ 
ble,  powerful  and  very  easily  sto¬ 
len.”  But  despite  the  obvious 
threat,  many  users  are  unaware 
of  their  vulnerability.  In  a  recent 
survey  by  International  Data 
Corp.,  only  1%  of  the  respondents 
said  they  saw  security  as  a  prob¬ 
lem  or  limitation  of  portables. 

Help  for  police,  owners 

O’Connor  said  he  wanted  the 
ICRC  to  be  the  “missing  link”  be¬ 
tween  computer  owners  and  the 
police.  The  registry  will  contain 
ownership  information  of  all  reg¬ 
istrants  with  products  that  are  us¬ 
ing  COP  and  will  also  handle  se¬ 
rial  numbers  for  computer 
products  that  do  not  incorporate 
COP  software. 

A  five-year  registration  costs 


$49,  O’Connor  said. 

When  a  stolen  or  lost  comput¬ 
er  is  recovered,  law  enforcement 
personnel  can  call  the  center  and 
immediately  determine  the  legiti¬ 
mate  owner. 

Identification  of  a  stolen  com¬ 
puter  can  be  facilitated  with  the 
$49  COP  package,  which  gives 
each  computer  a  unique  11-digit 
code  number. 

The  software  can  be  installed 
either  by  the  computer  owner  or 
manufacturer.  COP  software  also 
comes  with  warning  decals  that 
can  be  attached  to  the  computer 
to  make  it  a  less  appealing  target 
for  thieves. 

IDX  is  also  negotiating  with 
several  large  personal  computer 
makers  to  have  the  COP  technol¬ 
ogy  installed  during  the  initial  as¬ 
sembly  process,  a  company 
spokeswoman  said. 


Diverse  modems  the  wave  of  the  future 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


The  march  of  communications 
technology  continues,  and  it  is 
producing  glimpses  of  what  ap¬ 
pears  to  be  opportunities  for  vari¬ 
ety  in  a  commodity  market. 

Modems  released  recently  fol¬ 
low  the  computer  industry 
trends  of  smaller,  faster  and  more 
powerful,  while  also  bringing  the 
brave  new  world  of  wireless  com¬ 
munications  a  step  closer. 

For  instance,  Motorola,  Inc. 
released  its  InfoTac  pocket-size 
radio-packet  modem.  Designed 
to  work  with  any  RS-232- 
equipped  mobile  computer,  the 
modem  was  designed  to  indepen¬ 
dently  store  and  send  data.  Info¬ 
Tac  can  serve  as  a  stand-alone 
messaging  tool  that  transmits 
wireless  messages,  and  it  can  be 
programmed  to  automatically  re¬ 
spond.  Slated  to  be  available  next 
month,  it  will  cost  $1,350. 

Meanwhile,  Racal-Datacomm, 


Inc.,  based  in  Sunrise,  Fla.,  intro¬ 
duced  the  ALM  3226,  a  fist-size 
data/ fax  modem  with  cellular  ca¬ 
pabilities.  The  ALM  3226  plugs 
directly  into  a  serial  port,  with  no 
cables,  and  operates  at  up  to  14.4 
bit/sec.  for  data.  The  modem  can 
transfer  data  via  cellular  commu¬ 
nications  and  can  be  controlled 


remotely.  It  will  sell  for  $750 
when  it  becomes  available  next 
month. 

However,  analyst  Curtis  Price 
at  International  Data  Corp.  in  Fra¬ 
mingham,  Mass.,  said  cellular 
was  a  future  that  may  demand  too 
much  courage  from  users. 

Radio  frequency  and  cellular 
“is  definitely  an  area  of  opportu¬ 
nity,  but  I’m  not  quite  sure  if  users 


are  ready  to  throw  their  data  on 
wireless  communications  be¬ 
cause  of  the  lack  of  integrity  of 
the  medium,”  Price  said. 

More  conventional  modems 
are  also  being  introduced.  Quick- 
Comm,  Inc.  released  its  Spirit  II 
data/fax  modems,  which  operate 
at  up  to  14.4  bit/ sec.  QuickComm 


in  San  Jose,  Calif.,  is  pricing  its 
modems  aggressively:  $249  for 
an  external  modem  and  $229  for 
the  internal  version. 

Apple  Computer,  Inc.  Power- 
Book  users  can  upgrade  their 
modem  to  a  14.4  bit/ sec.  modem 
made  by  Campbell,  Calif.-based 
PSI  Integration,  Inc.  PSI  released 
its  PowerModem  IV,  a  data/fax 
modem.  PowerBook  users  can 


buy  the  $799  PowerModem  IV  for 
$399  through  November. 

AT&T  offered  a  glimpse  of 
what  will  likely  be  the  future  of 
modem  technology,  announcing 
that  it  will  ship  in  December  a  3.3- 
volt  V.32  bis  data  pump  chip  set 
packaged  to  fit  in  a  Personal  Com¬ 
puter  Memory  Card  Internation¬ 
al  Association  (PCMCIA)  format. 
The  new  product  will  feature 
three  chips  shrunk  down  to 
PCMCIA  size  and  will  be  aimed 
at  the  data/fax  market.  A  data 
pump  translates  data  from  analog 
to  digital  and  vice  versa. 

PCMCIA-type  modems  are  al¬ 
ready  on  the  market,  and  Mega¬ 
hertz  Corp.,  a  modem  maker  in 
Salt  Lake  City,  announced  it  will 
release  two  PCMCIA  data/fax 
modems  next  month:  one  a  14.4 
bit/sec.  modem,  the  other  offer¬ 
ing  2.4  bit/sec.  data  (9.6  bit/ sec. 
fax).  Both  will  feature  the  ability 
to  plug  directly  into  a  phone  line. 
Pricing  has  not  yet  been  deter¬ 
mined. 


Modems  ofthe  future  are 

smaller,  faster,  more  powerful  and 
wireless. 


Lindquist 
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long  ignored  them.  There  are 
good  reasons  why  Microsoft 
would  like  to  see  the  calls  unused. 
For  one  thing,  it  makes  their  sup¬ 
port  job  that  much  harder.  When 
a  new  version  of,  say,  DOS  comes 
out,  any  undocumented  calls  may 
conflict  with  what  the  new  oper¬ 
ating  system  is  trying  to  do. 

Those  conflicts  can  cause  crash¬ 
es,  and  the  first  company  to  be 
blamed  is,  of  course,  Microsoft 
It’s  easy  to  see  why.  The  user 
simply  deduces  that  a)  the  old  op¬ 
erating  system  worked  fine,  b) 
the  program  worked  fine  with  the 


old  operating  system  and  c)  the 
program  doesn’t  work  with  the 
new  operating  system.  There¬ 
fore,  the  problem  is  with  the  new 
operating  system. 

That  may  indeed  be  the  case, 
but  I  suspect  that  often  the  prob¬ 
lem  lies  in  the  fact  that  the  devel¬ 
oper  of  the  program  used  undoc¬ 
umented  calls  to  get  his  program 
to  do  something,  and  now  that  lit¬ 
tle  white  lie  has  caught  up  with 
him. 

Unlikely  situation 

It’s  also  pretty  unlikely  that  the 
vendor  is  going  to  come  forward 
and  say,  “Yes,  we  use  undocu¬ 
mented  calls,  so  our  product  is 
likely  to  be  unstable  from  release 


to  release  of  the  operating  sys¬ 
tem.”  That  is  tantamount  to  say¬ 
ing,  “We’re  risking  our  product 
and  your  use  of  it  on  calls  Micro¬ 
soft  told  us  not  to  use.”  It’s  much 
easier  just  to  blame  Microsoft. 
Everyone  else  does,  and  it’s  quite 
likely  you’ll  be  believed. 

Now  some  vendors,  including 
very  large  ones  such  as  Lotus  and 
Borland,  admit  to  using  undocu¬ 
mented  calls  on  occasion,  when 
no  other  solution  seems  possible. 
They  even  work  wi  th  M  icrosoft  to 
find  the  least  risky  way  of  using 
such  calls.  So  why  should  Micro¬ 
soft’s  feet  be  held  to  the  fire  so 
much  more  quickly?  There  are  le¬ 
gitimate  reasons. 

For  starters,  Microsoft  has  to 


at  least  put  forth  the  image  that 
everyone,  including  its  own  appli¬ 
cations  group,  gets  fair  treatment 
when  writing  Windows  pro¬ 
grams.  At  the  very  least,  using 
undocumented  calls  gives  the  ap¬ 
pearance  of  impropriety. 

Secondly,  Microsoft  has  done 
some  things  in  the  past  that  indi¬ 
cate  some  rather  close  interac¬ 
tion  between  the  systems  soft¬ 
ware  and  applications  groups.  It 
can  be  noted  that  coincident  with 
the  release  of  Windows  3. 1  came 
new  versions  of  PowerPoint,  Ex¬ 
cel  and  Project  that  took  advan¬ 
tage  of  the  new  features,  such  as 
Object  Linking  and  Embedding 
(OLE),  available  in  the  upgraded 
W  indows.  Some  vendors,  includ¬ 


ing  Lotus  with  1-2-3  for  Windows, 
do  not  support  OLE  to  this  day. 

Microsoft  no  longer  maintains 
that  there  is  any  “Chinese  Wall” 
separating  its  development 
groups.  And  from  a  legal  perspec¬ 
tive,  perhaps  there  shouldn’t  be. 
However,  the  legality  ofthe  issue 
may  be  secondary  to  Microsoft’s 
building  the  trust  of  the  custom¬ 
ers  and  vendors  who  use,  rely  on 
and  sometimes  compete  with  its 
products. 

In  Microsoft’s  case,  the  poetry 
of  Robert  Frost  may  have  been 
right:  “Good  fences  make  good 
neighbors.” 


Lindquist  is  a  Computerworld  West 
Coast  correspondent 
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Network  printing. 


When  it  comes  to  network  printing, 
you  want  to  move  swiftly.  Give  the  job 
to  the  LaserJet  IHSi  printer  from 
Hewlett-Packard. 

The  LaserJet  IHSi  printer  has  a  17 
page-per-minute  engine  and  a  RISC- 
based  formatter  for  fast  text  and 
graphics.  It’s  also  network-ready. 
When  you  add  an  HP  JetDirect  card, 
the  printer  is  seen  as  a  node  on  the 
network.  That  means  you  can  place  it 
anywhere  along  the  network.  Any¬ 
where  your  users  need  easy  access  to 
their  output.  You’re  no  longer  limited 
by  a  faraway  server. 

The  LaserJet  IHSi  avoids  bottlenecks 
by  pulling  data  through  the  interface 


card  30  times  faster  than  the  standard 
parallel  rate.  It  is  therefore  able  to  print 
18  times  faster  than  ordinary  printers. 
And,  since  your  file  server  is  relieved  of 
some  print  server  functions,  you’ll  er\joy 
faster  transaction  times  and  increased 
speed  across  your  entire  system. 


Network  printing  with  the  LaserJet  IHSi. 


With  an  HP  JetDirect  card,  the  LaserJet  IHSi 
is  able  to  function  seamlessly  with  your 
current  network  because  we  collaborate 
directly  with  network  operating  system 
vendors.  In  fact,  HP’s  Novell  Solution  is 
Novell-certified. 

Operating  System 

Novell  Netware 

Tbpology 

Ethemetl802.3 

Ihken  Ring  (41 16  Mbps ) 

3Com3+Open 

802.3 

Ibken  Ring  (4116  Mbps ) 

Microsoft *  LAN 
Manager 

802.3 

Ibken  Ring  (4116  Mbps ) 

IBM  LAN  Server 

Ibken  Ring  (4116  Mbps ) 

ApplelhLk 

Locallblk 

Etherlblk 

HP-UX" 

Ethemetl802.3 

SunOS" 

Ethernet 1802.3 

SCO  UNIX 

Ethemetl802.3 

The  fastest  printer  in  the  LaserJet 
family  also  speeds  up  the  process  for 
network  managers.  You  can  now 
troubleshoot  the  entire  printing  net¬ 
work  and  track  data  transfer  from 
network  to  printer.  You’ll  finally  be 
able  to  take  full  advantage  of  your 
network  management  software. 

For  just  $5,495,*  the  LaserJet  IHSi  wins 
the  race.  For  more  information,  and  the 
name  of  your  nearest  authorized  HP 
dealer,  call  1-800-LASERJET,  Ext.  7096+ 

LaserJet  Printers 


Whp%  HEWLETT 
mLUM  PACKARD 


•Suggested  U.S.  list  price  for  base  printer.  Optional  HP  JetDirect  cards,  $695- $895,  purchased  separately.  *•  For  operating  HP-UX  or  SunOS,  a  one-time 
purchase  of  $100  in  configuration  software  is  required.  UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories  Inc.  in  the  U.S.A.  and  other  countries. 
Microsoft  is  a  US.  registered  trademark  of  Microsoft  Corp.t  In  Canada  call  1-800-387-3867,  ExL  7096.  <D  1992  Hewlett-Packard  Company  PE  1227 1 
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Freelance  Graphics 

for  Windows 


Part  of  a  continuing  series  of  tips 
from  personal  computer  software 
vendors,  based  on  questions  com¬ 
monly  asked  of  customer  support 
personnel.  This  week’s  questions 
focus  on  Lotus  Development 
Corp.’s  Freelance  Graphics  for 
Windows. 


QHow  can  I  change  the  de¬ 
fault  font  that  is  used  in  my 
graphs  in  Freelance  Graphics 


for  Windows? 

A  With  no  graph  currently  on 
the  page,  do  the  following: 
Select  Graph  New  and  choose 
any  type  of  graph  from  the  Graph 
New  Gallery  list 

Choose  any  style  and  select 
OK.  Choose  Done.  Select  Graph, 
All  Text;  select  the  desired  de¬ 
fault  graph  font  and  select  OK 
Select  Graph  Replace  De¬ 
faults.  This  change  will  affect 


only  new  graphs  created  in  the 
current  file. 

To  change  the  default  graph 
font  for  any  future  flies,  select 
Tools  Save  Default  Presentation. 

QCan  I  start  Freelance 
Graphics  for  Windows 
without  having  to  see  the  ini¬ 
tial  “Welcome  to  Freelance 
Graphics”  dialog  box  that  ap¬ 
pears  on  the  screen? 


A  From  the  Accessories  group 
in  the  Windows  Program 
Manager,  select  Notepad. 

Select  File  Open,  type 
FLWINI  and  select  OK. 

Locate  the  line  in  the  FLW.INI 
file  that  reads  “Skip  Welcomed” 
and  change  the  0  to  1. 

Select  File  Save.  Select  File 
Exit  and  then  restart  FLW. 

FLW  will  bypass  the  welcome 
screen  and  load  an  untitled  pre¬ 
sentation.  This  new  presentation 
will  be  opened  with  the  last  select¬ 
ed  Smar  tMaster  file. 


ATTENTION  ALL  DEVELOPERS:  Don’t  Miss  CA  TechniCon  ‘92  Nov.  1-5,  NYC.  call  1-800-925-2663  For  Details. 
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It’s  been  a  very  difficult  and  confusing  couple  of 
years  for  Xbase  developers.  Filled  with  uncertainty 
and  doubt  about  the  future.  At  times,  some  ques¬ 
tioned  whether  Xbase  even  had  a  future. 

But  those  days  are  over. 

With  the  resources,  experience  and  support  of 
the  world's  leading  database  company  behind  it, 
and  with  the  combined  technological  wealth  of 
CA-Clipper,®  CA-dBFast™  and  Computer  Associates, 
the  future  of  Xbase  has  never  looked  brighter. 


CA-Clipper 


Millions  Of  Clipper,  dBASE,  Fox  And 
CA-dBFast  Developers  Head  For 
The  Next  Generation  Xbase  System. 


CA-dBFast 


To  build  the  Xbase  system  of  the  future,  we've  added 
CA' s  visual  tool  and  client-server  technology  to 
Nantucket's  next  generation  Xbase  project. 

This  new  system  will  provide  a  fully  object-oriented 
Xbase  language,  native  code  compiler,  an  IDE  (Inte¬ 
grated  Development  Environment)  and  both  DBF- 
style  and  client-server  database  support. 

It  will  support  Windows,  Windows  NT,  OS/2  and 
UNIX.  The  complete  product  will  be  demonstrated 
at  Fall  Comdex  and  available  for  beta  testing  in  the 
fourth  quarter  of  1992. 


Go  GUI  Today  With  CA-dBFast 
Or  Go  The  DOS  Route  With 
OOP  Via  Clipper  5.0. 


There  are  two  migration  paths  to 
this  ultimate  Xbase  system:  The 
OOP  (Object-Oriented 
Programming)  path  of  CA-Clipper 
and  the  GUI  (Graphical  User 
Interface)  path  of  CA-dBFast  with 
Windows  support. 

Both  paths  will  provide  immedi¬ 
ate  benefits  and  will  protect  and 
leverage  the  substantial  invest¬ 
ments  you've  made  in  Xbase. 


Attention  All  dBASE  IV  Developers:  Your 
CA-Clipper/Compiler  Kit  Has  Arrived. 


CA-  irp  /Compiler  Kit 

FUr  dBASE  IV 


After  four  years,  the  compiler  kit  you've  been  waiting  for  has  arrived 
Introducing  new  CA-Clipper/Compiler  Kit  For  dBASE 
IV.  The  easiest,  quickest  way  in  the  world  to  compile 
a  dBASE  IV  application. 

All  it  takes  is  three  easy  steps.  And  in  just  min¬ 
utes,  you  can  turn  most  dBASE  IV  programs  into 
faster  running,  higher  performance  programs. 

The  new  CA-Clipper/Compiler  Kit  For  dBASE  IV 
provides  compatibility  and  database  interoperability 
with  most  dBASE  IV  applications.  The  Kit  is  imple¬ 
mented  using  the  open  architecture  of  CA-Clipper, 
including  the  preprocessor,  the  Extend  System  and  the  RDDs. 

Secure  Your  Future  When  You  Team  Up  With  The 
World’s  Leading  Database  Software  Company 

Much  more  than  just  a  PC  software  company,  CA  is  the  world’s  leading  data¬ 
base  software  company.  CA  software  is  used  in  over  70  countries  around 
the  world  by  more  than  10  million  users  including  over  90%  of  the  Fortune 
500.  From  mainframe  to  midrange  to  microcomputers,  CA  database  soft¬ 
ware  runs  on  more  platforms,  more  operating  systems,  and  handles  more 
mission-critical  applications  than  any  other  software  in  the  world. 

For  Information  On  CA-Clipper, 
CA-dBFast  And  A  Statement  of  Direction: 
Call  1-800  CALL  CAL 

To  get  the  complete  story  on  The  Future  Of  Xbase,  call 
for  this  special  30-page  statement  of 
direction.  It  contains  an  Executive 
Summary  as  well  as  an  in-  depth  discus¬ 
sion  of  Xbase  in  the  90s,  CA’s  Open  and 
Client-Server  Architectures,  Integrated 
Development  Environment,  Xbase 

_ (Computer 

today.  And  find  out  why  the  future  of  ^  Associates 

Xbase  will  lead  you  right  to  CA.  Software  superior  by  design. 


The 

Future 

Of 

Xbase 


©  Computer  Associates  International.  Inc.,  One  Computer  Associates  Plaza.  Islandia,  NY  11788-7000.  1-800  CALL  CAL  dBASE  and  dBASE  IV  are  registered  trademarks  of  Borland  International.  Inc. 
All  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 


A  QHow  can  I  obtain  a  blank 

page? 

Method  1:  If  there  is  no  file 
open,  select  File  New  and  se¬ 
lect  N 0  MASTER.  MAS  as  the 
SmartMasterfile. 

This  particular  SmartMaster 
file  is  a  blank  file  that  yields  a 
plain  white  page  when  loaded. 
The  NOMASTER.MAS  can  also 
be  selected  at  startup  in  the  “Wel¬ 
come  to  Freelance  Graphics”  dia¬ 
log  box. 

Method  2:  If  you  have  a  file 
open  and  want  to  insert  a  blank 
page,  select  Page  New  and 
choose  the  Blank  Page  layout  and 
click  OK. 


Microsoft 
finds  new 
ball  game 

CONTINUED  FROM  PAGE  37 

ular  market  niche. 

Such  is  the  opinion  of  at  least 
one  customer. 

“I  think  their  applications  are 
too  limited,”  said  Rory  Read,  se¬ 
nior  vice  president  of  MIS  at  In¬ 
surance  Company  of  the  West  in 
San  Diego.  “They’re  not  a  viable 
vendor  in  our  market” 

Microsoft  will  have  a  tough 
road  ahead  competing  with  ven¬ 
dors  such  as  IBM  that  already 
have  a  history  of  knowing  what  it 
takes  to  please  a  customer. 

“This  is  the  one  area  where 
the  old-line  host  systems  vendors 
have  a  leg  up,”  Hill  said.  “They 
know  what  it  takes.” 

Still  in  the  game 

Other  users  are  not  willing  to  dis¬ 
miss  Microsoft  yet.  “Obviously 
with  Microsoft’s  track  record 
with  success,  it’s  something  I’d 
have  to  investigate,”  said  Richard 
Ambrose,  information  systems 
manager  at  Hexcel  Corp.  in  Dub¬ 
lin,  Calif.  “I’d  have  to  do  a  wait  and 
see.” 

Hill  is  waiting  as  well.  “What  I 
haven’t  seen  yet  is  a  really  con¬ 
vincing  demonstration  that 
they’re  willing  to  do  whatever  it 
takes,”  he  said,  noting  that  Micro¬ 
soft  appears  to  be  in  a  state  of  flux 
as  it  attempts  to  pin  down  its  long¬ 
term  strategic  direction. 

“They  have  to  decide  what 
their  core  competencies  are  and 
focus  on  those,”  Hill  said. 
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PC  Tools  strives  to 
recover  from  bugs 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


BEAVERTON,  Ore.  —  Central  Point  Soft¬ 
ware,  Inc.  hopes  the  release  of  Version  8.0 
will  remove  the  quality  stigma  surround¬ 
ing  its  PC  Tools  software  utilities  package. 

When  Version  7.0  shipped  last  May,  it 
was  soon  plagued  with  reports  of  bugs  in 
several  utilities,  the  worst  of  which  was 
failed  backups. 


As  a  maintenance  upgrade,  Version  7.1 
reportedly  fixed  many  of  the  problems,  but 
some  users  still  reported  difficulties. 

One  user  who  encountered  problems, 
“no  more  than  any  other  guy, ”  was  D on  Ku- 
gler,  a  software  engineer  at  Gould  Ameri¬ 
can  Microsystems,  Inc.  in  Pocatello,  Ida¬ 
ho.  “I  was  about  tempted  to  throw  it  out 
the  window,”  he  added. 

Now  Version  8.0  has  shipped,  and  Cen¬ 
tral  Point  said  it  hopes  a  new  organization¬ 


al  structure  and  improved  quality-control 
procedures  will  prevent  a  repeat  scenario. 
Kugler,  for  one,  said  he  is  pleased.  “I  like 
it.” 

Charles  Boesenberg,  Central  Point’s 
president,  chief  executive  officer  and 
chairman,  said  the  company  has  reorga¬ 
nized  to  be  more  focused  and  structured 
in  its  approach  to  software  development. 

The  number  of  quality  assurance  per¬ 
sonnel  has  been  tripled,  the  size  of  beta- 
test  pools  has  been  doubled,  and  the  way 
in  which  software  is  tested  has  become  far 
more  stringent,  Boesenberg  said.  For  ex¬ 
ample,  an  automated  technique  has  been 
added  to  test  multiple  system  configura¬ 
tions. 

In  addition,  after  Central  Point  co¬ 
founder  and  former  CEO  Cory  Smith’s  re¬ 


Just  how  big  a  deal  do  you  think  it  is 
to  connect  a  notebook  to  your  network? 


Yeah,  we  know  what  you’re  thinking.  You’re 
a  networking  professional.  Not  an  industrial 
engineer.  Which  is  exactly  why  you’ll  want  to  give 
our  Pocket  LAN  Adapters'"  a  close  look  (No  goggles 
required.)  They’re  so  simple  you  can  plug  them  in  without 


so  much  as  a  screwdriver.  And  so  versatile  they  work 
with  virtually  all  notebooks,  all  network  operating 
systems,  and  all  topologies.  So  call  1-800-874-7875 
ext.  61 B  for  more  info.  Better  yet,  call  your  dealer. 
Because\this  doesn’t  have  to  be  a  big  production. 


cent  departure,  the  company  brought  in 
executives  from  several  large  software 
firms,  including  Ix>tus  Development 
Corp.,  Legent  Corp.  and  Informix  Corp.,  to 
help  manage  the  company,  which  had  $84 
million  in  sales  last  year. 

The  changes  were  necessary  because 
the  company  “had  stayed  with  a  recipe  that 
wasn’t  sensational,”  Boesenberg  said. 

Major  improvement 

At  least  one  user  who  ran  into  problems 
with  Version  7.0  has  found  Version  8.0  to 
be  a  great  improvement.  Loren  Nozot,  sys¬ 
tems  manager  at  Azusa  Pacific  University, 
has  been  a  PC  Tools  user  for  years  but  said 
he  was  disappointed  with  Version  7.0  be¬ 
cause  he  had  some  problems  creating  reli¬ 
able  backups  with  the  product  “I  really 
think  they’ve  done  a  good  job  this  time,” 
he  said.  “It’s  definitely  a  lot  better  and 
more  reliable  than  Version  7.0.” 

The  new  version  of  the  product  in¬ 
cludes  support  for  Small  Computer  Sys¬ 
tems  Interface  devices,  including  tape 
units  for  backup. 

For  the  corporate  user,  a  systems  man¬ 
ager  can  configure  custom  versions  of  PC 
Tools  8.0,  including  custom  menus  and 
password  protection,  as  well  as  create  a  set 
of  installation  disks  that  only  install  the 
proper  configuration  on  user  personal 
computers. 

Version  8.0  also  includes  a  complete 
edition  of  Central  Point’s  antivirus  product 
rather  than  a  “detect-only”  version.  Drag- 
and-drop  support,  a  memory  optimizer 
and  a  task  switcher  have  also  been  added. 

PC  Tools  Version  8.0  is  available  now 
for  a  list  price  of  $179. 


Sony  unveils 
2 -lb.  portable 
CD-ROM  drive 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


Sony  Corporation  of  America  recently  an¬ 
nounced  its  Multimedia  CD-ROM  Player, 
which  was  designed  to  bring  the  versatility 
of  multimedia  to  a  handheld  package. 

The  Multimedia  CD-ROM  Player  fits  a 
compact  disc/read-only  memory  extend¬ 
ed  architecture  (CD-ROM  XA)  drive,  an  In¬ 
tel  Corp.  8088-compatible  processor  and 
an  LCD  into  a  2-pound,  7-  by  6-  by  2-in. 
package.  It  can  connect  to  a  television  or  a 
personal  computer,  as  well  as  a  printer. 

The  specialized  CD-ROM  XA  drive  al¬ 
lows  the  player  to  use  multimedia  CDs, 
which  can  hold  approximately  39,000  im¬ 
ages,  300,000  pages  of  text,  70  minutes  of 
sound  or  16  hours  of  compressed  digital 
audio.  (A  normal  CD  can  hold  74  minutes 
of  compressed  digital  audio.) 

Sony  intends  to  ship  the  Multimedia 
CD-ROM  Player  in  November,  with  a  list 
price  of  $999.95  and  two  multimedia  titles. 
A  nickel  cadmium  battery  pack  generates 
up  to  two  hours’  worth  of  power.  IBM  said 
that  it  will  sell  Sony’s  product  as  well. 

Among  the  new  multimedia  titles  an¬ 
nounced  in  conjunction  with  the  Multime¬ 
dia  CD-ROM  Player  were  the  first  five  from 
IBM’s  Multimedia  Publishing  Studio,  Axx- 
is  Electronic  Publishing,  Inc.’s  “Zagat- 
Axxis  CityGuide”  and  "The  Civil  War” 
from  Random  House,  Inc. 
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'  ,j  Oracle  7  p 

Cincqm  Sljpra  Server 


Closely. 

To  Find  Out  More,  Call  1-800-543-3010  Today. 
Outside  The  U.S.,  Call  1-513-662-2300. 

0QNOOM. 

The  Smart  Choice" 


©  1092  Clncocn  Systems.  Inc. 

All  trademarks  are  trademarks  or  registered  trademarks  of  their  respective  companies 


NETWORK  HU8S.  BRIDGES 

INTERFACE  CARDS  ROUTERS 


C  1992  Racal'DttUcom,  Inc.  All  right*  reserved. 


FIBER  PREMISES 
DISTRIBUTION 


<Q> 


1-800 
RACAL 
S  5 


If  you’re  looking  for  an  internetworking  partner,  you  may  feel 
stranded.  Some  vendors  are  experts  in  LAN  networking. 
Others  have  experience  with  WANs.  But  only  Racal-Datacom 
offers  a  full  range  of  products  and  expertise  in  both. 

Connecting  Isolated  Networks, 

At  Racal-Datacom,  we’re  experienced  in  providing  both 
LAN-to-LAN  and  LAN-to-WAN  internetworking  solutions. 
We  can  come  in,  assess  your  situation  and  work  with  you  to  link 
isolated  LANs  or  connect  your  entire  enterprise. 

Near  Or  Far, 

Regardless  of  your  computing  environment — distributed,  cen¬ 
tralized  or  cooperative — we  offer  the  widest  selection  of 
internetworking  products,  all  operating  under  a  standards-hased 
network  management  system. 

In  A  Sea  Of  Different  Environments, 

Our  comprehensive  internetworking  solutions  work  with  any 
computer  hardware  and  can  handle  all  common  communica¬ 
tions  protocols,  allowing  you  to  fully  integrate  all  the  different 
parts  of  your  business. 

Takes  A  Networking  Partner 

You’ll  receive  ongoing  service  and  support  from  a  networking 
partner  with  the  breadth  of  product  and  global  networking 
experience  you’re  looking  for.  A  partner  who  will  keep  your 
entire  network  up  and  running. 

With  The  Broadest  Perspective. 

We  have  a  proven  track  record  with  thousands  of  customers 
worldwide,  and  we’re  ready  to  help  you  reach  your  internet¬ 
working  goals.  Simply  call  1-800-RACAL-55  for  a  complete 
information  package. 

Racal-Datacom. 

You’ll  see  why  navigating  your  own  internetworking  solution 
has  never  been  easier. 


FRAME  RELAY 
SYSTEMS 


NETWORK 

INTEGRATION 


PROTOCOL 

CONVERSION 


Racal-Datacorrf 


WE  UNDERSTAND  NETWORKING  INSIDE  AND  OUT.1 


Q OBOO 


1-800 
RACAL 
5  5 
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NEW  PRODUCTS 


Macintosh 

products 

Strategic  Mapping,  Inc.  has  intro¬ 
duced  Version  1.5  of  Atlas  Pro,  a 
geographic  information  manage¬ 
ment  system. 

Atlas  Pro  1.5  was  designed  for 
the  Apple  Computer,  Inc.  Macin¬ 
tosh.  Additional  enhancements 


in  this  version  include  extensive 
connectivity  to  databases,  new 
tools  for  zooming  and  mapping 
and  improved  street-level  map¬ 
ping  and  address  matching.  Ac¬ 
cording  to  the  company,  based  on 
actual  location,  users  can  analyze 
and  display  information.  The  soft¬ 
ware  supports  interactive  query¬ 
ing  and  a  variety  of  database  sys¬ 


tems,  including  DB2  and  those 
from  Oracle  Corp.,  Informix 
Corp.  and  Sybase,  Inc. 

Atlas  Pro  costs  $795. 

Strategic  Mapping 
Suite  250 

4030  Moorpark  Ave. 

San  Jose,  Calif.  95117 
(408)985-7400 

SuperMac  Technology,  Inc.  has 
released  theThunderLight  Color 


Graphics  card.  According  to  the 
company,  the  card  enables  Apple 
Computer,  Inc.  Macintosh  color¬ 
publishing  users  a  1,200%  in¬ 
crease  in  QuickDraw  accelera¬ 
tion  for  true  color  graphics  on 
displays  of  up  to  21  inches. 

The  product  supports  dis¬ 
plays  from  12  to  21  inches  with 
resolutions  from  512  by  384  pix¬ 
els  to  1,152  by  870  pixels  and  in¬ 
cludes  a  new  SuperZoom  feature 


Policy  Number  A 1543?  -  Ace  Trucking  Co. 


SQLWindows  provides  a 
complete  environment  for 

developing,  debugging  and  deploying  industrial-strength,  client-server  database  applications  under  Windows. 

How  to  put 
client-server 
to  work  on 
Windows. 


Find  out  how,  free. 

Now  you  can  get  all  the  information  and 
products  you  need  to  implement  client- 
server  solutions  on  Windows?  Today. 

From  Gupta,  the  leader  in  client-server 
database  software  for  PC  networks. 

“Gupta  had  the  products  we  needed  to 
implement  client-server  successfully  on 
Windows  workstations.  Anyone  serious 
about  client-server  has  to  look  at  Gupta.  ” 
John  Morrison,  Director  of  Information 
Systems  Support,  Steelcase  Inc. 

SQLWindows?  The  leading 
graphical  development  tool. 

Unlimited  application-development 
power  with  graphical  PC  convenience. 
That’s  SQLWindows,  the  graphical 
4th-generation  language  (4GL). 
SQLWindows  is  used  by  more  program¬ 
mers  worldwide  than  any  other  software 
to  create  “industrial  strength,”  mission- 
critical  applications  under  Windows. 
SQLWindows  includes  such  essentials 
as  a  graphical  forms  painter,  an 
integrated  debugger,  a  comprehensive 
report  writer  and  an  automatic 
application  generator.  And  we  offer 
a  unique  application-registration 
program  that  eliminates  ORACLE 
the  need  to  pay  run-time 
fees  upon  deployment. 

Quest.™  Fast 
answers  to 
difficult  questions. 

Quest  is  the  easiest  and 
most  versatile  end-user 
database  tool  available 
under  Windows.  Use 
Quest  to  quickly  query 
data  from  all  popular  SQL  databases  such 
as  SQLBase,  ORACLE®  and  DB2.  Only 
Quest  includes  an  integrated  graphical 
report  writer  anyone  can  use  to  produce 
custom  hard-copy  reports.  You  can  even 
integrate  Quest  via  DDE  with  other 
Windows  applications  such  as  Excel  to 
produce  custom  data-access  environments. 
And  Quest  requires  no  knowledge  of  SQL. 


SQLBase?  The  fastest  database 
server  for  PC  networks. 


SQLNetwork.™  Client-server 
connectivity  across  your  enterprise. 

Only  SQLNetwork  makes  all  popular  SQL 
databases  —  on  mainframes,  minis  and 
LANs — accessible  to  networked  PC 
applications.  So  you  can  use  SQLWindows, 
Quest,  or  other  applications  to  extend 
client-server  throughout  your  enterprise. 


We’re  ready  to  put  client-server 
to  work  for  you  today. 

Over  half  the  Fortune  500  companies  have 
selected  award-winning  products  from 
Gupta  to  build  graphical  client-server 
applications.  Whether  you’re  downsizing, 
upsizing  or  implementing  cooperative 
processing  across  your  enterprise,  Gupta 
can  put  client-server  to  work  for  you  today. 
Call  now  for  your  free  client-server 
information  kit. 

FREE  client-server  kit. 

Call  now  1-800-388-4550 
ext.  GD03 

Gupta 

Putting  PC  Client-Server  to  Work. 

1060  Marsh  Road,  Menlo  Park,  CA  94025 
(415)  321  9500,  FAX  (415)  321 -5471.  Gupta  Europe  44  628  478333 

SQLWindows  and  SQLBase  are  registered  trademarks  and  Quest 
and  SQLNetwork  are  trademarks  of  Gupta  Technologies.  Inc. 

All  other  trademarks  are  the  property  of  their  respective  holders. 
©  1992  Gupta  Technologies,  Inc.  All  rights  reserved. 


For  NetWare®  and  other  networks,  there 


DB2 


Gupta  offers  all  the  products  you  need  — 
graphical  tools,  SQL  database  servers, 
and  connectivity  software  —  to  imple¬ 
ment  client-server  database  applications 
on  your  LAN  or  across  your  enterprise. 


is  no  faster  or  more  cost 
effective  server  than 
SQLBase.  It  delivers  over 
100  transactions  per  sec¬ 
ond.  It’s  easy  to  install, 
configure  and  administer. 
And  it  provides  features 
such  as  scrollable  cursors 
and  referential  integrity 
that  are  critical  require¬ 
ments  for  interactive, 
graphical  applications. 


that  lets  users  alter  resolutions 
with  a  hot  key  when  using  multi- 
mode  displays.  A  display  man¬ 
agement  utility  called  SuperVid- 
eo  simplifies  the  process  to 
configure  a  user’s  display. 

The  Thunderlight  Color 
Graphics  card  costs  $2,399. 
SuperMac 
485  Potrero  Ave. 

Sunnyvale,  Calif.  94608 
(408)245-2202 

Software 

application 

packages 

Addstor,  Inc.  has  introduced  Su- 
perStor  PRO,  an  enhanced  ver¬ 
sion  of  its  SuperStor  Version  2  da¬ 
ta  compression  software. 

Designed  to  increase  disk  ca¬ 
pacity  on  personal  computers, 
SuperStor  PRO  adds  Microsoft 
Corp.  Windows-based  utilities  to 
improve  usability  in  a  Windows 
environment.  A  Windows-based 
Joint  Photographic  Experts 
Group,  Inc.  image  compression 
utility  from  Optibase,  Inc.  is  in¬ 
cluded.  The  product  offers  an  in¬ 
tegral  disk  cache,  compatibility 
with  extended  memory  and  pass¬ 
word  protection.  Enhancements 
to  the  company’s  Universal  Data 
Exchange  technology  have  been 
made,  and  SuperStor  PRO  fea¬ 
tures  increased  performance 
over  SuperStor  Version  2. 

The  product  costs  $149.95. 
Addstor 

1 040  Marsh  Road 
Menlo  Park,  Calif.  94025 
(415)688-0470 

Micrografx,  Inc.  has  started  ship¬ 
ping  Windows  OrgChart  2.0,  or¬ 
ganization  charting  software. 

Windows  OrgChart  is  an  up¬ 
dated  version  of  Roykore,  Inc.’s 
Instant  ORGcharting  product. 
Users  can  automatically  create 
tree  diagrams  and  organization 
charts. 

New  features  include  the  abil¬ 
ity  to  implement  and  save  chang¬ 
es  instantly,  support  for  object 
linking  and  embedding  and  a  fit- 
to-page  feature  that  allows  for  the 
reduction  of  large  organizational 
charts  onto  one  page  and  a  best- 
fit  specification  that  can  resize  all 
fonts.  Windows  OrgChart  2.0  has 
automatic  line  drawing  and  box 
alignment  and  provides  numer¬ 
ous  chart  configurations. 

The  product  costs  $149. 
Micrografx 
1 303  Arapaho  Rd. 
Richardson,  Texas  75081 
(214)234-1769 


HOWTO 
SELL  USED 
EQUIPMENT. 

Advertise  in  Computerworld’s 
Classifieds.  They  work. 

800-343-6474 

x744 


50 


COMPUTERWORLD 


OCTOBER  12, 1992 


You  need  dependable 
computing  equipment  from 
a  company  you  can  count  on. 
With  this  in  mind,  Acer  has 
created  the  new  AcerPower™ 
486e  family  (DX/33,  DX2/50 
and  DX2/66)— perfect  as  a 
power  workstation  or  enterprise¬ 
wide  server.  And  for  a  limited 


time,  Acer 
is  offering 
a  special 
Investment 
Protection  Program. 

Call  1-800-SEE- ACER 
for  more  details  or  to  receive  a 
quote  within  72  hours.  Hurry, 
this  offer  ends  2/15/93! 


486DX2/50  BUNDLED  EISA  COMPARISON 


Model 

AcerPower  486e 
Model  5557 

AST® 

Power  Premium® 

Dell® 

DE  486DX2/50 

Gateway™ 
486DX2/50  E 

Memory  Std./Max. 

8MB/256MB 

4MB/80MB 

8MB/96MB 

8MB/64MB 

Monitor 

UVGA-NI 

No 

UVGA15-NI 

UVGA-NI 

Hard  Drive 

210MB 

210MB 

230MB 

340MB  SCSI 

Expansion  Slots 

(8)  5  EISA/2  ISA/ IP 

4  EISA 

6  EISA 

8  EISA 

Local  Bus/Flash  BIOS 

Yes/Yes 

Yes/Yes 

No/No 

No/No 

MSRP’ 

$3,299 

$3,695 

$3,469 

$3,595 

Your  equipment 


CAN  MAKE  OR 


BREAK  YOU. 


Premium 
Service 

fRFF  SECOND  YEAR  ON-SITE 

i  nauucMSvrroRT  | 


With  every  value  bundled 
AcerPower  486e  system  you 
purchase,  you  will  have  your 
choice  of  a  $300  CPU  Upgrade 
Rebate,  a  second  year  ojFree 
Premium  Service,  or  your 
choice  of  1-2-3 f  AmiPro:  or 
Freelance" from  Lotus.® 


AceR 


'Prices  effective  9/21/92. 

For  an  instant  datasheet  and  more  information  on  the  Investment 
Protection  Program,  call  the  Acer  Fax  Hotline  at  1-800-854-6990. 


CAEL  1'800-SEE  ACER 


Acer  and  the  Acer  logo  are  registered  trademarks,  and  AcerPower  is  a  trademark  of  Acer  America  Corporation  and  Acer  Incorporated. 

Intel  and  Intel  Inside  are  trademarks  of  Intel  Corporation.  All  other  trademarks  are  the  property  of  their  respective  companies.  ©  1992  Acer  America,  Inc. 
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Every  week,  we  deliver 
an  audience  no  one  else 

can  match* 
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IBM  to  lose  Windows  lease 

Windows  code  Scense  for  OS/2  #o<J8  In  etxiut  o  year'  1 


The  Enterprise  NewsWeeklies  reach  IT  professionals  the  way  no  single  publication  can. 
By  addressing  the  diverse  information  needs  of  different  IT  professionals.  Every  week. 


Nowadays,  the  task 
of  marketing  informa¬ 
tion  technology  is  at 
least  as  complex  as 
the  technology  itself. 

The  IT  buying 
process  has  become  so  complicated,  and  so 
collaborative— how  do  you  reach  the  key  decision 
makers  who  wield  the  most  buying  influence? 

Easy.  The  Enterprise  NewsWeeklies  from  IDG. 

You  see,  everybody  knows  that  large  companies 
account  for  the  most  IT  spending.  But  what  most 
people  don’t  realize— and  what  the  latest  indepen¬ 
dent  research  on  the  buying  process  proves— is  that, 
in  large  companies,  IT  professionals  have  the  single 
greatest  share  of  influence  over  IT  purchasing. 

And  those  IT  professionals  are  exactly  who 
our  Enterprise  NewsWeeklies  reach. 

Now,  there  are  all  kinds  of  IT  professionals, 
each  with  different  areas 
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Apple  lays  out  net 
future  of  System  7 


That’s  why  one 
publication  can’t  hope 
to  cover  the  enterprise 
market.  But  three  of 
them  can.  And  do. 

Every  week. 


of  expertise  and  responsi¬ 
bility.  And  although  they 
often  need  information 
on  the  same  products,  that 
information  is  only  com¬ 
pelling  when  it’s  presented 
from  their  own  particular 
point  of  view. 
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Enterprise  Sites 
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Unduplicated  Readers 


1755000 


Total  Readership 

How  much  reach  is  enough?  The 
Enterprise  NewsWeeklies  deliver  84% 
of  all  enterprise  sites  in  America — 
the  bulk  of  the  $1 20  billion  IT  market. 


Computerworld,  the  voice  of  IS  in  the  enter¬ 
prise.  InfoWorld,  the  voice  of  personal  computing  in 
the  enterprise.  And  Network  World,  the  voice  of 
networking  in  the  enterprise. 

Together,  they  deliver  the  most  influential  IT  buyers 
at  84%  of  the  total  enterprise  sites  in  corporate  America* 
Best  of  all,  the  Enterprise  NewsWeeklies  are  part 
of  IDG’s  Market  Access  Program. 

A  customized  marketing  communications 
program  that  gives  you  access  to  all  the  resources  of 
IDG,  including  worldwide  research,  an  international 
PR  newswire,  customer  databases,  books,  and  more. 

A  program  no  other  IT  publishing  company 
can  match. 

Call  Erica  Baccus  at  1-617-534-1210  to  receive 
more  information  on  the  Enterprise  NewsWeeklies, 
and  how  to  qualify  for  MAP 

And  see  why  no  one  delivers  like  IDG. 


IDG 


INTERNATIONAL  DATA  GROUP 

The  World  of  Information  Technology 

‘The  total  universe  of  250,000  "enterprise  sites"  is  defined  as  sites  with 
at  least  one  mainframe,  a  mini  costing  more  than  $60,000,  or  at  least  40  networked  PCs. 

©  1992  IDG.  Brand  or  product  names  are  trademarks  or  registered  trademarks  of  their  respective  holders. 
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Welcome  to 
Open  Country. 


If  you’ve  been  hankering  to  move  to  open 
systems,  there’s  good  news.  CICS, “the  world’s 
most  popular  online  transaction  processing 
(OLTP)  program,  now  runs  on  the  RISC 
System/6000?  With  CICS/6000™  for  AIX? 
IBM’s  enhanced  version  of  UNIX?  you’ll  dis¬ 
cover  the  flexibility  of  open  distributed 
computing  using  the  same  investment  you’ve 
already  made  in  training  and  applications 
on  your  mainframe  CICS. 

Nobody  knows  OLTP  or  distributed 
processing  like  IBM,  and  with  our  support 
and  service,  you’ll  never  feel  lost  in  the 
wilderness.  IBM  also  offers  Encina”,  an  excit¬ 
ing  new  OLTP  product  for  multivendor 
distributed  environments. 

We’re  also  introducing  the  new  RISC 
System/6000  Models  580  and  980,  the  per¬ 
fect  partners  for  your  open  computing  needs. 
Both  provide  leading  price  performance 
that’s  not  a  kick  in  the  head. 

Call  your  IBM  marketing  representative 
or  Business  Partner.  For  literature,  call 
1  800  IBM  6676,  ext.  723?  We  think  you’ll 
have  only  one  thing  to  say. 

Yippee. 


Introducing  CICS/6000. 


Leverages  your  investment  in  CICS 
Interoperability  for  PCs  through  mainframes 
Built  on  OSFTDCE 
Introducing  the  RISC  System/6000 
Models  580  and  980 
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U-Haul  preps  for  open  systems  move 

Undaunted  by  failure  of  first  conversion  attempt,  firm  examines  RISC 


ON  SITE 


U-Haul  International 

Phoenix 

•  Challenge:  To  move  headquarters’ 
data  processing  to  open  systems  and 
client/server  environments. 

•  Existing  system:  Two  IBM  3084 
mainframes  and  Computer  Associates’ 
CA-Datacom. 

•  Status  report:  Pilot  project  based  on 
Intel  1486-based  server,  SCO  Unix  and 
Oracle  RDBMS  showed  poor  performance. 
Considering  RISC  systems  from  Hewlett- 
Packard  and  IBM  running  Unix  version 

of  CA-Datacom. 


BYGARYANTHES 

CW  STAFF 


PHOENIX  —  Having  successful¬ 
ly  completed  a  major  project  to 
automate  its  field  operations  in 
the  late  1980s,  U-Haul  Interna¬ 
tional,  Inc.  is  now  gearing  up  for 
its  next  big  advance  in  data  pro¬ 
cessing:  a  move  to  open  systems 
and  client/server  computing  at 
its  headquarters. 

But  for  now  it  is  back  to  the 
drawing  board  for  the  world’s 
largest  consumer  truck  rental 
company,  its  first  stab  at  cli¬ 
ent/  server  an  apparent  failure. 

U-Haul’s  move  to  distributed 
computing  was  sparked  by  a  man¬ 
date  from  top  management  to 
purge  the  company  of  its  two  IBM 
3084  mainframes,  said  Michael  T. 
O’Loughlin,  director  of  systems 
development.  “They  said,  ‘Look 
at  downsizing.’  They  read  the 


magazines,  too.” 

With  those  march¬ 
ing  orders,  U-Haul’s 
previous  chief  infor¬ 
mation  officer  mapped 
out  a  plan  that  included 
systems  based  on  Intel 
Corp.  microproces¬ 
sors  running  The  San¬ 
ta  Cruz  Operation’s 
(SCO)  Unix.  The  CIO 
said  that  would  pro¬ 
vide  the  biggest  bang 
for  the  information 
systems  buck,  which  is 
now  a  $12  million  an¬ 
nual  operating  budget 
and  an  $8  million  capi¬ 
tal  budget. 

Try  again 

In  a  test  of  the  concept,  a  human 
resources  application  was  ported 
to  a  Tricord  Systems,  Inc.  server 
with  an  Intel  I486  microproces¬ 


sor,  SCO  Unix  and  the  Oracle 
Corp.  relational  database  man¬ 
agement  system.  Performance 
was  so  poor  that  U-Haul  aban¬ 
doned  the  effort.  “Oracle  said  the 
problem  was  with  Intel  and  said 
we  should  go  to  RISC,”  O’Lough¬ 
lin  said. 

He  said  U-Haul  had  reached 
the  bleeding  edge  of  technology. 
“The  vendors  kept  saying,  We 
don’t  have  any  customers  doing 
that,  but  yeah,  it’ll  work.’  We 
were  pioneering  with  SCO  Unix, 
and  there  are  not  enough  utilities 
and  tools  [available  that  are] 
needed  for  a  production  environ¬ 
ment.” 

O’Loughlin  said  U-Haul  has 
pulled  back  and  is  now  looking  at 
other  options,  especially  reduced 
instruction  set  computing  (RISC) 
systems  from  IBM  and  Hewlett- 
Packard  Co.  The  company  is 
leaning  toward  the  HP  environ¬ 
ment  because  it  will  be  the  first 
Unix  environment  for  which 
Computer  Associates  Interna- 
Continued  on  page  58 


Compaq  steps  into  the 
future  with  SystemPro/XL 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


Compaq  Computer  Corp.’s  new 
SystemPro/XL  represents  a  com¬ 
plete  redesign  of  its  SystemPro 
high-end  server  line  that  gives  it 
a  path  into  the  future.  Most  users 
and  analysts  contacted  said  they 
think  the  future,  rather  than  the 
present,  is  where  that  product  fits 
for  them. 

The  SystemPro/XL,  an¬ 
nounced  last  week  as  part  of  a 
massive  server  announcement 
from  Compaq,  was  almost  lost  in 
the  shadow  of  Compaq’s  low- 
priced  ProSignia.  The  XL,  as  the 
new  high-end  server  at  Compaq, 
will  initially  use  50-MHz  Intel 
Corp.  I486DX  processors,  a  step 
up  from  the  SystemPro  line  it  re¬ 
places,  which  topped  out  at  33- 
MHz  486DXs. 

It  will  currently  support  two 
50-MHz  processors  and  in  the  fu¬ 
ture  will  support  up  to  four  P5 
processors,  which  will  give  Com¬ 
paq  a  legitimate  superserver 
competitor  in  the  performance 
arena.  Beyond  that,  Compaq  ex¬ 
pects  the  same  architecture  to 
run  at  least  two  of  Intel’s  P6  pro¬ 
cessors,  although  these  are  still 
in  a  design  phase. 

Roll  of  the  dice 

“I’m  not  so  sure  that  the  XL  is  not 
like  betting  on  the  future  because 
that’s  geared  to  multiple  proces¬ 
sors  and  Windows  NT,”  said 
Glenn  W.  Sandusky,  vice  presi¬ 
dent  and  chief  information  officer 
at  Miller  Mason  &  Dickenson,  a 
benefits  consulting  company 


based  in  Chicago. 

Sandusky’s  shop  uses  System- 
Pros,  and  he  said  he  wants  to 
move  a  couple  of  outlying  offices 
off  minicomputers  onto  local-ar¬ 
ea  networks.  But  he  said  the  XL 
might  be  overkill.  He  added  that 
he  would  take  advantage  of  a  new 
30-day  evaluation  program  from 
Compaq  to  put  the  new  machine 
through  its  paces. 

The  XL  features  Compaq’s 
new  TriFlex  architecture,  which 
takes  the  I/O,  processor  and 
memory  subsystems  and  gives 
them  their  own  bus  to  provide 
better  performance. 

Server  specs 

Under  TriFlex,  Compaq  has  a  64- 
bit  processor  bus  to  handle  the 
P5  and  future  64-bit  chips  from  In¬ 
tel. 

It  also  includes  a  128-bit  mem¬ 
ory  bus  and  the  32-bit  Extended 
Industry  Standard  Architecture 
bus,  and  it  manages  the  three 
subsystems  through  its  new  Tri¬ 
Flex  DataFlow  Manager.  A  base 
model  is  slated  to  cost  $13,999,  in¬ 
cluding  16M  bytes  of  random-ac¬ 
cess  memory  and  a  550M-byte 
hard  drive. 

The  XL  also  gives  Compaq 
and  its  users  the  flexibility  to 
change  their  minds  about  their 
server,  according  to  one  analyst. 

John  0.  Dunkle,  president  of 
market  research  firm  Work¬ 
Group  Technologies,  Inc.  in 
Hampton,  N.H.,  said  the  XL’s  ar¬ 
chitecture  will  let  Compaq  put  in 
either  future  generations  of  Intel 
chips  or  reduced  instruction  set 
computing  chips. 


By  the  end  of  this  week  Computerworld  readers 
will  have  spent  over  $63.8  Billion  on 
Information  Technology  this  year  -  representing  nearly 
half  of  all  IT  spending  to  date  in  1992. 
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Reality. 


of  resources  you  actually  have. 

And  while  nobody  can  truthfully  say  it’s  easy  connecting  your  PCs  to  these  resources, 
there  is  a  solution. 

It’s  a  robust,  TCP/IP- based,  PC  networking  software  product  called  PC -NFS.® 

PC-NFS  software  allows  you  to  connect  not  just  a  few  PCs,  but  hundreds,  or  even  thou¬ 
sands  of  PCs.  To  over  90  major  platforms,  including  UNIX®  workstations,  VMS®  and  IBM® 
mainframes.  With  no  gateways,  bridges  or  routers.  It  supports  key  standards  for  multivendor 
network  computing  such  as  Sun’s  Open  Networking  Computing/Network  File  System 
(ONC™/NFS®)  and  TCP/IP.  Giving  you  the  most  open  and  scalable  network  operating  system 
for  PCs  on  the  market. 

Today,  more  than  one  million  people  in  major  companies  around  the  world  are  using 
PC-NFS  to  access  corporate-wide  applications,  servers,  printers,  files,  and  storage  devices — 
all  without  sacrificing  their  familiar  MS-DOS®  and  Microsoft®  Windows™  environments. 

So,  if  you  are  hearing  a  distorted  view  of  reality  from  other  vendors,  give  SunSelect  a  call 
at  1-800 -24-SELECT.  You’ll  change  your  perception  of  PC-to-enterprise  networking  forever. 

♦  SunSelect 

A  Sun  Microsystems,  Inc,  Business 
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Caere’s  PageKeeper 
eases  image  indexing 
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Caere's  PageKeeper  helpsusers  quickly  retrieve  and  searchfortext 


BY  CAROL  HILDEBRAND 

CW  STAFF 


Caere  Corp.  took  a  step  toward 
easier  image  indexing  when  it  an¬ 
nounced  PageKeeper  late  last 
month. 

Demonstrated  at  the  Seybold 
conference  in  San  Francisco,  the 
Microsoft  Corp.  Windows-based 
information  management  soft¬ 
ware  was  designed  to  help  users 
search  through  networked  per¬ 
sonal  computers  and  databases 
more  easily  and  to  retrieve  text 
more  quickly. 

“Because  finding  the  right  in¬ 
formation  is  so  important,  we  de¬ 
signed  PageKeeper  to  find  useful 


material,  not  just  words.  Now, 
you  don’t  need  to  organize  your 
information  anymore  —  you  just 
have  to  ask  for  it,”  said  Larry  Mill¬ 
er,  vice  president  of  marketing. 

Plugs  a  gap 

Analysts  said  the  product  would 
help  fill  a  market  need  that  has 
notyetbeen  addressed. 

“We  need  to  get  from  a  world 
in  which  the  only  kinds  of  things 
we  can  search  on  are  text  and 
numbers  to  a  world  in  which  any 
object  that  can  be  stored  can  be 
accessed  without  need  for  exces¬ 
sive  human  intervention,”  such 
as  teaching  an  employee  to 
search  on  key  wording,  said  Amy 


Wohl,  a  principal  at  Amy  D.  Wohl 
Associates  in  Bala  Cynwyd,  Pa. 

The  company  said  that  infor¬ 
mation  management  at  the  desk¬ 
top  level  has  not  reached  the  level 
of  the  minicomputer  and  main¬ 
frame  environments  for  various 
reasons:  Host-based  environ¬ 
ments  require  expensive  optical 
equipment  as  well  as  technical 
specialists  to  do  the  searches. 
TTie  firm  opted  for  Windows  to 
provide  a  graphical  user  interface 
that  less  experienced  individuals 
would  also  be  able  to  use. 

The  software  uses  automatic 
input,  which  accepts  information 
without  requiring  manual  entry. 
It  indexes  information  from  files 
stored  on  a  hard  disk  to  scanned- 
in  printed  documents,  thus  allow¬ 
ing  a  search  on  an  entire  docu¬ 
ment,  not  merely  certain  key 
words.  The  built-in  optical  char¬ 
acter  recognition  software  allows 
users  to  scan  in  text  and  convert 


it  to  editable  form,  as  well  as  com¬ 
press  it  at  ratios  up  to  50-to-l. 

A  couple  of  new  retrieval 
methods  first  present  search  re 
suits  in  order  of  relevance  to  the 
original  request  and  reference 


tangential  documents  that  may 
be  of  interest,  the  company  said. 

Pricing  is  set  at  $895  for  a  sin¬ 
gle-user  or  $1,995  for  a  fiveuser 
license.  The  product  is  slated  to 
ship  in  the  fourth  quarter. 


Integrated  support  system  unveiled 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


Mountain  View,  Calif.-based  Pro- 
Active  Software,  Inc.  has  an¬ 
nounced  the  shipment  of  the 
Support  Advantage  segment  of 
its  Customer  Information  Re¬ 
source  system. 

Customer  Information  Re¬ 
source  is  a  set  of  client/server  ap¬ 
plications  intended  to  help  com¬ 
panies  serve  a  variety  of  cus- 

U-Haul  goes 
client/server 

CONTINUED  FROM  PAGE  55 

tional,  Inc.  will  introduce  its  CA- 
Datacom  DBMS  and  its  Ideal 
fourth-generation  language. 
That  will  make  it  easy  to  port  ap¬ 
plications  written  in  the  main¬ 
frame  versions  of  those  products 
—  about  40%  of  U-Haul’s  main¬ 
frame  code  —  to  Unix,  O’Lough- 
lin  said. 

U-Haul  management  also  di¬ 
rected  O’Loughlin  to  explore  out¬ 
sourcing  of  mainframe  process¬ 
ing  as  a  possible  interim  measure 
while  a  client/server  solution  is 
put  in  place.  But  he  said  the  odds 
of  doing  that  are  not  good. 
“There’s  concern  about  the  secu¬ 
rity  of  corporate  data,”  he  said. 

In  the  meantime,  the  mandate 
to  get  rid  of  the  mainframes  has 
softened,  and  U-Haul  may  end  up 
keeping  one  of  them,  O’Loughlin 
said.  He  said  a  document  inquiry 
application  with  a  huge  database 
of  customer  history  may  require 
the  big  box. 

Despite  its  false  start  toward 
client/server  computing  at  head¬ 
quarters,  U-Haul  is  far  from  inex¬ 
perienced  in  the  use  of  net¬ 
worked  workstations.  During 
much  of  the  1980s,  U-Haul’s  rent¬ 
al  centers  sent  in  sales  informa- 


tomer  needs,  from  manufactur¬ 
ing  to  sales  and  support.  Support 
Advantage  is  the  first  piece  and  is 
aimed  at  help  desk/product  sup¬ 
port  environments  where  sup¬ 
port  staff  members  are  required 
to  collect  customer  information 
and  utilize  it  to  resolve  customer 
problems. 

Sunnyvale,  Calif.-based  Actel 
Corp.  was  handling  its  support 
calls  the  old-fashioned  way  — 
with  paper  and  pencil.  The  writ- 


tion  to  headquarters  every  day. 
However,  even  with  250  people  to 
sift  paper  and  key  and  correct  da¬ 
ta,  it  took  U-Haul  two  weeks  to 
process  the  information  and  gen¬ 
erate  reports. 

Unisys  to  the  rescue 

To  break  that  logjam,  U-Haul  in¬ 
stalled  a  network  of  Unisys  Corp. 
CTOS  workstations  at  its  1,100 
rental  centers  and  78  district  of¬ 
fices.  Now  110M  bytes  of  point- 
of-sale  data  flow  up  through  the 
regional  centers  to  the  data  cen¬ 
ter  here  every  day,  while  30M 
bytes  of  truck  status  information 
is  sent  back  to  field  locations.  U- 
Haul  produces  reports  in  a  few 
hours,  and  the  company  has 
trimmed  200  people  from  its  cler¬ 
ical  data  processing  staff. 

Originally  installed  just  for  da¬ 
ta  collection,  the  distributed  sys¬ 
tem  now  includes  a  complete 
suite  of  in-store  applications  all 
written  by  U-Haul. 

But  that  spirit  of  indepen¬ 
dence  has  made  some  employees 
nervous  about  the  company’s  re¬ 
liance  on  a  single  vendor.  “Man¬ 
agement  told  us  not  to  get  locked 
into  Unisys,”  O’Loughlin  said.  In 
response,  his  staff  ported  the  in¬ 
store  applications  to  DOS,  but  so 
far  the  new  software  remains  un¬ 
deployed  —  a  “research  project” 
that  he  said  gives  U-Haul  lever¬ 
age  over  Unisys  when  it  upgrades 
the  CTOS  units. 


ten  information  was  then  sent  to 
a  data-entry  service  every  month 
for  entry  into  the  corporate  data¬ 
base.  “It  was  a  crude  fashion  of 
entering  information,”  said  Steve 
Gurklys,  technical  support  man¬ 
ager. 

As  an  early  beta-test  user  of 
Support  Advantage,  he  soon 
found  himself  appreciating  the 
product.  “I’m  impressed  with 
[ProActive’s]  vision,”  he  said. 
“They  really  do  care  about  the 
end  product.” 

Gurklys  was  also  impressed 
with  the  product’s  search  speed 
and  flexibility  and  said  that  while 
support  people  were  initially  hes¬ 
itant,  that  has  changed. 

Support  Advantage  allows 
customer  information  to  be  en¬ 


BY  MICHELE  DOSTERT 

CW  STAFF 


Standard  Microsystems,  Inc. 
(SMC) ,  long  a  power  in  Ethernet 
and  Arcnet  network  adapters, 
has  introduced  a  new  line  of  16M 
and  4M  byte/sec.  Token  Ring 
network  interface  cards  and  Mul¬ 
tistation  Access  Units,  based  on 
its  own  Token  Ring  chip  set. 

Previous  to  SMC’s  entry  into 
the  Token  Ring  market,  vendors 
consisted  of  IBM,  which  used  its 
own  chip  set,  and  about  30  third- 
party  vendors,  such  as  Madge 
Networks,  Inc.  in  San  Jose,  Calif., 
and  Proteon,  Inc.  in  Westboro, 
Mass.,  that  used  a  chip  set  devel¬ 
oped  by  Texas  Instruments,  Inc. 

However,  SMC  claimed  that 
its  new  reduced  instruction  set 
computing  (RISC) -based  chip  set 
will  establish  new  price/perfor¬ 
mance  standards  in  the  Token 
Ring  industry.  Benchmarks  from 
SMC  show  its  card  equaling  the 
Madge  card  in  performance  but 
having  a  33%  better  price/perfor- 


tered  into  standard  SQL  databas¬ 
es  using  a  graphical  front  end. 
Customer  information  can  then 
be  searched,  and  problem  resolu¬ 
tions  can  be  tracked. 

Through  Object  Linking  and 
Embedding,  a  variety  of  image, 
voice  and  text  information  can  be 
attached  to  a  customer  record  for 
later  retrieval. 

Catalog  query 

In  addition,  Support  Advantage 
catalogs  support  information  and 
solutions  that  can  later  be 
searched  using  a  query  by  exam¬ 
ple  method.  In  this  way,  solutions 
to  common  problems  can  be  ad¬ 
dressed  quickly  and  with  mini¬ 
mum  duplication  of  effort. 

The  product  also  contains  a 
“work-flow  engine”  that  can  be 
used  to  send  information  to  ap¬ 
propriate  users  across  a  network. 


mance  score. 

SMC  also  promised  there  will 
be  none  of  the  interoperability 
problems  experienced  when  To¬ 
ken  Ring  cards  based  on  the  TI 
chip  set  hit  the  market.  “We  have 
tested  and  retested  in  all  possible 
configurations,  and  our  card  in¬ 
teroperates  with  every  other  To¬ 
ken  Ring  card  out  there  today,” 
said  Bob  Gohn,  product  manager 
for  Token  Ring  products. 

Elite  network  cards 

SMC’s  new  Token  Ring  network 
interface  cards,  called  the  Elite- 
Series  4/16,  use  two  RISC  pro¬ 
cessors  to  speed  throughput  on 
the  card.  SMC’s  card  also  offers 
the  first  Token  Ring  network  in¬ 
terface  card  with  a  Simple  Net¬ 
work  Management  Protocol 
agent  embedded  in  the  card.  This 
agent  is  included  at  no  charge  in 
the  SMC  Token  Ring  network  in¬ 
terface  card. 

TheEliteSeries4/16is  priced 
at  $599  per  card.  “However,  we’ve 
been  careful  to  build  a  margin  for 


For  example,  a  rule  could  be  de¬ 
fined  that  automatically  sends 
problem  reports  about  a  specific 
product  directly  to  the  product 
manager. 

The  interface  and  operation  of 
Support  Advantage  can  be  cus¬ 
tomized  extensively  using  the 
ProActive  Toolset,  which  is  avail¬ 
able  separately. 

Support  Advantage  currently 
runs  on  Unix  using  Sybase,  Inc.’s 
SQL  Server  as  a  database  engine, 
and  it  uses  Microsoft  Corp.  Win¬ 
dows  3.1  client  systems.  It  is  slat¬ 
ed  to  be  available  by  year’s  end 
on  Informix,  Inc.  and  Oracle 
Corp.  databases  as  well  as  X  Win¬ 
dow  System  clients. 

Pricing  for  Support  Advan¬ 
tage  begins  at  $14,900,  depend¬ 
ing  on  the  number  of  users  and 
platform  supported.  The  ProAc¬ 
tive  Toolset  begins  at  $15,000. 


resellers  into  our  pricing  struc¬ 
ture,  so  the  street  price  of  the 
card  may  well  be  considerably 
lower,”  said  Art  Nehr,  product 
marketing  manager  for  Token 
Ring  products. 

SMC  has  no  plans  to  market 
its  chip  set  to  other  Token  Ring 
card  vendors,  although  the  com¬ 
pany  said  it  will  probably  sell  the 
chip  set  to  builders  of  high-per¬ 
formance  routers  and  bridges. 

SMC’s  Token  Ring  cards, 
available  in  both  Micro  Channel 
Architecture  and  Industry  Stan¬ 
dard  Architecture  versions,  are 
slated  to  be  available  through  re¬ 
sellers  next  month. 

Analysts  were  positive  about 
SMC’s  move  into  the  Token  Ring 
market. 

Stan  Schatt,  senior  systems 
analyst  at  Computer  Intelli- 
gence/Infocorp  in  Santa  Clara, 
Calif.,  said,  “They’ve  added  value 
with  their  SNMP  agent,  and  their 
low  price  could  really  shake  up 
the  Token  Ring  market,  which 
needs  it.” 


RISC-based  Token  Ring  chip  set  debuts 
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External  wireless  adapter  released 


BY  ELLIS  BOOKER 

CW  STAFF 


SAN  DIEGO  — The  industry’s  first  exter¬ 
nal  wireless  network  adapter  for  IBM- 
compatible  computers  was  released  re¬ 
cently  by  data  communications  products 
company  Solectek  Corp. 

Unlike  other  wireless  local-area  net¬ 
work  systems  now  on  the  market,  the  4- 
by  7-in.  Solectek  AirLAN  adapter  does  not 
require  an  internal  card.  It  attaches  to  the 
parallel  port  of  a  desktop  or  portable  com¬ 
puter. 

The  system  was  jointly  developed  with 
NCR  Corp.  and  is  compatible  with  NCR’s 
WaveLAN,  a  spread-spectrum,  wireless 
LAN  that  NCR  began  shipping  to  custom¬ 
ers  in  late  1990. 

The  market  for  wireless  LANs  as  re¬ 
placements  for  conventional  office  LANs 
has  been  minuscule,  according  to  Ira 
Brodsky,  president  of  Datacomm  Re- 

Lotus  ships 
CD-Networker 

BY  ROSEMARY  HAMILTON 

CW  STAFF 


Lotus  Development  Corp.  began  shipping 
a  software  tool  late  last  month  that  dlows 
users  on  a  local-area  network  to  share  ap¬ 
plications  stored  on  compact  disc/read¬ 
only  memory  (CD-ROM). 

The  company  also  announced  plans  to 
deliver  its  core  applications  via  CD-ROM. 

,cWe  see  a  need  from  the  standpoint  of  a 
software  publisher  to  start  using  this  me¬ 
dium,”  said  David  Newbold,  product  line 
manager  at  the  Lotus  One  Source  group. 
“Some  of  our  applications  are  pretty  com¬ 
plex,  and  convenience  is  a  major  thing  [to 
customers] .” 

Lotus  CD/Networker  4.1  is  the  first  ver¬ 
sion  of  this  software  tool  made  available  to 
the  general  market.  Previous  versions 
were  offered  to  users  of  the  company’s 
One  Source  financial  data  service. 

The  software  allows  users  to  access 
data  and  applications  from  a  CD-ROM 
drive.  The  company  will  also  offer  a  stand¬ 
alone  version,  but  the  networked  version 
provides  multiple  users  simultaneous  ac¬ 
cess  to  up  to  28  C  D-RO  M  drives  per  server. 

Lower  cost 

“It  will  address  the  cost-per-seat  issue,  hav¬ 
ing  lower  incremental  costs  because  you 
don’t  need  a  CD  per  user,”  said  John  Don¬ 
ovan,  a  senior  analyst  at  WorkGroupTech- 
nologies,  Inc.  in  Hampton,  N.H. 

Newbold  said  users  need  to  license  the 
server  versions  of  applications  for  use  with 
CD/Networker.  Some  application  code 
will  then  reside  on  the  workstation,  while 
the  “high-density  stuff,  like  Help,  is  on  the 
CD-ROM.” 

Michael  Bragen,  president  of  Business 
Management  Consulting  in  Lexington, 
Mass.,  said,  “Now  that  the  technology  is 
available,  the  imagination  of  users  will  be 
captured  and  that  should  start  to  drive 
demand.” 

CD/Networker  carries  a  list  price  of 
$995  per  server,  regardless  of  the  number 
ofworkstations. 


search  Co.  in  Wilmette,  Ill. 

“Most  of  the  market  isn’t  in  the  office; 
it’s  been  in  environments  like  retail  stores 
and  warehouses,”  said  Brodsky,  who  esti¬ 
mated  that  total  sales  of  wireless  LAN 
gear  this  year  will  be  $260  million. 

Significantly,  however,  Brodsky  said 
he  believes  $215  million  of  this  market 
represents  portable  applications  in  which 
“wireless  is  essential  for  adding  mobility.” 

Portia  Isaacson,  president  of  Dream 
IT,  Inc.,  an  information  systems  consul¬ 
tancy  in  Colorado  Springs,  said  she  sees 
increasing  interest  in  wireless  office 
LANs  as  portables  become  more 


prominent  in  white-collar  settings. 

“My  little  company,  like  a  lot  of  others, 
has  quite  a  few  notebook  computers,  but 
there  hasn’t  been  a  way  to  interface  them 
with  WaveLAN,”  said  Isaacson,  whose 
company  recently  installed  the  NCR  wire¬ 
less  network. 

WaveLAN-compatible 

Isaacson  also  said  she  was  excited  that  the 
Solectek  device  is  compatible  with  Wave¬ 
LAN.  “One  weakness  of  wireless  technol¬ 
ogy  today  is  that  all  the  systems  are  pro¬ 
prietary,”  she  said. 

An  NCR  spokeswoman  would  not  com¬ 


ment  on  the  company’s  own  timetable  to 
bring  forth  next-generation  WaveLAN 
products  targeted  at  mobile  workers. 

‘We  can  say  that  NCR  customers  want 
wireless  for  desktop  and  portable  plat¬ 
forms,  and  we  realize  we  have  to  offer  a 
solution  for  in-building  roaming,”  she  said. 

The  AirLAN  adapter,  which  complies 
with  the  IEEE  802.3  Ethernet  standard, 
runs  at  speeds  of  up  to  2M  bit/ sec.  at  dis¬ 
tances  up  to  800  feet,  according  to  Solec¬ 
tek.  The  adapter  will  ship  in  December 
from  retailers  and  distributors  at  a  sug¬ 
gested  retail  price  of  $899. 

Solectek  also  promised  future  prod¬ 
ucts,  including  a  Personal  Computer 
Memory  Card  International  Association 
(PCMCIA)  2.0  version  to  coincide  with  the 
introduction  of  laptops  using  PCMCIA  2.0 
cards. 
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UDS  GlobalView 


System  Device  Alarms  Security  CallProtect  Monitor  Reports  Help 
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CLICK” 


The  sound  of  simplified 
dial-up  network  management 


Global  View^  the  net¬ 
work  access  management 
system  from  UDS,  gives 
you  the  mousepower  to  manage  your  dial¬ 
up  datacomm  network  from  a 
single  location. 

With  the  easy-to-use, 

Windows-based  software,  you 
can  control,  monitor,  test, 


ffn 


MOTOROLA 


configure,  secure,  log,  report,  track,  review, 
diagnose  and  audit  hundreds  or  even 
thousands  of  modems  on  your  network. 
Global  View  is  simply  the  simplest,  most 
efficient  dial-up  network 
management  system  on  the 
market.  To  make  it  click  for 
your  systems,  phone: 

800-451-2369 


Quality  Means  The  World  To  Us! 
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Get  an  extra  2  hours  out 


dBASE: 

82 

minutes 


all  users.  You  don’t  have  to  learn 
the  dBASE  language  before  putting 
the  power  of  dBASE  to  work  for  you. 

Intuitive  tools  eliminate 
guesswork 

The  dBASE  Control 
Center  puts  you  in 
charge,  with  the 
power  to  see  and 
access  everything  at  a  glance. 
Its  straightforward,  task- 
interface  gives  you 
single-keystroke  or  mouse-click 
access  to  dBASE  s  power.  So  you 
perform  all  your  daily  tasks  witli- 
ever  seeing  a  dot  prompt  (unless, 
of  course,  you  want  to).  And  the 
Control  Centers  open  architecture 
makes  it  easy  to  enhance  or  customize 
your  own  dBASE  applications  by  incor¬ 
porating  third-party  add-on  products. 
No  wonder  NSTL  rated  dBASE  tops 
in  versatility  and  usability.*  And  why 
ComputerWorld  ranked  dBASE  the 
#1  PC  development  tool  for  DBMS 
client/server  software. 


FoxPro: 

109 

minutes 


dBASE  gets  the  job 
done  faster 

Recently,  Usability  Sciences,  the 
leading  productivity  research 
firm,  conducted  tests  comparing 
dBASE  IV®  with  FoxPro.  For 
everyday  tasks  like  creating 
reports,  browsing,  link¬ 
ing,  and  using  linked 
data,  dBASE®  users 
got  their  work  done 
25  percent  faster. 

The  secret  to 
“user-ability” 

The  Control  Center  makes  complex 
tasks  easy,  and  simple  tasks  automatic. 
Unlike  the  competition,  dBASE  is  not 
merely  a  developers  tool.  For  those 
who  are  developing  custom  applica¬ 
tions,  the  dBASE  language  sets  the 
standard  for  power  and  productivity. 
But  it’s  the  dBASE  Control  Center 
that  makes  dBASE  a  favorite  among 


More  versatile . . .  more  usable 


dBASE  takes  less  time  to  get  the  job  done. 

In  independent  tests  using  both  dBASE  and  FoxPro, 
users  got  their  work  done  25  percent  faster  with 
dBASE.  That’s  like  getting  an  additional  two  hours 
of  work  done  every  business  day.  Now  that’s 
productivity! 


dBASE  8.3 


FoxPro  7.6 


Versatility  Rating — more  versatile  means  dBASE  fits  your  business  better 


dBASE  7.1 


FoxPro  6.2 


Usability  Rating — dBASE  is  the  most  usable  database  for  business  today 


NSTL  found  dBASE  to  be  the  favorite  of  both  novice  and  experienced  users  alike  in  Overall  Usability 
and  Versatility.* 


Get  results  fast 

Powerful  Design  Tools  let  you  create 
database  tables,  queries,  data  entry 
forms,  reports,  labels,  and  applications 
interactively.  So  you  can  see  the  results 
onscreen  as  you  work. 

Versatile  Report  Writer  gives  you 
the  widest  choice  of  report  styles  avail¬ 
able,  with  manv  text  enhancement  fea- 
tures  to  add  clarity  to  your  data. 


of  every  business  day! 


I/S  prefers  doing 
business  with  dBASE 

installed  in  Company 

Borland 

dBASE 

#1 

Microsoft® 

FoxPro 

#5 

Best  Technology 

#1 

#4 

Best  Price/Performance 

#1 

#3 

Best  Service/Support 

#1 

#5 

Best  Documentation 

#1 

#4 

Prefer  to  Do  Business  With 

#1 

#4 

Plan  to  Buy 

#1 

#4 

Source:  1992  ComputerWorld  I/S  Brand  Preference  Study 

The  latest  ComputerWorld  Preference 
Studies  show  dBASE  outranks  the 
competition  in  12  out  of  14  categories. 

Easy  Label  Designer  includes  for¬ 
mats  for  mailing  labels,  name  badges, 
even  Rolodex  cards.  You  name  it — 
you’re  only  a  few  keystrokes  or  mouse 
clicks  away  from  having  it  on  your  desk. 

The  world’s  #1  database 
keeps  getting  better 

New  dBASE  IV  comes  complete  with 
pull-down  menus  and  mouse  support, 
so  you’re  never  more  than  a  click  away 
from  your  data. 

IQ!  ™  technology,  dBASE  s  exclusive 
Index  Query  optimizer,  finds  the 
fastest  way  to  get  the  answers  you  want 
from  your  database — automatically — 
even  in  the  most  complex  network 
environments.  Our  relational  Query  By 
Example  lets  you  manipulate  your 


data  quickly  and  easily.  All  you  have 
to  do  is  select  the  fields  you  want,  and 
presto — instant  results! 

Fast  new  auto-install  program  prac¬ 
tically  installs  dBASE  by  itself.  It  has 
never  been  easier  to  get  started  with 
a  professional  database. 

Sophisticated  tools  for 
power  developers 

Power  developers  will  like  dBASE  IV s 
40  work  areas,  IBM®  SAA-compliant 
SQL,  plus  many  new  functions  and 
commands.  The  Template  Language  is 
now  included  free.  We’ve  enhanced 
BLANK  support.  And  dBASE’s  auto¬ 
matically  generated  code  can  be  com¬ 


bined  with  your  own  custom 
programming  for 
unmatched  speed 
and  flexibility  in 
creating  new 
applications. 

Create  applications  easily 

Even  novice  users  can  create  custom 
solutions  with  dBASE.  When  you’re 
finished  designing  your  database 
tables,  labels,  and  reports,  tie  them 
all  together  as  a  complete  application 
with  dBASE  s  easy-to-use  Application 
Generator.  And  you  do  it  all  without 
programming!  Keeping  track  of  your 
data  and  putting  it  to  work  for  you  has 
never  been  easier. 
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Get  your  work  done  faster— 
get  new  dBASE  IV  today! 

Whether  you’re  a  database  user,  MIS  manager, 
applications  developer,  or  even  a  CIO,  it  pays 
to  standardize  on  the  standard. 

See  your  dealer  today 
or  call  now, 
1-800-331-0877,  ext.  6480 

In  Canada,  call  1-800-461-3327 

Call  now  and  we’ll  send  you  the  fact-filled 
white  paper  on  dBASE  usability,  free] 


BORLAND 

Software  Craftsmanship 


' Software  Digest  Rating  Report.  Multiuser  Database  Programs,  May  1992,  Vol.  9,  No.  2.  Copyright  ©  1992  Borland  International,  Inc.  All  rights  reserved.  dBASE,  dBASE  IV,  and  IQI  are  trademarks  of  Borland  International,  Inc.  Bl  4578 
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NEW  PRODUCTS 


Local-area 

networking 

hardware 

Proxim,  Inc.  has  introduced 
RangeLAN/PCMCLAand  Range- 
LAN/Parallel,  wireless  local-area 
network  adapters. 

The  products  were  designed 


for  applications  such  as  terminal 
emulation,  electronic  mail  and 
file-,  printer-  and  modem-sharing. 

According  to  the  company, 
RangeLAN/PCMCLA  fits  into  a 
Type  II  credit  card  slot  of  note¬ 
book,  subnotebook,  palmtop  or 
pen-based  computers. 

RangeLAN/Parallel  provides 
wireless  connectivity  to  any  per¬ 


sonal  computer  when  it  is  con¬ 
nected  to  the  parallel  port. 

RangeLAN/PCMCIA  and 
RangeLAN/Parallel  cost  $595. 

Proxim 

295  N.  Bernardo  Ave. 
Mountain  View,  Calif.  94043 
(415)  960-1630 

Artisoft,  Inc.  has  started  shipping 
EtherBasket,  a  multipack  of  12 
Artisoft  AE-2  or  AE-2/T  Ethernet 


adapters.  According  to  the  com¬ 
pany,  the  AE-2  adapter  supports 
thick  and  thin  coaxial  cables.  The 
AE-2/T  adapter  supports  thick 
coaxial  cable  and  lOBase-T  cable. 

Both  products  are  16-bit 
adapters  that  offer  100%  compli¬ 
ance  with  IEEE  802.3  Ethernet 
standards. 

The  EtherBasket  costs 
$2,999.  User  manuals  and  two 
driver  disks  are  included  in  the 


ML 

ML 


Other  computer  companies  claim  to  offer  real  time.  But  there's  one 
leading  full-time,  all-the-time  worldwide  specialist  in  real-time  computing 
Concurrent  Computer  Corporation. 

This  means  that  no  one  else,  no  matter  how  big  their  name  or 
promises,  can  give  you  better  solutions  to  your  real-time  needs 
than  Concurrent. 

When  do  you  have  a  real-time  need?  When  you  need 
guaranteed  super-fast  response  times.  Total  availability  over 
your  whole  network.  Integrated  data  acquisition  and 
analysis.  State-of-the-art  graphics.  Expert  services. 

With  Concurrent,  you  get  total  real-time  thinking 
and  applications.  With  a  unique  knowledge  of 
your  industry  —  from  simulation  &  training, 
to  measurement  &  control,  radar,  signal 
intelligence,  healthcare  and  financial  trading. 

And  you  get  all  this  from  real-time 
systems  that  are  as  extraordinary  and 
innovative  as  the  specialists  who 
are  pioneering  the  future  of 
real-time  computing,  as  they 
have  for  over  25  years. 

Talk  to  the  real-time 
specialist.  Call 
Concurrent  at 
1-800-651-2154 
for  a  review  of 
your  real¬ 
time 
needs. 


CONCURRENT 
COMPUTER 
CORPORATION ™ 


package. 

Artisoft 

691  E.  River  Road 
Tucson,  Ariz.  85704 
(602)  293-6363 

Local-area 

networking 

software 

GigaTrend,  Inc.  has  started  ship¬ 
ping  MasterSafe  Enterprise, 
high-performance  tape  backup 
software  that  backs  up  and  re¬ 
stores  multiple  local-  and  wide-ar¬ 
ea  networks. 

The  product  uses  communica¬ 
tions  technology  that  was  de¬ 
signed  to  comply  with  Novell, 
Inc.’s  Storage  Management  Ser¬ 
vices  architecture  and  backs  up 
data  over  Token  Ring,  Ethernet, 
ArcNet  and  fiber-optic  topolo¬ 
gies,  the  company  said. 

Network  backups  and  re¬ 
stores  are  executed  at  a  tape  sta¬ 
tion  on  the  network  rather  than 
at  a  file  server  or  workstation. 

The  software  kit  costs  $2,995. 
GigaTrend 

2234  Rutherford  Road 
Carlsbad,  Calif.  92008 
(619)931-9122 

Workgroup 

software 

applications 

Tallgrass  Technologies  Corp. 
has  announced  support  for  het¬ 
erogeneous  operating  environ¬ 
ments  by  adding  Apple  Comput¬ 
er,  Inc.  Macintosh  and  Unix 
agent  options  to  NetSecure,  its 
server-based  Novell,  Inc.  Net¬ 
Ware  Loadable  Module  (NLM) 
network  backup  solution. 

Tallgrass  said  NetSecure  was 
designed  to  integrate  into  the 
NetWare  operating  system  to 
give  the  user  flexibility,  maxi¬ 
mum  performance  and  high-lev¬ 
el  security. 

Users  with  The  Santa  Cruz 
Operation’s  Unix  System  V,  Re¬ 
lease  3.2  and  Macintosh  worksta¬ 
tions  running  System  6.05  and 
above  can  now  receive  worksta¬ 
tion  agents  provided  by  NetSe¬ 
cure.  The  agents  enable  the  prod¬ 
uct  to  back  up  and  restore  local 
Macintosh  and  Unix  workstation 
hard  drives. 

The  Macintosh  and  Unix 
NLM  options  cost  $495  each. 

Tallgrass  Technologies 
1 1 100  W.  82nd  St. 

Lenexa,  Kan.  662 1 4 
(913)492-6002 
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I  WANT  THE  MAX. 

Tell  me  howARST  SYSTIMAX"  SCS 
can  provide  maximum  integration 
for  my  information  networks. 

Mail  this  card  or  call  1  800  344-0223,  ext.  2045. 


Name _ 

Title _ 

Company - 

Address _ _ 

City _ State _ Zip. 

Phone _ 


AT&T 

Network  Systems 


CPW 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  PERMIT  NO  1999  PHOENIX.  A2 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

AT&T  Network  Systems 
Nat’l.  Telemarketing  Center 
RO.  Box  13369 
Phoenix,  AZ  85002-9919 
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Or,  How  Building  With 
AI&T SYSTIMAX  SCS  Builds  Up 
Integration  Of  Information  Networks. 

AT&T  SYSTIMAX®  Structured  Cabling  Systems 
provide  maximum  integration  to  satisfy  your 
networking  needs.  Floor-to-floor  or  building-to- 
building.  Allowing  access  to  voice,  data  and 
video  anywhere,  anytime.  Linking  diverse  factory 
processes  and  equipment.  And  creating  intelligent 
buildings  by  enabling  information  sharing  among 
systems  like  energy  management  and  security 
SYSTIMAX  SCS’  open  architectures  will  support 
today’s  multi-vendor  systems  and  future  technol¬ 
ogies  and  applications.  To  learn  more  about 
SYSTIMAX  SCS  and  our  association  with  Honeywell, 
call  AT&T  Network  Cable  Systems  at  1  800  344-0223, 
ext.  2043.  Outside  the  U.S.  call:  602  233-3855. 


Network  Systems 
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With  every  forward  step 
into  the  world 
marketplace,  you  expect 
greater  success,  better 
solutions.  Not  a  different 
set  of  problems. 

So  you  look  for  a  global 
communications  partner 
who  has  been  there,  who 
has  managed  cultural, 
compliance,  currency,  and 
language  issues.  One 
company  who  makes  it 
all  happen,  while  you 
take  care  of  the 
business  at  hand. 

BTM  has  a  global 
presence  that  our 
competition  can’t  match. 
The  TYMNET5  Global 
Network  (TGN),  with  the 
largest  market  share 
among  U.S.  value-added 
networks,  supports  Global 
Network  Services  (GNS5M) 
that  reach  90%  of  the 
world’s  business  centers  in 
more  than  100  countries. 
Half  of  Europe’s 
multinationals  use 
our  services. 

GNS  links  your 
international  divisions. 
Then  we  monitor  and 
support  those  links  world¬ 
wide,  bill  in  one  currency, 
and  offer  a  portfolio  of 
applications — a  single¬ 
vendor  solution  that 
makes  your  life  easier 


Always  a  Next  Step . 

With  Global  Communications  From  BT. 


Staying 


Closer 


When  BT  is  there  for 
your  global  communi¬ 
cations  program,  you  have 
a  consulting  partner  who’ll 
help  plan  your  network. . . 
customize  and  simplify. . . 
make  sure  everything 
plugs  in  where  it  should 
at  locations  worldwide. 

If  you  want,  we’ll  manage 
it  end-to-end. 

But  we  know  that 
partnership  goes  beyond 
just  making  things  work. 
It  means  understanding 
your  business  strategies 
and  corporate  culture. . . 
tailoring  solutions  to  meet 
your  challenges,  matching 
our  global  technology  to 
your  local  needs.  Helping 
you  go  further  with  your 
business,  and  stay 
closer  to  your  customers. 

Before  you  take  the  next 
step,  call  1-800-872-7654 
(US)  or  1-800-874-7654 
(Canada)  for  more 
information  and  our  Going 
Further  Staying  Closer 
brochure. 

Global  Network  Services 
ExpressLANE" 
Frame  Relay 
Videoconferencing 
EDI*Net® 

BT  Messaging  Services 
Electronic  Transaction 
Services 


Come  see  us  at  INTEROP  -  Booth  #2431 


©  British  Telecommunications  pic  1 992  2025-205E 


ENTERPRISE  NETWORKING 


INTERNETWORKING  •  SERVICES  •  NET  MANAGEMENT 


IN  BRIEF 

Global  net 
agreement 

■  Six  international  tele¬ 
communications  carriers 
have  signed  a  Global  Net¬ 
working  Project  agree¬ 
ment  under  which  each 
carrier  will  contribute  ca¬ 
pacity  on  its  underseas  fi¬ 
ber-optic  networks  to  pro¬ 
vide  a  worldwide,  shared- 
facilities  network.  As  a  re¬ 
sult,  each  carrier  will  be 
able  to  access  capacity  on 
the  shared  network  on  a 
more  flexible,  as-needed 
basis  for  restoration  of  ser¬ 
vice  after  a  network  failure 
or  to  meet  sudden  unantici¬ 
pated  swings  in  user band¬ 
width  demand,  the  consor¬ 
tium  said. 

The  six  carriers  are 
AT&T,  BT,  Deutsche  Bun- 
despost-Telekom,  France 
Telecom,  Australia’s  OTC 
and  Japan’s  Kokusai  Den- 
shin  Denwa. 

■  Ingram  Micro,  Inc.  will 
begin  distributing  Reach 
Software  Corp.’s  electron¬ 
ic-mail  products  in  North 
America  this  month,  Reach 
said  last  week.  A  joint  pro¬ 
motion  provides  resellers 
with  free  trial,  1 0-user  ver¬ 
sions  of  Reach  products 
when  purchasing  Novell, 
Inc.’s  NetWare  Version 
3.11. 


Seeking  help  in  overseas  networking 

Telecom  users  explore  their  global  network  outsourcing  options  at  Yankee  Group  conference 


BY  ELISABETH  HORWITT 

CW  STAFF 


NEW  YORK  —  No  one  came  up 
with  a  universal  definition  for  net¬ 
work  outsourcing  at  the  recent 
Yankee  Group  Global  Network 
Strategies  conference.  However, 
telecommunications  managers 
agreed  that  they  would  love  to 
turn  the  grunt  work  of  provision¬ 
ing,  managing  and  supporting 
their  overseas  networks  over  to 
someone  else.  The  problem  is 
finding  the  right  carrier,  or  con¬ 
sortium  of  carriers,  to  do  it. 

“U.S.  multinationals  are  in¬ 
vesting  in  global  networks  during 
the  ’90s  the  way  they  invested  in 
domestic  networks  in  the  '80s: 
spending  about  20%  of  their  com¬ 
munications  budgef  ’  on  expand¬ 
ing  networks  overseas,  said 
Berge  Ayvazian,  vice  president  of 
communications  research  at  The 
Yankee  Group. 

According  to  Ayvazian,  such 
companies  require  the  following 
types  of  help  for  their  global  net¬ 
works: 

•High-quality,  reliable  circuits 
that  do  not  deteriorate  once  they 
travel  beyond  major  metropoli¬ 
tan  areas. 

•A  single  point  of  billing  that 
takes  one  kind  of  currency. 
•Trouble  management  and  res¬ 
toration  of  circuits. 

•  Coordination  among  and  inter¬ 
operability  between  carriers. 

In  addition,  such  companies 
strongly  desire  —  if  not  require 


—  rapid  service  delivery,  service- 
level  guarantees,  value-added 
customer  services  and  reduced 
operational  costs,  Ayvazian  said. 

However,  cost  consideration 
was  the  least  important  criterion 
for  choosing  a  global  network 
provider,  according  to  a  recent 
Yankee  Group  survey  of  68  U.S.- 
based  multinational  companies. 
The  top  priority  was  compression 


Source:  The  Yankee  Group 


of  lead  times  for  deploying  new 
circuits  and  services. 

Users  and  analysts  agreed 
that  it  is  now  virtually  impossible 
for  multinational  firms  to  get  all 
their  global  networking  needs 
met  by  one  carrier  or  even  by  one 
of  the  recently  formed  carrier 
consortia. 

General  Electric  Co.,  for  ex¬ 
ample,  is  meeting  a  broad  range 


CW  Chart:  Michael  Siggins 


of  user  needs  and  applications  by 
implementing  a  combination  of 
Integrated  Services  Digital  Net¬ 
work,  frame  relay,  Asynchronous 
Transfer  Mode  and  inverse  mul¬ 
tiplexing,  delivered  by  several 
different  carriers,  according  to 
Barry  Volante,  program  manager 
of  telecommunications  planning. 

Bevy  of  choices 

Major  carriers  such  as  AT&T, 
Sprint  Corp.,  MCI  Communica¬ 
tions  Corp.,  Infonet  and  BT  have 
introduced  a  range  of  outsourc¬ 
ing-like  services,  including  man¬ 
agement  and  maintenance  of  us¬ 
ers’  networking  equipment, 
one-stop  billing  and  one-source 
troubleshooting  of  multicarrier 
network  problems. 

“Is  this  network  outsourc¬ 
ing?”  Ayvazian  asked  at  the  con¬ 
ference.  “No  one  is  running  your 
mainframes:  there  is  no  transfer 
of  personnel.  But  the  carriers  are 
managing  your  networks.” 

A  growing  number  of  multina¬ 
tionals  are  opting  for,  or  are  at 
least  considering,  some  form  of 
global  network  outsourcing,  ac¬ 
cording  to  Yankee  Group  senior 
analyst  Roberta  Wiggins.  It  of¬ 
fers  a  chance  to  downsize  or  even 
eliminate  overseas  telecom  staff, 
as  well  as  offload  the  hassle  of 
dealing  with  a  dozen  foreign  car¬ 
riers,  each  with  its  own  currency 
and  language,  Wiggins  pointed 
out.  Furthermore,  users  are  en¬ 
couraged  by  seeing  companies 
Continued  on  page  72 


Standard  complaints 

Differences  in  standards  throughout  the  world  present  the  biggest 
challenge  for  U.S.-based  managers 


Respondents  were  asked  how  large  a  problem  each  of  the 
following  is  in  operating  international  networks 


Inconsistent  standards  • 
Tariffs  • 
Backup  circuits  • 
No  end-to-end  management  • 
Delivery  lead  times  • 
Inconsistent  service  • 
No  diverse  routing  • 
Fault  reporting  • 
Cost  monitoring  • 
Circuit  quality  • 
Lack  of  qualified  staff  • 
Equipment  approval  • 
Resale  restrictions  • 


Base:  68  Difficulty  g.ai  Extreme  difficulty 
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Great  expectations  for 
multimedia  courtship 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


CHICAGO  —  Multimedia  net¬ 
working  has  come  to  the  love¬ 
lorn. 

Great  Expectations,  Inc., 
which  claims  to  be  the  largest  dat¬ 
ing  franchise  in  the  country,  is  in¬ 
tegrating  its  135,000-member  da¬ 
tabase  with  photographs  and 
TV-quality  desktop  video  over 
Arcnet-based  local-area  net¬ 
works  to  make  romance  consum¬ 
erism  more  efficient 

The  dating  service’s  members 
can  opt  to  search  for  potential 
mates  across  a  set  of  specific  vari¬ 
ables,  such  as  “30-year-old  wom¬ 
en  who  like  The  Beaties  and  in¬ 
vestments.”  They  can  then  click 
on  the  names  found  and  access 
each  qualified  individual’s  photo¬ 


graph  and  introductory  video¬ 
tape  from  a  networked,  in-office 
workstation,  said  Jim  Ditkowsky, 
senior  marketing  representative 
at  the  Chicago  site. 

Going  'Platinum' 

The  Great  Expectations  service, 
called  “Platinum,”  has  contribut¬ 
ed  to  the  Chicago  office’s  25%  in¬ 
crease  in  dollar  sales  since  the 
system  went  live  last  fall,  he  said. 
Platinum  is  running  in  nine  of  the 
company’s  43  locations. 

Most  dating  services  require 
members  to  consult  a  binder  con¬ 
taining  photographs  and  profiles 
of  would-be  partners.  They  then 
plug  in  a  videotape  containing 
multiple  videos  that  members 
have  recorded  to  introduce  them¬ 
selves,  fast-forward  to  the  pros¬ 
pect  of  their  choice  and  view  a 


full-motion  video  of  their  poten¬ 
tial  date  on  a  television  screen. 

Great  Expectations  also  offers 
this  approach  for  a  lower  mem¬ 
bership  fee.  But  singles  apparent¬ 
ly  have  less  time  these  days  to 
spend  on  screening 
dates  and  fumbling 
with  paper  and  VHS 
cassettes.  H 

“We’re  seeing 
more  shoppers  for 
dating  services  and 
more  competition,”  ^ 

Ditkowsky  said.  “But  ^ 

as  soon  as  a  shopper  sees  Plati¬ 
num,  they  sign  right  up  with  us.” 
About  one-third  of  Great  Expec¬ 
tations’  Chicago-area  members 
have  gone  Platinum. 

However,  Great  Expectations 
founder  and  President  Jeffrey 
Ullman  said  he  is  ambivalent 
about  automating  a  business  that 
hinges  on  emotions.  “I’m  both  in¬ 
trigued  and  terrified,”  he  said. 
“While  Platinum  can  be  a  time- 
saver  to  our  busy  members,  the 
potential  detriments  are  that  it 
may  overemphasize  the  visual  in 


lieu  of  other  qualities.” 

Houston  software  developer 
Dataseek,  Inc.  provides  the  data¬ 
base  management,  application, 
digitizing,  compression,  net¬ 
working  and  storage  services  for 
“tens  of  gigabytes  of 
data”  to  the  dating 
service’s  local  of- 

HA  flees,  said  Mark  Ev- 
HB  erding,  Dataseek 
president. 

Dataseek  keeps 
a  mirror  version  of 
Great  Expectations’ 
data  and  comes  in  twice  a  month 
to  update  the  server’s  hard  disks. 
Ditkowsky  said  he  suspects  that 
with  the  advent  of  Integrated  Ser¬ 
vices  Digital  Network  (ISDN)  — 
the  long-coming  high-speed  digi¬ 
tal  public  network  —  Dataseek 
will  be  able  to  update  the  servers 
remotely. 

Ditkowsky  is  looking  to  ISDN 
to  allow  him  to  offer  Platinum  to 
members  in  their  homes,  as  well 
as  other  services  such  as  real  es¬ 
tate  and  job  searches,  limited  “on¬ 
ly  by  the  imagination,”  he  said. 


The  Dataseek  application 
runs  on  top  of  ProtoComm,  Inc.’s 
VideoComm  video  server  soft¬ 
ware,  which  is  a  Novell,  Inc.  Net¬ 
Ware  Loadable  Module.  The  un¬ 
derlying  LAN  isThomas-Conrad, 
Inc.’s  proprietary  100M  bit/ sec., 
Arcnet-based  Thomas  Conrad 
N  etworking  System. 

Each  videotape  consumes  6M 
to  12M  bytes  of  storage.  Data¬ 
seek  has  daisy-chained  1.7G  byte 
disk  drives  together  to  each  MS- 
DOS-based  LAN  server  to  store 
10G  bytes  of  videos  locally,  Dit¬ 
kowsky  said. 

The  videos  are  stored  locally 
“because  T1  lines  between  sites 
are  too  expensive,”  and  just  one 
video  at  a  time  can  run  over  a  Tl, 
Everding  said.  In  addition,  high 
LAN  speeds  are  needed  for  TV 
quality,  he  explained. 

However,  sites  within  a  region 
—  such  as  those  in  Chicago,  sub¬ 
urban  Schaumburg,  Ill.,  and  Mil¬ 
waukee  —  are  networked  via  low- 
speed  lines  through  a  Dataseek 
host  for  exchanging  date  re¬ 
quests  and  responses. 
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Nearly  2  million  people  around  the  world  have  given 
cc:Mail  a  vigorous  thumbs  up.  And  for  good  reason. 

cc:Mail  allows  you  to  send  messages 
transparently  and  maintains  a  consistent 
RS  set  of  features  across  all  these  major 
]5  platforms.  That’s  because  it  was  built 

from  the  ground  up  to  support  network 
environments  made  up  of  different  platforms 
and  LANS-adesign consideration  that  seems  to  elude 
most  e-mail  systems.  Further,  it’s  the  only  system  that 
gives  you  a  wide  range  of  options  for  enterprise-wide 


LAN  TIMES 


readei 

CHOIC1 
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connectivity.  cc:Mail  can  even  exchange  mail  messages 
with  most  mini  and  mainframe  mail  systems  such  as 
IBM'  PROFS  and  offers  gateways  to  public  e-mail 
services  such  as  MCI  Mail!  And  cc:Mail  runs  smoothly 
on  any  server  or  network  operating  system,  in  any 
configuration.  All  of  which  makes  it  easier  for  you  to 
maintain,  administer,  and  install.  And  put  your  faith  in. 

cc:Mail  offers  an  impressive  set  of  administration 
tools.  Such  as  Automatic  Directory  Exchange,  a  product 
which  automatically  collects  any  changes  made  to  the 
directory  and  updates  the  entire  network.  It’s  also  the 


©  1992  Lotus  Development  Corporation.  All  rights  reserved.  cc:Mail  is  a  trademark  of  cc:Mail,  Inc.,  a  wholly  owned  subsidiary  of  Lotus  Development  Corporation.  IBM,  0&2  and  PROFS  are  registered  trademarks  of  International  Business  Machines  Corpoi 


■  iliirni  hint 


first  package  of  its  kind  that’s  built  on  a  new,  fully 
scalable  messaging  architecture.  Which  means  it  can 
accommodate  5  to  500,000  users.  And  grow  along  with 
your  business.  One  more  thing:  cc:Mail  has  won  every 
major  industry  award,  including  the  Windows  Magazine 
1992  WinAward  and  ComputerWorld’s  1992 
LAN  Brand  Preference  award. 

So  if  you’re  looking  to  standardize  your 
e-mail  system,  look  to  cc:Mail,  the  award¬ 
winning  system  that  gives  you  enterprise¬ 
wide  connectivity,  scalability  and  reliability— the  kind 
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nearly  2  million  people  count  on  everyday. 
|]  VIE  For  a  free  demo  disk  of  the  cc:Mail 

Macintosh;  Windows;  UNIX;  or  DOS 
Platform  Pack,  call  us  at  1-800-448-2500. 
With  all  the  stamps  of  approval  we’ve  received, 
we’re  still  missing  one  very  important  one:  yours. 
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cc:Mail 


I  intush  is  a  registered  trademark  of  Apple  Computer.  Inc.  Windows  is  a  trademark  of  Microsoft  Corporation.  MCI  Mail  is  a  registered  trademark  of  MCI  Communications  Corporation.  UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories.  Inc. 
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Dolphin  monitor  gains  error  troubleshooting 


BY  ELISABETH  HORWITT 

CW  STAFF 

NORCROSS,  Ga.  —  Dolphin  Net¬ 
works,  a  division  of  Digital  Tech¬ 
nology,  Inc.,  has  enhanced  its 
line  of  network  management 
tools  with  Dolphin  Expert  Sys¬ 
tem  Protocol  (ESP),  a  family  of 
network  protocol  analyzers  that 
are  said  to  provide  real-time  mon¬ 
itoring  and  analysis  of  local-area 
network  traffic  and  error  events. 

Dolphin  ESP  reportedly  incor¬ 
porates  an  expert  system  that 
automatically  troubleshoots 
problems  on  Arcnet,  Ethernet  or 
Token  Ring  LANs.  The  product 
consists  of  a  DOS-based  software 
program  and  a  customized  16-bit 
Industry  Standard  Architecture 
card  that  monitors  one  of  the 
above  network  topologies. 

The  products  can  analyze  sev¬ 
en  network  protocols,  including 
Novell,  Inc.’s  IPX/SPX,  Trans¬ 
mission  Control  Protocol/Inter¬ 
net  Protocol,  Banyan  Systems, 
Inc.’s  StreetTalk,  Apple  Comput¬ 
er,  Inc.’s  AppleTalk,  Open  Sys¬ 
tems  Interconnect  and  NetBIOS, 
Dolphin  said. 

The  network  manager  can  set 
the  product  to  “trigger  an  alarm 
when  it  sees  an  error  of  a  particu¬ 
lar  type,”  said  Dolphin  spokes¬ 
man  Philip  Kim.  The  alert  is  for¬ 
warded  to  the  network  manage¬ 
ment  platform,  where  it  is  dis¬ 


played  on  the  screen;  the  plat¬ 
form  can  then  take  control  of  the 
remote  protocol  analyzer  to  de¬ 
termine  the  source  of  the  prob¬ 
lem,  Kim  said.  The  expert  system 
can  provide  diagnosis  and  sug¬ 
gestions  to  the  user. 

Triggers  can  be  based  on  Me¬ 
dia  Address  Control  addresses, 


protocol  type,  frame  size,  bad 
frames  and  user-defined  pat¬ 
terns,  the  company  said.  The  Arc- 
net  version  is  priced  at  $995,  the 
Ethernet  version  at  $1,495  and 
the  Token  Ring  version  at  $1,995. 

In  addition,  Dolphin  expects 
to  release  in  first-quarter  1993 
Dolphin  ESP  Plus,  which  will 


come  on  its  own  portable  person¬ 
al  computer,  the  company  said. 
The  PC  will  be  configurable  with 
two  cards  to  concurrently  sup¬ 
port  analysis  of  two  types  of  LAN 
topology,  Dolphin  said.  The  sys¬ 
tem  will  also  support  Fiber  Dis¬ 
tributed  Data  Interconnect,  To¬ 
ken  Ring  and  Ethernet,  with  an 


optional  $495  Arcnet  card. 

In  addition,  one  ESP  Plus  sta¬ 
tion  will  be  able  to  send  traffic 
across  a  wide-area  network  link 
to  another  station,  with  both  sta¬ 
tions  reporting  their  analysis  of 
the  packets  being  sent,  Kim  said. 
This  will  allow  network  managers 
to  pinpoint  d  trouble  source  that 
is  changing  the  packets  en  route, 
he  added. 

ESP  Plus  will  cost  $29,995. 


New  3M  Floptical®  diskettes  may  look  like 
ordinary  3.5-inch  diskettes,  but  they  offer 
over  28  times  the  capacity*— at  a  low 
system  and  media  cost. 

As  the  world  s  largest  manufacturer  of 
H  media,  3M  is  a  leader  in  producing  the  new 
U  Floptical  diskette  using  a  unique  combina- 
RH  H  tion  of  magnetic  recording  and  optical 
MEGABYTE*  servo  track  technology.  Optical  tracks  are 
engraved  on  the  barium-ferrite  media  surface  so  the 
drive  can  read  more  data  more  precisely  (1,245  tracks 
per  inch  vs.  135  on  standard  floppies).  This  not  only  gives 
you  increased  capacity  but  also  improved  reliability 
and  performance. 


Co-developed  by  IBM  and  3M,  the  new 
3M  ECart™  14-inch  tape  cartridge  for  the 
new  family  of  3490E  drives  delivers  the 
same  proven  reliability  you’ve  come  to 
expect  from  3M  3480  cartridges— with 
up  to  twelve  times  the  capacity  of  the 
original  uncompacted  3480  cartridges, 
a  new  shell  and  improved  cartridge 
handling  features. 

GIGABYTE  You’ll  save  time,  money  and 
storage  space  because  a  single  ECart  tape  cartridge  can 
now  store  more  than  two  gigabytes  of  data. 


NEW  DEALS 

DOE, 
Sprint  to 
help  lab 

■The  Department  of  En¬ 
ergy  and  Sprint  Corp. 

have  announced  a  program 
to  upgrade  the  University 
of  California  Lawrence  Liv¬ 
ermore  National  Laborato¬ 
ry  data  network.  Under  a 
$50  million  agreement, 
Sprint  will  provide  Asyn¬ 
chronous  T  ransfer  Mode 
(ATM)  service,  and  TRW 
Electronic  Systems  Group 
will  provide  1 1  ATM 
switches  handling  speeds 
of  up  to  622M  bit/ sec. 

■  BT s  Global  Network 

Services  (GNS)  and  Syn- 
cordia  network  outsourc¬ 
ing  subsidiaries  will  work 
on  a  three-year  contract  to 
provide  a  British  Petro¬ 
leum  Co.  subsidiary,  BP 
Chemicals,  with  a  global 
network.  GNS  will  link  BP 
Chemicals’  sites  to  a  back¬ 
bone  network,  managed  by 
Syncordia,  that  will  stretch 
across  20  countries.  The 
contract  is  valued  in  the 
millions,  BT  said. 


E  Cart  “ 

3490E  compatible 


•Capacity  comparison  based  on  wBina!  capacity  between  a  1MB  formatted  diskette  and  a  formatted 
Floptical  diskette  Products  notedjHuire  compatible  drives.  Actual  storage  capacity  may  vary  depending  on 
drive  and  formatting  requirementjSBtagnus"  is  a  trademark  of  3M  "Floptical"  is  a  registered  trademark  of 
INSITE  Peripherals,  c  1992  3M  m® 
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Proginet  claims  IBM-OSI  price 


BY  ELISABETH  HORWITT 

CW  STAFF 


UNIONDALE,  N.Y.  —  Help  is  on 
the  way  for  users  who  would  like 
their  IBM  hosts  to  exchange  files 
with  other  vendors’  systems  via 
Open  Systems  Interconnect’s 


(OSI)  FTAM  protocols  but  who 
are  put  off  by  the  $300,000  price 
tag  of  IBM’s  OSI  Communica¬ 
tions  Subsystem. 

Proginet  Corp.  last  week  intro¬ 
duced  Host.FTAM,  an  implemen¬ 
tation  of  OSI  File  Transfer,  Ac¬ 
cess  and  Management  (FTAM) 


on  IBM  MVS/ESA  hosts  that  pro¬ 
vides  more  file-transfer  function¬ 
ality  than  IBM’s  product,  at  pric¬ 
es  beginning  at  $85,000,  accord¬ 
ing  to  Proginet  spokesman  Brian 
Berns. 

Proginet  will  coannounce  its 
product  with  Novell,  Inc.,  and  the 


edge 

two  vendors  will  guarantee  inter¬ 
operability  between  Host.FTAM 
and  Novell’s  FTAM  product, 
Berns  said.  In  addition,  Proginet 
is  currently  working  to  test  inter¬ 
operability  between  its  product 
and  FTAM  software  from  compa¬ 
nies  such  as  Tandem  Computers, 


Inc.,  Hewlett-Packard  Co.  and 
Digital  Equipment  Corp.,  he  add¬ 
ed. 

Proginet  is  talking  with  IBM 
about  possibly  making  Host. 
FTAM  available  through  OEMs 
or  integrating  it  with  IBM  prod¬ 
ucts,  according  to  sources  close 
to  Proginet. 

Proginet  Vice  President  Joe 
Mohen  said  the  firm  will  initially 
target  government  organizations 
and  contractors  that  are  moving 
to  OSI  under  the  Government 
OSI  Profile  as  well  as  internation¬ 
al  organizations  that  need  to  com¬ 
municate  with  Europe,  where 
OSI  is  mandated  by  many  gov¬ 
ernments. 


High  capacity  in  a  compact  size,  3M  3.5* 
inch  Rewritable  Optical  Disks  give  you 
quick  random  and  direct  access  to  data 
with  the  ability  to  erase  and  rewrite. 

Designed  for  the  rigors  of  reuse,  3M 
has  combined  advanced  manufacturing 
MEBABYTE  teclmologies  and  a  patented  dielectric  layer 
on  the  disk  surface  for  more  stable,  reliable  performance 
and  improved  media  life.  Factory  formatted  to  save  time, 
3M  3.5 -inch  Rewritable  Optical  Disks  are  guaranteed 
for  the  life  of  the  product  and  are  available  worldwide. 


With  fast  transfer  rates  up  to  36 
megabytes  per  minute  and  access 
times  faster  than  30  seconds, 

3M  14-inch  data  cartridges  offer  a 
fast  and  reliable  choice  for  data 
backup.  In  fact,  no  other  backup 
media  capacity  is  growing  faster— 
along  a  planned  migration  path 
that  will  soon  reach  10  gigabytes  and  beyond. 

Whether  you  use  our  mini  14-inch  data  cartridges 
or  need  more  capacity  from  3M  Magnus™  1.35  gigabyte 
data  cartridges,  you’ll  find  they’re  built  for  durable, 
reliable  performance. 


i  borage  solutions. 


More  businesses  protect  important  information  on  3M  brand  data 
storage  products  than  any  other  brand  in  the  world.  For  more 
information  call  1-800-888-1889  ext.  51. 


Innovation  working  for  you 


Daily  recommendation 

The  U.S.  Department  of  Agricul¬ 
ture  (USDA)  currently  uses 
IBM’s  FTAM  product  to  enable 
IBM  hosts  to  exchange  files  with 
Data  General  Corp.  and  Unix  sys¬ 
tems,  according  to  Doug  Harsha, 
a  computer  specialist  at  the  Fort 
Collins,  Colo.,  agency. 

FTAM  provides  certain  fea¬ 
tures  that  the  Transmission  Con¬ 
trol  Protocol/Internet  Protocol’s 
File  Transfer  Protocol  counter¬ 
part  “simply  doesn’t  have,”  Har¬ 
sha  said. 

However,  current  vendor  im¬ 
plementations,  including  IBM’s, 
lack  some  of  FTAM’s  richer  fea¬ 
tures  —  in  particular,  a  “very  im¬ 
portant”  Checkpoint  Restart  fea¬ 
ture  that  enables  a  system  to  pick 
up  a  file  transfer  where  it  left  off 
after  an  outage,  he  added. 

Proginet’s  Host.FTAM  re¬ 
portedly  supports  the  recovery 
feature.  The  USDA  is  awaiting 
documentation  in  order  to  evalu¬ 
ate  the  product,  Harsha  said. 

International  trial 

The  Boeing  Co.  also  plans  to  eval¬ 
uate  Proginet’s  Host.FTAM,  ac¬ 
cording  to  Laurie  Bride,  manager 
of  communications  technology  at 
the  aerospace  company’s  com¬ 
puter  services  division.  As  an  in¬ 
ternational  company,  Boeing 
wants  OSI’s  ability  to  provide  a 
common  scheme  for  addressing 
users  on  a  global  basis.  “Plus  OSI 
has  a  general  richness  of  ser¬ 
vices,”  Bride  said. 

Boeing  installed  IBM’s  OSI 
Communications  Subsystem  last 
fall  but  has  no  plans  to  use  it  in 
production  “at  this  point  in  time,” 
she  said.  She  would  not  offer  an 
explanation.  Like  the  USDA  Boe¬ 
ing  is  “particularly  interested”  in 
Host.FTAM’s  Checkpoint  Re¬ 
start  feature,  Bride  said. 


SELL  MORE 
PRODUCT. 

Advertise  in  Computerworld’s 
Product  Showcase.  It  works. 

800-343-6474 
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The  Compaq  ProSig 


PCS 


The  Same  Impact AsYXjr R 


Not  long  ago,  we  introduced  PCs  that  established  us 
as  the  new  leader  in  affordable  computing.  To  that  we 
now  add  the  COMPAQ  ProSignia  Family  of  PC  Servers: 
delivering  a  new  level  of  performance,  affordability 
and  support  by  establishing  a  new  class  of  PC  servers. 

Ironically,  the  more  support.  All  at  an  excep- 


critical  your  PC  network 
becomes,  the  more  likely 
your  network  server  will 
prove  inadequate. 


tional  price. 

In  other  words,  a  break¬ 
through. 

In  still  other  words,  the 


The  faster  you  need  new  COMPAQ  ProSignia 

something,  the  slower  it 

PROCESSORS:  chip  upgradable 

486/33  or  486DX2  / 66  EXPAN- 

delivers.  When  its  time  to 

SION:  7  32-Bit  EISA  bus  master 

slots  STORAGE:  over  6GB  inter- 

upgrade  or  expand,  you 

nal  in  8  bays  HARD  DRIVES: 
Fast-SCSI-2  (330MB,  S50MB, 

find  yourself  at  the  tech- 

1.05GB),  Drive  Array  Pairs  (680A1B, 
1.02GB),  IDE  (210MB,  340MB, 

nological  equivalent  of  a 

510MB)  DRIVE  CONTROLLER: 

Integrated  or  optional  32-Bit 

dead-end  street. 

Fast-SCSI-2,  IDA-2,  or  Integrated 
IDE  (on  models  1  /  EL  and  340/  W) 

Which,  needless  to  say, 

NETWORK  CONTROLLER: 

Preinstalled  32-Bit  NetFlex  Control- 

can  be  a  problem. 

ler  SERVER  MANAGEMENT: 

INSIGHT  Server  Management 

What  you  need  is  an 

Framework  RAM:  4-128AIB  oj 

J 

industry-standard  SIMMS  WAR- 

easy-to-manage  system  of- 

RANTY:  Free  three-vear,  parts  and 

labor,  on-site **  warranty  SUP- 

fering  high  performance, 

PORT:  Free  24-hour,  7-day  hard- 

ware  support,  optional  multi-vendor 

flexibility  and  extended 

network  operating  system  support. 

For 


starters, 


the  COMP) 


ProSignia  486/3T 

(  / 

outperforms  compara¬ 


bly  configured  IBM  and 
Dell  servers  by  83%  and 
64%,  respectively.*  (Both 
of  which,  by  the  way,  are 
much  more  expensive.) 

In  not-so-simple  terms, 
here’s  how  we  did  it: 

Compaq  ProSignia 

disk-configured  models 
come  standard  with  an  all- 
new  32-Bit  Fast-SCSI-2 
Controller  that  performs 
twice  as  fast  as  old  SCSI 
technology.  As  well  as  a 
preinstalled,  COMPAQ 
32-Bit  NetFlex  Controller 
that  works  with  Ethernet 
or  Token  Bing.  And  for 
those  who  require  truly 


1  ompaijt  i  wnputcr  Corporation  All  Right*  Reserved.  COMPAQ  Registered  US  Patent  and  trademark  Office.  ProSignia,  NetFlex  and  CompatjCarv  are  trademarksufCompaqCotaputer  Corporation.  Product  names  mentioned  herein 

mav  be  trademarks  and/or  registered  trademarks  ot  their  respective  companies.  ‘Results  from  running  PC  Week  Pile  Server  Shoutout  test .  All  products  with  1 6  MB  of  RAM .  COMPAQ  ProSignia  with  integrated  12  -Bit  Fast  SCSI-  2  Controller  and 
lour  S  50MB  Fast  SCSI  2  Hard  I  )rive*.  I  >cll  Power  Line  4S0SF  with  Dell  SCSI  Controller  and  four  650MB  SCSI  Hard  Drives.  IBM  PS/2  XP4U6/ 50  Model  95  with  IBM  SCSI  Controller  and  four  400MB  SCSI  Hard  Drives  ‘This  service,  provided 


Ierver.We  Expect  It  To  H  ave 
Recently  Introduced  PCs. 


extraordinary  capabilities, 
we  offer  an  optional  32-Bit 
I  DA -2  Controller. 

All  of  which  means  it 
takes  a  lot  less  time  to  get 
a  lot  more  done.  No  more 
waiting  for  files.  No 
more  staring 


blankly 


at  a  com 


puter 


that 


screen 


stares  just  as 
blankly  back. 

The  COMPAQ 
ProSignia  is  also  the 
first  affordable  PC  server 
incorporating  advanced 
management  technolo¬ 
gies.  Included  is  a  set  of 
simple-to-use  features 


maintain  better  control 
over  your  entire  network, 
but  can  also  anticipate, 
and  help  prevent,  poten¬ 
tial  problems. 

The  simple  translation: 
Fewer  headaches.  For  you. 
For  users.  Forever. 

We’ve  even  turned 


up  the  volume  on  our  ser¬ 
vice  and  support  program. 
You  get  a  full  three -year, 
on-site  limited  warranty, 


7-day-a-week  technical 
support.  Free. 

CompaqCare  also  now 
includes  our  optional  Ad¬ 
vanced  Network  Support 
Agreement,  a  comprehen¬ 
sive  selection  of  systems- 
related  support  services 
that  can  be  customized 
to  meet  your  needs. 

learn  how  easy  it 
is  to  get  up  and 
running,  just  call 
1-800-345-1518 
in  the  U.S.,  or 
1-800-263-5868 
in  Canada. 

You’ll  find  out  why 
the  COMPAQ  ProSignia 
represents  such  an  excep 
tional  value.  And  why  it 
will  undoubtedly  make  a 
big  impression.  On  the 


The  COMPAQflroSignia  starts  at  under 
$2,700f  and  is  designed,  tested  and 
certified  to  run  NetWare  flawlessly.  We 
even  offer  NetWare  from  Compaq  to  op¬ 
timize  server  management  capabilities. 


With  only  industry -standard  technolo¬ 
gies  and  an  easy-to-upgrade processor 
path,  the  COMPAQflroSignia  provides 
a  cost-ejjective  way  to  meet  today’s 
needs  today.  And  tomorrow’s  tomorrow. 


comPAa 


that  not  only  help  you  as  well  as  24-hour-a-day,  marketplace,  and  on  you. 


by  Contracted  Service  Providers,  is  specific  to  hardware  products  and  may  not  Ixr  available  in  certain  geographic  locations.  Consult  the  Compaq  Customer  Support  Center  for  details.  tSuggestcd  retail  price;  reseller  price  may  vary ;  price  indicated 
is  for  non -disk -configured  COMPAQ  ProSignia  486/3  3  Model  1  /EL,  not  pictured  here;  monitor,  NetPlex  Controller  not  included.  Models  including  hard  drive  ami  NetFlex  Controller  start  under  $4500.  The  Intel  Inside  logo  is  a  registered 

trademark  of  Intel  Corporation . 


ENTERPRISE  NETWORKING 


Frank  Russell  eases  into  outsourcing  with  BT 


BY  ELISABETH  HORWITT 

CW  STAFF 


TACOMA,  Wash.  —  Where  some  compa¬ 
nies  jump  into  network  outsourcing  with  a 
splash,  Frank  Russell  Co.  slipped  into  its 
outsourcing  deal  with  BT  gradually,  over  a 
period  of  years. 

The  financial  services  company  began 
using  BT  North  America,  Inc.  in  the  late 
1980s,  when  it  was  still  Tymnet.  “We  had 
no  big  applications”  to  cost-justify  Tym¬ 
net’s  X.25  packet-switched  services,  said 
Bill  Branson,  a  senior  network  engineer  at 
the  Tacoma,  Wash.,  financial  services 


Al  AT&T  Tridom,  there  is  nothing 
more  important  than  standing  by  our 
customers  —  and  it  shows. 

It  shows  in  the  1992  I/S  Brand 
R reference  survey  on  wide  area  networks 
conducted  by  Computenwrld  w  here  AT&T 
Tridom  swept  five  categories  including  Best 
Technology,  Best  Price/Performance,  Best 
Service/Support,  Best  Documentation, 
and  liefer  to  Do  Business  With. 


company.  When  Tymnet  offered  to  “do  a 
pilot  and  keep  the  costs  down,”  Frank  Rus¬ 
sell  took  a  chance. 

This  began  paying  off  as  users  started 
realizing  the  advantages  of  using  the  glob¬ 
al  X.25  connections  for  electronic-mail  ex¬ 
change,  particularly  with  sites  in  Australia 
and  other  parts  of  the  globe  where  tele¬ 
phone  calls  are  hard  to  set  up,  Branson 
said.  The  company  has  already  cost-justi¬ 
fied  its  X.25  network  service  on  E-mail 
alone,  he  added. 

X.25  connections  cost  about  40%  less 
than  a  star  configuration  of  9.6K  bit/sec. 
leased  lines  that  radiate  out  from  head- 


It  shows  in  the  1992  Users’  Choice 
survey  conducted  by  Data  Communica¬ 
tions  in  w'hich  AT&T  Tridom  was  voted 
the  Best  Overall  VSAT  Vendor  with  the 
Best  Technolog}’. 

And  it  shows  by  what  industry  analysts 
are  saving.  A  recent  Yankee  Group  report 
lauded  AT&T  Tridom’s  shared  hub  service 
capability,  technical  superiority,  and  facility 
for  combining  VSAT  technology  with  terres¬ 
trial  data  services. 


quarters  to  remote  sites,  according  to 
Branson. 

The  one  drawback  of  Tymnet  services 
was  that  connections  to  other  countries  in¬ 
volved  X.75  gateways  between  Tymnet 
X.25  links  and  foreign  carriers’  X.25  net¬ 
works.  Those  gateways  “had  a  perfor¬ 
mance  problem,”  Branson  said. 

Then,  in  1990,  BT  approached  Frank 
Russell  with  its  Global  Network  Services 
offering,  under  which  the  UK-based  carri¬ 
er  acts  as  a  single  point  of  contact  and  co¬ 
ordinator  of  customers’  global  networks. 
“We  liked  it;  it  offered  easier  coordination 
and  management”  of  links  to  various  parts 


These  achievements  have  occurred 
for  one  simple  reason:  We  make  it  our 
business  to  be  totally  responsive  to  our 
customers’  networking  needs. 

Give  us  a  call.  800-346-1 174 

404-426-426 1 ,  FAX:  404-5 14- 1 737 


of  the  world,  Branson  said.  “The  local  PIT 
connections  became  invisible.” 

Later  on,  the  financial  services  firm 
took  another  chance:  that  BTs  Synchro¬ 
nous  Data  Link  Control  (SDLC)  service 
would  be  reliable  enough  to  justify  getting 
rid  of  an  IBM  9370  host  in  London,  leaving 
London  users  dependent  on  an  SDLC- 
based  connection  to  the  Tacoma  host. 
This,  too,  paid  off,  enabling  Frank  Russell 
to  realize  substantial  cost  savings  by  elimi¬ 
nating  maintenance  and  lease  costs  of  the 
midrange  host,  Branson  said. 

“When  I  first  joined  the  company  I 
thought.  We’re  paying  BT  too  much;  we 
could  install  our  own  equipment,’  ”  Bran¬ 
son  recalled.  “But  with  BT  we  don’t  need 
to  deal  with  PITs  on  an  ongoing  basis;  and 
I  don’t  get  calls  in  the  night  like  I  did  with 
another  global  company.” 

Letting  BT  run  its  network  has  saved 
Frank  Russell  from  hiring  telecommunica¬ 
tions  people  to  do  the  job,  freeing  up  some 
money  to  hire  people  it  really  needs,  such 
as  capable  local-area  network  managers, 
Branson  said.  Global  network  outsourcing 
makes  sense  because  most  X.25-based 
wide-area  networks  require  the  same  ba¬ 
sic  management  skills,  no  matter  what  in¬ 
dustry  sector  the  user  happens  to  be  in  or 
what  the  configuration  happens  to  be,  he 
added. 

In  contrast,  LANs  go  all  the  way  up  to 
the  application  layer,  which  is  extremely 
industry-specific  and  product-specific, 
Branson  said.  Value-added  resellers  may 
be  technically  expert,  but  they  tend  to  be 
tied  to  a  particular  product,  “either  be¬ 
cause  they  are  in  with  some  vendor  or 
that’s  where  they  have  experience,”  he 
added.  “You  have  Novell,  and  they  say, 
“You  really  ought  to  have  [Microsoft 
Corp.’s]  LAN  Manager.’  ” 

Seeking  help  for 
overseas  nets 

CONTINUED  FROM  PAGE  65 

such  as  J.  P.  Morgan  &  Co.,  Unilever  Corp. 
and  GE  win  impressive  concessions  in  out¬ 
sourcing  contracts.  “J.  P.  Morgan  chose 
BT  because  BT  was  willing  to  customize 
and  agree  to  cash  penalties”  if  certain  ser¬ 
vice  levels  were  not  met,  Wiggins  said. 

With  outsourcing  services  just  begin¬ 
ning  to  emerge,  it  is  up  to  users  with  clout 
to  pressure  the  carriers  to  meet  their 
needs,  Volante  said. 

“Some  years  ago,  a  vendor  told  us,  Tour 
U.S.  network  needs  40  nodes.’  I  said,  ‘It  on¬ 
ly  needs  20;  here’s  a  traffic  report.’  They 
replied,  ‘It  still  needs  40  nodes’  —  but  that 
was  based  on  where  their  nodes  were. 
They  were  trying  to  make  our  applications 
fit  their  network.” 

Aldus  Corp.,  a  Seattle-based  publishing 
and  presentation  software  company,  runs 
all  of  its  internal  applications  across  a  glob¬ 
al  client/server  network,  said  Don  Moore, 
manager  of  communications  technology. 

“We  decided  we  couldn’t  outsource  the 
whole  process,  but  we  wanted  one-stop 
shopping:  that  is,  end-to-end  service 
where  the  carrier  takes  100%  responsibil¬ 
ity"  for  the  links,  with  a  single  point  of  bill¬ 
ing  for  local  and  interexchange  services. 

Tips  that  Moore  gave  to  The  Yankee 
Group  audience  included,  “never  buy  on 
price  alone;  never  buy  something  that  is 
not  available  yet;  and  never  sign  a  large  or¬ 
der,  even  if  discounts  are  offered  for  big 
commitments.” 


AT&T  Tridom 


What  are  VSAT  users  saying 
about  AT&T  Tridom? 


Best  Overall 

AT&T  Tritium 

PREFER  lb 
BUSINESS  wi  III 


formalize  ill  all 
categoric*  Pr0' 
pellcd  AT&T 
Tridom  lo  Hie 
lop  spot  in  this 

!  data  comm 

User  Survey  Pie  company's  VSAT 
network  ottering  placed  first  In  elghi 
of  ihc  IP  technical  and  service  can 
Cjiorks.  AT&T  Tridom  earned  ns 
highest  inarms  for  network  reliability 
jnd  uvniluhiliiy.  It*  support  lor  dif¬ 
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“  I  can't  work  my  VCR 
and  they’re  expecting 
me  to  understand  this?” 

-Richard  Link,  Administrative  Assistant 


“  This  was  a  big  investment. 

I’m  still  waiting 
for  the  big  return.” 

-Peggy  Turner,  CFO 


“I  thought  you  said 
these  were  going 
to  increase  productivity.” 

-Greg  Collins,  Office  Manager 


0  ^ 


Presenting  a  com 
company  created  by 

During  the  1980s,  personal  computer  use  about  something,  our  instructor  can  be  by  your 

increased  by  over  5000%.  Even  so,  some  industries  side  in  a  flash.  And  all  our  rooms  come  equipped 


saw  productivity  in¬ 
crease  by  as  little  as 
one  percent. 

Surprised? 

Probably  not,  if  you 
have  been  listening 
to  the  complaints  from 
people  around  your  office.  Most 
often,  you  hear  that  computers  are 
difficult  to  work  with  or  too  hard 
to  learn. 

That’s  where  we  come  in.  Were 
ExecuTrain,  the  largest  computer 
training  company  in  the  country. 
ExecuTrain  has  over  65  locations 
in  the  U.S.  and  five  locations  in 
the  United  Kingdom  and  Mexico. 
We’ve  grown  this  large  by  helping 
companies  like  yours  get  the  most 
out  of  their  PC  or  Macintosh 


These  should  be  tools  of  the  trade,  not  obstacles.  Whether  you  work  on  a  PC  or 
a  Macintosh,  well  teach  you  how  to  get  the  most  from  your  software. 


We  offer  over  125 
different  courses.  Here  are 
just  a  few  of  them: 
Introduction  to  Computers 
Overview  of  PCs 
MicrosofCWindows 
DOS" 

Microsoft ®  Word 
Word  for  Windows' “ 
MultiMate  Advantage  IV  " 
WordPerfect ® 
Microsoft ®  Project 
PageMaker® 
Ventura  Publisher® 
Paradox " 
dBase  /V® 
Microsoft  Excel ® 
Lotus  1-2-3 ® 
Freelance ®  for  Windows’ “ 
Harvard  Graphics ™ 
Quattro  Pro" 

And  many  more. 


^/PxeaiTrain. 


^PxccuTrain 


When  it  comes  to  clear 
course  manuals, ExecuTrain 
wrote  the  book. 


computers. 

What’s  our  secret? 
It’s  actually  pretty  sim¬ 
ple.  We  figure  if  we 
design  the  ExecuTrain 
course  manuals  to  take 
things  concept-by-con¬ 
cept  and  also  hire  some 
of  the  best  instructors  in 
the  business,  well  end  up 
with  a  training  program 
that  can’t  be  beat. 

Let’s  say  you  were  going 
to  take  one  of  our  classes. 
The  first  thing  you’d  notice  is 
that  we  usually  only  allow  1 0 
students  in  each  class.  That 
way,  if  you  have  a  question 


with  computers,  an  over¬ 
head,  a  markerboard,  as 
well  as  a  special  projector 
that  shows  the  instructor’s 
computer  on  a  large  screen. 
We’ll  be  the  first  to 
tell  you  that  we  buy 
some  of  the  most  advanced  equipment  for  our 
classrooms.  Even  so,  our  most  valuable  classroom 
features  can’t  be  bought  in  a  store.  They’re  our 
instructors.  And  each  one  is  hired  based  on  his  or 
her  ability  to  do  one  thing:  Communicate.  After 
all,  we  can  teach  anyone  to  be  an  expert  on  a 
computer.  But  being  able  to  communicate  to  a 
roomful  of  students  is  a  talent  that  only  a  few 
people  have. 

Once  our  instructors 
have  introduced  you  to 
your  equipment,  they’ll 
introduce  you  to  our 
courseware.  There  is  a 
diskette  for  you  to  use  in 
your  practice  sessions 
and  a  course  manual 
that  makes  learning  pro¬ 
grams  such  as  Lotus  1-2-3 
as  simple  as  learning 
your  ABCs. 

One  of  the  best  things 
about  our  course  manuals 

We’ve  spent  years  developing  an  inter¬ 
national  system  of  computer  training 
centers  designed  to  help  you  get  the 
most  from  your 
computer 
software. 


puter  training 
popular  complaint . 


is  that  each  page  covers 
one  single  concept.  No 
long-winded  computer¬ 
ese  here.  Just  straight 
talk  about  whatever  it 
is  you're  working  on. 

By  the  time  you're 
through  with  the 
ExecuTrain  training 

Our  instructors  are  hired  based  on  how  program,  you'll  walk 
well  they  communicate.You  can  count  .  -.i  ,1  ,1  • 

on  being  taught  by  an  expert  with  a  0Ut  Wlth  three  thlngS- 
gift  for  clear,  patient  instruction.  The  first  will  be  the 

ability  to  work  your  way  inside  and  out  of 
your  computer  software.  The  second  will  be 
your  diskette  and  course  manual.  And  the 
third  will  be  our  telephone  number,  which 
you  can  use  as  often  as  you  like  when  you 
need  one  of  our  experts  to  refresh  your  mem¬ 
ory  about  the  soft¬ 
ware  you  were 
once  trained  on. 

Our  training 
program  also  in¬ 
cludes  our  money- 
back  guarantee. 

It  says,  in  plain 
English,  that  if 
you're  not  satis¬ 
fied  with  the  results  of 
our  program,  we'll  offer 
you  free  refresher 
courses  until  you're 
satisfied,  or  your  money 
back.  Guarantees  like 


After 


Before 


that  don't  come  along 
very  often. 

Which  is  just 
one  more  reason 
to  pick  up  your 
phone  and  give  us  a 
call.  We’ll  send  you  a 
free  Computer 
Training  Productivity 
Package  that  includes  a 
checklist  on  how  to 
make  a  good  computer 
training  decision, 
plus  a  brochure,  a 
schedule  of  classes 


Our  guarantee*  says, 
plain  and  simple,  that  if 
you’re  not  satisfied  with  our 
program,  we’ll  offer  you  free 
refresher  courses,  or  your  money 
back.  We  abo  have  unlimited 
phone  support  in  case  you  have 
questions  about  the  software 
you  were  trained  on. 


Independent 
research  telb 
us  that  over  70% 
of  our  customers 
notice  at  least  a 
30%  increase  in 
productivity  for 
inexperienced 
users  after  only 
one  day 
of  computer 
training. 


in  your  area,  a 
newsletter  and  a  copy  of  the  ExecuTrain 
Guarantee. 

What  are  you  waiting  for? 

We’re  ready  to  help  you  get  the  most 
from  your  PC  or  Macintosh.  So  sign  your 
office  up  for  one  of  our  programs.  And 
before  you  know  it,  the  only 
words  you'll  hear  won’t  be 
complaints.  They’ll  be 
words  of  praise. 


^ExecuTrain 

The  Computer  Training  Leader 

1-800-535-9479 


©1992  ExecuTrain  Corporation.  All  Rights  Reserved.  ExecuTrain  and  the  ExecuTrain  logo  are  registered  trademarks  of 
ExecuTrain  Corporation.  Lotus  1-2-3  is  a  registered  trademark  of  the  Lotus  Development  Corporation.  All  other  brand  and 
product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners.  *See  the  ExecuTrain  Guarantee  for  details. 
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Avoid  The  Big  BIND. 


Exploit  DB2  Packages  Now. 


New  Package/It  Makes  It  Easy  For  DBAs  To  Convert  To 
Packages  Quickly  And  Manage  Them  At  A  Record  Clip. 

By  automating  the  implementation,  conversion,  and  long-term  maintenance  of  DB2®  packages, 
PLATINUM  Package/It™  helps  DBAs  make  the  most  of  a  powerful  new  DB2  V2.3  feature. 

Binding  Database  Request  Modules  into  individual  packages,  which  are  then  bound  into  plans, 
avoids  time-consuming  plan  rebinding  problems,  saves  GPU  resources,  and  permits  easy  fallback 
.  from  load  module  backups  without  rebinding  related  plans.  DB2  packages  can  also  be 
V  fJLn  grouped  into  collections. 

With  Package/It,  you’ll  simplify  things  at  every  stage. 

Before  conversion,  Package/It  analyzes  existing  plans,  automatically  generating 
reports  that  help  determine  the  benefits  of  converting  DBRMs  to  packages.  Based  on 
these  reports,  plans  can  be  selected  for  rapid,  automatic  conversion. 

Likewise,  DBRMs  can  be  assigned  to  collections  with  ease. 

During  conversion,  Package/lt  provides  a  variety  of  options  to 
hinds  history.  maximize  the  entire  process.  Based  upon  your  specific 
requirements,  Package/It  can,  in  whole  or  in  part,  automatically  convert  DBRMs  into  packages. 

After  conversion,  Package/It  provides  a  DBA  with  an  array  of  package  management  services, 
including  automatic  retention  and  deletion  of  package  versions. 

With  Package/It,  you’ll  easily  determine  the  most  efficient  use  of  packages  on  DB2  subsystems, 
automate  the  conversion  to  packages,  and,  once  you’re  up-and-running,  efficiently  manage  DB2 
packages  at  the  DBRM,  collection,  and  plan  level. 

Please  call  us  at  1-800-442-6861  immediately.  It’s  the  best  advice  we  have  to  help  you  avoid  ever 
finding  vourself  in  a  reallv  big  bind* 

PLATINUM 

PLATINUM  technology,  inc. 

555  WatersEdge  Drive,  Lombard,  IL  60148  (708)  620-5000 


PACKAGE/IT 


MAKES  IT  r\LL  EASY 


•While  you’re  on  the  line,  ask  about  our  BIO  BIND  poster  for  DBAs.  For  asking,  well  send  you  one  free. 

©1992  PLATINUM  tcchtutlufiy.  inc  Package/It  is  a  trademark  of  PLATINUM  technology,  me.  All  rights  reserved.  IBM  and  DB2  are  registered  trademarks  of  International  Business  Machines  (Corporation. 


LARGE  SYSTEMS 
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COMMENTARY 


JeanS.  Bozman 

The  next 
generation 

A  new  genera¬ 
tion  of  relational 
databases  will  be 
able  to  toss  data 
to  one  another 
across  the  world 
in  real  time  and 
not  drop  a  bit  of  it. 

Those  products  will  be  widely 
available  in  1993  from  a  number 
of  RDBMS  vendors.  But  users 
know  that  building  distributed 
databases  will  not  be  as  easy  as 
playing  building  blocks  with  a 
shrink-wrapped  box.  They  know 
that  the  trick  to  distributed  data¬ 
bases  is  not  features  and  func¬ 
tions;  it’s  IS  management  and 
common  sense. 

Thus,  it  will  become  a  matter 
of  style  whether  an  IS  organiza¬ 
tion  moves  quickly  to  adopt  dis¬ 
tributed  databases  or  decides  to 
let  others  be  the  pathfinders. 
Some,  concerned  by  the  com¬ 
plexity  involved  in  multisite  up¬ 
dates,  have  elected  to  wait. 

“There  are  no  rules  and  no  ex¬ 
amples  you  can  follow,”  noted 
Jensen  Lee,  project  manager  at 
AT&T’s  Distributed  Computing 
Group  in  Piscataway,  N.J.  “If  s  an 
open  game.” 

Potential  roadblocks 

The  potential  complexities  of  tru¬ 
ly  distributed  databases  —  not  to 
be  confused  with  distributed  data 
processing  —  are  many.  Each  da¬ 
tabase  server  in  a  network  of  geo¬ 
graphically  dispersed  servers 
must  be  advised  of  changes  in 
other  databases.  Two  or  more 
servers  must  vote,  through  a  pro¬ 
cess  called  two-phase  commit,  on 
whether  or  not  to  accept  the  up¬ 
dates. 

Continued  on  page  79 


Weather  drives  Burpee  to  outsourcing 

Seasonal  business  surges  lead  to  inefficient  use  of  processing  power,  prompt  seed  firm  to  hire  CSC 


BY  MARK  HALPER 

CW  STAFF 


WARMINSTER,  Pa.  —  Add  a 
chapter  on  the  vicis¬ 
situdes  of  nature  to 
the  primer  on  out¬ 
sourcing. 

No,  this  is  not  an¬ 
other  natural  disaster 
story.  Rather,  it  is  a 
tale  of  why  the  weath¬ 
er  prompted  one 
business  to  hand 
over  its  data  process¬ 
ing  to  a  computer  ser¬ 
vices  company. 

For  W.Atlee  Burp¬ 
ee  &  Co.,  business  is 
brisk  three  months 
out  of  the  year,  when 
it  fields  mail-order  and  wholesale 
requests  for  its  line  of  seeds  and 
gardening  products. 


From  January  to  March,  as 
gardeners  nationwide  prepare 
for  blossoming  springs  and  boun¬ 
tiful  summers,  the  company  has 
typically  kept  its 
IBM  4381  main¬ 
frame  humming,  log¬ 
ging  a  steady  stream 
of  orders,  balancing 
inventory  and  track¬ 
ing  invoices  and  rev¬ 
enue. 

But  as  business 
slows  to  a  trickle  for 
the  remainder  of  the 
year,  Burpee  has  al¬ 
ways  been  left  with 
vastly  underused 
processing  power. 

And  although 
mainframe  use  wilts 
from  April  through  December, 
Burpee  nonetheless  has  to  con¬ 
tinue  making  full  monthly  lease 


Troll  negotiated 

the  outsourcing  deal 
for  Burpee 


payments.  It  also  pays  five  com¬ 
puter  operators  and  technical 
managers  on  a  full-time  basis 
even  through  the  lean  months. 

So  the  company 
decided  last  month  to 
nip  its  Warminster 
data  center  in  the  bud 
and  hire  an  outsourc¬ 
er,  El  Segundo,  Calif.- 
based  Computer  Sci¬ 
ences  Corp.  (CSC), 
to  plough  its  process¬ 
ing  fields  for  a  per¬ 
use  fee. 

“Fixed  costs  in  a 
seasonal  business 
can  significantly  eat 
into  profits,”  ex¬ 
plained  Chris  Troll,  who  negoti¬ 
ated  the  deal  for  Burpee  while  he 
was  vice  president  of  operations. 
Troll  left  earlier  this  month  when 
he  purchased  Haverford  Elec- 


Burpee's  Forte  is 

overseeing  inventory 
management  system 


tronics  in  Philadelphia. 

“We  needed  the  equipment  for 
three  months;  we  had  it  here  for 
12  months,”  said  Joseph  J.  Forte, 
who  is  remaining 
with  the  seed  vendor 
as  director  of  infor¬ 
mation  systems. 

The  outsourcing 
contract,  which 
came  as  part  of  a 
companywide  initia¬ 
tive  to  reduce  costs, 
takes  effect  Nov.  1, 
when  Burpee  plans 
to  pull  the  plug  on  its 
leased  4381  and  cut 
over  to  a  CSC  data 
center  in  Niles, 

Ohio. 

The  data  center  is  run  by  CSC 
CompuSource,  a  CSC  subsidiary 
that  specializes  in  providing  pro- 
Continued  on  page  80 


Users  like  SAP  future 
but  focus  on  today 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


SAP  America,  Inc.’s  largest 
North  American  customers  ap¬ 
plauded  the  software  vendor’s  re¬ 
lease  of  its  client/server  applica¬ 
tions,  even  though  many  of  them 
said  they  have  no  immediate 
plans  to  implement  them. 

Some  components  of  the  cli¬ 
ent/server  system,  called  R/3 
and  available  in  Europe  since  Ju¬ 
ly,  are  now  ready  for  the  North 
American  market.  The  software 
will  eventually  include  a  suite  of 
manufacturing  and  financial  ap¬ 
plications  that  will  mirror  the 
functionality  of  the  Lester,  Pa.- 
based  vendor’s  R/2  packages, 


which  run  on  IBM  mainframes. 

The  initial  R/3  applications 
cover  financial  and  fixed  asset  ac¬ 
counting,  materials  manage¬ 
ment,  sales  and  distribution  and 
human  resources.  A  second  R/3 
release,  to  be  delivered  in  mid- 
1994,  will  include  production 
planning,  quality  assurance, 
plant  maintenance  and  other 
functions. 

R/3  runs  on  Unix-based  com¬ 
puters  from  Bull  HN  Information 
Systems,  Inc.,  Digital  Equipment 
Corp.,  Hewlett-Packard  Co.  and 
IBM,  as  well  as  systems  based  on 
DEC’S  VMS  and  HP’s  MPE-IX 
platforms.  The  software  is  priced 
at  $40,000. 

But  many  of  SAP’s  North 


American  customers  said  at  a  re¬ 
cent  user  conference  in  Orlando, 
Fla.,  that  they  are  not  ready  for 
the  client/server  software.  In¬ 
deed,  most  said  they  are  still 
working  to  install  SAP’s  main¬ 
frame  software  in  their  sites 
worldwide. 

Future  consideration 

“When  it  makes  business  sense, 
we  will  consider  R/3,”  said  Rob¬ 
ert  Strickler,  manager  of  admin¬ 
istrative  information  systems  at 
Eastman  Chemical  Co.  in  Kings¬ 
port,  Tenn.  “But  we  are  not 
changing  direction  right  now, 
and  our  priority  is  to  get  R/2  in¬ 
stalled.” 

Eastman  Chemical  is  imple¬ 
menting  most  of  the  SAP  main¬ 
frame  modules  in  divisions 
around  the  world,  starting  in 
Asia,  then  going  to  Europe  and  fi¬ 
nally  the  U.S. 

Even  Eastman  Kodak  Co.  in 
Rochester,  N.Y.  —  an  R/3  beta- 


test  site  that  also  helped  develop 
the  software  —  is  still  “experi¬ 
menting  with  R/3  to  see  how  we 
will  use  it,”  said  David  Hum¬ 
phrey,  Kodak’s  SAP  team  leader. 
The  most  likely  initial  applica¬ 
tion,  according  to  Humphrey,  will 
be  to  replace  36  IBM  System/3 
minicomputers  with  Unix-based 
boxes  in  international  locations, 
including  Chile. 

“R/3  is  still  out  in  the  future,” 
Humphrey  said,  “but  we  want  to 
understand  it  and  see  where  it 
will  fit  within  Kodak.” 

Ron  Crumpler,  project  direc¬ 
tor  at  Dow  Chemical  Co.  in  Mid¬ 
land,  Mich.,  agreed.  “I’m  very  in¬ 
terested  in  it,  but  I  can’t  say  when 
I’ll  be  getting  to  it.  My  hands  are 
full  right  now.” 

AndrewJ.  Harrissjr.,  director 
of  applications  at  Du  Pont  Co.  in 
Newark,  Del.,  said,  “I’m  excited 
about  R/3  as  a  direction,  and  it’s 
certainly  in  our  future,  but  our 
Continued  on  page  79 


IF  YOUR  COMPANY  MAILS  500 
LETTERS  A  DAY  OUR  MAINFRAME 
SOFTWARE  COULD  SAVE  YOU 
$1  MILLION  A  YEAR 


Savings  of  up  to  70%  are 
easily  achievable.  In  fact 
impressive  savings  begin  with 
as  few  as  100  letters  a  day. 

Introducing  NAPERSOFT®’s 
Automated  Correspondence  Systems 
(ACS).  Discover  the  awesome  power 
available  to  support  end  users  in 
marketing,  sales  and  customer  serv¬ 
ice.  Use  t£S  for  seamless  integra¬ 
tion  of  personalized  form  letters  with 
your  customer  data  base.  With  ACS 


you’re  gaining  more  than  a  simple 
letter  generator,  you’re  getting  a 
family  of  powerful  new  business  tools 
which  are  easily  integrated  into 
your  mission -critical,  production 
business  systems. 

•  NAPER  BRIDGE™  for  easy 
re-engineering  of  workflows; 

•  NAPER  WORD  *  for  word  proc¬ 
essing/form  letter  building; 

•  NAPER  SPELL™  for  spell 
checking,  hyphenation 


and  thesaurus; 

•  NAPER  MERGE™  for  mail 
merge  and  personalization; 

•  NAPER  TOOL  KIT™  for  on  line 
letter  history  and  notepads; 

•  NAPER-DOC™  for  prepara¬ 
tion  of  documentation  and 
manuals; 

•  NAPER  MERGE  Batch 
Option™  for  high  volume 
letter  generation. 
NAPERSOFT’s  ACS  can  reduce 

the  elapsed  time  to  prepare  a 
letter  from  minutes,  hours  and 
sometimes  days ...  to  a  few 
seconds.  Cost  savings  are  even 
more  impressive.  With  the  aver¬ 
age  cost  to  produce  a  letter 
over  $10,  five  hundred  letters 
a  day  would  annually  cost  about 
$1.3  million.  A  savings  of  70% 
puts  nearly  $  1  million  back  in 


your  pocket.  In  responding  to 
the  challenge  of  high  volume 
mail,  automated  correspon¬ 
dence  represents  a  far  better 
utilization  of  resources  than 
word  processing. 

If  you’ve  been  struggling  with  an 
in-house  solution  to  the  customer 
correspondence  problem  take  another 
look  at  the  potential  million  dollar 
waste  of  using  word  processing  for 
high  volume  mail . . .  then  ask  your¬ 
self  if  this  isn’t  an  opportunity  for 
you  to  save  your  company  a  lot  of 
money  while  improving  end  user 
support. 

For  a  complete  literature 
pack  call  708  420-1515,  Or 
write  NAPERSOFT,  Inc.,  One 
Energy  Center,  Naperville, 
Illinois  60563-8466. 
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Application  Performance  Management 
can  make  your  IS  department  more 
responsive,  your  developers  more  productive, 
your  applications  more  efficient. 

Then  again,  you  could  always  ask  your 
Board  of  Directors  for  more  money. 


Jf  supply  can’t  go  up,  demand  must  come  down. 

And  the  key  to  decreasing  demand  is  improv¬ 
ing  your  applications’  performance. 

Now  there’s  a  way  to  do  just  that.  Application 
Performance  Management. 

With  an  APM  strategy,  IS  departments  in 
MVS  mainframe  environments  can  manage 
performance  and  cost  throughout  an  application’s 
life  cycle.  As  a  result,  applications  are  deployed 
on  time  and  provide  high  performance  from  Day 
One.  What’s  more,  APM  proves  truly  invaluable 
in  the  long  term,  because  it  helps  you  keep  per¬ 
formance  high  even  when  business  requirements, 


workload  and  technology  change. 

The  bottom  line?  You  save  money,  satisfy  cus¬ 
tomers  and  give  your  company  a  competitive  edge. 

Who  knows,  you  might  even  bring  a  smile  to 
your  Directors’  faces. 

How  do  you  get  Application  Performance 
Management  working  for  your  IS  department? 
Through  Strobe  and  A  PM  power  from  Programart. 
For  a  free  demonstration  of  just  how  much  you 
can  save,  talk  to  us  today  at  617-498-4005. 

It’s  got  to  be  better  than  talking  to  the  Board. 

Programart 

CORPORATION 


A  I’M,  APMpowhr,  Strobf,  and  Programart  are  trademarks  or  service  marks  of  1‘rogramart  Corporation.  ©1992  foogramart  Corporation 
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Users  like  SAP  future 


Bozman 
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Oracle’s  new  Oracle  7  database  was  de¬ 
signed  to  handle  that,  as  can  competing 
products  from  The  Ask  Cos.’  Ingres  Prod¬ 
ucts  Division,  Sybase,  Informix  Software, 
DEC  and  Hewlett-Packard,  among  others. 

Then  there  is  the  matter  of  network  re¬ 
liability  and  how  to  handle  data  errors.  IS 
managers  should  think  about  carrying  out 
such  updates  synchronously  —  all  at  once 
—  or  posting  the  changes  throughout  a  24- 
hour  day.  The  amount  of  network  traffic 
generated  by  such  updates  must  also  be 
considered,  just  as  the  user  must  think 
about  what  the  content  of  the  local  data¬ 
bases  will  be. 

Then  there’s  the  matter  of  which  server 
is  the  “master”  server  and  which  time  zone 
should  be  the  reference  point.  Some  users 
have  chosen  Greenwich  Mean  Time;  oth¬ 
ers  have  selected  the  time  zone  of  their  cor¬ 
porate  headquarters. 

The  level  of  complexity  can  be  reduced, 
however,  by  selecting  some  servers  that 
must  be  updated  at  once  and  leaving  the 
other  servers  alone.  Oracle  7’s  “snapshot” 
facility,  for  example,  will  allow  users  to  cre¬ 
ate  a  time-delayed  update  of  changes  to  the 
master  database. 

On  the  fence 

Some  users  will  watch  the  first  wave  of  dis¬ 
tributed  servers  roll  out  before  making 
any  hard  and  fast  conclusions  about  the 
technology. 

At  AT&T,  Lee  is  putting  multiple  data¬ 
bases  in  a  single  place  —  his  computer 
room.  He  intends  to  install  Oracle’s  paral¬ 
lel  server  option,  which  lets  multiple  cop¬ 
ies  of  Oracle  7  on  two  to  four  Unix  ma¬ 
chines  share  the  same  disk  drives.  That 
way,  many  applications  will  share  the  same 
Oracle  database  and  the  database  will  not 
fail  if  one  of  the  Unix  machines  stops. 

Another  Oracle  parallel  server  site  ana¬ 
lyzed  it  this  way:  The  value  of  distributed 
databases,  or  cooperating  database  serv¬ 
ers,  really  depends  on  the  kind  of  business 
you’re  in.  An  international  or  manufactur¬ 
ing  firm  has  many  sites  around  the  world 
that  must  keep  track  of  the  same  set  of 
products  and  prices.  But  users  with  many 
applications  who  must  share  the  same  data 
may  prefer  a  centralized  approach  and  the 
IS  controls  that  come  with  it. 

That’s  where  IS  skill  and  analysis  come 
in.  Said  Michael  Higgins,  a  technical  sup¬ 
port  manager  at  Byer  California,  an  Oracle 
7  shop:  “Everybody  who  has  two  or  more 
machines  faces  the  same  fork  in  the  road: 
to  go  distributed  with  two-phase  commit 
or  to  get  everything  into  one  big  data¬ 
base.”  The  great  thing  for  users  is  that 
there  are  now  a  lot  of  RDBMS  vendors  that 
are  prepared  to  support  either  scenario. 


Bozman  is  Computerworld’s  West  Coast  senior 
editor. 


RECRUITING 
TALENT  FOR 
MINNESOTA? 

Advertise  in  the  October  19th 
Mid-Western  Edition  when 
Computerworld’s  regional  Careers 
feature  examines 
“IS  Careers  in  Minnesota." 

Ad  Close:  October  15. 

800  343-6474  ext.  201 
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first  priority  is  getting  the  R/2  foundation 
right” 

Some  customers  are  planning  to  imple¬ 
ment  R/3  as  an  adjunct  to  the  mainframe 
software.  “We  will  follow  SAP  to  R/3,  but  it 
will  operate  under  R/2,”  said  Richard 
Avery,  director  of  MIS  at  Cooper  Indus¬ 
tries,  Inc.  in  Houston. 

Market  leverage 

Nevertheless,  SAP  executives  said  they 
are  looking  to  R/3  to  open  markets  that 
have  heretofore  been  closed  to  the  compa¬ 
ny,  especially  at  midsize  user  organiza¬ 


tions.  “We  hope  to  do  in  one  year  with  R/3 
what  we  did  in  many  years  with  R/2”  in 
revenue,  said  Hasso  Plattner,  SAP’s  depu¬ 
ty  chief  executive  officer. 

Although  he  declined  to  give  specific 
sales  expectations,  he  did  say  the  company 
was  hoping  for  an  R/3  user  base  in  the 
three  digits  by  the  end  of  next  year.  So  far, 
the  company  has  2,300  customers  world¬ 
wide  for  its  R/2  system.  Plattner  also  said 
that  SAP  expects  to  derive  between  20% 
and  30%  of  its  total  sales  from  R/3  by  the 
end  of  next  year. 

There  are  approximately  70  R/3  sites 


in  Europe,  primarily  in  Germany,  the  head¬ 
quarters  of  SAP  America’s  parent  compa¬ 
ny.  There  are  some  10  beta-test  sites  in 
North  America,  and  virtually  all  of  them 
run  pilot  applications,  Plattner  said.  At 
least  half  of  the  total  R/3  customers  to  date 
represent  new  business  for  SAP,  he  added. 

The  company  will  also  release  OS/2- 
based  R/3  software,  he  said,  and  will  soon 
improve  the  graphical  user  interface.  By 
1995,  SAP  plans  to  have  an  easy  migration 
path  for  customers  that  want  to  switch 
from  the  mainframe  software  to  the  cli¬ 
ent/  server  version. 

Additionally,  SAP  has  committed  to  en¬ 
hancing  the  R/2  software,  at  least  through 
the  end  of  decade.  This  will  include  a  new¬ 
er,  more  graphical  user  interface,  accord¬ 
ing  to  Plattner. 
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ComNet  Keeps  your  network  moving  in  the  same 

DIRECTION  AS  YOUR  BUSINESS  NEEDS 


ComNet 


GET  THERE  FIBS! 


FEBRUARY 

1-4. 1993 

• 

WASHINGTON.  DC 


ComNet™  is  produced  by  World  Expo  Corp.  and 
sponsored  by  Network  World. 

UveNet  is  sponsored  by  Computerworid. 


At  ComNet,  we  know  your  network  has  to  do  more  than  just  serve  as  a  showcase  for 
“gee-whiz”  technologies.  It  has  to  meet  the  specific  needs  of  your  organization  and  provide  reliable, 
easy-to-use  performance. 

That’s  why  we  help  you  sort  through  the  maze  of  current  and  next-generation  networking  options,  to 
arrive  at  manageable  solutions  for  growth.  For  example,  the  Executive  Symposium  at  ComNet  ’93  will  dis¬ 
cuss  the  amortization  of  existing  infrastructure  vs.  new  technology  investments,  with  an  overview  of  how 
successful  Fortune  2000  companies  are  re-engineering  their  networks. 

The  ComNet  Conference  will  provide  insight  on  carrier  options  for  outsourcing,  managing  bandwidth, 
and  the  new  generation  of  LAN  management  solutions,  to  name  just  a  few. 

You’ll  understand  the  latest  technologies  and  learn  how  to  avoid  costly  mistakes. 

For  product  evaluation,  nothing  beats  the  ComNet  show  floor,  where  over 
450  companies  will  be  on  hand  for  ComNet  ’93.  This  is  the  place  to  sample 
new  products  at  the  beginning  of  the  year 
(while  they’re  still  new)  and  look  at  the  latest 
offerings  from  every  leading  manufacturer 
in  networking  and  communications. 

Want  more?  Just  drop  us  a  line  and  we’ll 
send  you  complete  information  and  a  FREE 
exhibits  pass  for  ComNet  ’93.  Once  you  see 
what’s  in  store  at  ComNet  ’93,  you  won’t  want 
to  fly  anywhere  else  next  winter. 


ITYIneT 

Experience  leading  edge  tech¬ 
nologies  IN  HIGH  PERFORMANCE 
ENTERPRISE  NETWORKING. 


GET  FREE  ADMISSION  TO  OVER  450  EXHIBITING  COMPANIES 
PLUS  DETAILED  INFORMATION  ON  ISSUES  AND  SOLUTIONS  AT  THE 

ComNet  conference,  February  1-4,  1993,  Washington  d.c. 

M2 

Name/Title _ - 


Company. 


City/State/Zip - - - 

Mail  To:  ComNet  ’93,  P.O.  Box  9107,  Framingham,  MA  01701-9107 


800-225-4698  OR  Fax  TO:  508-872-8237. 


OCTOBER  12,  1992 


COMPUTERWORLD 


79 


LARGE  SYSTEMS 


Weather  drives  Burpee  to  outsourcing 

CONTINUED  FROM  PAGE  77 


cessing  to  small  to  medium-size 
companies. 

Burpee  plans  to  retain  its  com¬ 
puter  operators  until  Nov.  6  to 
cover  possible  slippage  in  the  cut¬ 
over.  The  company  is  simply 
transferring  tapes  from  its  leased 
4381  to  a  CSC  4381  in  Niles,  ac¬ 


cording  to  Troll. 

Troll  estimated  that  Burpee 
will  spend  roughly  $1.8  million  in 
processing  fees  during  the  five- 
year  life  of  the  contract,  a  figure 
that  will  halve  the  company’s 
fixed  processing  costs.  The  in- 
house  4381  has  cost  approxi¬ 


mately  $800,000  a  year  to  lease 
and  operate.  Burpee  will  stop  pay¬ 
ing  those  fees  when  the  ma¬ 
chine’s  lease  expires  at  the  end  of 
this  month.  Troll  said. 

The  4381  has  been  operating 
at  about  80%  capacity  from  Janu¬ 
ary  through  March  and  at  about 


20%  capacity  during  the  remain¬ 
der  of  the  year,  accord  ing  to  T  roll . 

The  company  will  continue  to 
spend  about  $700,000  a  year  up¬ 
dating  and  maintaining  software, 
according  to  Troll.  IS  director 
Forte  will  continue  to  oversee  a 
five-person  application  develop¬ 
ment  and  programming  staff.  He 
is  also  in  charge  of  overseeing  a 
new  local-area  network-based  in¬ 
ventory  management  system. 


“We’re  in  the  midst  of  an  information  technology  explosion.  And  at  its  very  heart  are  the  PCs,  printers, 
workstations  and  other  smaller  high-tech  assets  that  empower  the  individual  at  the  desktop.  In  most 
companies,  these  assets  are  today’s  single  most  prolific  species.  And  proliferating  right  alongside  are  the  myriad 
problems  associated  with  tracking  and  controlling  them. 

“At  Comdisco,  we  offer  innovative  solutions  to  these  problems.  Including  our  consulting  services,  which 
help  you  analyze  and  improve  your  technology  management  capabilities.  Our  integrated  asset  management 
software  tool  called  CLASS,  which  lets  you  ordei;  track  and  manage  your  high-tech  assets  electronically.  Our 
Global  Master  Lease,  which  helps  you  control  worldwide  equipment  costs  and  usage.  Our  business  continuity 
services,  which  help  protect  your  technology  investment.  And  many  others. 

“If  you  want  better  control  of  all  your  high-tech  assets— including  how  much  they’re  costing  you— talk 
to  Comdisco.  I  think  you’ll  find  us  to  be  a  prolific  source  of  proven  solutions.” 

Comdisco  is  one  of  the  worlds  largest  providers  of  solutions  that  help  businesses  acquire,  manage  and  protect 
their  high-tech  assets.  Our  strength  is  people  like  Mike  Tatelman..  .people  who  know  your  problems  and  funv 
to  solve  them.  Let  us  show  you  how  to  improve  your  asset  management  capabilities  by  leaps  and  bounds. 

FOR  A  FREE  INFORMATION  PACKET  CAU  800-321-1111  EXT.  4530 

c#mDi/co 

HIGH-TECH  ASSET  MANAGEMENT  SOLUTIONS 


According  to  Troll,  Burpee 
weighed  outsourcing  proposals 
from  other  vendors,  including 
Andersen  Consulting.  “It  came 
down  to  a  relationship,”  he  re¬ 
called.  “When  we  got  together 
with  Computer  Sciences,  we  felt 
real  comfortable.” 

“With  the  others,  it  was  a  feel¬ 
ing  of  once  we  got  there,  we 
wouldn’t  have  a  say  anymore,” 
Forte  said. 


Escape 

option 

critical 

While  it  was 
changes  of  a 
seasonal  na¬ 
ture  that 
prompted 

Burpee  to  turn  to  CSC  for 
an  outsourcing  solution, 
shifting  winds  of  another 
type  played  a  role  in  how 
the  deal  was  structured. 

Specifically,  the  five- 
year  contract  includes  an 
option  for  Burpee  to  back 
out  of  the  arrangement  af¬ 
ter  three  years.  Burpee 
said  it  wanted  the  walk¬ 
away  clause  because  of  un¬ 
certainty  over  future  strate¬ 
gic  and  computing  direc¬ 
tions  owing  to  Burpee’s  re¬ 
cent  acquisition  by  George 
J.  Ball,  Inc.,  a  large  Chica¬ 
go-based  commercial  seed 
provider. 

“In  case  we  do  have  a 
change  in  strategy,  I’d  like 
a  way  out  of  this,”  said 
Chris  Troll,  who  negotiat¬ 
ed  the  deal  for  Burpee 
while  he  was  vice  president 
of  operations. 

Troll  said  the  acquisi¬ 
tion  was  also  a  factor  in 
Burpee’s  decision  to  limit 
the  accord  to  five  years.  It 
is  not  uncommon  for  out¬ 
sourcing  contracts  to  run 
seven  to  10  years. 

“Whenever  you’re  ac¬ 
quired  by  another  compa¬ 
ny,  it’s  difficult  for  anyone 
to  look  in  a  crystal  ball  and 
say,  ‘Everything  will  be  the 
same  in  10  years,”’  Troll 
said. 

MARK  HALPER 


ATTENTION 

VARS! 

Increase  your  sales! 
Advertise  26  weeks  in 
Computerworld’s  new 
VAR  Directory. 

Just  $499  for  all  26  weeks. 

Ad  close:  Nov  12 

800-343-6474 
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Introducing  SMC  EliteSeries™  Token-Ring  adapters  and  MAUs. 
More  than  just  offering  IBM  Token-Ring  interoperability, 
they  also  deliver  a  combination  of  advantages  you’ve  been  seeking  — 
industry-leading  performance  and  SNMP  Network  Management 

at  breakthrough  prices! 


The  secret  is  SMC’s  own  dual-RISC  controller  chip. 

This  next  generation  solution  provides  superior  throughput, 
high  reliability,  and  IEEE  802.5  compatibility,  too. 

You  can  choose  from  the  complete  line  of 
SMC  TokenCard™  Elite  adapters  and  EliteSeries  MAUs. 

All  are  backed  by  SMC’s  unequaled 
reputation  for  value,  reliability  and  technical  support. 

For  a  free  Token-Ring  Connectivity  Brochure 
or  help  in  ordering,  call  1-800-SMC-4-Y0U  (USA], 
1-800-833-4-SMC  (Canada),  1-516-435-6225  (elsewhere), 

or  fax  1-516-273-1803. 


SMC  is  a  registered  trademark;  and  EliteSeries  and 
TokenCard  are  trademarks  of  Standard  Microsystems 
Corporation.  All  other  registered  trademarks  and  trade¬ 
marks  are  the  property  of  their  respective  holders. 


STANDARD  MICROSYSTEMS  CORPORATION 

The  Standard  For  LAN  Performance 


©Copyright  1992  Standard  Microsystems  Corporation 
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Now  There’s  A 
Strong  CASE  For 
Managing  Change. 


Whether  it’s  confronting  the  competition,  facing  legislative 
pressures  or  anticipating  shifts  in  the  marketplace,  change  is 
here  to  stay.  To  help  you  manage  change  is  IEF™  CASE 
software  from  Texas  Instruments. 

The  IEF  is  recognized  as  the  leading  tool 
for  achieving  integrated  CASE  solutions. 

It  offers  a  diverse  portfolio  of  software  that  enables  you  to 
do  everything  from  rebuilding  high  maintenance-cost 
systems  to  developing  new  enterprise-wide  strategic 
systems.  And  with  the  IEF,  you  can  do  it  more  efficiently  and 
with  higher  quality. 

Among  its  many  features,  the  IEF  delivers  truly  integrated 
CASE  toolsets  and  reusable  application  logic.  This  reduces 
the  time  and  risk  of  application  development,  and  thus 
provides  a  higher  return  on  your  investment. 

In  addition,  developers  can  construct  and  maintain 
applications  for  multiple  computing  environments  from  a 
single  business  system  specification  without  modifications. 
But  when  application  changes  are  necessary,  the  IEF 
executes  them  at  the  diagram  level,  not  code. 

So,  for  the  life  of  your  system,  specifications  will  always 
match  the  executing  application. 

Through  it  all,  the  IEF  offers  the  ongoing 
training  and  support  of  software  experts 
whose  success  is  measured  by  yours. 

Anticipating  our  customer’s  needs,  we’re  delivering  new 
and  enhanced  products  this  year  that  are  enabling  the  IEF  to 
support  cooperative  processing  and  the  client/server 
application  model.  And  with  our  strong  research  and 
development  resources,  you  can  depend  on  the  IEF’s 
continued  leadership  in  integrated  CASE  technology. 

Let  us  show  you  the  best  CASE  for  managing  change.  For 
more  information,  call  us  now  at  1-800-527-3500. 
Government  purchasers,  please  reference 
GSA  #GS00K92AGS5530. 

^  Texas 
Instruments 


IEF  is  a  trademark  of  Texas  Instalments  Incorporated. 
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DEC  takes  first  steps  in  storage  strategy 


BY  MELINDA-CAROL  BALLOU 

CW  STAFF 


Digital  Equipment  Corp.  recently  an¬ 
nounced  the  first  products  for  its  modular 
storage  strategy:  two  new  Hierarchical 
Storage  Controllers  (HSC)  that  support 
Small  Computer  Systems  Interface-2 
(SCSI-2)  via  new  channel  cards. 

“The  real  message  behind  this  is  that 
we  are  extending  storage  functionality  and 
price/performance  advantages  to  high- 
end  customers  with  the  new  modular  sub¬ 
systems,”  said  Susan  Heon,  a  mass  storage 
marketing  manager  at  DEC. 


“You’ll  see  announcements  later  this 
fall  which  extend  the  rollout;  a  single  1/ 0 
subsystem  will  support  [Computer  Inter¬ 
connect,  Digital  Storage  Systems  Inter¬ 
connect]  and  SCSI  and  eventually  FDDI,” 
she  added. 

Dubbed  the  HSC65  and  HSC95,  the 
new  controllers  will  support  up  to  three 
and  four  channel  cards,  respectively. 
These  new  channel  cards  and  SCSI-2- 
ready  upgrade  kits  for  the  HSC40,  60,  70 
and  90  controllers  are  expected  to  ship  in 
first-quarter  1993. 

The  HSC65  and  HSC95  servers  feature 
an  improved  performance  of  1,800 1  /O  re¬ 


quests  per  second  and  an  embedded  64M- 
byte  cache  for  a  transfer  rate  of  4.2M 
byte/ sec.,  DEC  officials  said.  The  HSC65 
offers  support  for  20  devices,  and  the 
HSC95  offers  connections  for  48. 

“For  existing  DEC  customers,  this  is 
good  news  —  they’ll  be  able  to  mix  and 
match  Cl  and  SCSI  drives,  and  they  can  get 
higher  performance  HSCs  at  a  lower  price. 
And  there  are  promises  that  the  DSSI 
drives  will  be  incorporated  in  the  future,” 
said  Chris  Christiansen,  an  analyst  at  In¬ 
ternational  Data  Corp.  in  Framingham, 
Mass.  “But  it  remains  to  be  seen  whether 
users  can  go  out  and  buy  third-party  SCSI 


drives  and  implement  them  legally  inside 
of  the  VAXcluster  technology.” 

He  added  that  although  DEC  is  finally 
revitalizing  and  improving  the  HSC  tech¬ 
nology,  it  is  late  in  doing  so. 

While  DEC  is  not  scheduled  to  ship 
SCSI-2  support  until  January,  MicroTech- 
nology,  Inc.  in  Anaheim,  Calif.,  began  ship¬ 
ping  its  Stingray  Cl-attached  server  earlier 
this  year,  which  allows  current  DEC  cus¬ 
tomers  to  plug  SCSI-2  peripherals  into 
their  Computer  Interconnect  VAXc lusters, 
according  to  Tom  Raimondi,  vice  presi¬ 
dent  of  product  marketing  at  the  firm. 

“DEC’S  announcement  of  HSC65  and 
95  is  in  line  with  where  the  industry  is  go¬ 
ing;  the  fact  that  in  the  future  they’ll  be  able 
to  support  SCSI  is  what  the  customer  is 
asking  for,”  he  said. 
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Channel 
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Call  FiberCom, 
the  MDM  in 
Channel  Extension 


Multi-Mode  &  Single-Mode  Fiber  Optic  Models 

T-1/E-1,  V.35  Wide  Area  Models 

No  Host  Software  Changes 

Simple  Installation 

On-Line  Remote  Diagnostics 

Lowest  Cost,  High  Performance  Systems 


as  low  as 
$7,450 
per  Unit 
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MasPar  revs  up 
speed  with 
MP-2  platform 


BY  ELLIS  BOOKER 

CW  STAFF 


SUNNYVALE,  Calif. — MasPar  Computer 
Corp.  recently  introduced  its  second-gen¬ 
eration  massively  parallel  supercomputer, 
offering  a  system  with  five  times  the  per¬ 
formance  of  its  initial  system,  the  MP-1. 

Analysts  said  the  power  increase  in  the 
just-announced  MP-2  was  to  be  expected 
in  an  industry  where  significantly  more 
powerful  systems  debut  every  18  months. 

The  more  notable  news,  they  said,  was 
the  new  pricing  on  MasPar’s  MP-1  plat¬ 
form,  which  was  reduced  to  $75,000  for  an 
entry-level  configuration. 

A  massively  parallel  processor  (MPP) 
system  costing  about  the  same  as  a  high- 
end  workstation  “should  open  some  inter¬ 
esting  market  possibilities,”  said  Gary 
Smaby,  president  of  Smaby  Group,  Inc.,  a 
high-performance  computing  consultancy 
in  Minneapolis. 

“A  local-area  network  can  now  have  a 
$75,000, 1,000-processor  MPP  as  a  server 
with  1,600  MIPS  of  compute  power,”  said 
MasPar  President  and  Chief  Executive  Of¬ 
ficer  Jeff  Kalb.  “This  [pricing]  allows  peo¬ 
ple  to  bring  this  kind  of  technology  into  the 
workgroup,”  he  said. 

Greater  accessibility 

Charles  Casale,  chairman  of  the  Aberdeen 
Group,  a  Boston-based  consulting  firm, 
agreed  that  the  pricing  was  significant. 
“People  who  have  [Cray  Research,  Inc.  su¬ 
percomputers]  that  are  fully  loaded  can 
now  get  a  MasPar,”  he  said,  adding,  “It’s  a 
cheap,  incremental  way  to  try  MPP.” 

But  Casale  said  Aberdeen  has  been  cau¬ 
tious  about  the  widespread  applicability  of 
MPP,  noting  the  thinness  of  application 
software  for  this  kind  of  machine. 

The  MP-2,  with  configurations  of  1,024 
to  16,384  processors,  ranges  in  price  from 
$260,000  to  $1.6  million. 

The  MP-2  uses  new,  customized  re¬ 
duced  instruction  set  computing  chips, 
each  offering  12.3  million  floating-point  op¬ 
erations  per  second.  The  MP-2  is  also  bi¬ 
nary-compatible  with  the  more  than  130 
MasPar  MP-ls  that  have  shipped  so  far. 

Digital  Equipment  Corp.,  which  has 
been  selling  the  MP-1,  extended  its  OEM 
agreement  to  cover  the  MP-2  family  as 
well. 
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Before  their  next 
decision,  there’s  one 
thing  your  executives 
should  know. 

Everything. 


In  business,  knowledge  is  power.  It’s  hard  for 
people  to  make  sound  decisions  when  the 
information  they  need  is  locked  away  in  one 
department’s  system,  or  on  a  different  hard¬ 
ware  platform. 

So  IBM  developed  the  Information 
Warehouse™  framework.  An  array  of  many 
products  and  services  that  work  with  your 
current  hardware  and  software — IBM 
or  not.  To  give  key  users  complete  and  timely 
access  to  information  in  the  enterprise,  no 
matter  where  it  resides.  And  to  make  the  most 
of  your  company’s  investment  in  its  data. 

Information  Warehouse  products  sup¬ 
port  common  standards  that  let  them  work 
together  seamlessly  and  give  users  a  consis¬ 
tent  look  and  feel.  And  they  include  data¬ 
bases  and  decision  support  tools  to  analyze 
and  present  data  understandably.  All  of  which 
puts  the  knowledge  and  power  of  your  com¬ 
pany  in  the  hands  of  the  people  who  need  it. 

For  free  literature,  or  to  have  an  IBM 
marketing  representative  contact  you,  call 
1  800  IBM-6676,  ext.  724.  It  may  be  your 
best  decision  ever. 

Todays 

Information  Warehouse. 


•  Works  with  any  of  your  existing  databases. 
•Products  from  IBM  and  International  Alliance 
Partners  Bachman  Information  Systems ”  and  IBI. 
•Decision  support  through  IBM  and  Development 
Partners  like  Comshare® 
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Encore  unveils  Unix-based  mainframe 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


FORT  LAUDERDALE,  Fla.  —  From  its 
small  but  significant  niche  in  the  technical 
arena  of  real-time  computing  and  parallel 
processing,  Encore  Computer  Corp.  re¬ 
cently  launched  a  Unix-based  mainframe 
targeted  at  data  centers. 

Whether  this  shift  in  company  strategy 
is  brilliant  or  boneheaded  is  a  question  En¬ 
core  will  answer  during  the  next  year,  as 
its  Infinity  90  series  runs  into  well-en¬ 
trenched  competition  from  NCR  Corp., 
Hewlett-Packard  Co.  and  Digital  Equip¬ 


ment  Corp.  Also  racing  toward  what  ana¬ 
lysts  call  the  “alternative  mainframe”  mar¬ 
ket  are  Pyramid  Technology  Corp.  and 
Sequent  Computer  Systems,  Inc.,  both 
with  upcoming  introductions  of  main¬ 
frame-class  systems. 

“The  alternative  mainframe  is  low-cost, 
scalable  and  probably  18  months  to  two 
years  ahead  of  traditional  mainframes  in 
terms  of  openness,”  said  Jim  Cassell,  an 
analyst  at  Gartner  Group,  Inc.  in  Stamford, 
Conn. 

Users  attracted  to  these  boxes  are  cur¬ 
rently  stymied  in  their  migration  to  distrib¬ 
uted  client/ server  environments  by  a  lack 


of  sophisticated  system-  and  network- 
management  software,  Cassell  noted.  Un¬ 
til  such  products  are  available,  the  task  of 
managing  a  distributed  environment  is 
best  handled  centrally,  in  a  centralized 
fashion,  he  added.  Alternative  mainframes 
offer  “a  way  to  start  doing  that,”  Cassell 
said. 

Impressive  speed 

Available  now  at  an  average  price  of  $1.3 
million,  Encore’s  Infinity  90  is  a  highly 
scalable,  symmetric  multiprocessor  that 
runs  a  standard  Unix  operating  system 
and  is  based  on  Motorola,  Inc.’s  88000  re¬ 


Now  there’s  a  true 
high-performance  information 

service  with 
automatic  transmission. 


It’s  called  DowVision,  and  it 
could  very  well  make  manual  infor¬ 
mation  retrieval  a  thing  of  the  past. 
Because  it  brings  you  the  power  of 
the  world’s  premier  business  and  fi¬ 
nancial  news  services  automatically, 
and  at  turbocharged  speed. 

Here’s  how  it  works.  Based  on 
customized  profiles  that  can  be  set 
up  for  your  entire  company,  or  each 
department,  or  even  individual  users, 
DowVision  delivers  precisely  the  kind  of 
news  and  information  your  staff  needs. 
And  only  what  they  need  (These  profiles 
are  simple  enough  for  anyone  to  set  up, 
and  just  as  simple  to  change.) 

DowVision  selects  this  news  from 
the  vast  resources  at  its  command,  in¬ 
cluding  Dow  Jones’  widely  respected 
real-time  newswires  and  the  full  text  of 
The  Wall  Street  Journal,  as  well  as 
Business  Wire  and  PR  Newswire.  And  de¬ 


livers  it  automatically,  which  means 
the  news  arrives  while  it’s  still  news. 

Just  as  important,  it  arrives  for  a 
fixed  monthly  fee  so  affordable  that 
direct  access  to  real-time  business  news 
need  not  be  limited  to  just  a  few  mem¬ 
bers  of  your  staff.  And  DowVision  is 
easily  incorporated  into  your  com¬ 
pany’s  enterprise-wide  network,  or  its 
various  LANs. 

All  of  which  makes  DowVision  the 
one  information  service  that  can  automati- 


For  more  details,  call 

1-800-522-3567,  Ext.  751. 


cally  enhance  your  company’s  perfor¬ 
mance.  For  more  information,  just  call  our 
toll-free  number. 

DowVision 

The  lifeblood  of  business.” 

Another  service  from  Dow  Jones  Information  Services. 


duced  instruction  set  computing  proces¬ 
sors. 

The  Infinity  90’s  claim  to  fame  is  roaring 
I/O  capacity  and  throughput  perfor¬ 
mance.  It  can  reportedly  transfer  data  at 
53M  byte/sec.,  compared  with  the  4.5M- 
byte/ sec.  rate  of  many  mainframes. 

Though  impressed  with  the  technical 
punch  of  Encore’s  mainframe,  analysts 
pointed  out  several  challenges  this  $225 
million  company  faces  in  getting  a  main¬ 
frame  business  off  the  ground.  Encore  is 
virtually  unknown  outside  technical  mid¬ 
range  markets  and  has  no  built-in  sales 
channel  for  mainframe-class  systems. 

Bringing  the  Infinity  systems  to  market 
quickly  and  “generating  immediate  sales” 
is  the  real  challenge  Encore  faces,  said 
Larry  Tanning,  vice  president  of  SuperSo- 
lutions  Corp.,  a  Minneapolis-based  sys¬ 
tems  integrator  now  testing  an  Infinity  90 
as  a  potential  platform  for  large  applica¬ 
tions  in  health  care  and  finance. 


Off-the-shelf 
Unix  gains 
Integrity 


BY  JEANS.  BOZMAN 

CW  STAFF 


CUPERTINO,  Calif.  —  Tandem  Comput¬ 
ers,  Inc.’s  enhanced  Integrity  system,  an¬ 
nounced  last  month,  will  allow  users  of  the 
fault-tolerant  Unix  machine  to  buy  off-the- 
shelf  applications  based  on  AT&T  Unix 
System  V,  Release  4.  Tandem  dressed  up 
the  2-year-old  Integrity  with  a  new  fault-tol¬ 
erant  version  of  Unix  System  V,  Release  4 
and  a  user-friendly  console. 

The  enhancements  target  small  infor¬ 
mation  systems  shops  and  were  designed 
to  increase  Tandem’s  share  of  the  fault-tol¬ 
erant  Unix  market,  analysts  said. 

However,  a  lack  of  connectivity  be¬ 
tween  Tandem’s  traditional  Guardian 
fault-tolerant  systems  and  the  Integrity 
machines  has  prevented  Tandem  from 
building  its  Unix  business  faster,  analysts 
said  [CW,  March  30],  “Tandem  is  putting  a 
lot  of  effort  into  looking  for  new  custom¬ 
ers,  but  they  are  not  able  to  capitalize  on 
their  installed  base,”  said  Rikki  Kirzner,  a 
principal  analyst  at  Dataquest,  Inc.  in  San 
Jose,  Calif.  NCR  Corp.  is  reselling  the  In¬ 
tegrity  machines  as  its  StarServer  FT  net¬ 
working  systems,  she  added. 


Third-party  options 

Users  of  Tandem’s  Integrity  system,  who 
tend  to  be  in  the  communications,  banking 
and  transportation  sectors,  have  already 
turned  to  third-party  vendors  for  Unix 
packages. 

One  benefit  to  Unix  is  that  it  is  easier  to 
find  people  to  program  custom  Unix  appli¬ 
cations  than  Guardian  software,  said  Bill 
Godwin,  a  manager  at  Infonet  Services 
Corp.  in  El  Segundo,  Calif.,  which  provides 
electronic-mail  services  to  7,000  sites 
worldwide. 

The  new  NonStop-UX  Release  2.0  was 
designed  to  further  reduce  the  number  of 
Unix  system  “panics”  that  can  crash  a  sys¬ 
tem  and  to  speed  recovery  from  a  crash 

The  enhanced  NonStop-UX  2.0  soft¬ 
ware  is  priced  at  $22,000.  Tandem’s  icon- 
based  Integrity  console  software  for  sim¬ 
plified  system  management  costs  $5,000. 
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LAN 
ERVER 


Multiply  Your 
Client/server 
Choices  By  2.2 


And  multiply  your  productivity  in  the 
process.  With  APS  2.2,  new  from  INTERSOLV. 

APS  2.2  is  the  one  cooperative  process¬ 
ing  tool  that  gives  any  desktop  developer 
the  most  powerful  tool  of  all:  Choice. 

The  choice  of  how  best  to  divide  appli¬ 
cations  across  IBM  platforms.  The  choice 
of  a  user-friendly,  intuitive  GUI  client  that 
works  with  mainframe  servers  and  exist¬ 
ing  applications.  The  choice  of  how 
much,  or  how  little,  outside  support  you 
need — APS  2.2  does  not  require  a  legion 
of  expensive  consultants  to  teach  you  how 
to  use  it.  And  the  choice  to  change. 
Because  with  APS  2.2,  you  can  quickly  and 
easily  regenerate  your  applications  when 
new  challenges  and  new  choices  arise. 

APS  2.2  is  fully  customizable,  com¬ 
pletely  flexible,  and,  most  importantly,  it 
works.  To  learn  how  easy  it  can  be  for 
your  company  to  multiply  choices,  pro¬ 
ductivity,  and  profits  by  2.2,  just  crunch 
these  numbers: 

1-800-777-8858,  Ext.  123 


N.  America  1-800-777-8858,  Ext.  123 
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EVERY  WEEK  WE 

The  world  of  Information  Systems  doesn’t  stand  still.  And  neither  does  Computerworld. 

One  look  at  these  colorful  pie  charts  tells  the  story. 

As  the  only  weekly  newspaper  for  IS  professionals,  Computerworld  is  right  on  top  of  the  latest  trends.  We 
recognize  subtle  shifts  in  the  direction  of  information  technology.  And  we  respond  by  taking  a  fresh  approach 
to  each  issue.  So  you  get  the  most  up-to-the-minute  news  and  information. 

One  week,  workstations  take  center  stage.  The  next,  PCs  are  in  the  spotlight.  Later,  networking  is  the  focal  point. 

And  every  week  we  cover  it  all  in  greater  depth  and  breadth  than  any  other  publication  —  PCs,  workstations, 
mainframes,  client/server  computing,  networking,  communications,  open  systems,  languages,  industry'  news, 
and  more. 


We  understand  what  you  need  to  know.  Everything.  And  when  you  need  to  know  it.  Right  now. 


COMPUTERWORLD  FRESH? 
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MAKE  A  NEW  PIE. 


Computerworld  reports  on  what’s  happening  in  the  industry,  while  it’s  still  happening.  So  you  can  plan  your 
company’s  strategy  and  take  action  before  it's  too  late. 


It’s  no  wonder  over  135,000  IS  professionals  pay  to  subscribe  to  Computerworld  every  week.  Shouldn’t  you? 


Order  Computerworld  today  and  you’ll  receive  51  issues  packed  cover  to  cover  with  everything  you  need  to 
know  to  do  your  job  better.  And  get  an  edge  on  the  competition.  Plus,  you’ll 
get  our  special  bonus  publication,  The  Premier  100 ,  an  annual  profile  of 
the  leading  companies  using  information  systems  technology. 


Call  us  toll-free  at  1-800-543-1300.  Or  use  the  postage-paid  subscription 
card  bound  into  this  issue.  And  get  your  own  copy  of  Computerworld. 


COMPUTttWORLD 
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It’s  everything  you  need  to  know  to  earn  a  bigger  piece  of  the  pie  for  your 
company. 
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PRODUCT  EVALUATION  AMDAHL  5995M,  MODEL  4550 


LARGE  SYSTEMS 


Amdahl  5995M:  More  muscle,  less  cost 

Evaluators  say  Amdahl’s  4550  mainframe  has  some  advantages  over  IBM  machines,  but  they  also 
experienced  reliability  problems  in  the  first  few  months  using  the  system 


Computerworld' s  New  Product  In-Site  is  an  evaluation 
based  on  interviews  with  major  users  at  corporate  and 
educational  installations.  The  product  under  evaluation 
is  being  used  in  live  application  environments. 


AMDAHL  CORP.'S  5995M  MODEL  4550 

♦  Despite  early  product  glitches,  Amdahl’s  5995M  series 
mainframe  wins  bids  against  IBM  in  these  large  shops 
based  on  price,  service  and  capacity.  Discounts  have 
been  as  deep  as  60%  off  the  list  price  of  $17.5  million  for 
the  Model  4550  four-way  processor. 

♦  The  4550  is  an  interim  upgrade  for  these  corporate  sites, 
which  are  considering  Amdahl’s  top-of-the-line  six-way 
and  eight-way  processors  when  they  become  available. 

Series  5995M’s  new  features,  such  as  Enhanced  Perform¬ 
ance  Facility,  Concurrent  Maintenance  and  Escon  com¬ 
patibility,  are  not  fully  in  place  at  these  sites  because  of 
staged  delivery  schedules  and  user  caution  about  their 
implementation. 


Llv- ST 


Amdahl  Corp.  is  not  pulling  any 
punches  in  its  mainframe 
market  share  battle  with  IBM 
and  Hitachi  Data  Systems 
Corp.  (HDS).  The  company  is 
offering  the  biggest,  meanest  main¬ 
frames  on  the  market  at  some  of  the 
best  prices  users  have  seen  in  years. 

“In  terms  of  discounting,  Amdahl 


has  been  unbelievably  aggressive,”  said 
Susan  Gannon,  a  senior  analyst  at  Tech¬ 
nology  Investment  Strategies  Corp. 
(TISC),  a  research  firm  in  Framingham, 
Mass.  “1992  has  been  a  tough  year  for 
them.  They  anticipated  getting  a  lot 
more  machines  out.  They  are  giving 
away  what  they  can  to  make  the  cus¬ 
tomer  base  happy.” 


The  best  evidence  of  this  is  discounts 
of  up  to  60%  on  Amdahl’s  5995M  se¬ 
ries.  Four  users  of  the  four-way  proces¬ 
sor  Model  4550,  the  largest  capacity 
machine  currently  installed,  reported 
receiving  good  discounts  and  solid  per¬ 
formance  in  their  evaluations  of  the  sys¬ 
tem,  which  is  rated  at  183  million  in¬ 
structions  per  second  (MIPS).  The 
largest  model  in  the  line,  the  8650 
eight-way  processor  —  rated  at  311 
MIPS,  more  than  any  other  machine 
available  —  is  just  being  delivered  to 
sites  this  month  after  a  90-day  delay. 

The  evaluators  were  selected  from 
more  than  30  members  of  the  Compu- 
terworld  Product  Evaluation  Council,  a 
group  of  information  systems  organiza¬ 
tions  that  regularly  evaluates  and  oper¬ 
ates  new  products  in  production  envi¬ 
ronments.  Consultants  from  TISC  and 
Howard  Rubin  Associates  developed  the 
questionnaire  and  rating  system  used  to 
evaluate  the  product. 


AMDAHL  VS.  IBM 


The  same  method  was  used  with  a  dif¬ 
ferent  group  of  evaluators  to  assess 
IBM’s  Enterprise  System/9000  Model 
900,  rated  at  240  MIPS,  for  a  previous 
New  Product  In-Site  [CW,  May  11].  As 
can  be  seen  by  the  ratings  summary,  the 
two  products  received  a  very  close  over¬ 
all  rating.  However,  IBM’s  model  re¬ 
ceived  the  highest  rating  for  reliability, 
while  Amdahl’s  4550  was  only  slightly 
better  than  average.  IBM  also  edged  its 
competitor  in  performance,  ease  of  in¬ 
stallation  and  operation  —  even  though 
ES/9000  users  were  struggling  with  the 
challenges  of  installing  fiber-optic  Es¬ 
con  channels. 

The  4550  surpassed  the  900  in  floor 
space  size  and  utility  use  because  it  al¬ 
lows  more  flexible  power  options  and 
provides  opportunities  for  consolidation 
and  upgradability  to  the  six-  and  eight¬ 
way  models,  while  IBM  has  yet  to  an¬ 
nounce  when  its  eight-way  product  will 
be  ready.  Both  products  received  above- 
average  ratings  on  price,  based  on  heavy 
discounting  by  the  vendors. 


RELIABILITY 


Unlike  the  IBM  evaluators,  who  report¬ 
ed  near-perfect  operations,  two  of  the 
four  Amdahl  evaluators  experienced 
outages  that  shut  their  mainframes 
down  unexpectedly. 

Retail  evaluator:  “Both  outages  were 
extremely  short.  We  took  a  channel  hit, 
they  diagnosed  something  and  brought 
it  back  up.  Within  the  next  day  or  so  we 
scheduled  an  outage  and  replaced  a 
part.” 

In  one  case  the  problem  was  an  envi¬ 
ronmental  sensor  card  that  falsely 
showed  a  problem  with  power.  The  retail 


Installation  descriptions  for  companies  that 
evaluated  the  Amdahl  5995M  Model  4550 


Retail 


Utility  1 


Utility  2 


Education 


Number  of 

Model  4550s 

1 

1 

Multiple 

1 

Time 

installed 

3  months 

- - 

3  months 

6  months 

3  months 

Other 

mainframes 

3  Amdahl 

3  IBM,  1  Amdahl 

Multiple 

IBM 

None 

Operating 

system 

MVS/ESA 

MVS 

MVS;  UTS 

MVS/ESA 

Number  of 
staff  members 

240 

too 

Varies  with  site 

17 

Main 

memory 

512M  bytes 

512M  bytes 

768M  bytes 
average 

1G  byte 

Expanded 

storage 

512M  bytes 

512M  bytes 

1.028M  bytes 

2G  bytes 

Number  of 
channels 

96 

128 

192 

128 

Application 

types 

TSO/IMS/CICS 
and  batch 

Batch/on-line 

IMS/DB2/CICS/ 
TSO  and  batch 

Batch/on-line 

METHODOLOGY:  Product  ratings  are  based  on  evaluations  from  four  user  sites 
(profiled  above).  These  are  production  users  of  Amdahl  5995M  Model  4550.  The  users 
are  members  of  Computerworld's  Product  Evaluation  Council. 


Amdahl’s  5995M 

183 

Model  4550 

(Four-way  processor) 

Amdahl’s  5995M 

311 

Model  8650 

(Eight- way  processor) 

IBM  ES/9000 

240 

Model  900 

IBM  3090 

119 

Model  600J 

site  has  one  4550  and  three  other  Am¬ 
dahl  mainframes. 

Utility  2  evaluator:  “We’ve  had  two 
major  outages.  One  was  pretty  exten¬ 
sive  —  about  six  hours  in  duration.  We 
have  been  experiencing  problems.  Am¬ 
dahl  has  been  working  hard  on  resolving 
these  problems.” 

The  4550’s  Dual  Logging  Entry  card 
failed  in  one  case,  and  the  microcode 
was  not  at  the  proper  level  to  determine 
the  problem.  Teradata  Corp.  devices 
and  front-end  processor  failures  also  oc¬ 
curred  related  to  the  connection  with 
the  Amdahl  processors.  Utility  2  has 
multiple  4550s  installed  and  has  been 
using  them  for  about  eight  months.  The 
company  also  uses  multiple  ES/9000 
Model  900s. 


PERFORMANCE 


Based  on  a  combination  of  database 
transaction  and  production  applications, 
the  evaluators  found  the  4550  met  their 
performance  expectations.  They  were 
comparing  the  systems  with  reported 
performance  numbers  from  Amdahl  and 
with  how  well  the  systems  ran  on  previ¬ 
ous  smaller  capacity  processors. 

Education  evaluator:  “Prior  to  this, 
we  had  an  IBM  9021  Model  720  in  a 
117  MIPS  machine,  six-way  processor. 
We  weren’t  sure  what  to  expect  going 
from  a  relatively  slow  six  processors  to  a 
relatively  faster  four  processors  rated  at 
183  MIPS.  Our  database  and  on-line 
transaction  times  really  improved  sig¬ 
nificantly.  The  individual  speed  of  the 
processors  seemed  to  matter  more  in 
our  environment  than  the  number  of 
processors.” 

Utility  1  evaluator:  “It  met  expecta¬ 
tions  based  on  an  application  which  ran 
on  an  IBM  3090  600.  It  ran  faster  be¬ 
cause  it’s  a  bigger  machine.” 

Retail  evaluator:  “We  upgraded  and 
moved  work  load  around  so  it  wasn’t  all 
that  quantifiable.  The  feeling  was  that  it 
was  performing  as  expected  based  on 
the  net  of  an  additional  100  MIPS  into 
the  shop.” 

Utility  2  evaluator:  “Some  of  our 
analysis  looked  at  performance  of  an 
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q\  Ratings  are  based  on  user  expectations  on  a  scale  of  1  to  5,  where  1  is 
below  expectations  and  5  is  above  expectations.  Ratings  are  presented 
in  order  of  importance  to  users.  IBM  ratings  are  based  on  previous 
evaluation  by  four  different  users  [CW,  May  11], 


Amdahl's  5995M  Model  4550 

Overall  rating 

I  3.5 

Reliability 

|  3.5 

Performance 


Support 


3.8 


Price 


I  I  3.8 

Ease  of  installation 


Size  and  utility  use 

|  3.3 

Ease  of  operation 
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IBM  ES/9000  Model  900 

u 

Overall  rating 


Reliability 


Performance 


Support 


3.8 


Price 


Ease  of  installation 

|  3.5 

Size  and  utility  use 

|  3.6 

Ease  of  operation 


IMS  database  application  on  Amdahl 
1400s  and  compared  it  to  4550s.  The 
ratios  varied  from  1.7-to-l  to  1.97-to- 
1.  I  expected  the  1.  7  to  be  higher.  We 
had  a  box  with  partial  Enhanced  Perfor¬ 
mance  Facility  (EPF)  on  it,  which  we 
rated  at  1.94  of  an  Amdahl  1400  with 
the  base  4550  at  1.8.” 

The  users  are  awaiting  delivery  of 
Amdahl’s  EPF,  which  is  supposed  to  in¬ 
crease  performance  10%  to  11%.  The 
utility  2  user  expects  to  gain  a  10%  to 
12%  performance  boost  from  the  full 
EPF  and  7%  to  8%  from  the  partial  EPF 
he  has  now.  The  retail  and  utility  2  sites 
have  only  partial  EPF  installed  and  are 
waiting  for  the  rest. 

The  Amdahl  users’  reports  contrast¬ 
ed  with  the  IBM  evaluators,  who  said 
the  ES/9000  Model  900  exceeded  their 
expectations  based  on  their  bench¬ 
marks.  The  combination  of  faster  pro¬ 
cessors  and  higher  speed  channels  dra¬ 
matically  increased  on-line  response 
time  and  decreased  batch  runtime. 


TECHNICAL  SUPPORT 

While  the  Amdahl  evaluators  rated  sup¬ 
port  at  the  same  level  as  the  IBM 
group,  they  also  praised  their  support 
teams,  saying  they  were  more  respon¬ 
sive  than  IBM  in  some  cases. 

One  exception  to  this  was  one  evalu¬ 
ator,  who  reported  that  some  of  the 
field  engineers  did  not  understand  the 
dynamic  microcode  upload  that  is  part 
of  the  new  concurrent  maintenance  fea¬ 
ture,  and  they  did  not  explain  it  to  cus¬ 
tomers  sufficiently.  This  led  to  commu¬ 
nications  and  microcode  management 
problems. 

The  evaluator:  “That  probably  con¬ 
tributed  to  some  of  the  failures  we  ex¬ 
perienced.  Amdahl  has  been  working 
hard  to  smooth  out  the  problems.” 

Retail  evaluator:  “I’m  very,  very 
happy  with  the  support  team  we  have. 
We  have  a  systems  engineer  with  an  ex¬ 
cellent  background  and  very  good  peo¬ 
ple  skills.” 

Education  evaluator:  “Support  has 
been  outstanding  to  this  point.  In  addi¬ 
tion  to  putting  in  the  new  CPU,  we  re¬ 
placed  all  of  our  direct-access  storage 
devices  (DASD)  with  Amdahl  DASD, 
and  it  just  went  like  clockwork.” 


PURCHASE  AND 
MAINTENANCE  COSTS 

The  4550  users  were  able  to  get  mil¬ 
lions  of  dollars  off  the  list  price  in  mak¬ 
ing  their  deals  with  Amdahl.  All  said  the 
discounts  and  overall  packaging  made 
the  difference  in  their  decision  to  pur¬ 
chase  Amdahl  systems  over  competi¬ 
tive  offerings. 

Retail  evaluator:  “We  paid  even  less 
than  I  expected  to  achieve.  We  were  an 
all-Blue  shop.  The  experience  with 
PCMs  so  far  has  been  very  rewarding. 
There  was  a  significant  gap  between 
the  pricing  from  Amdahl  and  IBM  on 
similar  amounts  of  horsepower.  Am¬ 
dahl  made  it  an  easy  decision.  We  com¬ 
pared  an  IBM  9000  Model  860  vs.  the 
4550.  The  difference  in  purchase  price 
was  in  the  millions  of  dollars.” 

Utility  1  evaluator:  “We  purchased 
the  system  through  a  competitive  bid¬ 
ding  process,  and  it  was  competing 
against  an  ES/9000  Model  900.  The 


price  was  significantly  lower,  at  least  a 
couple  million  dollars.  ” 

Education  evaluator:  “We  had  a 
competitive  situation  with  IBM,  Hitachi 
and  Amdahl.  IBM  did  not  appear  to  be 
real  competitive.  But  Amdahl  and  Hita¬ 
chi  just  went  neck  and  neck.  They  were 
just  a  whisker  apart  at  the  end.  Amdahl 
came  out  very  marginally  better.” 


MAINTENANCE 


The  concurrent  maintenance  feature  is 
causing  some  concerns  among  users 
because  it  requires  them  to  change  pro¬ 
cedures. 

Currently,  users  make  microcode 
changes  during  scheduled  systems  out¬ 
ages.  Amdahl’s  new  feature  allows  the 
changes  to  be  made  while  the  system  is 
running  application  jobs.  The  problem 
is  that  Amdahl  has  asked  some  users  to 
make  microcode  changes  using  this  fea¬ 
ture  when  the  users  are  not  comfort¬ 
able  doing  it  that  way. 

Utility  1  evaluator:  “My  operations 
folks  have  been  complaining  about  an 
unusually  high  number  of  bulletins  from 
Amdahl  saying,  ‘You’ve  got  48  hours  to 
put  this  microcode  change  on  or  your 
machine  may  crash.’  We’ve  been  able  to 
stall  them  off  because  a  lot  of  the  stuff 
they’ve  been  coming  down  with  is  con¬ 
current  maintenance.  Being  an  old  op¬ 
erations  type  myself,  I  prefer  not  to  do 
it  concurrently  with  stuff  running.  We 
eventually  made  the  changes,  and  we 
didn’t  lose  the  machine  in  the  interim.” 

Gannon:  “There  will  be  advantages 
to  concurrent  maintenance,  but  it’s  not 
top  on  the  priority  list  yet.  People  still 
like  to  have  more  hands-on.  ” 


EASE  OF  INSTALLATION 

The  evaluators  reported  no  installation 
problems.  Most  were  new  acquisitions, 
rather  than  migrations.  In  the  case  of 
the  IBM  evaluation,  most  sites  were 
migrating  from  other  IBM  processors. 

Education  evaluator:  “We  do  this  ev¬ 
ery  two  years,  and  they  all  have  about 
the  same  amount  of  work  in  them.” 

FOOTPRINT  SIZE  AND 
UTILITY  USE 


The  5995M  series  allows  a  two-for-one 
consolidation  of  older  Amdahl  and  IBM 
processors  onto  a  single  4550.  The  six- 
and  eight-way  systems  will  allow  even 
more  consolidation.  The  evaluators 
found  this  to  be  a  great  benefit. 

The  systems  also  offer  the  option  of 
450-H  or  60-H  power  connections, 
while  IBM’s  ES/9000  Model  900s  re¬ 
quire  60-H  connections.  By  choosing 
Amdahl,  the  retail  user  was  able  to  use 
excess  capacity  on  the  site’s  450-H  un¬ 
interruptible  power  supply,  while  he 
would  have  had  to  add  capacity  with  the 
IBM  model. 

Utility  2  evaluator:  “We’ve  been  in  a 
consolidation  phase  and  going  to  the 
4550s  has  been  great  because  of  the 
size  of  the  footprint  and  the  consump¬ 
tion,  especially  compared  to  the  Am¬ 
dahl  1400.” 

Education  evaluator:  “The  4550  is 
significantly  cheaper  in  floor  space,  air 
conditioning,  electrical  power  —  the 
whole  deal.” 


EASE  OF  OPERATION 

Operation  of  the  4550  is  about  the 
same  as  prior  generations  except  that 
new  consoles  are  not  compatible  with 
Candle  Corp.’s  current  version  of  AF 
Remote,  the  utility  1  evaluator  said. 

Utility  1:  “We  had  to  send  the  data 
to  our  command  center  via  coaxial  ca¬ 
ble.  That  works  here,  but  for  our  other 
four  data  centers  it  won’t  work.  Am¬ 


dahl’s  been  working  with  Candle  to  get 
their  console  operations  supported  by 
AF  Remote.” 

Utility  2:  “It’s  the  same  as  previous 
systems.  We  expected  more  features 
for  automated  operations.  It  really 
doesn’t  offer  anything  different  for  this 
series  from  the  previous  ones.  It  re¬ 
quires  the  same  amount  of  operator  in¬ 
tervention.” 

Reported  by  Michael  L.  Sullivan- 
Trainor  and  Garry  Ray,  CW  staff. 


AMDAHL  RESPONDS 

Here  is  Amdahl’s  response  to  the  issues  raised  in  this  evaluation: 

Reliability:  The  channel  problem  reported  by  users  involved  I/O  inter¬ 
face  handler  failures  they  experienced  after  we  made  a  change  in  our  manu¬ 
facturing  process  to  eliminate  the  use  of  chlorofluorocarbons.  That  prob¬ 
lem  was  resolved  by  further  modification  of  the  manufacturing  process  and 
was  limited  to  an  identifiable  subset  of  customers  who  have  been  notified  as 
part  of  a  proactive  program  to  replace  all  suspect  interface  handler  boards. 

There  were  also  a  few  front-end  processor  (FEP)  failures  caused  by  the 
operational  responses  of  certain  FEPs  to  mainframe  system  recovery  activ¬ 
ity  when  operating  in  our  UTS/Unix  system  environment.  To  correct  the 
FEP  problem,  5995M  firmware  has  been  modified  on  all  machines,  and 
modifications  have  been  installed  on  the  FEPs  to  bring  them  into  compli¬ 
ance  with  OEMI  Parallel  Channel  specifications.  We  believe  our  customers 
now  consider  both  the  interface  handler  and  FEP  problems  to  be  completely 
resolved.  We  are  aware  of  only  one  environmental  sensor  failure  among  all 
the  machines  we  have  installed. 

Price:  Aggressive  discounting  in  the  mainframe  marketplace  has  been  a 
fact  of  life  for  the  last  couple  of  years.  Amdahl,  however,  does  not  seek  to 
take  the  lead  with  respect  to  pricing,  although  we  do  intend  to  remain  com¬ 
petitive. 

Maintenance:  Because  of  concurrent  maintenance,  it  may  appear  that 
more  changes  are  being  made  to  the  mainframe  than  in  the  past  since  they 
are  being  done  individually  rather  than  in  a  group.  But  actually  the  total 
number  of  changes  has  not  significantly  increased. 


AT&T  •  American  President  Cos.  •  Bell  Atlantic  Corp.  •  Bell  Canada  •  Bergen  Brunswig 
Corp.  •  The  Chase  Manhattan  Bank  NA  •  Commonwealth  Edison  Co.  •  Consolidated 
Freightways,  Inc.  •  Corestates  Financial  Corp.  •  Dresser  Industries,  Inc.  •  Federal  Express 
Corp.  •  First  National  Bank  of  Chicago  •  FMC  Corp.  •  Grumman  Corp.  •  ITT  Corp. 

•  Kmart  Corp.  •  Long  Island  Lighting  Co.  •  Marshalls,  Inc.  •  Massachusetts  Mutual  Life 
Insurance  Co.  •  MCI  Communications  Corp.  •  Mellon  Bank  Corp.  •  Metropolitan  Life 
Insurance  Co.  •  Northeost  Utilities  •  Preston  Trucking  Co.  •  Primerica  Corp.  •  Public 
Service  Electric  &  Gas  Co.  •  Ryder  System,  Inc.  •  Sikorsky  Aircraft  •  The  Asset  Group 

•  The  Southern  Co.  •  University  of  Michigan  •  University  of  Virginia 
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EDA/SQL  FROM  INFORMATION  BUILDERS:  The  Industry  Standard  Client/Server  Solution  That  Lets 

Any  Tool  Access  Any  Data,  Non-Relational  or  Relational,  From  Any  Desktop. 


INACCESSIBLE  PAH  IS  USELESS 

You’ve  spent  a  lot  of  years  and  a  ton  of  money 
building  up  the  databanks  you  need  to  call  on 
regularly  to  help  run  your  business. 

But,  can  you  access  your  data  fast  when  you  need  it? 

Even  worse,  if  it’s  on  an  incompatible  platform,  can 
you  access  it  at  all? 

Chances  are  the  answer  is  no. 


_ HOW  BIG  BUSINESS  LOOKS  AFTER  BUSINESS 

Happily  there’s  another  answer  to  the  problem. 

It’s  called  Enterprise  Data  Access  (EDA/SQL)  from 
Information  Builders.  The  people  who  specialize  in 
distributed  information  systems. 

EDA.  SQL  Is  a  trademarit  of  Infomution  Builders,  Inc .  1250  Broadway,  New  York,  NY  10001. 


EDA/SQL  extends  the  reach  of  desktop  solutions. 

It  enables  virtually  any  application  or  end-user  tool  that 
supports  SQL  to  transparently  reach  any  data  in  non¬ 
relational  database  files  from  any  workstation. 

REACH  OUT  AND  RETRIEVE 

With  so  many  SQL  tools  tied  to  specific  databases, 
you  need  a  standard  method  of  access  with  the  power 
and  flexibility  to  extend  their  range  across  distributed 
multivendor  environments  that  include  powerful  UNIX 
servers  from  IBM,  Pyramid,  Sequent,  Sun  and  HP. 

EDA/SQL  lets  you  do  it  —  and  with  both  relational 
and  legacy  data  systems,  so  your  investment  in  all  of 
your  existing  data  is  future  proof. 

Nothing  else  delivers  this  level  of  universal  flexibility, 


a  must  for  integrating  strategic  UNIX  solutions  into 
your  information  systems  enterprise. 

So  when  you  need  to  reach  data,  regularly,  quickly, 
and  regardless  of  platform,  there’s  only  one  company 
to  call. 

Information  Builders,  the  distributed  information 
systems  specialist. 

For  more  information  on  EDA/SQL  and  how  it  can 
solve  all  your  data  access  problems  or  to  attend  a 
FREE  Seminar... 

Call  800-969-INF0 

In  Canada  call  1-416-364-2760 

TXJT  #  EDA/SQL 

Information  Builders,  Inc. 
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CASE  firms  play  musical  chairs 


BY  KIM  S.  NASH 

CW  STAFF 


Elbow  room  in  the  computer-aid¬ 
ed  software  engineering  (CASE) 
market  is  dwindling  as  more  ven¬ 
dors  crowd  the  arena  at  every 
hardware  level.  That  means  your 
application  development  dollar  is 
hot  property  now  more  than  ever. 

The  major  vendors  are  vying 
to  pry  that  money  from  informa¬ 
tion  systems  pockets  in  different 
ways,  such  as  by  adding  consult¬ 
ing  services,  beefing  up  user 
training  programs  and  making 
tool  sets  more  modular. 

A  round  of  musical  chairs 
among  product  strategy-setters 
at  three  major  CASE  companies 
means  that  users  should  brace 
themselves  for  modified  product 
directions  during  the  next  12 
months.  Here  is  the  rundown: 
■  Knowledge  Ware, 

Inc.  Paul  Hessinger, 
former  chief  technol¬ 
ogy  officer  at  Germa¬ 
ny’s  Softlab,  Inc.,  is 
now  responsible  for 
business  strategy  and 
technical  research  at 
KnowledgeWare. 

Hessinger  plans  to 
put  his  consulting  ex¬ 
perience  —  courtesy 
of  17  years  at  Comput¬ 
er  Task  Group,  Inc.  — 
to  work  at  his  new 
home,  substantially 
boosting  KnowledgeWare’s  ser¬ 
vice  offerings. 

KnowledgeWare  plans  to  fo¬ 
cus  on  hand-holding  in  two  areas, 
Hessinger  said.  One  is  tool  in¬ 
struction;  the  other  is  making 
“customers  cost-effective  with 
the  technology,”  he  explained.  To 
see  hard,  bottom-line  results 
from  complex  application  devel¬ 
opment  methods,  users  have  to 


think  beyond  CASE  as  a  tool  and 
see  it  as  an  aid  to  reforming  busi¬ 
ness  tasks,  according  to  Bernie 
Stephan,  director  of  special  tech¬ 
nical  services  at  Computer  Pow¬ 
er  Group’s  San  Francisco  office. 

That  is  precisely 
KnowledgeWare’s 
new  emphasis,  Hes¬ 
singer  said,  adding 
that  the  company  has 
stepped  up  the  hiring 
of  instructors  and 
consultants.  Expect 
more  vertical  market 
offerings  in  the  future 
as  well,  such  as  tem¬ 
plates  for  applications 
oriented  toward  spe¬ 
cific  industries. 

■  Intersolv,  Inc. 

The  Rockville,  Md., 
company  created  a  new  position 
in  North  American  marketing  to 
accommodate  Pe¬ 
ter  Privateer,  who 
left  his  post  as  staff 
vice  president  of 
strategic  product 
planning  at  Knowl¬ 
edgeWare  in  Atlan¬ 
ta  two  months  ago. 
Industry  observers 
said  Privateer  had 
lost  faith  in  Knowl¬ 
edgeWare  products 
and  had  been  look¬ 
ing  to  leave;  both 
Privateer  and  his  al¬ 
ma  mater  declined 
to  comment  on  the  reasons  be¬ 
hind  his  departure. 

Intersolv,  meanwhile,  is  on  the 
rise,  analysts  said.  Now  that  it  has 
dropped  out  of  IBM’s  AD/Cycle 
alliance,  the  company  is  aggres¬ 
sively  pursuing  the  client/server 
application  development  tools 
market.  Intersolv  is  ahead  of 
most  other  CASE  vendors  in 
building  applications  to  run  in  cli¬ 


ent/server  mode,  according  to 
Paul  Bloom,  an  analyst  at  Volpe, 
Welty  &  Co.  in  San  Francisco. 

APS  2.2,  a  code  generator,  is 
key  to  this  push,  as  is  the  compa¬ 
ny’s  local-area  network-based  re¬ 
pository.  “Intersolv 
is  on  the  ascendan¬ 
cy,”  Bloom  said. 

■  Softlab,  Inc. 
New  chief  technol¬ 
ogy  adviser  Robert 
Rockwell  brings 
open  systems  devel¬ 
opment  ideas  to 
Softlab’s  table. 
Rockwell  just  ended 
a  year’s  stint  as  tech¬ 
nology  director  at 
Eureka  Software 
Laboratory,  a  Euro¬ 
pean  CASE  project 
to  set  standards  for  Unix  applica¬ 
tion  development. 

That  is  an  avenue  Softlab  in¬ 
tends  to  pursue  as  part  of  an  all- 
out  push  to  cull  U.S.  business. 
The  company  is  strengthening  its 
San  Francisco  beachhead  by  hir¬ 
ing  several  consultants.  Softlab 
recently  introduced  two  tools 
here:  Systems  Maintenance 
Toolset,  a  back-end  CASE  suite, 
and  Maestro  II  Release  2.1,  an 
OS/2  version  of  a  full  life-cycle 
workbench. 

Parent  company  BMW  is  not 
averse  to  digging  deep  to  help  the 
cause.  ‘We  want  to  accelerate 
U.S.  growth  via  acquisition,” 
stated  Michael  Metcalf,  U.S.  mar¬ 
keting  manager. 

Early  last  year,  Softlab  and 
KnowledgeWare  talked  merger, 
but  the  deal  fell  flat  when  Knowl¬ 
edgeWare  rejected  Softlab’s  bid 
of  an  estimated  $350  million,  ac¬ 
cording  to  a  source  close  to  the 
firms  [CW,  April  6],  Softlab 
would  not  specify  current  acqui¬ 
sition  targets. 


Knowledge- 
Ware's  Hessinger 
wants  to  boost  service 


Softlab 's  Rockwell 
bringing  open  systems 
development  ideas 


NCR  offers  NICE  app  development  tool 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


ATLANTA  —  They  say  you 
should  take  things  nice  and  easy. 
NCRCorp.  hopes  its  first  foray  in¬ 
to  the  personal  computer  soft¬ 
ware  market,  an  application  de¬ 
velopment  tool  called  NICE,  will 
make  application  developers’ 
lives  easier. 

NICE,  which  stands  for  Natu¬ 
ral  Interface  for  Computing  Envi¬ 
ronments,  is  a  software  develop¬ 
ment  kit  designed  to  work  with 
Microsoft  Corp.’s  Visual  Basic 
product  and  Microsoft  or  Bor¬ 
land  International,  Inc.’s  C  lan¬ 
guages.  It  runs  under  Windows 
3.1. 


We  built  it  to  . . .  create  a  bet¬ 
ter  user  interface,”  said  Steve 
Banfield,  project  leader  for  NICE. 
Banfield  pointed  to  some  20  built- 
in  custom  controls,  such  as  a  dy¬ 
namic  keypad  layout,  multifunc¬ 
tion  buttons,  graphic  button  and 
an  edit  box. 

“The  No.  1  thing  we  offer  is 
the  human  interface  design 
guide,”  Banfield  said.  NCR  hired 
many  scientists  to  create  a  tool 
that  walks  a  developer  through 
steps  to  devise  an  optimal  inter¬ 
face  for  the  way  people  interact 
with  a  computer.  NCR  claimed 
that  developing  prototypes  is  up 
to  60%  faster  when  NICE  is  used. 

It  also  claimed  that  in  a  test, 
novice  computer  users  needed 


only  20  minutes  of  training  to  be¬ 
come  proficient  in  a  system,  and 
were  69%  less  likely  to  need  help 
after  training.  The  retailer  that 
conducted  the  test  saved  80%  of 
its  training  costs. 

At  first  glance,  one  user  who 
saw  NICE  demonstrated  said  it 
looked  interesting. 

We’d  want  to  know  about  this 
product;  otherwise,  we’d  have  to 
go  through  trial  and  error  to  build 
applications  and  have  the  users 
change  things  to  their  liking,” 
said  Joe  Barrett,  lead  technical 
analyst  for  architecture  and  ap¬ 
plied  research  at  Whirlpool  Corp. 

Barrett  said  NCR’s  emphasis 
on  creating  a  tool  that  was  orient¬ 
ed  to  the  way  humans  work  could 


Martin,  Intellicorp 
test  workbench 


BY  GARRY  RAY 

CW  STAFF 


Information  engineering,  the 
brainchild  of  systems  guru  James 
Martin,  will  be  married  to  object- 
oriented  techniques  in  a  new  de¬ 
velopment  workbench  being 
tested  by  James  Martin  &  Co.  in 
Reston,  Va.,  and  Intellicorp,  Inc. 
in  Mountain  View,  Calif. 

Object  Management  Work¬ 
bench  (OMW),  first  announced 
by  the  companies  earlier  this 
year,  will  undergo  field  testing 
immediately,  the  two  companies 
announced  recently. 

According  to  officials  at  both 
firms,  OMW  extends  the  infor¬ 
mation  engineering  (IE)  method¬ 
ologies  that  Martin  and  others 
have  proposed  since  the  early 
1980s.  Like  conventional  IE,  it  al¬ 
lows  executives  and  information 
systems  professionals  to  embody 
business  models  in  software. 
Those  models  include  business 
rules  and  business  data  struc¬ 
tures,  which  are  then  implement¬ 
ed  in  specific  software  systems. 

The  marriage  with  object-ori¬ 
ented  techniques  is  a  modifica¬ 
tion  of  the  original  IE  model. 
Based  on  the  notion  that  object- 


oriented  approaches  are  more 
flexible  and  adaptable  than  the 
structured  techniques  of  tradi¬ 
tional  IE,  this  updated  thinking  is 
espoused  in  Martin’s  latest  book, 
“ Object-Oriented  Analysis  and  De¬ 
sign ,”  which  he  co-authored  with 
James  Odell.  According  to  one 
James  Martin  &  Co.  official,  that 
new  methodology  “has  driven 
the  diagramming  standards  and 
functionality  of  OMW.” 

Tool  trio 

OMW,  the  official  said,  includes 
three  major  components:  an  ob¬ 
ject  diagrammer,  an  event  dia- 
grammer  and  a  business  rule  edi¬ 
tor.  The  tools  are  currently  imple¬ 
mented  within  Intellicorp’s  Pro- 
Kappa  development  environ¬ 
ment,  which  runs  on  the  Open 
Software  Foundation’s  Motif  us¬ 
er  interface. 

The  object  diagrammer  allows 
users  to  develop  classes  of  ob¬ 
jects  and  supports  subtyping  and 
components.  In  addition,  users 
can  attach  attributes  as  well  as 
value  types  to  objects  and  encap¬ 
sulate  one  object  within  another. 

The  OMW  event  diagrammer 
implements  event  modeling, 
Continued  on  page  97 


CW  Chart:  Stephanie  Faucher 


be  a  plus. 

Gregory  J.  Buzek,  NICE  prod¬ 
uct  manager,  said  NCR  originally 
developed  NICE  for  one  of  it’s  re¬ 
tail  customers. 

“Retailers  see  in  some  cases 
300%  to  400%  turnover  in  cash¬ 
iers,  and  training  costs  are  a  big 
thing  for  them.  We  needed  an  in¬ 
terface  that  would  make  this  eas¬ 
ier  to  learn,”  Buzek  said.  He  not¬ 
ed  that  NCR  was  able  to  reduce 


the  average  training  time  for  a 
point-of-sale  system  from  two 
hours  to  20  minutes  and  said  he 
thought  the  product  might  sell  in 
the  shrink-wrapped  market. 

NICE  will  go  on  sale  next 
month  for  $295.  NCR  will  market 
it  through  The  Connection,  a  cata¬ 
log,  and  through  its  direct  sales 
force.  In  January,  NCR  plans  to 
introduce  a  version  of  NICE  with 
pen  extensions. 
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Some  Companies 
Willing  To  Pay  For  A 

It  s  The  Only 


Design.  Engineering.  Testing.  Service.  Support.  When 
you  think  about  it,  these  are  what  make  one  computer 
better  than  the  next.  Which  makes  it  all  the  more 
surprising  that  companies  are  cutting  back  in  these 
areas.  And,  amazingly,  some  do  little  but  stick  their 
name  on  at  the  end  of  somebody  else’s  assembly  line. 


It  would  be  like  buying  their  customers. 


a  car,  looking  under  the 


Obviously,  at  some 


hood,  and  discovering  that  point  during  some  meet- 
it  was  built  by  a  company  ing  in  some  boardroom, 
youd  never  heard  of  from  the  mandate  came  down: 


a  place  youd  have  trouble 
finding  on  the  map. 

It  makes  you  wonder 


Find  a  way,  any  way,  to 


cut  costs. 


At  Compaq,  when  we  set 


about  the  kind  of  company  out  to  build  affordable 
that  would  do  it.  Why  they  PCs,  we  took  a  decidedly 


would  make  the  decision 


to  put  their  name  on  a  prod- 


different  approach. 

An  three  of  the  new 


uct  over  which  they  main-  COMPAQ  computers— 
tain  little  control.  And  why  the  COMPAQ  ProLinea, 
they  would  then  sell  it  to  COMPAQ  Contura,  and 


COMPAQ  DESKPRO/i- 
are  Compaq  designed. 
Compaq  built.  Compaq 
tested.  And,  perhaps  most 
telling  of  all,  each  one  is 
Compaq  supported. 

Precisely  because  all 
three  of  our  new,  afford¬ 
able  computers  are  true 
COMPAQ  products,  we 
back  them  with  the  same 
comprehensive  service 
and  support  as  the  rest  of 
our  computers. 

Other  PC  companies 
do  things  differently,  like 
offering  substantially  lim¬ 
ited  service  and  support 
for  products  they  appar¬ 
ently  have  less  confidence 
in.  Dell  has  even  gone  so 
far  as  to  withdraw  their 


©  1992  Compaq  Computer  Corporation.  All  Rights  Reserved.  COMPAQ,  DESKPRO  Registered  U.S.  Patent  and  Trademark  Office  ProLinea,  Contura,  and  DESKPRO/i  are  registered  trademarks  of  Compaq  Computer 
Corporation  Product  names  mentioned  herein  may  be  trademarks  and/or  registered  trademarks  of  their  respective  companies. 


Must  Ifr  iMCVbu’RE 
Name.  On  TUfir  Computers, 
Part  They  Make. 


And  if  they  can’t  be  sure 
about  it,  how  can  you? 

So  the  choice  before 
you  isn’t  simply  between 
different  computers.  It’s 
between  different  comput¬ 
er  companies.  The  kind 
of  companies  that  are 
willing  to  sell  out 
their  name  to  sell 
you  a  computer. 
And  a  company 
whose  name  still 
stands  for  every¬ 
thing  you  want  in 
a  computer. 

For  more  infor¬ 
mation,  just  call 
1-800-345-1518  in 
the  U.S.,or 
1-800-263- 
5868  in  Canada. 


they  be 
a  product 
didn’t 
build? 


compatibility  guarantee 
for  the  Dimension  Line. 

Comparing  COMPAQ 
computers  with  today’s 
“name  brand”  clone  PCs 
reveals  other  important 
differences  as  well. 

With  every  computer 
that  we  build,  you 
benefit  from  our 
reputation  for 
industry-leading 
performance, 
reliability  and 
durability. 

The  others  of¬ 
fer  you  no  such 
assurances.  After 
all, 


how  can 
sure  of 
they 
even 


While  other  companies  have  been 
forced  to  cut  corners,  at  Compaq,  we’ve 
managed  to  lower  our  prices  without 
lowering  our  standards. 


Some  ideas  are  better  than  others. 
Unlike  a  lot  of  today’s  clones,  the  new 
COMPACfPCs  are  all  designed,  engi¬ 
neered  and  tested  by  Compaq. 


comma 


APPLICATION  DEVELOPMENT 


COMMENTARY 

Jim  Paul 

Still  room 
for  heroes 

For  the  first  time  since  the 
event’s  inception  in  1987, 
the  Software  Engineering 
Institute  (SEI)  opened  its 
annual  symposium  to 
companies  that  are  not 
producing  software  for 
the  Department  of  Defense.  Twelve  hun¬ 
dred  people  attended  last  month  —  nearly 
double  the  previous  year.  It  was  a  likely 
place  to  get  a  handle  on  the  state  of  soft¬ 
ware  engineering. 

Understanding  the  process  of  produc¬ 
ing  software  has  become  a  priority  in  orga¬ 
nizations  such  as  the  military  and  its  con¬ 
tractors.  Both  rely  heavily  on  large 
amounts  of  software  to  run  communica¬ 
tions,  command  and  control  and  weapons 
systems  such  as  the  F15  fighter  and  Patriot 
missile. 

Yet  most  private-sector  companies  are 
beginning  to  realize  how  dependent  they 
are  on  software  and  how  expensive  soft¬ 
ware  can  be.  Few  understand  how  to  man¬ 
age  that  component. 

So  the  question  is,  “How  do  we  manage 
the  process  so  that  software  projects  come 
in  on  time,  on  budget  and  with  few  bugs? 
How  do  we  minimize  the  risk?” 

The  SEI  is  searching  for  those  answers. 
Run  primarily  by  Carnegie  Mellon  Univer¬ 
sity  in  Pittsburgh,  it  has  its  own  full-time 
staff  as  well  as  “affiliates”  from  industry 
and  the  military.  Collaboration  among 
government,  business  and  academia  in 
software  engineering  is  not  unusual.  Many 
countries  in  Europe  also  have  ongoing 
projects,  but  few  have  yet  produced  any 
significant  results. 

Although  the  SEI  does  do  some  work 
specific  to  the  kind  of  real-time  programs 
that  are  embedded  in  weapons,  most  of  the 
work  presented  at  the  symposium  focused 
on  the  Capability  Maturity  Model.  It  is  for 
this  model  that  the  SEI  is  best  known. 

Measuring  maturity 

The  Capability  Maturity  Model  is  a  yard¬ 
stick  to  assess  the  capability  of  an  organi¬ 
zation  to  produce  quality  software.  The 
model  stems  from  the  need  of  the  military 
to  assess  the  qualifications  of  bidders  to 
deliver  software.  For  example,  the  SEI  or  a 
consultant  (some  are  licensed  by  the  SEI) 
can,  through  the  use  of  a  survey,  inter¬ 
views  and  observations,  rank  a  company 
as  to  its  “process  maturity,”  and  thus  the 
likelihood  that  it  can  deliver  complex  soft¬ 
ware. 

There  are  five  levels  of  maturity  in  the 
Capability  Maturity  Model.  The  first  is  the 
organization  that  relies  on  hot  guns  to  pro¬ 
duce  its  software,  with  no  internal  controls 
or  measurements.  At  the  opposite  end, 
Level  5,  is  the  organization  that  continu¬ 
ously  tracks  projects  and  measures  re¬ 
sults.  These  results  are  used  to  further  re¬ 
fine  the  software  production  process. 

Of  15  companies  evaluated  by  the  SEI, 
virtually  none  has  rated  more  than  Level 
2.  Somewhat  of  a  relief  is  the  fact  that  Ca¬ 
pability  Maturity  Model  evaluation  results 
have  not  yet  weighed  heavily  in  contract 
decisions. 

SEI  staff  members  stress  that  the  mod¬ 


el  should  be  used  for  more  than  just  evalu¬ 
ation.  It  should  be  the  starting  point  of  a 
cycle  to  refine  a  company’s  software  capa¬ 
bilities. 

How  does  an  organization  improve  its 
development  processes?  By  measuring 
the  results  and  making  refinements.  The 
steps  in  process  refinement  are  nearly 
identical  to  the  problem-solving  steps  used 
in  most  Total  Quality  Management 
(TQM)  programs.  Team-building  is  an  im¬ 
portant  component  of  both. 

Most,  if  not  all,  of  the  people  making 
presentations  for  organizations  involved 
with  the  SEI  were  also  conducting  TQM 
programs.  Bill  Craig,  presenting  for  Mic- 
om,  said,  “We  view  the  CMM  as  a  subset 
or  special  topic  under  our  TQM  program.” 

Neither  TQM  nor  the  Capability  Matu¬ 


rity  Model  offer  specific  guidance  about 
programming  languages,  programming 
methods  such  as  object-oriented  program¬ 
ming  or  specific  vendors’  computer-aided 
software  engineering  tools.  Both  are  ven¬ 
dor-neutral.  What  they  provide  is  manage¬ 
ment  structure  and  reality  checking.  They 
help  assure  that  whatever  software  engi¬ 
neering  decisions  you  do  make  are  moti¬ 
vated  by  the  right  factors  and  that  the  re¬ 
sults  can  be  evaluated  in  the  objective  light 
of  the  Capability  Maturity  Model. 

Programmer  value 

As  the  process  of  software  development 
comes  more  under  control,  will  there  be 
room  for  the  superstars  of  programming? 
Will  a  desire  to  be  precise  eliminate  inno¬ 
vation?  “I  tell  my  people  not  to  focus  on  the 


numbers.  They  are  tools,  and  the  goal  is 
the  process,”  one  panelist  said  of  his  expe¬ 
rience  using  the  Capability  Maturity  Mod¬ 
el. 

Companies  using  the  Capability  Matu¬ 
rity  Model  are  not  losing  sight  of  the  fact 
that  smart,  motivated  people  write  good 
software.  No  one  wants  to  kill  the  golden 
geese. 

Hughes  Aircraft’s  John  Weaver,  one  of 
the  keynote  speakers,  said,  “There  is  no 
substitute  for  good  people.  The  goal  of 
these  changes  is  to  leverage  the  skill  of  our 
people.” 

Even  with  the  Capability  Maturity  Mod¬ 
el,  there  will  always  be  room  for  heroes. 


Paul  is  a  consultant  and  principal  at  Northeast 
Consulting  Group  in  Pittsburgh. 


Computers  and  Communications 


NEC  presents  the  first 

built-in 


We  know  what  you  need  to  sur¬ 
vive.  You  need  a  network  server 
that’s  compatible,  reliable  and  able 


to  grow  with  your 
needs.  You  need 
a  system  that  can 
keep  up  with  LAN  and 
multi-user  demands. 

One  that’s  equipped  with 
the  latest  Intel®  technology,  Novell- 
and  Banyan-approved,  and  one 
that  meets  today’s  EISA  standards. 


We  adapt  to  your 
environment. 


We  give  you  total  sub¬ 
system  modularity  and 
scalability,  including  CPU, 
memory,  video  and  disk 
subsystems  to  support  future 
performance  needs.  Plus  10  EISA 
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APPLICATION  DEVELOPMENT 


IN  BRIEF 

Synon  selling  planning  tool  for  AS/400  users 


■  Synon  Corp.,  an  IBM  Application  System/ 400  application 
development  vendor  in  Larkspur,  Calif.,  began  selling  Silver- 
run,  a  planning  and  analysis  tool  from  Computer  Systems 
Advisers,  Inc.  in  Woodcliff  Lake,  NJ.  The  companies  plan  to 
build  a  bridge  between  their  respective  tools  by  mid-1993.  Sil- 
verrun,  which  runs  under  OS/2  and  Microsoft  Corp.’s  Win¬ 
dows,  is  available  in  English  and  French  versions,  with  a  Japa¬ 
nese  version  due  out  early  nextyear. 

■  Measuring  the  size  and  productivity  of  existing  and  under¬ 
construction  applications  is  the  subject  of  upcoming  work¬ 
shops  by  Productivity  Management  Group,  Inc.  in  East 
Amherst,  N.Y.  The  $425,  one-day  sessions  will  focus  on  using 


function-point  analysis  to  track  software  development  activity. 

■  Cortex  Corp.  in  Waltham,  Mass.,  has  begun  shipping  Cor- 
Vision  5.0,  an  application  generator  for  building  Unix  pro¬ 
grams.  The  product,  priced  at  $35,000  for  the  first  seat,  can 
produce  programs  for  Ultrix  from  Digital  Equipment  Corp., 
HP/UX  from  Hewlett-Packard  Co.  and  SCO  Unix  from  The 
Santa  Cruz  Operation. 

■  SeerTechnologies,  Inc.,  a  Cary,  N.C.-based  firm  co-found- 
ed  by  IBM  and  First  Boston  Corp.,  enhanced  its  High  Produc¬ 
tivity  Systems  tool  set  to  help  distribute  host-based  applica¬ 
tions  to  IBMAIX,  OS/2  and  DOS  clients. 


486 servers  with  a 
survival  instinct. 


Features: 

NEC 

PowerMate'" 
Express  Towers 

COMPAQ® 

Systempro/LT 

Series 

AST® 

Premium  SE 
4/33  Series 

Advantage 

1.  #  SIMM  sockets 
standard 

16 

4 

4 

NEC 

2.  Maximum  RAM 
capacity 

112 

64 

80 

NEC 

3.  Internal  hard-drive 
storage  capacity 

5GB 

4GB 

2.4GB 

NEC 

4.  Power  supply 

388W 

355W 

300W 

NEC 

5.  Internal  cooling  fans 

4 

2 

2 

NEC 

6.  Total  expansion 
(EISA  slots/drive  bays) 

20  (10/10) 

18  (7/11) 

17  (10/7) 

NEC 

dots  and  16  standard  SIMM  sockets 
:o  handle  additional  memory  and 
adapter  cards. 

Our  CPU  scalability  goes  from 
486/33,  486/50  and  beyond. 
Memory  scalability  goes 
from  8  to  112MB.  And  disk 
scalability,  from  240MB  to 
5GB.  All  at  affordable 
values. 

We  can  take  the  heat. 

Our  server’s  SCSI  disk 
controller  can  include  up  to 
16MB  of  cache.  And  its  128- 
bit  memory  path  is  four  times 
as  wide  as  the  traditional  32- 


bit  memory  path,  providing  you 
0-wait-state  performance.  All  of 
which  means  you  can  handle 
data-intensive  applications  or 
networking  demands  with  ease. 

We’ve  also  given  each  of  our 
servers  a  generous  388-watt 
power  supply  to  handle  even 
the  most  power-hungry 
components.  As  well  as 
a  four-fan  array  that  enables 
your  system  to  keep  cool— and 
keep  working— under  any 
amount  of  pressure. 

Call  1-800-NEC-INFO  (in  Canada,  1-800-34} 
4418),  or  NEC  FastFacts''1  at  1-800-366-0476, 
EXPRESS  (977377),  for  immediate  literature. 


A  well-balanced  system 
is  a  weapon. 

Compatibility.  Adaptability. 
And,  reliability.  Compare  our 
PowerMate  Express  servers  with 
the  competition’s  and  you’ll  find 
these  features  don’t  come  with 
every  computer  system. 

You’ll  also  find  that  there’s  only 
one  company  worth  trusting 
your  sur-  .  vival  to. 


Because  ^  is  the  way  you  want  to  go. 


BANYAN* 

VINES 

Certified 

Platform 


NEC 


Firms  test 
workbench 

CONTINUED  FROM  PAGE  93 

which  allows  users  to  establish  the  types 
of  operations,  events  and  processes  that 
might  occur  within  the  business. 

For  example,  the  event  diagrammer 
could  be  used  to  model  “temporal  events” 
such  as  stock  market  activity  or  “state 
events”  such  as  converting  an  airline  ticket 
to  a  fulfilled  state  when  a  passenger  gets 
on  an  airplane.  The  tools  also  support  trig¬ 
gers,  which  are  information  flows  that  ac¬ 
tivate  other  operations. 

Finally,  the  business  rule  editor  can  be 
used  to  capture  business  policies  and  rules 
and  then  attach  these  to  specific  objects 
and  events.  For  example,  a  rule  indicating 
that  an  airline  flight  is  overbooked  could 
be  attached  to  an  airplane  object. 

But  some  observers  are  leery  of  the 
Martin  and  Odell  methodology  and  its 
planned  implementation  in  OMW. 

“I’m  confused  about  how  they  portray 
object  interaction,”  said  Ron  Schultz,  a  se¬ 
nior  software  engineer  at  Berard  Software 
Engineering,  Inc.,  a  consultancy  in  Gai¬ 
thersburg,  Md.  Schultz  has  recently  com¬ 
pleted  a  comparative  analysis  of  object-ori¬ 
ented  methodologies  for  Berard. 

Concerning  the  Martin  and  Odell  ap¬ 
proach,  he  said,  “There  are  no  object  and 
class  specifications.  I  don’t  see  how  it  pro¬ 
vides  for  reuse.  The  modeling  process  is 
not  well-defined.”  However,  Schultz  add¬ 
ed,  “It  lends  credibility  to  have  Martin  be¬ 
stow  his  name  upon  object  orientation.” 

Aside  from  the  methodology,  “The  ob¬ 
jective  was  to  create  a  modeling  process 
that  was  more  intuitive  for  [the  IS  depart¬ 
ment]  and  business  users,”  said  James 
Wyatt,  president  of  James  Martin  &  Co. 

According  to  Wyatt,  tools  such  as 
OMW  make  it  possible  for  users  to  create 
models  of  a  business  using  IE  and  object- 
oriented  processes  and  then  execute  the 
model  immediately.  That  provides  an  inter¬ 
active  environment  for  business  and  sys¬ 
tems  modeling  that  is  difficult  to  obtain  us¬ 
ing  existing  modeling  methods,  including 
traditional  systems  analysis. 

“The  problem  now  is  the  quality  of  the 
systems  analysts.  We  want  to  decrease  the 
role  of  the  analyst  in  the  critical  path  and 
allow  business  users  to  directly  interact 
with  the  computer,”  Wyatt  noted. 

That  direct  interaction  with  modeling 
tools  is  the  first  step  in  a  technique  that 
James  Martin  &  Co.  is  calling  “enterprise 
visioning.”  Broadly  speaking,  its  intent  is 
to  allow  executives  to  “vision”  and  test  al¬ 
ternate  business  models. 

Wyatt  said  it  is  a  natural  evolution  of  IE, 
rather  than  a  switch  to  yet  another  snazzy 
modeling  technique.  “We  wouldn’t  call  IE 
a  dead  end.  We’re  trying  to  go  a  step  fur¬ 
ther,”  he  said. 


ATTENTION 

CONSULTANTS! 

Increase  your  sales! 
Advertise  in 

Computerworld’s  annual 
Consultants  Directory  for 
just  $399. 

Appears  in  our  Annual  Forecast 
issue  on  Jan  4. 

Ad  Close:  Dec  7 

800-343-6474 

x744 
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IBM  is  a  registered  trademark  and  AD/Cycte  is  a  trademark  of  International  Business  Machines  Corporation  All  other  products  are  trademarks  or  registered  trademarks  ot  their  respective  companies  c  1992  IBM  Corp 


It’s  all  about 
getting  there  faster. 


When  it  comes  to  application  development,  there’s  no 
time  to  waste.  That’s  why  you  should  know  there’s  a  full 
range  of  AD/Cycle  "  products  that  can  dramatically 
increase  the  quality  and  productivity  of  your  application 
development  cycle  right  now.  A  collection  of  the  best 
products  from  a  variety  of  leaders  in  CASE  technology. 

IBM’s  AD/Cycle  offers  a  variety  of  ways  to  increase 
the  productivity  of  your  development  efforts.  Every¬ 
thing  from  analysis/design  tools,  test/maintenance/ 
redevelopment  tools  and  third -generation  languages 
to  generators,  knowledge -based  systems,  enterprise 
modeling  tools  and  more.  Products  that  can  help 
you  achieve  productivity  gains  and  improve  code  quality. 
Plus,  all  these  pieces  fit  together  and  can  produce 
code  for  multiple  IBM  operating  systems. 

Find  out  more  about  how  AD/Cycle  products  can 
get  you  where  you’re  going  faster.  For  free  literature 
about  AD/Cycle,  call  1  800  IBM- 6676,  ext.  737. 

Today’s  AD/Cycle  products. 


•  Over  80  selected  products  to  improve  your  development  process. 

•  From  IBM  and  Bachman  Information  Systems Inc.,  Digitalk 
Easel®  Corp.,  KnowledgeWare®  Micro  Focus,®  Sapiens 
International  Corp.  N.V.,  SYl\OI\  "and  FIASOFI,  Inc. 

•  Helps  increase  productivity  and  quality. 
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APPLICATION  DEVELOPMENT 


NEW  PRODUCTS 


Application 

development 

tools 

CaseWorks,  Inc.  has  announced  CASE:W 
Visual  Integration  Platform  (VIP). 

According  to  the  company,  the  product 
is  the  first  Microsoft  Corp.  Windows- 
based  client/server  development  tool  de¬ 
signed  for  use  with  C,  ObjectWindows  and 
Microsoft  Foundation  Classes  platforms. 
Standard  languages  are  used  when  devel¬ 
oping  applications,  and  the  product  pro¬ 
vides  high-level  graphical  designers  that 
generate  various  components  on  the  inter¬ 
face,  including  menus,  panels  and  win¬ 


dows.  The  output  from  the  graphical  de¬ 
signers  is  assembled  by  source  code  de¬ 
signers  that  also  define  how  they  are  to  be 
generated  into  the  source  code. 

CASE:W  VIP  costs  $2,995. 

CaseWorks 
Suite  130 
1  Dunwoody  Park 
Atlanta,  Ga.  30338 
(404)399-6236 

TeleSoft  has  announced  Version  2.1  of 
TeleUse,  a  user  interface  management 
system. 

According  to  the  company,  the  product 
was  designed  for  the  interactive  develop¬ 
ment  of  graphical  user  interfaces  based  on 


the  Open  Software  Foundation’s  Motif. 
Ease  of  use  enhancements  are  offered  in 
this  version,  including  an  improved  user 
interface,  a  more  powerful  Dialog  Manag¬ 
er  with  expanded  C++  integration  and  sup¬ 
port  and  third-party  tool  integration.  A  ses¬ 
sion  manager  provides  direct  access  to  all 
of  the  company’s  facilities  and  third-party 
development  tools.  Enhanced  C++  support 
and  a  C++  example  are  provided. 

TeleUse  2. 1  costs  $7,500. 

TeleSoft 

5959  Cornerstone  Court 
West 

San  Diego,  Calif.  92121 
(619)457-2700 

Emulex  Corp.  has  announced  the  Emulex 
Communications  Executive,  an  applica¬ 


tion  development  tool  kit. 

According  to  the  company,  the  tool  kit 
was  designed  to  enable  users  to  write  cus¬ 
tom  communications  applications  by  us¬ 
ing  Emulex ’s  DCP-286  line  of  personal 
computer-compatible  communications  co¬ 
processors. 

The  product  runs  under  DOS  and  Unix 
operating  systems  and  supports  commu¬ 
nications  protocols  including  Synchro¬ 
nous  Data  Link  Control,  X.25  and  High- 
Level  Data  Link  Control.  Features  include 
the  ability  to  allow  development  with  the 
standard  Microsoft  Corp.  C  compiler  un¬ 
der  DOS  and  the  ability  to  create  runtime  | 
modules  for  DOS  and  Unix.  An  on-board 
kernel  supports  real-time,  preemptive 
multitasking  operations. 

The  tool  kit  costs  $2,000. 

Emulex 

3545  Harbor  Blvd. 


Document  image  management.  If  it  seems  like  a  logistical  nightmare, 
look  at  the  picture.  Close  your  eyes.  Take  a  deep  breath.  This  is  about  as 
complicated  as  we  get. 


If  you're  considering  a  PC-LAN  document  imaging  system  for  your  firm,  it  can  be  very  confusing.  Now  you  can  deal  with 
one  team  of  experts,  supported  by  one  comprehensive  product  line.  LaserData.  Our  team  designs,  refines  and  installs  every  imaging 
system  and  component  we  sell.  Our  open  architecture  makes  integration  simple  and  easy,  on  your  existing  computer  equipment.  And 
our  systems  are  modular  and  flexible,  so  you  can  add  on  when  the  time  is  right,  with  no  fear  of  obsolescence.  You  get  imaging  that's 
reliable  and  profoundly  compatible  With  more  than  1,000  systems  installed  in  30  countries,  it’s  no  wonder  businesses  and 
governments  trust  us  They  like  to  keep  things  uncomplicated,  too.  Call  or  write 
us  for  more  information  It’s  probably  the  most  relaxing  thing  you’ll  do  today. 

The  choice  is  simple. 

LaserData  is  a  registered  trademark  of  LaserData.  Inc.,  300  Vesper  Paric.  Tyngsboro,  MA  01879  •  508-649-4600  Fax  508-649-4436 


Costa  Mesa,  Calif.  92626 
(714)662-5600 


Languages 

Software  AG  of  North  America,  Inc.  has  an¬ 
nounced  Natural  for  DB2  2.2. 

The  product  is  a  new  version  of  Soft¬ 
ware  AG’s  application  development  envi¬ 
ronment,  which  allows  DB2  users  to  devel¬ 
op  fourth-generation,  product  quality 
applications  for  IMS/DC,  CICS  and  batch. 
Full  SQL  DML  support  is  provided  for 
DB2  application  development. 

Natural  for  DB2  2.2  offers  a  new  DB2 
Tools  facility  that  has  interactive  support 
for  a  variety  of  database  administration 
functions  related  to  DB2.  These  functions 
include  data  definition  language  and  data 
control  language  support  as  well  as  appli¬ 
cation  plan  maintenance.  An  interactive 
SQL  feature  provides  immediate  genera¬ 
tion  of  SQL  statements. 

The  cost  of  Natural  for  DB2  ranges  be¬ 
tween  $72,000  and  $171,400. 

Software  AG  of  North  America 
11190  Sunrise  Valley  Drive 
Reston,  Va.  22091 
(703)860-5050 

Code  libraries 

Liant  Software  Corp.  has  introduced  Figa- 
ro+  3.0  C,  a  Phigs+-based  programming  li¬ 
brary. 

Figaro+  3.0  C  was  designed  to  allow  us¬ 
ers  to  develop  graphics  applications  in  the 
object-oriented  environment  of  C++.  Fully 
callable  from  C++,  the  product  enables  us¬ 
ers  to  develop  applications  by  accessing 
Figaro+  3.0  graphics  routines  and  libraries 
from  C++  and  from  object-oriented  pro¬ 
gramming  languages. 

Figaro+  3.0  C  costs  $2,600.  , 

Liant  Software 
959  Concord  St. 

Framingham,  Mass.  01 701 
(508)872-8700 

IMSL,  Inc.  has  released  the  C/Math/Li¬ 
brary  for  Silicon  Graphics,  Inc. 

According  to  the  company,  the  product 
is  a  library  of  C  functions  for  solving  math¬ 
ematical  problems  such  as  interpolation 
and  approximation,  differential  equations, 
transforms,  optimization  and  linear  sys¬ 
tems.  On-line  documentation  is  included. 
The  C/Math/ Library  is  available  with 
both  node-locked  and  floating  licenses. 

Prices  start  at  $3,000. 

IMSL 

Suite  3000 

14141  Southwest  Freeway 
Sugar  Land ,  Texas  7  74  78 
(713)279-1000 
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JULY  1992, 

PC  MAGAZINE  DESCRIBES 

THE  PERFECT 
PERSONAL  COMPUTER. 


,  ..if  your  ultimate  PC 
system  runs  Windows, 
an  accelerated  VGA 
:ard  can  boost 
performance  to  3  to 
20  times  that  of  a 
dumb  frame  buffer." 

I 


For  the  utmost  in 
display  speed,  look 
at  local  bus 
designs..." 


A  high  scale  of  chip  set 
integration  lowers  cost  and 
improves  system  reliability..." 


"At  1 ,024-by-768 
resolution,  PC  magazine 
•  believes  60  Hz  is 
inadequate-too  flickery— . . 
look  instead  for  monitors 
and  video  cards  that 
operate  at  70  or  72  Hz." 


"Display  adapters  using 
VRAM... are  often  twice 
as  fast  as  DRAM-based 
boards." 
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To  save  space,  look  for  built-in 
parallel  and  serial  ports,  and 
IDE  and  video  circuitry." 


\ 


"To  take  advantage  of  a  32-bit 
operating  system  such  as 
OS/2  2.0  or  Windows  NT 
(when  it  ships),  you  will  want 
at  least  8  MB  or  RAM,  so  a  16 
MB  motherboard  may  prove 
limiting  in  the  next  couple  of 
years." 


"Note  that  metal  SIMM 
sockets  are  preferable 
to  plastic  ones." 


Reprinted  from  PC  MAGAZINE  July,  1992  ©  1992,  Ziff  Communications  Company. 
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DECpc 


BUILT  BETTER. 
PRICED  RIGHT. 


DECpc  433dx  LP 
486DX  33  MHz  System 
•  4MB  RAM  •  122MB  hard  drive 
•  SVGA  non-interlaced  color  monitor 
(14",  1024  x768,  0.28  mm) 

•  3.5"  1 ,44MB  floppy  drive 
Keyboard,  mouse,  MS-DOS  and  Windows 
•  Free  shipping. 


$2,449 

450dx2 


DECpc  450d2  LP 
486DX2  50  MHz  System 
•  4MB  RAM  •  1  22MB  hard  drive 
•  SVGA  non-interlaced  color  monitor 
(14",  1024x  768,  0.28  mm) 

•  3.5"  1 .44MB  floppy  drive 
Keyboard,  mouse,  MS-DOS  and  Windows 
•  Free  shipping. 


When  PC  Magazine  dreamed  o  f  the  perfect  PC, 
did  they  guess  Digital  was  busy  building  it? 

Introducing  the  new  line  ol  Digital-built 
DECpc  LP  upgradabl  es.  Our  blueprint  was  your 

ultimate  PC  wish  list.  And  we  added  a  price  list  to 
match.  Let’s  start  with  the  item  that  tops  your  list: 
Windows  performance. 

First,  Digital’s  engineers  built  in  a  GUI  accel¬ 
erator  that  speeds  common  Windows  operations  (like 
scrolling,  cursor  moves,  and  color  fills).  Then,  th  ey 
added  local  bus  video,  a  32-bit  data  freeway 
connecting  the  microprocessor  to  the  video  controller. 
The  result?  Four  times  the  overall  Windows 
performance  of  an  unaccelerated,  non-local-bus  PC 
with  the  same  processor. 

Digital’s  engineers  didn’t 
stop  there.  They  built  in  room 
for  up  to  64MB  of  RAM  on  the 
motherboard.  Added  a  so  ph  is- 
ticated  writeback  caching 
strategy.  Gave  you  three 
expansion  slots.  And  still 
made  room  for  daughterboard 
and  Vacancy  Socket  upgrades. 

So  how  easy  is  it  to  get 
everything  you've  been 
dreaming  of  in  a  PC?  Easy. 

Just  call  this  number  today. 


BUILT  INTO  ALL 
DECpc  LP 
UPGRADABLES 

•Upgradable  design 

•  Local  bus  video 

•  GUI  accelerator 

•  Vacancy  Socket 

•  128KB  writeback 

cache 

•  3  full-height  ISA  slots 

•  4  drive  bays 

•  MS-DOS®  5.0  and 
Microsoft  Windows™ 

3.1  installed 

•  NetWare™  and 
PATH  WORKS™  certifed 

•  Up  to  72  Hz 
refresh  rate 


_ 


$3,049 

466dx2 


DECpc  466d2  LP 
486DX2  66  MFiz  System 
•  8MB  RAM  •  245MB  hard  drive 

•  SVGA  non-interlaced  color  monitor 

(14",  1024x768,  0.28  mm) 

•  3.5"  1 ,44MB  floppy  drive  •  Key¬ 
board,  mouse,  MS-DOS  and  Windows 
•  Free  shipping.  •  Call  for  availability 


1  -800-438-431 1 


Please  reference  AWT  when  you  call. 

Monday-Friday,  8:30  AM  to  8:00  PM  (ET) 

EQSDQ0D 

In  Canada,  call  800-267-6215 
In  Australia,  008-021246 
In  New  Zealand,  0800-800332 
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DIGITAL 

MANUFACTURES  IT, 


Local  bus 
video 


Up  to  64MB 
RAM  on 
motherboard 


GUI 

acceleration 


Upgradable 
design 


Metal 
SIMM 
ips 


Up  to  72  Hz 
refresh  rate 


Built-in  parallel 
and  serial  ports,  IDE 
and  video  circuitry 


VRAM  instead 
of  DRAM 


DECpc  425sx  LP  486SX  25  MHz  System 
•4MB  RAM  »122MB  hard  drive  »VGA  color  monitor  (14",  0.29mm) 

•3.5"  1.44MB  floppy  drive  'Keyboard,  mouse,  MS-DOS  and  Windows 

•  Free  shipping. 

Monitors  may  differ  from  those  shown. 


Q  DIGITAL'S  NEW  PCs  OWE  IT  ALL  TO  MOTHER. 


486  X,  486DX,  and 
486DX  industry-standard 
mici  orocessors  are 
availab  in  a  wide  range 
if  speeds. 


The  Vacancy  Socket  is  the 
quick  and  easy  way  to 
upgrade  your  DECpc.  Just 
add  the  appropriate  Intel 
OverDrive™  Chip. 


dd  up  to  64MB  of  RAM 
on  this  motherboard, 
lenty  of  room  for  all  the 
memory-hogs  in  your 
software  collection. 


. I  .  >WI 


joooooooooot 


Using  VRAM  instead  of  DRAM 
speeds  video  operation  by 
minimizing  graphics  bottlenecks 
512KB  is  standard. 
Expandable  to  1MB. 


The  built-in  GUI  accelerator 
makes  Windows  fly, 
yielding  a  four-fold 
speed  improvement  over 
standard  VGA.  With  full 
1 024  x  768  resolution 


inis  one  carries 
the  microprocessor,  cache 
and  data  bus  for  system 
upgrades. 


These  DECpcs  not  only  have 
28KB  cache  standard 
(with  room  for  up  to  256KB), 
it's  writeback  cache. 

That's  the  most  advanced 
memory-caching  strategy. 


For  faster  video  performance,  THlS  COllldn  t  be  the  perfect  PC  if  it 

take  the  local  bus.  didn't  have  the  perfect  mother.  Well,  what 
This  32-bit  data  highway  .  .  .  r 

means  your  DECpc's  £.  063.11  ty  Sue  IS. 
microprocessor  never  slows  Our  new  motherboard  was  born  in 
down  for  video  access.  •  •  i »  I’ll 

Digital  s  very  own,  highly 
automated,  ISO  9000-compliant 
factory.  As  opposed  to 
somebody’s  garage. 

But  the  real  beauty  of  this 
mother  is  how  much  she  does  for 
you.  She  takes  care  of  the  floppy  drive  and 
the  hard  drive.  Provides  for  the  video 
controller  and  the  GUI  accelerator.  Even 
tends  to  two  serial  ports  and  one  parallel  port. 
And  because  this  motherboard  takes  care  ol 
all  the  basics,  you  can  use  her  three  expansion 
slots  to  truly  customize  your  system. 

Our  mother  even  has  a  daughter.  To  make 
upgrading  to  as-yet-to-be-dreamed-of 
microprocessors  as  easy  as  swapping  a 
daughterboard. 

Shouldn’t  eveiybody  have  a  mother 
like  this? 

To  order,  call  1-800  PC  BY  DEC. 

COMPARE  FOR  YOURSELF. 


DECpc 

433dx  LP 

Compaq 

Deskpro 

433/i 

Dell 

P-Family 

433 

Upgradable 

yes 

yes 

yes 

Cache  included 

128KB 

8KB 

8KB 

Cache  maximum 

256KB 

64KB 

256KB 

GUI  acceleration 

yes 

yes 

no 

Local  bus  video 

yes 

no 

no 

Maximum  RAM 

64MB 

32MB 

64MB 

Hard  disk  bays 

2 

1 

1 

List  price 

$1,849 

$2,449 

$1,849 

Estimated  street  price 

30-day  money-back 

$1,849 

$2,252 

$1,849 

guarantee 

yes 

no 

yes 

Shipping  included 

yes 

N/A 

no 

4MB  RAM,  120MB  hard  drive,  keyboard,  mouse.  DOS,  Windows,  no  monllor.  Competitive  price  survey  8/10/92 


Hard  Drive 


DIGITAL 

COMPAQ 

IBM 

DELL 

Free  one  year  service 
performed  by  manufacturer 

YES 

NO 

NO 

NO 

30-day,  no  questions  asked 
money  back  guarantee 

YES 

NO 

NO 

YES 

Multivendor  service 
support  available 

YES 

NO 

YES 

NO 

Application  support 

available 

YES 

NO 

YES 

NO 

EVEN  OUR  SERVICE 
IS  AN  ENGINEERING 
BREAKTHROUGH. 


All  Digital™  PCs  come  with  two  mission  critical  features  only  Digital  engineers  could  have 
designed:  Digital  service  and  Network  Certification. 

For  example,  our  one-year  on-site  service  is  per¬ 
formed  by  our  own  1 0,000+  person  service  force 
which  includes  more  Novell®  certified  engineers 
than  any  independent  service  vendor  ever  dreamed 
possible.  That's  a  Digital  exclusive. 

Based  on  the  breadth  of  our  software  alliances, 
Digital  can  offer  you  fast, 
in-depth,  detailed  software 
support  for  more  than  100 
popular  applications. 


While  our  exclusive  Multivendor  PC  Service  Plan  covers  just  about 
every  manufacturer  in  the  PC  arena  including  Apple®. 

As  one  of  the  developers  of  Ethernet  (and  PATHWORKS 
Network  Operating  System),  nobody  is  better  than  Digital  at  giving 
your  users  seamless  access  to  data  anywhere  in  your 
LAN  or  WAN  on  any  computer  you  own.  Our  spe¬ 
cial  networking  labs  test  Digital  PC  interoperabili¬ 
ty  in  every  configuration  imaginable.  So  when 
Digital  says  Network  Certified,  it’s  more  than  a 
seal  of  approval,  it's  a  statement  of  fact. 


NETWORK 

CERTIFIED 


Every 
Digital 
Desktop  PC 
Includes: 

•  Factory  installed 
MS-DOS  5.0  and 
Windows™  3.1 

*  30-Day  Money  Back 

Guarantee 

•  One-Year  On-Site 

Service 

•  Lifetime  Technical 

Support 

*  24-Hour  FAX  Support 

•  Free  Shipping 


The  DIGITAL  logo.  DECpc.  DECIascr.  DECmultiJET,  VAX  and  Desktop  Direct  a 
of  Digital  Equipment  Corporation.  1386SL  and  Intel  are  trademarks  ol  Intel  Corporation.  Windows™ 
and  MS-DOS  are  registered  trademarks  of  Microsoft  Corporation.  Apple,  AppleTalk  and  Macintosh  are 
registered  trademarks  of  Apple  Corporation.  Dell  is  a  registered  trademark  of  Dell  Corporation.  IBM  is  a  registered  trademark  ol 

International  Business  Machines  Corporation.  Kodak  is  a  registered  trademark  of  the  Eastman  Kodak  Company.  Toshiba  is  a  registered  trademark  ol  Kabushiki  Kaisha  Toshiba. 
Ulus,  l-2-o.  Works.  Agenda  and  Freelance  Graphics  arc  registered  trademarks  of  the  Lotus  Development  Corporation.  QA  Plus  is  a  registered  trademark  ol  the  Diagnostic 
Software  Corporation.  Ami  Pro  is  a  registered  trademark  of  Samna  Corporation,  a  wholly  owned  subsidiaiv  ol  l-otus  Development  Corporation.  FAXit™  is  a  trademark  ol  Alien 
Computing.  Novell  and  NetWare  are  trademarks  of  Novell.  Inc.  UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories.  MS-DOS  is  a  registered  trademark  and  Windows  is 
a  trademark  of  Microsoft  Corporation.  PC  MAGAZINE  ia  a  registered  trademark  of  ZiilT  Communications  Company.  Quotes  used  by  permission. 


3.5" 

44MB 

Floppy  Drive 


The  new  4  hour 
NiMH  Battery 


2MB  to  8MB  of 
memory  to  meet 
anyone's  needs 


Concurrent  Video 
lets  you  run  an  exter¬ 
nal  vGA  monitor  and 
the  notebook  display 
simultaneously 


Built-in  trackball 
pointing  device  lets 
work  in  close  quarte. 


Logitech  TrackMan 
Portable  included  at 
no  extra  charge 


6  LBS.  FULLY  LOADED! 


The  DECpc  325P  gives  you  the  best  features  of  all  the  best  desktop  PCs  and  notebooks  rolled 
into  one.  Features  like  an  NiMH  batteiy,  to  keep  you  up  and  running  for  4  straight  hours. 
25MHz  of  power.  Your  choice  of  4MB  FCAM  with  an  80MB  Hard  Drive  or  8MB  RAiVl  with 
an  impressive  120MB  Hard  Drive.  Factory  installed  MS-DOS  5.0  and  Windows  3.1.  A  9600 
bps  FAX  modem  with  FAXit™  for  Window^.  And  the  best  feature  of  all  -  low  price. 


•386SL  25MHz  System 
•4MB  RAM  •  80MB  Hard  Drive 
•  1 0"  Triple  Super  Twist  Backlit  VGA 
•LCD,  3.5"  1 .44MB  Floppy  Drive 
•Built  in  trackball  and  Logitech 
TrackMan®  Portable 
•Price:  $2,795 


•386SL  25MHz  System 
•  8MB  RAM  •  1  20MB  Hard  Drive 
1 0"  Triple  Super  Twist  Backlit  VGA 
•LCD,  3.5"  1 ,44MB  floppy  drive 
•  Built  in  trackball  and  Logitech 
TrackMan  Portable 
•  Price:  $3,295 


DIGITAL  NOTEBOOK  SERVICE:  WE'LL  BE  THERE  WHEN  YOU  GET  THERE. 

Our  special  Digital  Notebook  Service  Policy  includes  •Lifetime  Technical  Support 
•Available  software  support  for  more  than  100  applications  •30-day  Money  Back 
Guarantee  *One-Year  Return-To-Factory  Service  #QA  Plus®  Diagnostics.  We’ll  even  send 
your  repaired  Notebook  back  to  you  within  48  hours  after  we  receive  it!  You  can  also 
upgrade  to  our  new  premium  DEC  Passport  Service  option.  Passport  offers  express  courier 
pickup,  24-hour  repair,  overnight  courier  back  to  you  and  next  destination  forwarding 
within  the  same  country  —  also  available  in  many  European  cities. 


DECpc™  333sx  LP 

Powerful,  entry-level  Windows™  computing 

The  DECpc  333sx  LP  gives 
you  big  power  —  at  a  little  price. 

•386SX  33MHz  System 
•  64  KB  cache 

•4MB  RAM  •  1  22MB  Hard  Drive 
•  1 4"  VGA  Color  Monitor 
•3.5"  1 .44MB  Floppy  Drive 
•Keyboard  and  Mouse 
•MS-DOS  5.0  and  Windows  3.1  installed 
•Price:  $1 ,549 


ACT  BEFORE  OCTOBER  30  AND 
GET  A  FREE  APPLICATION! 

Right  now,  buy  any  DECpc  Desktop  or  Notebook,  and 
choose  any  one  of  these  popular  programs  absolutely  free. 
But  hurry!  Special  offer  expires  October  30,  1992. 


Application  Retail  Value 

Lotus®  1-2-3®  for  Windows . $595.00 

Lotus  Ami  Pro™  2.0 . $495.00 

Lotus  Freelance  Graphics  for  Windows . $495.00 

Lotus  Works™  3.0 . $149.00 

Lotus  Agenda®  2.0 . $199.00 

Lotus  1-2-3  version  3.1+ . $595.00 

Lotus  1-2-3  version  2.4 . $495.00 

Lotus  Freelance  for  DOS . $495.00 


AND  NOW,  A  SPECIAL  OFFER  ON 
DIGITAL'S  FAMILY  OF  PRINTERS. 

Order  a  Digital  printer  when  you  buy  any  Digital  PC  before  October  25,  1992,  and  get  10%  oil  the 
price  of  the  printer.  Choose  any  popular  laser,  ink-jet  or  dot  matrix  printer,  and  you  II  get  this  special 
savings  glue  •  Free  One  Year  On-Site  Service  •  Free  Delivery  •  Free  Parallel  Cable. 


DECmultiJET  lOOO:  Laser 
quality  printing  at  a  less 
than  laser  price 


DEC  LA70:  High  quality 
dot-matrix  printing  at  a 
special  low  price 


•Bubble  ink-jet  printer  with  50-nozzle  printhead 

•Built-in  HP®  DeskJet  Plus®  emulation 

•Prints  up  to  160  characters  per  second 

•300  x  300  dots  per  inch  resolution 

•Prints  on  plain  paper,  transparencies,  envelopes 

•Cartridge  slot  for  emulation,  font  or  RAM  upgrade 

•Resident  Fonts:  Courier,  Courier  Landscape, 

Times  Nordic,  Letter  Gothic 

•  Price:'$339  $296.10 

•Order  No.  FR-U 1 6P-AA 


•Built-  in  IBM  Proprinter®  II  emulation 
•9-Wire,  narrow  carriage 
•Prints  up  to  200  characters  per  second 
•Supports  MS  Windows 
•Serial  and  parallel  interface 
•Draft,  memo  or  near  letter  quality  printing 
•Handles  fanfold,  cutsheet,  envelopes,  labels 
and  3-part  forms 
•  Price:  $2^$269.10 
•Order  No.  FR-LA5S-AA/ZTY 


THE  FASTEST  PRINTERS  ON  THE  ROAD  TODAY. 


3U5EQ 

23IE 


In  head  to  head  tests,  PC  Magazine  pitted  the  DECmultiJET  1000  ("DECjet  1000  ”)  against 
portable  printers  from  Brother,  Canon,  Citizen,  Kodak®  and  Toshiba®.  The  results?  PC  Magazine 
reports  “the  DECjet. ..had  the  highest  speeds  in  quality  printing:  49  cps  in  both  emulations.” 


Epson  Emulation 


IBM  Emulation 


1  Draft  1  Quality 

Characters  per  second 

|. 

20 

40 

60 

Brother  HJ-lOOi  inkjet  Printer 

N/At 

1 

42 

Canon  BJ-lOex  Bubble  Jet  Printer 

39 

Citizen  PN48  Notebook  Printer 

24 

DECjet  1000 

■■■■■■■■ 

69 

49 

Toshiba  ExpressWriter  201 

m 

18 

1  Draft  H  Quality 

Characters  per  second 

0 

20 

40 

60 

Brother  HJ-lOOi  inkjet  Printer 

N/At 

42 

Canon  BJ-lOex  Bubble  Jet  Printer 

N/At  |  | 

42 

Citizen  PN48  Notebook  Printer 

N/At  | 

24 

DECjet  1000 

65 

49 

Toshiba  ExpressWriter  201 

N/A 

Best 


Worst 


Best 


N/A  f  Not  applicable  This  printer  does  not  operate  in  draft  mode 
N/A  ft  Not  applicable  This  printer  does  not  support  this  emulation 


Call  for  the  latest  Desktop  Direct  from  Digital  catalog  to  see  the  full  range  of  high  quality, 

low-  priced  Digital  printers. 


Desktop  Direct 

l*pvF  R  O  M  | 

tieii 


ill 


d  i  g  i  t  a 


Please  reference  AWT  when  you  call. 

Mon-Fri  8:30am  to  8:00pm  (ET) 


ITM 


INTEGRATION  STRATEGIES 


APPLICATION  DEVELOPMENT 


Distributed  systems:  Tough  to  take  root 

BY  JULIA  KING 

SPECIAL  TO  CW 


Thinking  about  transplanting  software  devel¬ 
opment  pilots  into  larger  corporate  settings? 
Then  be  prepared  to  act  less  like  Johnny  Ap- 
pleseed  and  more  like  Indiana  Jones.  Infor¬ 
mation  systems  managers  and  consultants  experi¬ 
enced  in  building  cross-platform, client/server-based 
enterprise  systems  say  there  are  many  pitfalls. 


“Basically,  what  we  have  right  now 
is  very  much  a  seat-of-the-pants  tech¬ 
nology,”  says  Aaron  Zornes,  vice  pres¬ 
ident  and  director  of  applications  de¬ 
velopment  strategies  at  Meta  Group, 
Inc.,  a  consulting  firm  in  Westport, 
Conn. 

“It  is  really  more  art  than  science 
at  this  point  because  many  people 
don’t  even  understand  all  of  the  re¬ 
quirements,”  Zornes  adds. 

Challenges  with  networks,  choos¬ 
ing  suitable  software  tools  and  user  in¬ 
terfaces  and  reconciling  incompatible 
databases  further  complicates  mat¬ 
ters,  according  to  experienced  hands. 

Unlike  traditional  mainframe  appli¬ 
cations,  consultants  and  IS  managers 
say  developing  enterprise  systems  to 
operate  in  today’s  distributed  environ¬ 
ments  actually  involves  architecting 
two  or  more  programs  to  run  on  dif¬ 


ferent  computing  platforms. 

Programs  must  be  optimized  not 
only  to  run  on  various  machines  but 
also  to  perform  efficiently  over  the 
network,  an  area  in  which  many  devel¬ 
opers  have  little  expertise. 

One  result,  notes  Tom  Love,  presi¬ 
dent  of  OrgWare,  a  Roxbury,  Conn., 
consulting  firm,  is  that  developers  are 
moving  from  a  pure  applications  envi¬ 
ronment  to  a  systems  environment, 
which  can  present  problems.  “Devel¬ 
opers  now  have  to  deal  with  commu¬ 
nications,”  Love  notes,  “and ...  in  real 
time,  which  is  much  more  complex.” 

Little  wonder  that  in  many  compa¬ 
nies  the  work  of  developing  enter¬ 
prise  applications  is  still  in  the  very 
early  stages. 

Yet  some  IS  managers  have  taken 
steps  to  successfully  meet  these  chal- 
Continued  on  page  102 


No  easy  answers  from  commercial  integrators 

Many  firms  are  hungrily  eyeing  this  $5  billion  market.  Here’s  help  weeding  out  the  worthy  from  the  wannabees. 


BY  MARK  MEHLER 

SPECIAL  TO  CW 


Information  systems  shops 
forced  to  turn  to  commercial 
integrators  to  help  migrate  ex¬ 
isting  applications  off  the  main¬ 
frame,  or  develop  client/serv¬ 
er  applications  from  scratch,  will  find 
a  bevy  of  questions  and  a  shortage  of 
yes  or  no  answers. 

Among  these  conundrums:  How 
much  attention  should  be  focused  on 
a  vendor’s  proprietary  methodology? 
How  does  one  define  a  truly  “open” 
methodology?  Should  you  contract  a 
single  integrator  for  both  business 
and  systems  re-engineering?  Do  the 
traditional  management  consultan¬ 
cies  have  an  edge  by  virtue  of  their  ex¬ 
perience  in  re-engineering  business 
processes? 

“Users  have  no  mechanism  to  dis¬ 
tinguish  among  the  technological  ca¬ 
pabilities  of  the  integrators  in  this 
market,”  says  Oliver  Pflug,  an  analyst 
atG2  Research,  Inc. 

Others  suggest  that  users  inundat¬ 
ed  with  competing  integrator  claims 
strip  the  decision  down  to  basics. 

“Everybody  is  a  client/server  spe¬ 
cialist,  everybody  claims  to  do  enter¬ 


prisewide  strategic  [consulting],  ev¬ 
erybody  has  the  best  methodology,” 
notes  Ira  Sager,  a  principal  at  Belle¬ 
vue,  Wash.-based  consultancy  Para- 
Technology,  Inc. 

“These  terms  have  become  almost 
meaningless.  What  a  user  needs  to 
look  at  are  the  people. 

Are  they  programmers 
who’ve  been  working  in 
Cobol  for  six  years  who 
started  working  in  C++ 
she  months  ago?”  Sager 
says. 

It’s  not  hard  to  see 
why  commercial  sys¬ 
tems  integrators  are  fall¬ 
ing  all  over  themselves 
chasing  enterprise  appli¬ 
cations  development 
business. 

There’s  big  money  to 
be  had. 

According  to  G2  Re¬ 
search,  IS  organizations 
will  spend  nearly  $5  billion  this  year 
on  services  related  to  designing  and 
creating  software  code  (see  chart). 

Moreover,  G2  Research  says  de¬ 
mand  for  such  services  is  growing  at 
roughly  21%  a  year  —  about  10%  more 
than  the  overall  commercial  integra¬ 


tion  market.  Annual  growth  in  com¬ 
puter-aided  software  engineering 
(CASE)  services  tops  28%. 

Observers  cite  several  driving  fac¬ 
tors.  Chief  among  them:  a  lack  of  IS 
experience  with  personal  computer 
local-area  networks  and  client/ server 


environments.  And  no  vendor  of  de¬ 
velopment  tools  can  yet  offer  a  com¬ 
plete  solution,  opening  up  a  huge  op¬ 
portunity  for  service  providers 
experienced  in  meshing  multiple 
hardware  and  software  platforms. 

Product  vendors,  too,  increasingly 


see  relationships  with  integrators  as 
critical  to  penetration  of  Fortune 
1,000  companies. 

Know  the  players 

Consultants  says  it’s  important  for  IS 
to  know  the  major  players  in  applica¬ 
tion  development —  their 
approaches  and  their 
strengths. 

Big  integrators  can  be 
divided  into  two  camps: 
firms  with  large  invest¬ 
ments  in  their  own  meth¬ 
odologies  and  tools, 
which  are  licensed  or 
sold  as  stand-alone  prod¬ 
ucts  or  as  part  of  integra¬ 
tion  engagements;  and 
those  that  rely  on  com¬ 
mercially  available  prod¬ 
ucts  to  develop  custom 
systems. 

Andersen  Consulting, 
Ernst  &  Young,  Electron¬ 
ic  Data  Systems  Corp.  and  Digital 
Equipment  Corp.,  in  varying  degrees, 
fall  into  the  former  category.  SHL  Sys- 
temhouse,  Inc.,  Computer  Task 
Group  and  Technology  Solutions  Co. 
are  among  the  latter. 

Continued  on  page  106 


Lucrative  developments 

Corporate  IS  departments  will  spend  nearly  $5  billion  in  appli¬ 
cation  development-related  commercial  services  in  1992 

$3.65  billion 

Conversion  and 
porting  services 

$712  million 

CASE/Forward- 
engineering 

$553  million 

Reverse-engineering/ 
Feasibility  planning 


Source:  G2  Research.  Inc.  CW  Chart:  Stephanie  Faucher 
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Distributed  systems: 
Tough  to  take  root 


DSC's  Myckieby:  ‘We’ve  gone  from  processors  of  information  to  data  architects’ 
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lenges.  Following  are  accounts  of  the 
problems  they  have  encountered  and 
their  solutions. 

DSC  Communications 
Corp. 

Eighteen  months 
ago,  DSC  Communi¬ 
cations  Corp.  in  Pla¬ 
no,  Texas,  created 
software  in  much  the 
same  way  as  many 
other  companies:  in 
the  glasshouse. 

First,  users  got 
their  names  on  a  list. 

Then  they  waited  in 
line.  Then,  IS  would 
write  up  require¬ 
ments  and  maybe 
even  specifications. 

Finally,  after  several 
months  or  more, 

“maybe  something 
might  come  out  the 
back  door  of  the  IS 
department,”  says 
Jim  Myckieby,  vice 
president  of  IS  at  the 
$500  million  digital 
switch  manufactur¬ 
er. 

But  all  too  often, 
he  acknowledges, 
what  came  out  was 
not  asked  for  or, 
worse,  completely 
useless.  User  needs 
had  often  changed  while  IS  was  devel¬ 
oping  and  implementing  the  application. 

Today,  by  contrast,  there  is  almost  no 
waiting  for  new  or  revised  business  ap¬ 
plications,  according  to  Myckieby.  The 
reason?  Programs  are  now  written  by 
users  employing  Oracle  Corp.’s  SQL- 
forms  development  tool.  End  users  now 
build  their  own  client/server  applica¬ 
tions,  guided  by  a  128-page  manual  of  in- 
house  development  rules,  guidelines 
and  conventions  furnished  by  the  same 
IS  department  that  once  kept  users  on 
what  seemed  like  eternal  hold. 

Myckieby  is  the  first  to  acknowledge 
that  setting  up  users  as  programmers 
might  be  a  bit  crazy,  as  some  colleagues 
keep  telling  him. 

“But  it’s  also  a  question  of  survival,” 
he  says.  “I  couldn’t  hire  enough  people 
to  satiate  users’  appetite  for  new  applica¬ 
tions.  It  was  too  expensive  and  meant  too 
many  programmers.  It  was  time  for  IS 
to  recognize  that  we’re  not  the  only  ones 
who  are  computer-literate.” 

Myckleby’s  first  step  was  to  swap  out 
an  IBM  mainframe  for  a  lower  cost  Am¬ 
dahl  Corp.  5995/1100  system  running 
both  Unix  and  MVS.  Next,  IS  addressed 
the  issue  of  incompatible  operating  en¬ 
vironments  by  standardizing  on  a  single 
database  engine  and  set  of  development 
tools,  both  from  Oracle. 

Today,  the  Oracle  relational  database 
is  housed  on  the  Amdahl  system.  On  the 
client  side  are  the  computer-aided  soft¬ 
ware  engineering  (CASE)-based  tools, 


which  reside  on  some  2,000  IBM  and 
compatible  personal  computers  and  an¬ 
other  500  or  so  workstations  from  Sun 
Microsystems,  Inc.  and  Hewlett-Pack¬ 
ard  Co. 

“This  is  a  different  tack  from  tradi¬ 
tional  client/ server  in  that  the  Amdahl 
is  our  big  server  in  the 
sky.  But  our  strategy 
was  to  make  sure  we 
had  a  hardware  plat¬ 
form  that  was  ex¬ 
tremely  reliable  and 
one  where  we  could 
manage  and  secure 
data,”  Myckieby  ex¬ 
plains. 

As  for  training, 
DSC  employees  at¬ 
tend  either  in-house 
classes  taught  by  IS 
staffers  or  formal 
training  sessions 
sponsored  by  Oracle. 
IS  professionals  also 
work  one  on  one  with 
users  still  learning  Or¬ 
acle,  a  process  that 
usually  lasts  about  a 
month,  according  to 
Myckieby.  Other  sup¬ 
port  is  provided  by  an 
IS  contact  assigned  to 
each  department. 

In  the  year  and  a 
half  that  DSC’s  “Open 
Shop”  applications  de¬ 
velopment  strategy 
has  been  under  way, 
users  have  created  both  departmental 
and  enterprise  appplications,  Myckieby 
says. 

Among  the  latter  are  quality  report¬ 
ing  applications  now  used  by  all  seven  of 
DSC’s  divisions  and  a  manufacturing 
program  for  tracking  component  subas¬ 
semblies  and  shop-floor  processes. 

Both  applications 
have  now  been 
turned  over  to  IS, 
which  Myckieby  says 
can  easily  maintain 
them  “because  they 
were  built  by  users 
just  as  IS  would  have 
built  them.” 

During  the  same 
period,  the  role  of 
DSC’s  applications 
development  staff  — 
now  30%  leaner  than 
in  January  1991  — 
has  also  changed  sub¬ 
stantially. 

“We’ve  gone  from 
processors  of  infor¬ 
mation  to  data  archi¬ 
tects,  data  engineers 
and  systems  integra¬ 
tors,”  Myckieby  says. 

Empowering  us¬ 
ers  with  needed  data 
and  tools,  he  adds, 
has  effectively  creat¬ 
ed  a  new  matrixed  de¬ 
velopment  organiza¬ 


tion  under  IS. 

Overall,  Myckieby  concludes,  the 
“entire  organization  has  become  more 
key  to  the  business  process  and  less  fo¬ 
cused  on  being  the  technology  center. 
We’re  here  to  solve  business  problems, 
and  technology  is  second.” 

Aluminum  Company 
of  America 

A  few  weeks  from 
now,  developers  at 
Pittsburgh-based 
Aluminum  Company 
of  America  (Alcoa) 
will  roll  out  a  proto¬ 
type  client/ server- 
based  purchasing  ap¬ 
plication  that,  if  early 
interest  means  any¬ 
thing,  users  seem  ea¬ 
ger  to  buy  into. 

“The  idea  is  to  en¬ 
able  users  to  make 
their  own  purchases 
so  that  the  purchas¬ 
ing  department  can 
focus  more  on  big- 
ticket  items,”  ex¬ 
plains  Travis  Morse, 
who  manages  cli¬ 
ent/server  systems 
support.  “Some  users 
have  already  had  a 
peek  at  it,  and  they 
have  loved  it.” 

Built  using  Power¬ 
soft  Corp.’s  Power¬ 
Builder,  an  object-ori¬ 


ented  development  tool,  the  application 
splits  the  purchasing  function  into  two 
distinct  parts. 

On  the  server  side,  an  on-line  catalog 
of  commonly  purchased  items  resides  in 
a  Sybase,  Inc.  relational  database  on  a 
Digital  Equipment  Corp.  VAX.  On  the 
client  side,  users  of  PCs  and  Macintosh¬ 
es  can  browse  through  the  catalog  and 
initiate  an  electronic  data  interchange- 
based  purchase  order  from  a  DB2  data¬ 
base  on  the  corporate  mainframe  for 
items  priced  under  $5,000. 

But  before  the  purchasing  program 
or  any  other  client/server-based  proto¬ 
type  can  make  the  transition  to  enter¬ 
prise  application,  Alcoa  must  finish 
building  a  wide-area  network  that  will 
link  10,000  of  its  users  at  more  than  100 
sites  worldwide  when  it  is  completed 
next  year. 

During  the  last  three  years,  Alcoa  has 
spent  $8  million  on  the  network,  which 
now  links  50  company  sites;  another  $9 
million  is  earmarked  for  completion. 
The  network  will  eventually  route  a  lim¬ 
ited  number  of  standardized  communi¬ 
cations  protocols,  still  to  be  determined 
by  the  company’s  IS  department. 

Meanwhile,  Morse  says  one-fifth  of 
the  company’s  200  applications  develop¬ 
ers  have  been  evaluating  hundreds  of 
CASE-based  and  fourth-generation  lan¬ 
guage  tools  in  hopes  of  standardizing  on 
development  software  by  mid-October. 
The  company  has  established  standards 
for  network  clients  (Intel  Corp.  80386- 
or  1486-based,  Microsoft  Corp.  Win¬ 
dows-capable  desktop  systems) . 

Continued  on  page  104 


DSC 

COMMUN¬ 

ICATIONS 

CORP. 

Plano,  Texas 


GOAL:  To  eliminate  slow, 
"glasshouse”-based  appli¬ 
cation  development. 

STRATEGY:  Switched 
from  IBM  to  Amdahl  Corp. 
5995/1100  system  running 
Unix  and  MVS.  Standardized 
on  single  Oracle  Corp.  data¬ 
base  engine.  Users  write  own 
client/server  applications 
using  Oracle  SQLforms  devel¬ 
opment  tool  running  on  2,000 
PCs  and  500  Sun  Microsys¬ 
tems,  Inc.  and  Hewlett- 
Packard  Co.  workstations. 

PAYOFF:  IS  development  staff 
trimmed  30%  in  18  months. 

IS  role  switched  from  infor¬ 
mation  processors  to  data 
architects,  data  engineers 
and  systems  integrators. 

New  matrixed  development 
organization  created  under  IS. 


ALUMINUM 
COMPANY 
OF  AMERICA 

Pittsburgh 


GOAL:  To  let  system  users 
write  own  orders  via  EDI  on 
PCs  and  Macintoshes  so 
Alcoapurchasing  department 
can  focus  on  big-ticket  items. 

STRATEGY:  Build 
$17  million  WANs  linking 
10,000  users  at  more  than 
100  sites  worldwide.  Then 
roll  out  prototype  client/ 
server-based  purchasing  ap¬ 
plication  based  on  Powersoft 
Corp.’s  PowerBuilder,  an 
object-oriented  development 
tool.  Develop  CASE  and 
client/server  skills  via  in- 
house  training  programs. 

PAYOFF  (anticipated): 

More  satisfied  customers, 
faster  orders,  greater  focus 
on  large,  profitable  accounts. 
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BACHMAN  Model  Driven 

Dev  elopnient  puls  you  on 
tlie  rio’lit  course  lor  increased 
so  1 1 \va  re  p rod  uc t i vi t y . 

It's  never  been  easy  to  know  which 
direction  to  take  in  applications 
development.  Navigating  in  a 
changing  environment  makes  setting 
a  course  difficult. 

That's  why  you  need  to  talk  with 
BACHMAN.  We  have  a  clear  vision 
of  how  you  can  get  from  where  you 
are  to  where  you  want  to  be. 
BACHMAN'S  unique  development 
approach  allows  you  to  build  new 
applications  -  quickly  and 
successfully  -  and  still  leverage  your 
investment  in  your  current  systems. 

With  BACHMAN  Model  Driven 
Development,  you  assure  yourself  of 
the  right  heading  -  year  after  year- 
no  matter  what  challenges  you  may 
encounter. 

Call  BACHMAN  and  start  charting 
your  new  course  today. 


BACHMAN 

1-800-BACHMAN 
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James  Schnepf 


Mortgage  Guaranty's  Seaman  dove  into  distributed  development 
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But  Morse  says  the  next  hurdle  — 
perhaps  the  biggest  of  all  —  is  either  ac¬ 
quiring  or  developing  the  skills  neces¬ 
sary  to  optimize  network-based,  enter¬ 
prisewide,  client/server  applications. 
Optimizing  both  application  and  net¬ 
work  performance,  according  to  Morse, 
is  complex,  “under-the-covers”  work,  re¬ 
quiring  the  skills  of  savvy  network  archi¬ 
tects  and  experts  in  data  access  and  da¬ 
tabase  design. 

“Sure,  some  of  the  development  tools 
that  are  around  today  are  easy  enough 
for  even  users  to 
learn  how  to  use,” 

Morse  says.  “But  the 
database  design  and 
networking  that 

must  be  done  for  ap¬ 
plications  to  work 
well  are  skills  that 
are  few  and  far  be¬ 
tween.” 

Because  it’s 
tough  to  find  quali¬ 
fied  people,  he  con¬ 
tinues,  skills  must  be 
developed  in-house, 
a  time-consuming 
task.  To  that  end,  Al¬ 
coa  continues  to  train 
applications  develop¬ 
ers  in  WANs  and  cli¬ 
ent/  server  topolo¬ 
gies,  as  it  has  for  the 
past  several  months. 

For  now,  Morse  is 
concentrating  on  the 
basics.  “Right  now, 
we’re  focused  on 
building  the  infra¬ 
structure  and  trying 
to  get  developers’  skills  up,”  he  says. 

Mortgage  Guaranty 
Insurance  Corp. 

No  one  can  accuse  Mortgage  Guaranty 
Insurance  Corp.  of  being  timid  in  tack¬ 
ling  distributed  development. 

Defying  popular  wisdom  to  “start 
small,”  the  Milwaukee  insurer  dove  into 
client/server  development  21/2  years 
ago  with  one  of  its  backbone  business 
applications,  a  mainframe-based  under¬ 


writing  system  used  daily  by  hundreds 
of  the  firm’s  1,500  employees. 

Converting  the  application  involved, 
among  other  things,  replacing  3270  ter¬ 
minals  with  IBM  Personal  System/2 
workstations  running  OS/2  and  Win¬ 
dows,  converting  a  Systems  Network 
Architecture  network  to  a  WAN  capable 
of  routing  multiple  communications  pro¬ 
tocols  and,  last  but  not  least,  integrating 
expert  system  technology  into  the  new 
Advanced  Technology  Loan  Acquisition 
System,  dubbed  “Atlas.” 

John  Seaman,  di¬ 
rector  of  systems  ser¬ 
vices,  says  that  finding 
a  code  generator  or 
other  suitable  tool  for 
a  graphical  user  inter¬ 
face  (GUI) -based  en¬ 
vironment  was  the 
first  development 
challenge. 

Because  GUI- 
based  applications  in¬ 
volve  about  10  times 
more  code  than  tradi¬ 
tional  mainframe  ap¬ 
plications,  such  a  tool 
was  indispensable,  he 
says. 

The  second  hurdle 
was  training  main¬ 
frame-based  Cobol  ap¬ 
plications  program¬ 
mers  in  PC-based 
development  tech¬ 
niques. 

“All  of  the  develop¬ 
ment  tools  on  PCs  are 
different.  The  lan¬ 
guages  are  different, 
as  are  the  tools  to  program,  test  and  ed¬ 
it,”  Seaman  says. 

He  continues,  “Mainframers  are 
used  to  the  comforts  of  source-code 
managers,  as  well  as  a  lot  of  infrastruc¬ 
ture  and  called  subroutines  that  do  a  lot 
of  work  for  you.  On  the  PC,  we  had  none 
of  this,  so  we  were  starting  from 
scratch.” 

Developers  and  technical  support 
staffers  were  also  starting  from  scratch 
in  learning  how  to  use  unfamiliar  net¬ 
work  diagnostic  tools. 


“New  network  hardware  and  soft¬ 
ware  had  to  be  learned,  as  well  as  mech¬ 
anisms  for  updating  all  devices  on  the 
network  with  software  changes.  You 
could  spend  a  year  researching  and  de¬ 
veloping  the  networking  aspect  alone,” 
Seaman  says. 

Developers  spent  the  first  year  not 
only  acquiring  new  networking  exper¬ 
tise  but  also  learning  the  intricacies  of 
the  OS/2  operating  system,  developing 
prototypes  of  PC/mainframe  connec¬ 
tions  and  researching  and  evaluating 
various  application  development  tools. 

Few  OS/2-based  development  tools 
were  available  in  1990,  Seaman  says,  so 
Mortgage  Guaranty  chose  Foundation 
for  Cooperative  Processing,  a  CASE  tool 
from  Chicago-based  Andersen  Consult¬ 
ing.  The  software  was  used  to  design 
screens  and  windows  for  Atlas’  PS/2- 
based  clients. 

On  the  mainframe,  which  acts  as  a 
large  file  server  under  Atlas,  a  CICS  pro¬ 
gram  funnels  data  to  a  DB2  relational  da¬ 
tabase.  The  two  program  components 
communicate  via  IBM’s  Advanced  Pro¬ 


gram-to-Program  Communications 
(APPC)  routines  executed  on  the  client 
side,  where  all  edits  and  validation  pro¬ 
cedures  are  also  done. 

Thirty  months  and  $5.5  million  later, 
Atlas  today  consists  of  55  full-screen  win¬ 
dows.  The  system  has  been  running  in 
production  mode  for  a  little  more  than 
three  months,  according  to  Seaman. 

“For  now,  all  of  the  work  is  done  at 
the  PC,  and  the  mainframe  is  only  hous¬ 
ing  the  database,”  he  explains.  “But  by 
doing  just  that,  we  have  reduced  main¬ 
frame  utilization  by  a  minimum  of  20%.” 

In  the  long  term,  Seaman  has  plans 
to  more  fully  use  a  distributed  database 
environment.  Instead  of  a  CICS  transac¬ 
tion  and  PC  calling  APPC,  the  PC  will 
write  to  a  database  that  it  thinks  is  on  the 
PC,  Seaman  explains. 

“We  would  like  to  set  it  up  so  if  the 
mainframe  or  communication  lines  are 
down,  a  server  could  process  loans  with¬ 
out  the  mainframe  at  all,”  Seaman  says.  • 


King  is  a  free-lance  technology  writer  based  in 
Ridley  Park,  Pa. 


MORTGAGE 
GUARANTY 
INSURANCE 
CORP. 

Milwaukee 

GOAL:  To  shift  key  main¬ 
frame-based  underwriting 
system  to  desktop  platforms. 

STRATEGY:  Replace 
3270  terminals  with  IBM 
PS/2  workstations  on  OS/2 
and  Windows  platforms. 
Convert  an  SNA  network 
to  a  WAN.  Integrate  expert 
system  technology  into  the 
new,  $5.5  million  Advanced 
Technology  Acquisition  System 
with  Andersen  Consulting’s 
Foundation.  Train  mainframe- 
based  Cobol  applications 
programmers  in  PC-based 
development  techniques. 

PAYOFF:  20%  reduction 
in  mainframe  use. 


Laying  the  groundwork 


Before  you  can  begin  doing  enterprisewide  development,  you  must  perform  these  warm-up  steps: 


Design  and 
build  a  network 
infrastructure 
to  support 
development. 


Sort  through 
and  choose 
development 
tool. 


Retrain 

mainframe 

programmers. 


Sort  out  and 
correct  incom¬ 
patibilities  be¬ 
tween  databases 
and  user  interfaces. 


Congratulations! 
You’re  ready 
to  start  enter¬ 
prisewide 
development. 
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R/3.  For  the 

open-minded  enterprise. 


Imagine  software  so  well-engineered  that  it  runs 
across  organizational,  technological,  and  geographi¬ 
cal  boundaries.  Consider  the  flexibility  of  multi-level 
client/server  and  the  functionality  of  true  applications 
integration.  Think  of  the  freedom  that  a  complete  set  of 
tools  for  custom  applications  development  brings  to 
your  enterprise.  Or  the  strategic  value  of  an  informa¬ 
tion  model  built  with  proven  international  business 
expertise  and  innovative  software  savvy. 


Think  enterprise  application! 
from  SAP. 


SAP  has  engineered  the  integrated  software,  the  data  models 
and  tools  —  and  the  client/server  strategy  —  to  deliver 
the  results  you  need.  Find  out  more. 
Call  I  (800)  USA-  7  SAP. 


R/3  is  the  only  integrated,  enterprise¬ 
wide  solution  for  client/server ...  and  more. 
^  Engineered  to  streamline  business  processes 
and  improve  quality,  customer  service,  and  profitability, 
R/3  effortlessly  manages  your  manufacturing,  financial, 
sales  and  distribution,  and  human  resources  functions  re¬ 
gardless  of  geographical,  organizational  or  technological 
boundaries.  R/3.  Consider  the  implications. 

Imagine  the  results. 


Integrated  software.  Worldwide. SM 


SAP  •  Amsterdam  •  Atlanta  •  Brussels  •  Budapest  •  Chicago  •  Copenhagen  •  Heidelberg 
Hong  Kong  •  London  •  Madrid  •  Milan  •  Paris  •  Philadelphia  •  San  Francisco 
Singapore  •  Stockholm  •  Sydney  •  Toronto  •  Vienna  •  Zurich 
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To  be  sure,  each  approach  has  ad¬ 
vantages  and  disadvantages,  notes 
Russ  Tahmoush,  corporate  method¬ 
ology  manager  at  DEC. 

For  example,  licensing  a  propri¬ 
etary  methodology  can  help  improve 
account  control  and  boost  revenue,  he 
says.  But  it  also  requires  large  main¬ 
tenance  and  upgrade  expenditures 
and  can  be  a  competitive  liability  if  the 
methodology  is  too  rigid  or  incompat¬ 
ible  with  third-party  approaches  and 
tools. 

DEC  itself  sells  a  CASE  platform 
called  Cohesion  and  is  weighing  the 
licensing  of  its  internal  Digital  Pro¬ 
gram  Methodology. 

Open  or  closed? 

Many  customers  are  drawn  to  integra¬ 
tors  with  proprietary  products,  seeing 
them  as  concrete  evidence  that  the 
services  provider  is  conversant  with 
the  technology. 

But  those  same  customers,  G2’s 
Pflug  argues,  are  likely  to  find  that 
other  vendors’  tools  will  not  deliver 
the  maximum  performance  and  func¬ 
tionality  under  even  the  most  open 
proprietary  methodologies. 
►Andersen  Consulting.  Among 
the  major  integrators,  Andersen  has 
made  by  far  the  largest  investment  in 
products,  offering  its  Method/1 
methodology  and  a  wide  range  of 
planning  and  analysis,  CASE  and  proj¬ 
ect  management  tools  under  its  Foun¬ 
dation  umbrella. 

Approximately  25%  of  its  total  inte¬ 
gration  engagements  involve  the  sale 
of  proprietary  products,  according  to 
Don  Dali,  managing  director  of  the 
Foundation  line. 

Software  sales  of  $60  million  in  fis¬ 
cal  1992  were  up  30%  from  1991,  mak¬ 
ing  Foundation  among  Andersen’s 
fastest-growing  businesses. 

Foundation  competes  heavily 
against  CASE  offerings  from  Texas 
Instruments,  Inc.,  KnowledgeWare, 
Inc.  and  others.  Andersen  director  of 
technology  transfer  Glover  Ferguson 
acknowledges  the  potential  for  bias 
among  consultants. 

However,  Ferguson  insists  that 
consultants  are  a  fiercely  independent 
lot  who  don’t  always  choose  Andersen 
products. 

Ferguson  adds  that  Andersen’s 


strengths  in  change  management  and 
strategic  services  and  the  firm’s  spe¬ 
cific  industry  expertise  are  even  more 
crucial  than  products  in  its  applica¬ 
tions  development  efforts. 

►Ernst  &  Young.  Another  member 
of  the  Big  She,  Ernst  &  Young  makes 
similar  claims  regarding  its  products 
and  services. 

John  Parkinson,  Ernst  &  Young’s 
chief  scientist,  says  the  firm’s  Naviga¬ 
tor  methodology  “is  as  open  as  we 
could  possibly  make  it.”  He  adds  that 
the  firm’s  ability  to  team  with  third- 
party  tools  vendors  is  restricted  only 


by  its  audit  relationships  with  some  of 
those  vendors.  About  50%  of  the  firm’s 
integration  deals  involve  the  licensing 
of  Navigator,  Parkinson  says. 

Unlike  integrators  such  as  DEC 
that  have  different  organizations  for 
systems  re-engineering  and  manage¬ 
ment  consulting,  “there  is  no  handoff 
between  advisory  groups  here,”  Par¬ 
kinson  says. 

A  recent  G2  study,  however,  sug¬ 
gests  that  most  users  still  prefer  to 
separate  those  functions.  Some  57%  of 
responding  IS  organizations  said  they 


do  not  perform  systems  and  business 
re-engineering  at  the  same  time,  be¬ 
lieving  that  no  one  vendor  can  do  both 
effectively. 

►  EDS.  EDS  claims  to  have  50  docu¬ 
mented  client/server  application  suc¬ 
cess  stories.  Besides  its  EDS  Systems 
Life  Cycle  methodology,  which  it  has 
licensed  to  a  few  customers,  the 
mega-integrator  offers  a  consolidated 
data  modeling  tool  (Incase),  a  re¬ 
verse-engineering  tool  (Source  Code 
Interviewer)  and  a  work-flow  analysis 
package  (Apache) . 

The  latter  two  software  products 


are  usually  bundled  into  IS  services 
pacts,  says  Brad  Rucker,  systems  en¬ 
gineering  manager  at  EDS’  strategic 
methods  and  tools  group. 

Rucker  says  Apache,  in  particular, 
addresses  EDS’  long-perceived  weak¬ 
ness  on  the  front  end.  “We’re  striking 
out  at  a  broader  [base  of  business],” 
Rucker  says.  “We’re  involved  at  the 
feasibility/  consulting,  applications 
development  and  back-end  process 
management  levels.” 

Rucker  maintains  that  EDS  is  less 
tied  to  its  own  tools  than  are  its  major 
competitors. 

He  notes,  for  example,  that  EDS  us¬ 
es  TI’s  CASE  product  in  its  General 
Motor  Corp.  engagements. 

“There  are  no  one-stop  shops,”  he 
concludes.  “Everything  must  be  orga¬ 
nized  around  the  customer’s  specific 
development  environment.  You  have 
to  be  able  to  bring  the  strongest  suite 
of  tools  to  every  deal.” 

Regardless  of  today’s  rhetoric, 
EDS,  Andersen,  DEC  and  SHL  Sys- 
temhouse  are  expected  to  be  among  a 
handful  of  vendors  that  dominate 
commercial  application  development 
consulting  during  the  next  five  years, 
predicts  Bonnie  Digrius,  program  di¬ 
rector  at  Gartner  Group,  Inc.  in  Santa 
Clara, Calif,  (see chart).!* 


Mehler  is  a  free-lance  writer  based  in 
Jackson  Heights,  N.Y. 


ADVICE 

Picking  a  solid  partner 

Bonnie  Digrius,  program  director,  Gartner  Group,  Inc.  : 

"Many  of  these  companies  say  they  are  doing  a  lot  more  [client/server 
development]  than  they  really  are.  The  real  challenge  is  in  sifting  the 
chaff  from  the  wheat.” 

Oliver  Pflug,  analyst,  G2  Research,  Inc.: 

“IS  managers  should  try  to  get  all  the  references  they  can.  Has  the 
integrator  done  this  type  of  thing  before?  Have  they  brought  similar  proj¬ 
ects  in  on  time  and  on  budget?” 

Ira  Sager,  principal,  Para  Technology,  Inc.: 

“What  is  the  service  provider  bringing  to  the  party?  Keep  in  mind  that 
its  methodologies  and  tools  are  secondary  to  its  understanding  of  your 
business  goals.  like  operating  systems,  methodologies  should  be  trans¬ 
parent  to  the  user.” 


Who  you  gonna  call  in  1997? 


A  handful  of  large,  well-known  players  are  best-positioned  to  dominate  the 
market  for  client/server  consulting  and  integration  during  the  next  five  years 
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>•  Field-office  personnel  have 
written  more  than  2,000  applica¬ 
tions  at  The  Michigan  Depart¬ 
ment  of  Social  Services.  The 
Lansing-based  agency  uses 
more  than  3,000  CTOS  worksta¬ 
tions  from  Unisys  Corp.  at  140 
central  and  field  offices. 

Among  new  client/server 
applications:  assistance  pay¬ 
ments  budgeting,  opportunity 
training,  licensing  services  and 
unified  day  care.  Officials  say 
productivity  payoffs  exceed  $40 
million. 

►  AGS  Management  Sys¬ 
tems  says  it  will  release  OS/2 
and  Windows  versions  of  its 
first  computer-aided  software 
engineering  (CASE)  client/ 
server  development  framework 
in  the  fourth  quarter.  An  auto¬ 
mated  process  management 
system  handles  estimating,  pro¬ 
ject  management,  tools  man¬ 
agement  and  deliverables  man¬ 
agement 

The  product  encompasses 
Enterprise  Architecture  Plan¬ 
ning  Methodology,  Information 
Engineering  Methodology  and 
more.  For  details,  call  (215)  265- 
1550. 

►  James  Martin  Insight,  Inc. 

announced  a  new  video-based 
course  titled  “I-CASE  Tools.” 
Aimed  at  helping  information 
systems  professionals  select 
the  best  tools,  the  course  dem¬ 
onstrates  leading  products 
from  Cadre  Technologies,  Inc., 
Computer  Associates  Interna¬ 
tional,  Inc.,  Easel  Corp.,  IBM, 
Texas  Instruments,  Inc.  and 
others.  A  commentary  by 
James  Martin  also  includes  the 
state  of  the  current  CASE  indus¬ 
try  and  predictions  for  the  next 
10  years.  A  three-month  rental 
costs  $1,350.  For  more  details, 
call  (800)  526-0452. 

►  XZT  Software,  Inc.  has  be¬ 
gun  shipping  Release  3.0  of  the 
XVT  Portability  Toolkit  and  Ver¬ 
sion  1. 1  of  the  XVT  Design 
graphical,  interactive  design 
tool.  The  products  let  program¬ 
mers  design  and  create  applica¬ 
tions  that  will  run  on  six  graphi¬ 
cal  user  interfaces  (GUD  and  26 
platforms  without  rewriting. 
Prices  for  Toolkit  range  from 
$1,450  to  $4,400,  depending  on 
the  GUI  supported. 

Pricing  for  Design  runs  from 
$1,200  to  $4,400.  For  additional 
information,  call  (303)  443- 
4223. 
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1  here’s  a  wide  spectrum 
of  UNIX  systems. 

I 

But  only  an  expert  can  blend  them 
into  your  business  picture. 


Although  UNIX  systems  can  brighten 
the  outlook  at  almost  any  company,  there’s  an 
art  to  integrating  UNIX  with  the  many  layers 
of  an  enterprise  from  desktop  to  mainframe. 
An  art  mastered  by  Unisys. 

We  offer  unrivaled  experience  with 
commercial  UNIX  technology  and  an  indus¬ 
try-leading  ability  to  fully  integrate  UNIX 
with  existing  mainframe-based  networks.  As 
your  information  systems  and  business  part¬ 
ner,  Unisys  will  help  identify  your  needs  and 
install  the  Unisys  UNIX  solutions  that  are 
right  for  your  computing  environment.  And 
because  our  UNIX  solutions  are  based  on  Intel 
x86  processors,  we 
can  leverage  your  ex¬ 
isting  investment  in 
PCs  and  extend  in¬ 
teroperability  to  the 
workgroup. 

What’s  more,  our  Communications  Ac¬ 
cess  Processor  (CAP)  enables  your  SNA 
network  and  3270  terminals-for  the  first 
time-to  cost-effectively  access  UNIX,  in¬ 
troducing  the  advantages  of  UNIX  to  any 
environment.  Says  the  Aberdeen  Group:  “We 
recommend  that  CAP  technology  be  evaluated 
by  customers  attempting  to  contain  costs, 
protect  existing  investments  in  SNA  net¬ 
works,  and  take  advantage  of  new  UNIX 


platform  opportunities.” 

It’s  all  what  you’d  expect  from  Unisys, 
with  our  forty-year  track  record  as  a  prime 
contractor  for  integrated  business  solutions- 

UMSYS 

We  make  it  happen. 


and  a  reputation  for  working  closely  with  cus¬ 
tomers  to  apply  technology  not  for  its  own 
sake  but  for  the  benefit  of  their  organizations. 
Organizations  such  as  United  Airlines  and  the 
California  Department  of  Motor  Vehicles. 

Call  us  at  1-800-874-8647,  ext.  183.  Ask 
how  Unisys  can  integrate  an  entire  palette  of 
UNIX  systems  to  create  maximum  results  for 
your  enterprise. 


©1992  Unisys  Corporation 


UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories,  Inc. 


Lately,  Dell  has  been  bragging  about  their  guaranteed  4-hour  service  response  time.  If  you  read  the  fine  print  in  their 
ads,  however,  you’ll  find  that  the  guarantee  only  applies  in  17  locations. 

It  also  applies  only  to  Dell  computers.  ComputerLandf  on  the  other  hand,  supports  products  from  all  the  major 
manufacturers.  Including  the  entire  line  of  top  quality  Compaq  computers.  From  the  high  performance  COMPAQ 
SYSTEMPRO  and  COMPAQ  DESKPRO  to  the  very  affordable  COMPAQ  ProLinea. 

So  if  you  do  business  in  the  hundreds  of  neglected  locations  like  Salt  Lake  City 
and  Kansas  City,  Portland  or  Pittsfield,  we  suggest  you  give  us  a  call.  And  if  you’re  in 
the  17  that  Dell  does  cover,  we’re  still  your  best  bet.  1-800-PCCARE-6,  Dept.  4. 


ComputerLand 


ComputerLand  sells 
more  Compaq  computers 
than  anyone  else  in 
the  world. 


©1992  Computer l^and  Corporation.  COMPAQ,  DESKPRO,  SYSTEMPRO  registered  U.S.  Patent  and  Trademark  Office.  ProLinea  is  a  registered  trademark  of  Compaq  Computer  Corporation. 
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Yes,  I  want  more.  I  accept  your  offer  of  $38.95*  for  51  weekly  issues. 
That’s  a  savings  of  over  $9.00  off  the  basic  subscription  rate. 
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Address  Shown:  ED  Home  ED  Business  ED  New  ED  Renew 


Basic  Rate:  $48  per  year 


*U.S.  Only.  Canada  $74.97,  Central/South  America  $130,  Europe  $195,  all  other  countries  $295.  Foreign  orders  must 
be  prepaid  in  U.S.  dollars. 

Please  complete  the  information  below  to  qualify  for  this  special  rate. 

1 .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medicine/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 

Transportation 

70.  Mining/Construction/Petrqleum/Refining/Agric. 

80.  Manufacturer  of  Computers,  Computer- Related 
Systems  or  Peripherals 

85.  System  Integrators,  VARs,  Computer  Service  Bureaus, 

Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Distr./Retailer 
95.  Other _ 
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2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/Asst.  VP  IS/ 
MIS/DP  Management 

21.  Dir./Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Tech.  Planning,  Adm.  Svcs.,  Data  Comm. 
Network  Sys.  Mgt.;  LAN  Mgr.,  PC  Mgr. 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 

31 .  Programming  Management.  Software  Developers 
41.  Engineering,  Scientific,  R&D,  Tech.  Mgt. 

60.  Sys.  Integrators/  VARs/Consulting  Mgt. 
CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 


(Please  specify) 


DEPARTMENTAL  MANAGEMENT 

51.  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Mgt. 

OTHER  PROFESSIONAL  MANAGEMENT 
80.  Educator,  Journalists,  Librarians,  Students 
90.  Other  Titled  Personnel 

3.  Does  your  job  function  require  involvement 
with  your  company’s  or  your  client’s  computer/ 
information  systems/data  processing/ 
communications  systems? 

(Please  check  only  one) 
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IN  DEPTH 


BY  BENJAMIN  WRIGHT 


he  tradition  of  the  marketplace 
—  in  which  buyers  and  sellers 
convene  in  town  squares,  farm¬ 
ers  markets  and  shopping  malls 
to  haggle  and  trade  —  is  a  long¬ 
standing  one.  Today,  this  con¬ 
cept  has  been  updated.  Remote 
buyers  and  sellers,  equipped 
with  computers,  telephones 
and  fax  machines  and  using 
electronic  mail  and  electronic  data  interchange,  can 
meet  and  do  business  in  “virtual  marketplaces.” 

These  multimember  market  systems,  the  most 
well-known  of  which  are  airline  reservation  sys¬ 
tems,  are  using  technology  in  innovative  ways  (see 
story  at  left).  But  as  more  and  more  electronic  em¬ 
poriums  spring  up,  legal  issues  arise  with  them. 

Computerized  trading  systems  change  the  dy¬ 
namics  of  trade  and  the  distribution  of  power  within 
markets.  The  systems  can  foster  competition,  but  if 


Wright  is  a  Dallas-based  attorney  and  author  of  The  Law  of 
Electronic  Commerce:  EDI,  Fax  and  E-mail  (Little,  Brown  & 
Co.).  This  article  does  not  provide  legal  advice  for  any 
specific  situation. 


abused,  they  can  also  stifle  it. 

Antitrust  laws  promote  competition  in  the  mar¬ 
ketplace  by  outlawing  certain  practices.  The  laws 
are  complex,  and  the  practices  they  prohibit  are  de¬ 
fined  in  vague  terms  such  as  “unreasonable  re¬ 
straint  of  trade.”  It  is  difficult  to  find  concrete  rules 
about  what  is  and  is  not  allowed  under  the  laws. 

Participants  in  electronic  marketplaces  need  to 
be  alert  to  the  types  of  antitrust  problems  that  can 
crop  up.  The  following  stories,  while  not  all  involv¬ 
ing  electronic  marketplaces  per  se,  pinpoint  key  le¬ 
gal  issues  to  be  aware  of: 

•Market  exclusion:  Beware  the 
group  boycott.  Antitrust  laws  pro¬ 
hibit  companies  from  colluding  to 
exclude  a  competitor  from  a  market. 
In  Silver  v.  New  York  Stock  Exchange, 
for  example,  the  U.S.  Supreme  Court  said  the  ex¬ 
pulsion  of  a  member  from  an  industry  group  with¬ 
out  a  legitimate  reason  (such  as  failure  to  pay  dues) 
could  be  an  illegal  group  boycott,  particularly  if  the 
group  commands  a  large  portion  of  a  market.  In  this 
case,  the  stock  exchange  had  severed  a  few  bro¬ 
kers’  telephone  access  to  the  trading  floor,  without 
explanation  or  a  fair  hearing.  The  court  condemned 

Continued  on  page  110 


High-tech 
juice  keeps 
electronic 
emporiums 
humming 


Robert  Zimmerman 


UNTIL  RECENTLY,  MARKETS 
for  electronic  buying  and  selling 
were  like  business  computers  in 
the  1950s.  Examples  of  them 
were  well-known,  but  they  were 
not  numerous  enough  to  make  a 
large  impact  on  general  business 
practices.  Airline  reservation  sys¬ 
tems  come  to  mind. 

What  is  striking  today  is  the 
surge  in  the  number  of  new  elec¬ 
tronic  market  systems,  their  cre¬ 
ative  use  of  diverse  technologies 
—  modem,  fax,  voice  response 
and  satellite  transmission  —  and 
the  disparate  industries  they 
serve.  The  systems  that  follow  il¬ 
lustrate  the  breadth  of  the  emerg¬ 
ing  electronic  commercial  world. 

No  system  here  is  any  more  or 
less  likely  to  raise  legal  problems 
than  another.  But  as  these  sys¬ 
tems  and  others  like  them  cause 
electronic  commerce  to  prolifer¬ 
ate,  an  understanding  of  the  law 
of  electronic  trade  becomes  es¬ 
sential  to  conducting  business. 


AM  IX.  The 

American  Infor¬ 
mation  Ex¬ 

change,  or  AM  IX, 
is  a  computerized 
forum  for  buying  and  selling  data 
in  the  broadest  sense  of  the  word. 
Shunning  the  term  “bulletin 
board,”  the  Mountain  View,  Cal¬ 
if.,  organization  bills  itself  as  an 
“on-line  marketplace”  for 
software,  research  data, 
newsletters  and  consult¬ 
ing  services. 

Its  greatest  suc¬ 
cess  to  date  is  in  the 
object-oriented  soft¬ 
ware  field.  Writers  of 
To  page  112 
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this  as  a  group  boycott 

The  court  in  U.S.  v.  Realty  Multi-List, 
Inc.  disapproved  of  a  powerful  real  estate 
broker’s  multiple  listing  service  in  Geor¬ 
gia,  which  had  erected  unreasonable  bar¬ 
riers  to  new  membership.  Newcomers  had 
to  present  favorable  reports  on  their  credit 
and  business  reputations,  maintain  cus¬ 
tomary  office  hours  and  pay  admission 
fees  apart  from  the  cost  of  membership. 
The  court  feared  the  rules  excluded  new 
competitors  from  the  brokerage  market. 


Lesson:  Participants  in  electronic 
marketplaces  should  be  careful 
about  blackballing  competitors  or 
setting  unreasonable  rules.  Some 
form  of  “due  process”  can  be  adopt¬ 
ed,  but  it  should  not  be  just  a  pretext 
for  strangling  competition. 


•Market  bottleneck: 
Keep  it  open.  In  antitrust 

/\w'r*  law,  an  “essential  facility,” 
or  bottleneck,  refers  to  a  re¬ 
source  that  competitors 
must  use  to  participate  in  a  market.  If  a 
company  seizes  an  indispensable  bottle¬ 
neck  in  a  market,  it  has  an  obligation  to 
open  that  bottleneck  to  competitors. 

In  the  1970s,  banks  in  Western  states 
formed  two  electronic  funds  clearing¬ 
houses  but  then  refused  to  let  savings  and 
loans  (S&L)  use  them.  The  S&Ls  con¬ 
vinced  the  U.S.  Department  of  Justice  that 
the  clearinghouses  were  market  bottle¬ 
necks.  The  S&Ls  needed  access  to  clear¬ 
inghouses  for  funds  transfers,  but  it  would 
have  cost  too  much  to  construct  their  own. 

After  the  Justice  Department  brought 
suit,  the  banks  granted  the  S&Ls  the  same 
use  of  the  clearinghouses  the  banks  had. 

In  the  case  of  an  airline  reservation  sys¬ 
tem,  the  problem  was  not  that  the  airline 
operating  it,  United  Airlines,  refused  to  let 
competitors  take  reservations  through  it. 
Rather,  the  problem  was  that  United  dis¬ 
criminated  against  competing  airlines  us¬ 
ing  the  system.  First,  United  charged  vary- 


Buyer  and  seller  beware 


hen  traders  agree  to  buy 
and  sell,  they  are  form¬ 
ing  legal  contracts,  even 
though  they  may  not  be 
exchanging  paper.  Occa¬ 
sionally,  when  the  parties  cannot  coop¬ 
erate,  those  contracts  wind  up  in  court. 
Buyers  and  sellers  in  computerized 
markets  can  avoid  that  fate  with  some 
forethought. 

In  Bazak  International  Corp.  v.  Mast 
Industries,  for  example,  a  buyer  and 
seller  fought  an  expensive  lawsuit 
about  five  faxed  purchase  orders  cov¬ 
ering  $103,330  worth  of  textiles.  The  is¬ 
sue  was  whether  the  purchase  orders 
constituted  binding  contracts. 

To  avoid  misunderstandings,  buy¬ 
ers  and  sellers  in  computerized  mar¬ 
kets  should  think  through  the  process 
by  which  electronic  offers  are  matched 
with  electronic  acceptances  so  that 
they  know  precisely  when  they  are 


bound  by  a  contract.  Without  a  clear 
statement  in  messages  or  in  general 
trade  rules  in  the  market,  it  can  be  am¬ 
biguous  which  messages  are  offers, 
which  are  acceptances  and  at  which 
point  the  parties  become  obligated. 

Traders  should  also  consider  the 
terms  and  conditions  that  go  along  with 
their  electronic  contracts  to  ensure  that 
those  terms  are  desirable.  A  dispute  be¬ 
tween  American  Multimedia,  Inc.  and 
Dalton  Packaging,  Inc.  centered  on 
whether  terms  on  the  back  of  a  pur¬ 
chase  order  were  effective  if  the  buyer 
faxed  just  the  front  side  of  the  order  to 
the  seller.  (The  court  ruled  that  the 
terms  were  effective  because  the  seller 
was  well  aware  of  them.) 

Because  of  its  concern  over  terms 
and  conditions,  some  participants  on 
the  National  Gas  Network  feel  com¬ 
pelled  to  transmit  lengthy  legal  boiler¬ 
plate  terms  with  electronic  messages. 


ingfees  to  other  airlines  based  on  the  prin¬ 
ciple  that  the  more  direct  the  competition 
between  United  and  another  airline,  the 
greater  the  fee.  Second,  United  refused  to 
list  certain  competitive  flights. 

The  courts  upheld  a  Civil  Aeronautics 
Board  ruling  that  United’s  reservation  sys¬ 
tem  was  an  indispensable  bottleneck  in  the 
airline  industry  and  that  United  had  violat¬ 
ed  antitrust  principles  by  not  making  the 
system  fair  to  all  airlines. 


Lesson:  Electronic  bottlenecks  in  a 
market  must  be  open  to  all  market 
participants.  For  instance,  electron¬ 
ic  buyers  and  sellers  should  make 
sure  the  group  controlling  the  mar¬ 
ketplace  does  not  charge  any  class 
of  participants  in  a  marketplace  a 
greater  fee  just  because  that  class  in¬ 
cludes  competitors. 
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•Price  fixing:  Give  not 
even  the  appearance. 
The  Airline  Tariff  Publish¬ 
ing  Co.  (ATP)  and  its  mem¬ 
bers  have  suffered  a  recent 
barrage  of  price-fixing  allegations.  ATP  is 
an  electronic  fare  clearinghouse  that  the 
airlines  use  to  communicate  airfares 
throughout  the  industry.  Allegedly,  major 
airlines  have  abused  this  communications 
facility  to  fix  prices.  Supposedly,  some  air¬ 
line  members,  using  arcane  computer 
codes,  have  signaled  prices  to  others.  Crit¬ 
ics  have  also  charged  that  the  airlines  use 
ATP  to  coordinate  fare  changes  by  send¬ 
ing  up  test  balloons  to  see  how  rivals  react. 

These  allegations  have  resulted  in  an 
ongoing  Department  of  Justice  investiga¬ 
tion  and  a  related  class-action  lawsuit.  The 
airlines  have  tentatively  settled  the  class 
action  by  agreeing  to  make  a  $44  million 
cash  payment  and  to  issue  $368.5  million 
in  discount  coupons  to  travelers.  Still,  the 
airlines  deny  any  wrongdoing,  and  it  is  still 
unclear  whether  they  violated  the  law. 


Lesson:  Competitors  need  to  be 
very  careful  when  they  interact  in  an 
electronic  environment.  Even  the 
appearance  of  collusion  can  be 
damning. 

Competitors  should  have  anti¬ 
trust  counsel  review  their  plans  be¬ 
fore  exchanging  competitive  infor¬ 
mation  such  as  prices,  discount 
structures,  production  schedules, 
market  statistics  or  customer  lists. 
Rules  of  trade  in  electronic  markets 
may  be  necessary  to  warn  partici¬ 
pants  against  abuses. 

And  it  may  be  prudent  to  erect  in¬ 
formation  barriers  (such  as  blind 
bidding  mechanisms)  to  keep  com¬ 
petitors  from  seeing  sensitive  infor¬ 
mation. 


•Standards  setting: 
Stick  to  the  knitting. 

When  an  association  of 
companies  sets  up  an  elec¬ 
tronic  market,  it  often  must 
establish  standards  of  communication, 
such  as  technical  protocols,  and  rules  of 
trade,  such  as  the  process  for  requesting, 
making  and  accepting  bids.  Likely,  the 


standards  and  rules  will  be  formulated  by 
committees  of  company  representatives. 

There  is  nothing  wrong  with  industry 
groups  setting  standards  for  legitimate 
purposes.  But  the  antitrust  laws  do  forbid 
using  the  standards  process  as  a  weapon 
against  competition. 

Consider  the  fate  of  Allied  Tube  and 
Conduit  Corp.,  a  maker  of  steel  pipe  for 
electrical  conduits.  Its  competitor,  Indian 
Head,  Inc.,  had  developed  a  new  conduit 
made  of  plastic.  The  National  Fire  Protec¬ 
tion  Association  had  for  years  certified 
steel  pipe  as  safe,  and  in  1980,  Indian  Head 
petitioned  the  association  to  certify  plastic 
pipe  as  safe,  too.  Certification  required  a 
majority  vote  at  the  annual  conference. 

Sensing  a  threat  to  its  business,  Allied 
spearheaded  a  conspiracy  to  reject  Indian 
Head’s  petition  by  packing  the  annual  con¬ 
ference  with  bogus  voters. 

Allied  won  the  vote  but  lost  Indian 
Head’s  ensuing  lawsuit.  The  courts  held 
that  Allied  had  twisted  an  industry  process 
for  setting  legitimate  safety  standards  into 
a  competitive  sword.  The  courts  levied 
$11.4  million  in  damages  against  Allied 
and  its  co-conspirators. 


Lesson:  Standards  committees  of 
participants  should  limit  their  pur¬ 
pose  strictly  to  setting  legitimate 
standards  —  communications  pro¬ 
tocols,  trade  rules,  safety  codes  and 
so  on  —  all  in  a  spirit  of  due  process 
for  all  industry  members.  They 
should  not  set  rules  intended  to 
make  it  difficult  for  this  or  that  class 
of  competitors  to  take  part  in  the 
market.  • 


Don’t  give  up 
records 

How  a  dispute  is  resolved 
among  traders  can  de¬ 
pend  on  the  records 
available  to  show  what 
transpired.  But  who 
keeps  the  records? 

AMIX,  for  one,  keeps  permanent 
records  of  the  communication  it 
handles.  If  a  dispute  goes  to  arbitra¬ 
tion,  the  arbitrator  has  the  authority 
to  view  all  relevant  records. 

The  argument  for  allowing  a  mar¬ 
ket  service  provider  such  as  AMIX 
to  keep  records  is  that  the  provider 
is  usually  neutral  and  therefore  un¬ 
likely  to  falsify  the  records.  That 
makes  the  records  more  credible. 

In  the  long  run,  however,  the  pol¬ 
icy  of  having  service  providers  keep 
records  raises  problems.  It  can  be 
unclear  who  owns  the  records  and 
what  the  confidentiality  of  those  rec¬ 
ords  is,  particularly  in  terms  of  dis¬ 
closing  them  to  government  agen¬ 
cies  such  as  tax  authorities. 

For  that  reason,  larger  electronic 
traders  may  prefer  to  keep  their 
records  in-house.  They  can  prevent 
those  records  from  being  falsified  by 
ensuring  that  record  creation  and 
storage  are  overseen  by  people  such 
as  internal  auditors,  who  are  inde¬ 
pendent  from  people  such  as  pur¬ 
chasing  managers,  who  negotiate 
the  recorded  transactions. 
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particular  software  objects  (for  example,  a 
piece  of  code  that  writes  data  to  a  disk)  can 
load  them  on  the  system  and  sell  them.  If  a 
buyer  bites,  he  downloads  the  code.  AMIX 
then  debits  his  credit  card,  cuts  a  check  to 
the  seller  and  keeps  a  commission. 

AMIX  members  seek  their  trading  part¬ 


ners  by  posting  public  notices  or  broad¬ 
casting  private  requests  for  bid  to  selected 
individuals.  Electronic  responses  can  be 
public  or  private. 

The  organization  prides  itself  on  its  abil¬ 
ity  to  make  a  market  for  small  units  of  data. 
“Our  goal  is  to  shave  transaction  costs  to 
the  bone.  For  that  reason,  it  is  profitable 
for  both  us  and  our  customers  to  have  us¬ 
ers  selling  bits  of  code  for  even  as  little  as 
one  dollar,”  says  Gayle  Pergamit,  director 
of  marketplace  development  at  AMEX. 

One  of  those  “transaction  costs”  AMEX 
has  anticipated  is  the  occasional  dispute, 
which  might  involve  payment  for  or  quality 
of  the  information  sold.  “AMEX  designed  a 
binding  process  of  arbitration  to  speed  the 
resolution  of  disagreements  and  minimize 
the  associated  costs,”  Pergamit  says. 


All  AMEX  members  must  agree  in  ad¬ 
vance  to  abide  by  the  arbitration  proce¬ 
dures  explained  on  the  back  of  the  AMIX 
user  manual.  In  a  dispute,  the  unhappy 
members  must  exchange  messages  with¬ 
in  specified  time  frames  to  try  to  resolve 
the  matter  on  their  own.  If  that  fails,  AMEX 
assigns  an  employee  to  help  the  members 
settle  their  differences.  And  if  that  fails, 
AMEX  appoints  an  arbitrator,  who  makes  a 
legally  binding  decision  and  assesses  an 
arbitration  fee  on  one  or  both  members. 

Although  AMEX  has  yet  had  no  occa¬ 
sion  to  use  the  arbitration  rules,  employ¬ 
ees  have  conducted  mock  arbitration 
drills.  Pergamit  explains  that  the  presence 
of  the  arbitration  rules  cuts  down  on  the 
potential  for  litigation  that  is  present  in  any 
commercial  deal. 


Natural  Gas  Network. 

The  Natural  Gas  Network 
links  the  owners  of  natural 
gas  with  utilities  —  princi¬ 
pally  in  the  Northeast  — 
that  buy  gas.  Operated  by  Artis  Ltd.  in  Lex¬ 
ington,  Mass.,  the  Natural  Gas  Network 
routes  buy/ sell  and  other  transactional 
messages  among  57  subscribers  via  two 
separate  communications  channels.  First, 
the  sender  transmits  a  message  via  mo¬ 
dem  to  the  network’s  data  center,  then  the 
network  broadcasts  the  message  simulta¬ 
neously  to  target  recipients  via  satellite. 

Because  a  trader  can  specify  which  sub¬ 
scriber  or  subscribers  are  to  receive  its 
message,  it  can,  with  telephone-like  priva¬ 
cy,  make  successive  sweeps  through  the 
market.  A  seller,  for  example,  can  offer  gas 
at  a  starting  price,  make  a  few  sales  and 
then  offer  a  lower  price  just  to  buyers  who 
declined  the  first  offer. 

In  a  sense,  the  Natural  Gas  Network 
functions  like  a  closed  telex  network  be¬ 
cause  received  messages  are  printed  auto¬ 
matically  by  dedicated  printers.  According 
to  Charlie  Stone,  vice  president  for  sales 
and  marketing  at  Artis,  the  purpose  of  the 
printing  is  “to  attract  the  recipient’s  atten¬ 
tion.  We  want  something  that  interrupts 
and  makes  noise.”  The  printouts  are  thus 
more  likely  to  be  read  than  messages  on 
computer  bulletin  boards.  Furthermore, 
the  printouts  serve  accounting  and  legal 
record-keeping  purposes. 

The  Natural  Gas  Network  maintains 
that  because  the  gas  market  shifts  rapidly, 
satellite  distribution  works  better  than  fax. 
Network  messages  can  be  broadcast  to 
dozens  of  recipients  simultaneously. 

A  fax  machine  in  broadcast  mode,  on 
the  other  hand,  “works  in  a  sequential 
fashion,”  Stone  argues.  “It  can  take  hours 
to  broadcast  40  faxes.  A  broadcast  fax  ser¬ 
vice  is  better  than  a  fax  machine,  but  even 
that  service  relies  on  phone  lines  that  can 
have  busy  signals.” 

World  Trade  Center  Net¬ 
work.  Rather  than  trying  to 
outdo  fax,  World  Trade 
Center  (WTC)  Network  ex¬ 
ploits  it.  WTC  Network  is  a 
sophisticated  bulletin  board  sponsored  by 
the  World  Trade  Centers  Association  in 
New  York  (an  association  of  more  than  140 
trade  centers)  and  operated  through  the 
General  Electric  Information  Services 
(GEIS)  value-added  network. 

International  traders  from  75  countries 
place  ads  on  the  board  to  buy  or  sell  prod¬ 
ucts  ranging  from  machine  tools  to  sheep. 
Members  of  the  participating  associations 
may  access  the  ads  by  modem;  nonmem¬ 
bers  can  phone  a  900  number  to  ask  that 
selected  ads  be  faxed  to  them.  Seventy-five 
print  publications  throughout  the  world  al¬ 
so  reprint  summaries  of  the  ads,  which  in¬ 
struct  readers  how  to  obtain  more  infor¬ 
mation  via  modem  or  the  900  number. 

Traders  may  accept  the  advertised  of¬ 
fers  by  direct  fax  or  phone  or  by  private 
electronic  mail  via  GEIS.  Although  “a  lot 
of  people  like  to  send  faxes  in  response  to 
ads,”  says  Anna  Jankowsky,  marketing 
manager  at  WTC  Network,  “E-mail  is  very 
cost-effective.” 

WTC  Network  informally  polices  trad¬ 
ing  on  the  network.  According  to  Jankow¬ 
sky,  “when  advertisers  place  ads,  they  re¬ 
ceive  a  notice  that  if  they  have  problems 
with  any  computer  network  users,  they 
should  contact  us  and  we’ll  investigate. 
We’ve  only  received  one  or  two  com¬ 
plaints,  however.” 
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Your  daily  business  routine  could  be  turned  upside  down 
by  an  interrupted  modem  transmission.  One  moment 
you’re  sending  or  receiving  data,  the  next  moment  you’re 
fuming.  Has  the  Escape  Sequence  used  by  your  modem 
just  interrupted  your  transmission? 

While  our  real  world  examples  of  interrupted  trans¬ 
missions  due  to  escape  sequences  have  been  limited  to 
our  BBS  and  Hayes’  own  data  files,  our  analysis  is  based 
on  the  theoretical  possibility  that  you  can  experience 
this  situation  in  your  business.  Will  you  be  the  one  who 
proves  our  theory? 

ONE  WAY  TO  AVOID  TRANSMISSION  FAILURE. 


The  Hayes  Improved  Escape  Sequence  With  Guard  Time, 
the  industry-standard  patented  technology  that’s  proven 
reliable  for  over  a  decade,  is  one  way  to 
count  on  reliable  data  transmission. 

You’ll  find  it  in  all  Hayes  modems  and 
in  other  licensed  modems  that  have 


this  symbol  on  their  packaging. 

Although  it  doesn’t  mean  full  Hayes 
compatibility,  it  does  ensure  that 
products  displaying  this  symbol  use 
the  patented  Hayes  technology. 

THE  WHITEPAPER.  We’ve 
developed  an  informative  White 
Paper  titled  “The  Issue  Of  The 
Reliable  Modem  Escape  Sequence.” 

The  paper  discusses  escape  sequences  and  these 
possibilities.  For  a  FREE  copy,  call  800-374-8388, 

FAX  your  request  to  404-729-6650,  or  download  the 
paper  from  the  Hayes  BBS.  Call  or  fax  us  today  for  your 
copy  of  the  White  Paper. 

Because  your  world  is  hectic 

enough  Without  being  Why  settle  for  anyth™.  less? 

ambushed  by  a  modem  Hayes  products  have  the  computer 

with  an  attitude.  world  talking.  More  than  ever. 


wi  ioA  us  tuuaj  iui 

©Hayes 


Go  Online  with  Hayes  BBS;  call  800-874-2937  or  404446-6336 

©1892  Hayes  Microcomputer  Products,  Inc.,  P.O.  Box  105203,  Atlanta,  GA  30348 


(What  is  it?) 


It’s  an  SNA  gateway.  (That’s  nothing  new.)  It’s  also  a  local  router. 
(Excuse  me?)  It’s  an  SNA  gateway  and  a  local  router  (You  mean  in 
one  product?)  in  one  product.  So  it  provides  you  with  two  solutions 
in  one:  (Let  me  guess;  the  functionality  of  a  gateway  along  with  the  perfor¬ 
mance  of  a  router.)  the  functionality  of  a  gateway  combined  with  the 
high-performance  of  our  router’s  SPARC  processor.  (I  was  close.) 
Since  this  new  product  (I  think  it  should  be  called  a  gateway-router.) 
performs  two  functions  at  once,  it  offers  unprecedented  levels 
of  administrative  convenience  and  manageability.  (But  does  it  access 
multiple  LANs?)  It  also  accesses  multiple  LANs,  including  Token- 
Ring,  Ethernet,  and  LocalTalk,  (Ask  a  stupid  question...)  and  supports 
mixed  PC  environments  such  as  Windows,  Mac,  and  DOS.  (Holy 
Toledo.)  Naturally,  our  Netway  gateway-router  (Hey,  that’s  my  name  for 
it.)  can  route  Novell  IPX  and  AppleTalk  protocols,  (And?)  and  comes 
complete  with  powerful  3270  services  like  terminal  and  printer  emu¬ 
lation.  (I  wonder  who  came  up  with  this  thing.)  As  you  might  have 
guessed  by  now,  the  company  behind  this  revolutionary  product  is 
Avatar,  (I  should  have  known.)  leaders  in  SNA  connectivity  for 
over  a  decade.  (Must  be  about  time  for  the  obligatory  800  number.)  For 
more  information,  and  our  free  “Gateway-Router  Guide  to  Net¬ 
work  Manageability,’’ send  in  the  coupon  or  call  1-800-AVA-3270. 
(A  free  gateway- router  guide?  You  must  have  read  my  mind.) 


Send  to:  Avatar,  65  South  Street,  Hopkinton,  MA  01748-2212.  ©  1992  Avatar  Corporation.  All  trademarks  are  the  property  of  their  respective  companies. 

Come  see  us  at  Networld  in  Dallas,  booth  #2115 . (Okay.) 
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INDUSTRY  CLOSE-UP 


IS  in  Biotech 


BY  JULIA  KING 

SPECIAL  TO  CW 


At  Neurogen  Corp.,  Cristo- 
pher  Dircks  isn’t  just  sys¬ 
tems  manager.  He’s  the 
entire  computer  depart¬ 
ment.  Besides  comput¬ 
ers,  Dircks  is  also  respon¬ 
sible  for  the  telephone 
system,  security  and  lab 
equipment  at  the  Bamford,  Conn.- 
based  biotech  firm. 

“I  spread  myself  thin,  and  some¬ 
times  things  don’t  get  done,”  he  ad¬ 
mits.  “But  we  can’t  get  additional  IS 
staff  until  the  importance  of  systems 
is  recognized  [by  upper  manage¬ 
ment].” 

Welcome  to  computing  in  the  bio¬ 
tech  industry,  where  drugs  are  king 
and  IS  is  often  a  lonely  (and  versatile) 
servant. 

Because  the  emphasis  is  on  sci¬ 
ence  and  research,  not  information 
technology,  these  computer  depart¬ 


ments  tend  to  be  small.  As  a  result,  the 
manager,  who  is  often  a  former  scien¬ 
tist,  is  pulled  in  different  directions. 

Many  users  —  also  scientists  — 
are  personal  computer-literate  and 
can  be  demanding.  To  top  it  all  off, 
there  is  relatively  little  stability  in  the 
fast-paced  field:  Companies  can  dou¬ 
ble  or  even  triple  in  size  or  disappear 
altogether  in  the  span  of  several 
months. 

“We  are  growing  so  fast  and  the 
need  for  computers  is  so  great  that  it 
is  like  a  moving  target,”  says  Wendy 
Baker,  a  senior  database  analyst  and 
project  manager  of  the  laboratory  in¬ 
formation  management  system  at 
Synergen,  Inc.  in  Boulder,  Colo.  “The 
way  we  need  to  react  and  make  quick 
decisions  is  different  from  other  in¬ 
dustries.” 

Be-all 

These  characteristics  combine  to  put 
a  lot  of  pressure  on  the  IS  manager, 
who  must  deal  with  the  lack  of  stan¬ 
dards  and  government  reporting 
pressures  while  trying  to  be  a  jack-of- 
all-trades. 

“I  started  out  with  responsibility 


for  anything  that  plugs  into  the  wall,” 
says  one  IS  manager  who  asked  to  re¬ 
main  anonymous.  “And  even  now,  I 
don’t  think  management  would  think 
twice  about  asking  me  to  pick  up  pay¬ 
roll  or  some  other  function.” 

Information  technology  is  just  not 
a  priority  from  a  top  management 
point  of  view,  says  Michael  Hawotte, 
a  consultant  at  A  T.  Kearney,  Inc.  in 
Chicago  who  specializes  in  the  bio¬ 
tech  and  pharmaceutical  industries. 
“People  at  the  top  tend  to  be  very  re- 
search-oriented,”  Hawotte  says. 
“They  don’t  understand  that  technol¬ 
ogy  will  make  them  much  stronger  in 
the  long  term.” 

Even  so,  IS  departments  are  ensur¬ 
ing  that  users  don’t  suffer. 

At  Neurogen,  in  addition  to  giving 
scientists  what  they  want,  which  is  of¬ 
ten  PC-based  software,  Dircks  has  po¬ 
sitioned  IS  as  a  support  department 
that  “derives  its  satisfaction  from  pro¬ 
ducing  a  seamless  flow  of  data.” 

Face  it,  Dircks  says.  “The  scientist 
always  wins.  They  always  get  what 
they  want”  So,  he  reasons,  why  not 
try  to  make  them  as  happy  as  possible 
by  supporting  them?  “If  that  means 


With  their  focus  on 
research ,  biotech 
firms  keep  IS  staffs 
small  and  computer 
managers  juggling 
functions 


going  out  and  buying  new  software  in 
a  Macintosh  version,  we  will,”  he  says. 

But  giving  scientists  whatever 
hardware,  software  and  support  they 
demand  seems  to  solve  only  some 
problems  while  creating  others.  For 
starters,  hardware  and/or  software 
standards  are  all  but  nonexistent  at 
many  of  these  young  enterprises, 
where  off-the-shelf  software  and 
workstation-  and  network-based  infor¬ 
mation  systems  are  the  norm. 

Secret  persuasion 

At  San  Francisco-based  Genentech, 
Inc.,  senior  IS  director  and  scientist 
Polly  Moore  is  looking  to  standardize 
around  Apple  Computer,  Inc.  ma¬ 
chines  for  the  research  scientists.  She 
says  gentle  persuasion  is  her  secret  to 
establishing  standards  at  the  16-year- 
old  company. 

“My  department  manages  by  set¬ 
ting  up  an  environment  to  lead  users 
in  a  particular  direction,”  Moore  ex¬ 
plains.  “We  try  to  do  a  very  good  job 
of  supporting  the  Apple  product  line 
by  having  an  Apple  repair  shop  with 
quick  turnaround  time,  a  help  desk 
and  by  producing  [software]  docu¬ 
mentation.” 

She  ensures  that  users,  who  are 
free  to  buy  either  PCs  or  Apple  com¬ 
puters,  typically  pick  Macintoshes  be¬ 
cause  “they’ll  get  all  of  this  support.  If 
they  pick  something  else,  they  see 
there’s  not  the  same  kind  of  help.  In 
the  end ,  95%  of  users  pick  the  easy  way 
out,”  Moore  says.  Genentech,  with 
some  2,300  employees,  is  one  of  the 
oldest  and  largest  biotech  companies. 

Few  and  far  between  are  biotech¬ 
nology  firms  such  as  Centocor,  Inc.  in 
Malvern,  Pa.,  which  more  than  five 
years  ago  adopted  and  implemented  a 
single  hardware  platform  and  net¬ 
work  standard,  in  this  case  Digital 
Equipment  Corp.  gear.  But  such  stan¬ 
dardization  isn’t  a  cure-all. 

Were  he  to  choose  platforms  all 
over  again,  IS  Vice  President  Kim  Pol- 

Continued  on  page  116 
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TRACK 

Richard  T. 
Brant  is  the 
new  director 
of  global 
management 
information 
systems  at  The  Reader’s 
Digest  Association,  Inc. 
Brant  was  formerly  a  part¬ 
ner  at  Arthur  Andersen  & 
Co.  At  Reader’s  Digest,  he 
will  be  responsible  for  fi¬ 
nancial,  production,  edito¬ 
rial  and  human  resources 
systems  development  in 
the  U.S.,  as  well  as  systems 
development  support  in 
the  Far  East  and  Mexico  for 
the  Pleasantville,  N.Y.- 
based  publishing  firm. 


Don  A.  Hayes  is  the  new 
vice  president  of  informa¬ 
tion  technology  at  Stam¬ 
ford,  Conn.-based  GTE 
Telephone  Operations,  a 
unit  of  telecommunications 
giant  GTE  Corp.  He  suc¬ 
ceeds  Donald  E.  Peeples, 
who  will  retire  in  1993. 

Hayes,  54,  was  formerly 
president  of  the  firm’s  GTE 
Data  Services  unit. 


;  ^  71  James  A. 

Tfe  Williams  has 

•  ~  been  named 

vice  president 
t  and  manager 

I of  data  pro¬ 
cessing  services  at  Los  An¬ 
geles-based  Sanwa  Bank 
California.  A  20-year  vet¬ 
eran  of  the  banking  indus¬ 
try,  Williams  came  to  San¬ 
wa  —  a  $7.2  billion  bank 
that  is  reportedly  the 
state’s  sixth  largest  —  from 
Security  Pacific  Automa¬ 
tion  Corp. 


Thomas  Gildea,  vice  pres¬ 
ident  of  business  IS  at  Chi¬ 
cago-based  Helene  Curtis 
Industries,  Inc.,  has  been 
named  the  Society  for 
Information  Manage¬ 
ment’s  Chicago  Chapter  IS 
Executive  of  the  Year.  The 
award  salutes  Gildea’s 
spearheading  of  an  auto¬ 
mated  sales  and  marketing 
system  that  allows  the  cos¬ 
metics  manufacturer’s  IS 
staff  to  supply  internal  cli¬ 
ents  with  on-the-spot  analy¬ 
ses  of  product  income  and 
volume  projections. 


Charles  L.  Pedersen  has 

been  named  an  executive 
vice  president  at  San  Fran¬ 
cisco-based  Union  Bank, 
where  he  heads  the  opera¬ 
tions  and  automation 
group.  He  is  credited  with 
being  the  driving  force  be¬ 
hind  the  bank’s  forays  into 
electronic  banking. 


Outsourcing  a  natural  for  oil  disaster  unit 

Nonprofit  corporation  finds  EDS  a  good  partner  to  its  standby  firehouse-like’  emergency  status 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  For 
many  companies,  the  outsourc¬ 
ing  decision  is  pure  agony.  But 
for  Marine  Spill  Response  Corp. 
(MSRC),  the  company’s  unique 
mission  made  the  decision  to  out¬ 
source  the  information  systems 
function  relatively  easy. 

The  nonprofit  corporation  was 
formed  in  1990 
to  be  the  oil  in¬ 
dustry’s  emer¬ 
gency  response 
unit  for  disas¬ 
ters  like  the  Ex¬ 
xon  Valdez  spill 
of  1989  [CW, 

June  15],  Under 
the  best-case 
scenario,  there¬ 
fore,  logistics 
and  data  processing  activity  at 
MSRC  will  add  up  to  a  few  peaks 
separated  by  long  valleys. 

‘We’re  like  a  firehouse,”  ex¬ 
plained  IS  director  Barry  Berko- 
witz.  “We  have  to  have  a  large  in¬ 
vestment  in  equipment  and 
people  that  don’t  do  anything, 
normally.  They’re  just  training, 


playing  checkers  and  patting  the 
firehouse  dog  Sparky  —  until 
there’s  a  fire.” 

It  would  make  no  sense  for 
MSRC  to  acquire  mainframes 
and  a  complete  IS  infrastructure 
for  emergency  cleanup  efforts 
and  then  have  that  infrastructure 
go  unused  most  of  the  time,  Ber- 
kowitz  said.  With  outsourcing,  “I 
can  turn  up  the  heat  when  I  need 
it  and  pay  for  what  I  use,  when  I 
use  it,”  he  said. 
MSRC  signed  its 
five-year  outsourc¬ 
ing  contract  with 
Electronic  Data 
Systems  Corp.  in 
October  1990. 

Actually,  Berko- 
witz  said,  the  basic 
decision  to  out¬ 
source  the  IS  func¬ 
tion  was  made  by  a 
blue-ribbon  industry  panel  after 
the  Valdez  spill.  The  decision  has 
worked  out  well  because  MSRC 
and  EDS  have  developed  a  close 
partnership,  Berkowitz  said. 

In  fact,  he  added,  the  relation¬ 
ship  is  so  close  that  the  only  way 
an  observer  can  tell  MSRC  and 
EDS  employees  apart  is  by  the 


company  name  on  their  pay- 
checks.  The  EDS  account  man¬ 
ager,  Jay  DePew,  is  an  active  par¬ 
ticipant  in  MSRC  management 
meetings,  and  Berkowitz  has  spe¬ 
cial  access  to  EDS  management. 


However,  Berkowitz  also 
keeps  a  watchful  eye  on  EDS 
prices.  “I  constantly  check  with 
other  users  and  trade  publica¬ 
tions  to  see  if  we’re  getting  a  good 
deal,”  he  said.  “If  I  see  a  lower 
price  somewhere  else,  I  ask  EDS 
to  get  me  that  price.” 

For  much  of  the  last  two  years, 
Berkowitz  served  as  virtually  a 
one-man  IS  department,  if  you 
count  only  the  MSRC  staff.  But 
one  month  ago  he  hired  an  IS 
manager  to  help  with  the  job  of 
monitoring  the  performance  of 


EDS  and  MSRC  systems. 

"I’ve  got  to  be  honest:  A  one- 
person  shop  is  tough.  It  is  possi¬ 
ble,  but  it  takes  a  lot  of  one  indi¬ 
vidual’s  life,”  Berkowitz  said. 

But  don’t  expect  a  ballooning 


IS  staff  at  MSRC.  The  former  U.S. 
Air  Force  officer  is  a  firm  believer 
in  a  lean  organization. 

Berkowitz  said  he  probably 
could  justify  an  IS  organization  of 
10  MSRC  staffers,  but  that  would 
create  duplication,  with  MSRC 
and  contractor  employees  paired 
off  doing  the  same  work.  “Instead 
of  having  a  meeting  with  five  peo¬ 
ple,”  he  noted,  “you’d  have  a 
meeting  with  10  people,  and 
you’d  have  a  lot  of  redundancy 
with  people  walking  around  the 
halls  together.” 


E’RE  LIKE  A  firehouse .  . .  just 
training,  playing  checkers  and 
patting  the  firehouse  dog  Sparky  — 


until  there’s  a  fire.” 


BARRY  BERKOWITZ 
MSRC 


The  drug’s  the  thing  in 
biotechnology  IS  shops 
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lock  says,  “the  client/server  plat¬ 
form  would  be  very  attractive.” 
Any  changes  will  likely  mean  ad¬ 
ditional  work.  Currently,  Cento- 
cor  is  in  the  process  of  migrating 
some  applications  from  DEC 
VAXclusters  to  PCs,  he  adds. 

While  companies  with  diverse 
software,  hardware  and  net¬ 
works  are  managing,  potential 
problems  loom  ahead.  These  in¬ 
clude  not  only  tying  together  dis¬ 
parate  research  and  develop¬ 
ment  systems  but  also 
integrating  them  with  newly  im¬ 
plemented  business  and  manu¬ 
facturing  systems  capable  of 
tracking  raw  materials  and  fin¬ 
ished  inventory  by  lot  and  loca¬ 
tion. 

Dirty  data  syndrome 

Multiple  computing  platforms 
and  incompatible  software  pack¬ 
ages  can  also  work  to  compro¬ 
mise  data  accuracy  and  integrity, 
which  are  critical  in  the  highly 
regulated  biotechnology  indus¬ 
try. 

‘With  the  [Food  and]  Drug 
Administration,  the  accountabil¬ 
ity  issue  is  very  significant,”  says 
Bob  Myers,  vice  president  of  in¬ 
formation  science  at  U.S.  Biosci¬ 
ence,  Inc.  in  West  Conshohock- 
en,  Pa.  ‘We  have  to  be  able  to 
survive  an  FDA  audit.  That  may 
mean  recreating  a  document  sub¬ 


mitted  two  or  more  years  ago.” 

Indeed,  FDA  reporting  re¬ 
quirements  can  turn  IS  depart¬ 
ments  upside  down.  That’s  what 
happened  at  Centocor  some  five 
months  ago,  when  the  regulatory 
agency  ordered  the  company  to 
conduct  another  round  of  clinical 
trials  and  resubmit  its  product  ap¬ 
plication.  The  request  took  the 
company  by  complete  surprise, 
Pollock  says. 

‘We  had  geared  up  and  had 
the  infrastructure  in  place  to  pre¬ 
pare  for  product  launch.  We  had 
put  in  a  sales  automation  system, 
having  it  designed,  tested  and  im¬ 
plemented  before  the  first  sales¬ 
person  was  hired.  Then,  we  had 
to  change  our  plans  and  the  sales 
automation  system  was 
scrapped,”  he  says. 

Now,  salespeople  hired  to  sell 
the  new  product  are  instead  as¬ 
sisting  with  the  new  round  of  clin¬ 
ical  trials,  he  says. 

Biotech  firms  have  taken  a  va¬ 
riety  of  approaches  to  meeting 
stringent  data  accuracy  and  in¬ 
tegrity  requirements.  Synergen, 
for  example,  maintains  data  on 
clinical  results  and  quality  con¬ 
trol  on  a  separate  PC-based  lab  in¬ 
formation  management  system. 

Meanwhile,  U.S.  Bioscience 
has  incorporated  error-checking 
capabilities  into  all  data  manage¬ 
ment  software  and  has  estab¬ 


lished  elaborate  data  handling 
procedures.  At  Centocor,  a  sepa¬ 
rate  applications  development 
staff  with  expertise  in  managing 
clinical  data  serves  the  compa¬ 
ny’s  R&D  arm. 

For  the  time  being,  “the  focus 
at  most  biotech  companies  is  on 
R&D  and  getting  capital,  not  on 
business  systems,”  Pollock  says. 
“That’s  because  for  the  first  12 
years  and  $200  million,  you’re  not 
selling  anything.” 

The  first  12  years  comprise 
seven  years  of  basic  research  and 


five  of  clinical  trials.  Pollock  says 
mostbiotech  companies  don’t  be¬ 
gin  to  think  about  IS  in  any  kind 
of  strategic  way  until  after  receiv¬ 
ing  regulatory  approval. 

And  while  difficult  for  IS  man¬ 
agers,  this  is  how  it  should  (and 
probably  always  will)  be,  Haw- 
otte  says.  “Biotechs  have  a  wait- 
and-see  attitude  about  IS  because 
they  have  to  wait  and  see  if  they 
have  a  product,”  he  says. 


King  is  a  free-lance  writer  based  in 
Ridley  Park,  Pa. 


Anatomy  of  biotech  IS 

Size  of  IS  department: 

•  Ranges  in  size  from  one  person  to  a  handful  during  R&D 
stage. 

•  IS  departments  grow  once  products  are  available. 

IS  professional  background: 

•  Many  technology  overseers  have  a  knowledge  of  PCs  and 
networking  rather  than  mainframes. 

•  IS  staff  members  are  often  scientists  with  computer  skills. 

Hardware: 

•  During  R&D  stage  (prior  to  product  approval),  most  biotech 
firms  use  Macintoshes,  PCs  and  LAN-based  workstations. 

•  The  largest  piece  of  hardware  would  be  a  DEC  VAX. 

Applications  software: 

•  Most  biotech  firms  buy  rather  than  build  applications 
software. 

•  Few  biotech  firms  have  an  applications  development  staff. 

•  Customization  is  done  by  chief  technology  overseer. 

User  base: 

•  Computer  literate. 

•  Scientists  with  specific  needs  for  systems  and  software. 

•  High  maintainance  requirements. 

•  Good  understanding  of  biotech  business. 

Miscellaneous: 

•  Few,  if  any,  standards. 
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Companies  throw  out  lots  of  claims  about  the  value  of  their  application  development  software.  But  how  valuable  are  application  develop¬ 


ment  tools  that  can’t  do  the  whole  job?  Or  that  deliver  applications  that  people  can’t  easily  use?  At 
bined  the  industrial  strength  of  PowerHouseMGL  with  the  easy-to-use  client/server  technol- 
Windows."  The  result  is  a  combination  of  power  and  ease  of  use  traditional  development  solutions 


Cognos*  we’ve  com- 
ogy  of  PowerHouse 
can’t  begin  to  match . 


OPEN  TOOLS  FOR  A 
CHANGING  WORLD. 


1-800-4-COGNOS  or  617-229-6600  ext.  81.  (In  Canada,  1-800-361-3163.) 

©  1992.  Cognos.  Incorporated  Cognos  and  PowerHouse  are  registered  trademarks  and  PowerHouse  Windows  is  a  trademark  of  Cognos.  Incorporated  Cognos  supports  all  major  commercial  UNIX  and  midrange  platforms. 
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No  shortcut  to  client/server 


Ohio  State  to  study 
keyboard  stress  injuries 


BY  MITCH  BETTS 

CW  STAFF 


ARLINGTON,  Va.  —  Building 
client/server  systems  requires 
combining  a  bunch  of  immature 
products  that  seldom  work  as  ad¬ 
vertised  —  but  that’s  not  all.  It  al¬ 
so  requires  a  total  revamping  of 
the  information  systems  depart¬ 
ment,  according  to  Paul  Hamel, 
vice  president  of  systems  and 
planning  at  Textron  Financial 
Corp. 

The  Providence,  R.I.-based 
company  built  its  first  client/ 
server  system  in  1991;  it  found 
the  experience  nothing  short  of 
traumatic.  “We  went  closer  to  the 
bleeding  edge  than  we  should 
have,”  Hamel  said. 

“We  underestimated  the  de¬ 
gree  of  complexity  and  risk  we 
were  taking  on,”  he  explained  at 
a  client/server  conference  held 
here  last  month.  “We  had  suffi¬ 
cient  problems  with  the  imple¬ 
mentation  that  my  career  was  on 
the  line  —  as  it  should  be.” 

Happy  ending 

After  several  missteps  and  sched¬ 
ule  slippages,  the  client/server 
project  eventually  arrived  at  a 
happy  ending.  But  Hamel  shared 


his  company’s  pioneering  experi¬ 
ence  —  including  details  about 
“where  we  took  the  arrows  and 
where  the  blood  flowed”  —  at  the 
conference,  which  was  spon¬ 
sored  by  the  Technology  Trans¬ 
fer  Institute  and  Arte  Consul¬ 
tants,  Inc. 

Hamel  said  he  learned  “the 
hard  way”  that  client/server  sys- 


CLIENT 


SERVER 


terns  cannot  be  built  by  a  tradi¬ 
tional  IS  department  that  is  divid¬ 
ed  into  hardware,  software  and 
networking  units  and  staffed  by 
specialists  in  each  technology. 

Client/ server  systems  are  ac¬ 
tually  complex  webs  of  hardware 
and  software  that  are  inextricably 
linked  to  each  other,  Hamel  said. 
Therefore,  the  IS  department 
needs  to  reorganize  as  a  “consul¬ 


tancy”  that  assembles  a  develop¬ 
ment  team  made  up  of  mul¬ 
titalented  generalists. 

The  top  skills  needed  by  the 
client/server  development  team 
are  project  management  skills 
and  systems  integration  skills, 
Hamel  said.  “Our  goal  is  that  ev¬ 
eryone  in  our  IS  organization  will 
be  a  systems  integrator,”  he  said, 
with  each  staff  member  having  at 
least  a  basic  understanding  of  all 
the  relevant  technologies. 

However,  the  ever-candid 
Hamel  acknowledged  that  he  has 
yet  to  figure  out  how  to  apply  this 
“consultancy  model”  to  the  labor- 
intensive  support  and  mainte¬ 
nance  of  client/server  systems. 

Eventually,  the  innovative  sys¬ 
tem  turned  out  to  be  a  “competi¬ 
tion-beating”  success  for  the 
business  unit,  as  well  as  the 
springboard  for  a  second  cli¬ 
ent/server  project  now  under 
way,  Hamel  said. 

But  Hamel  warned  other  us¬ 
ers  that  the  client/server  field 
has  abundant  risks,  including 
shifting  standards,  poor  disaster 
recovery,  immature  products 
(especially  on  the  client  side)  and 
consultants  who  are  self-pro- 
claimed  experts  but  lack  hands- 
on  experience. 


BY  MITCH  BETTS 

CW  STAFF 


COLUMBUS,  Ohio  —  Ohio  State 
University’s  Biodynamics  Lab¬ 
oratory  has  received  a  $22,000 
grant  to  study  the  biomechanics 
of  keyboard  work  that  may  pro¬ 
vide  clues  about  how  to  prevent 
repetitive  stress  injuries  (RSI). 

This  class  of  injuries  is  spread¬ 
ing  quickly,  according  to  federal 
government  data,  and  has  fast  be¬ 
come  a  major  issue  not  only  for 
those  who  suffer  from  it  but  also 
for  managers  increasingly  ex¬ 
pected  to  alleviate  or  prevent  it 
[CW,  Sept.  21], 

The  grant  was  made  by  the  Of¬ 
fice-Related  Cumulative  Trauma 
Disorder  Research  Committee,  a 
group  of  14  companies  that  is  pro¬ 
moting  RSI  research  to  help  em¬ 
ployers  and  equipment  manufac¬ 
turers  combat  the  problem. 

“Little  is  known  about  the  forc¬ 
es  and  stresses  on  the  hands  and 
forearms  that  occur  when  typing 
at  a  computer  keyboard,”  said 
William  Marras,  director  at  the 
Biodynamics  Laboratory.  “The 
results  will  be  helpful  in  under¬ 


standing  the  optimum  keying 
techniques,  operator  postures 
and  the  relationship  between 
them  and  keyboard  design.” 

The  study  will  include  field 
analysis  of  how  computer  users 
type  in  real  job  situations,  labora¬ 
tory  research  and  development 
of  a  biomechanical  model  of  the 
stress  on  hands  and  wrists. 


ITTLE  IS 
known  about 
the  forces  and 
stresses  on  the  hands 
and  forearms  that 
occur  when  typing  at  a 
computer  keyboard.” 

WILLIAM  MARRAS 
BIODYNAMICS  LAB 


The  committee  includes  Aet¬ 
na  Life  &  Casualty  Co.,  Apple 
Computer,  Inc.,  Bank  America 
Corp.,  Cigna  Corp.,  IBM,  Key 
Tronic  Corp.,  McClatchy  News¬ 
papers,  Inc.  and  NCR  Corp., 
among  others. 


Could  you  make 


times  more 


EDS  helped  Plumley  answer  yes. 

Worldwide  demand  for  custom  auto  parts 
manufactured  by  the  Plumley  Companies  is 
skyrocketing.  With  the  help  of  EDS,  they 
developed  a  plan  to  boost  production  by 
streamlining  and  automating  their  manufac¬ 
turing  operations.  The  results:  Productivity 
has  tripled.  Manufacturing  lead  time 


has  been  trimmed  by  70%.  And  customei 
satisfaction  has  improved. 

EDS  helped  Plumley  implement  2 
“just-in-time”  manufacturing  process 
This  gives  Plumley  the  ability  to  ust 
materials  more  efficiently.  In  addition 
the  company  can  offer  smaller  productior 
lots  to  meet  the  needs  of  more  customer; 
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CALENDAR 


OCT.  25-31 


Fourth  Annual  Conference  and  Expo 
on  Disaster  Recovery  and  Business 
Resumption  Planning.  Atlantic  City,  Oct  25- 
28  —  Contact:  John  Bannan,  Delaware  Val¬ 
ley  Disaster  Recovery  Information  Exchange 
Group,  Inc.,  ML  laurel,  NJ.  (609)  778-5702. 

The  1 3th  Annual  Treasury  Management 
Conference.  San  Diego,  OcL  25-28  —  Con¬ 
tact:  Margaret  Yao  Pursell,  Treasury  Manage¬ 
ment  Association,  Baltimore,  Md.  (301)  907- 
2862. 

Breakthrough  '92  Conference  and  Ex¬ 
hibit.  Tampa,  Fla.,  Oct.  25-30  —  Contact  Xplor 
International,  Palos  Verdes  Estates,  Calif.  (310) 
373-3633. 

The  Society  for  Imaging  Science  and 
Technology  (IS&T)'s  International  Con¬ 
gress  on  Advances  in  Nonimpact  Print¬ 
ing  Technologies.  Williamsburg,  Va.,  OcL  25- 
30  —  Contact:  IS&T,  Springfield,  Va.  (703) 
642-9090. 

Electronic  Messaging  '92.  San  Francisco, 
OcL  26-28  —  Contact  Electronic  Mail  Associa¬ 
tion,  Arlington,  Va.  (703)  875-8620. 

Strategic  Information  Planning  Confer¬ 
ence.  Orlando,  Fla.,  OcL  26-28  —  Contact: 
Technology  Transfer  Institute,  Santa  Monica, 
Calif.  (310)  394-8305. 

American  Society  for  Information  Sci¬ 
ence  (ASIS)  Annual  Meeting.  Pittsburgh, 
OcL  26-29  —  Contact  Richard  B.  Hill,  ASIS,  Sil¬ 
ver  Spring.  Md.  (301)  495-0900. 

Interop  '92.  San  Francisco,  Oct.  26-30 — Con¬ 
tact:  Interop  Co.,  Mountain  View,  Calif.  (415) 
941-3399,  Ext.  2502. 


Total  Quality  Management  '92  Con¬ 
ference  a  nd  Exhibits.  Chicago,  Oct.  27-28 — 
Contact:  Pat  Jones,  Society  of  Manufactur¬ 
ing  Engineers,  Dearborn,  Mich.  (313)  271- 
1500. 

Outsourcing  the  Help  Desk  Conference. 

Colorado  Springs,  OcL  27-30  —  Contact:  Help 
Desk  Institute,  Colorado  Springs,  Colo.  (719) 
531-5138. 

Information  Security  Symposium.  Toron¬ 
to,  Oct.  28-30  —  Contact:  Datapro  Canada, 
North  York,  Ontario  (416)  496-3131. 

Educom  '92.  Baltimore,  OcL  28-31  —  Con¬ 
tact  National  Trade  Productions,  Inc.,  Alexan¬ 
dria,  Va.  (703)  683-8500. 

European  Software  Business  Develop¬ 
ment  Conference.  Boston,  Oct.  29  —  Con¬ 
tact  Laurie  Martin,  Communications  Events, 
Inc.,  Norwalk,  Conn.  (203)  847-5131. 

Expo  Comm  China.  Beijing,  Oct. 30-Nov.  4  — 
Contact:  Wendy  Pang,  E.  J.  Krause  &  Asso¬ 
ciates,  Inc.,  Hong  Kong  (Oil)  5-773-343. 


NOV.  1-7 


Conference  on  Organizational  Comput¬ 
ing  Systems.  Milpitas,  Calif.,  Nov.  1-4  —  Con¬ 
tact  Association  for  Computing  Machinery, 
New  York,  N.Y.  (212)  869-7440. 

Technology  and  Innovation  in  a  Global 
Economy.  San  Francisco,  Nov.  14  —  Contact 
Diane  Fournaris,  The  Institute  of  Management 
Sciences,  Providence,  R.I.  (401)  274-2525. 

Network  the  '90s  Seminar.  Bellevue, 
Wash.,  Nov.  2  —  Contact:  Fibronics  Internation¬ 
al,  Inc.,  Lowell,  Mass.  (508)  937-1600. 


National  Rolm  Users  Group.  San  Francis¬ 
co,  Nov.  2-6  —  Contact  National  Rolm  Users 
Group  Headquarters,  Chicago,  Ill.  (312)  321- 
6804. 

The  Users  PRL  Users  Group.  Florida,  Nov. 
4-6  —  Contact:  Lynn  Girard,  Users  PRL,  Mel¬ 
bourne,  Fla.  (407)  2424922. 

The  1992  Harvard-Renaissance  Con¬ 
ference  on  Russian-American  Infor¬ 
mation  Technology  Trade  and  Invest¬ 
ment.  Cambridge,  Mass.,  Nov.  5-6  —  Contact 
Ralph  Cohen,  Renaissance  Overseas  Group, 
Westport,  Conn.  (203)  2214313. 

Marketing  the  IS  Organization  Internal¬ 
ly.  London,  Nov.  5-6 — Contact:  Ouellette  &  As¬ 
sociates  Consulting,  Inc.,  Bedford,  N.H.  (603) 
623-7373. 

Unisys  Technology  Symposium.  Boston, 
Nov.  6  —  Contact  Unisys  Corp.,  Blue  Bell,  Pa. 
(215)  986-6412. 

Fundamentals  of  Computer  Law  Con¬ 
ference.  Santa  Clara,  Calif.,  Nov.  6-7  —  Con¬ 
tact  Computer  Law  Association,  Fairfax,  Va. 
(703)  560-7747. 


NOV.  8-1  4 


MadS  '92  Conference.  New  Orleans,  Nov. 
8-11  —  Contact:  ManagingApple  Computers  in 
Information  Systems,  Chicago,  Ill.  (312)  644- 
6610. 

Share  '92.  Tampa,  Fla.,  Nov.  8-11  —  Contact 
Share  Headquarters,  Chicago,  Ill.  (312)  644- 
6610. 

James  Martin  World  Seminar  with 
Dr.  Carma  McClure's  Corporate  CASE 
Tutorial.  New  York,  Nov.  9-13  —  Contact:  Ex¬ 
tended  Intelligence,  Inc.,  Chicago.  Ill.  (312)  346- 
7090. 


Synergy  '92.  Anaheim,  Calif.,  Nov.  9-13  — 
Contact  Weingarten  Publications,  Inc.,  Boston, 
Mass.  (617)  542-0146. 

U.S.  Society  of  Wang  Users  (USSWU). 

Boston,  Nov.  9-13 — Contact  USSWU,  Chicago, 
Ill.  (708)  652-3888. 

Autofact  '92.  Detroit  Nov.  10-12  —  Contact: 
Society  of  Manufacturing  Engineers,  Dear¬ 
born,  Mich.  (313)  271-1500. 

Society  of  Motion  Picture  and  Television 
Conference  and  Equipment  Exhibit.  To¬ 
ronto.  Nov.  10-13  —  Contact:  Technology  Solu¬ 
tions,  New  York,  N.Y.  (212)  505-9900. 

Voice  '92.  Atlanta,  Nov.  10-13  —  Contact: 
Voice  '92,  Houston ,  Texas  (713)  974-6637. 

Virus  Research  Conference.  Washington, 
D.C.,  Nov.  11-13 — Contact  Virus  Research,  In¬ 
ternational  Computer  Security  Association, 
Washington,  D.C.  (202)  364-8252. 

Perspectives  on  Decisions  Support  and 
Executive  Information  Systems  for  the 
'90s  Conference.  Cambridge,  Mass.,  Nov. 
12-13  —  Contact:  Decision  Support  Technol¬ 
ogy,  Inc.,  Cambridge,  Mass.  (617)  354-6400. 

12th  Annual  Eastern  American  NCR/ 
AT&T  Computer  Users  Conference.  Lake 
Harmony,  Pa.,  Nov.  12-13  —  Contact  Frank 
Whalon,  Tinius  Olsen  Testing  Machine  Co. 
(215)  675-7104,  Ext  216. 


NOV.  1  5-21 


Information  Industry  Association  1992 
Annual  Conference:  "Knocking  Down 
Info  Walls."  San  Francisco,  Nov.  15-19  — 
Contact  Information  Industry  Association, 
Washington,  D.C.  (202)  639-8262. 

Guide's  1 992  Conference.  Atlanta,  Nov.  15- 
20  —  Contact:  Guide  International  Corp.,  Chi¬ 


cago,  Ill.  (312)644-6610. 

Troubleshooting,  Maintaining,  Upgrad¬ 
ing  PCs  Seminar.  Fort  Lauderdale,  F'la.,  Nov. 
16-17  —  Contact:  Quest,  Spotswood,  N  J.  (908) 
251-3217. 

International  Security  Systems  Sympo¬ 
sium  and  Exhibition.  Washington,  D.C., 
Nov.  16-18 — Contact:  Krau  se& Associates,  Be- 
thesda,Md.  (301)  986-7800. 

1 9th  Annual  Computer  Security  Confer¬ 
ence  and  Exhibition.  Chicago,  Nov.  16-18  — 
Contact:  Computer  Security  Institute,  San  Fran¬ 
cisco,  Calif.  (415)  905-2200. 

Comdex/Fall  '92.  Las  Vegas,  Nov.  16-20  — 
Contact:  Comdex/Fall,  The  Interface  Group, 
Needham,  Mass.  (617)  449-6600. 

ISDN/Broadband  '92.  Reston,  Va.,  Nov.  16- 
20  —  ContacL  Information  Gatekeepers,  Inc., 
Boston,  Mass.  (617)  232-3111. 

Transaction  Processing  Networks  Con¬ 
ference.  Washington,  D.C.,  Nov.  17-18 — Con¬ 
tact:  Telecommunications  Reports,  Conference 
DepartmenL  Washington,  D.C.  (202)  842-0520. 

The  International  Computer  Training 
Association.  Orlando,  Fla.,  Nov.  17-19 — Con¬ 
tacL  International  Computer  Training  Associa¬ 
tion,  New  York,  N.Y.  (212)  355-5049. 

Unicom  '93.  Washington,  D.C.,  Nov.  17-19  — 
Contact:  North  American  Telecommunications 
Association,  Washington,  D.C.  (202)  296-9800. 

Comforum.  Orlando,  Fla.,  Nov.  19-20  —  Com- 
forum,  Chicago,  Ill.  (312)  938-3500. 


NOV.  22-28 


Openforum  '92.  Utrecht,  Netherlands,  Nov. 
23-27  —  Contact:  Uniforum,  Santa  Clara,  Calif. 
(408)  986-8840. 


employees  three 
productive? 


vhile  sustaining  productivity  gains. 

Plant  automation  also  gives  Plumley 
lexibility  without  sacrificing  the  benefits 
>f  mass  production.  Prototypes  for  cus¬ 
tomers  can  be  generated  quickly  and  easily, 
he  company  can  even  react  to  design 
hanges  in  the  middle  of  the  production 
•rocess  without  disrupting  the  workflow. 


Today,  Plumley  can  handle  small  or 
large  orders  faster  than  ever.  Rejects 
are  down.  Quality  is  up.  Not  surprisingly, 
revenues  are  up  too,  an  impressive 
300%  since  the  program’s  inception. 

Changes  in  technology  are  creating  new 
ways  to  boost  productivity  and  improve 
customer  service.  EDS  is  the  world  leader 


in  applying  information  technology.  To 
find  out  how  we  could  help  you,  write 
Barry  Sullivan,  EDS, 

7171  Forest  Lane,  M40, 

Dallas,  TX  75230.  Or 
you  can  call  us  at  (214) 

490-2000,  ext.  140. 
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When  You  Rjghtsize  With  Our  accounting 
And  HR  Software,  It's  Smooth  Sailing. 


Rightsizing  opens  the  way  to  greater  productivity.  But 
only  Lawson  offers  the  combination  of  products,  policies 
and  support  that  ensures  smooth  passage  to  your  rightsizing 
destinations. 

Rightsizing  the  world's  best  companies  requires 
software  with  power  and  flexibility.  Our  mainframe-caliber, 
CASE-based  software  is  easy  to  install  and 
maintain.  Our  applications  are  priced  based  on 
the  number  of  users,  not  CPU  size.  And  our 


unique  open  licensing  policy  lets  you  migrate  from  one 
Lawson-supported  platform  to  another  without  additional 
license  fees. 

Our  accounting  and  HR  software  solutions  are  avail¬ 
able  for  AS/400,®  RS/6000,®  HP9000®and  other  UNIX®-based 
systems.  We  also  have  solutions  for  distribution  and  retail 
management.  For  case  histories  of  companies 
that  have  sailed  through  rightsizing  using  Lawson 
software,  call  1-800-477-1357,  ext.  821 


I  WMA'I 


Software 


UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories,  Inc.  RS/6000  and  AS/400  are  registered  trademarks  of  International  Business  Machines  Corporation.  HP  9000  is  a  registered  trademark  of  Hewlett-Packard  Company 
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How  hard  are  you  working 
to  bring  home  the  bacon? 


BY  JILL  VTTIELLO 

SPECIAL  TO  CW 


Napoleon  frequently 
worked  16-hour  days, 
and  he  expected  his 
top  councillors  to  ex¬ 
hibit  a  stamina  and 
zeal  equal  to  his  own.  At  a  meet¬ 
ing  late  one  night,  when  the  coun¬ 
cillors  began  to  doze  off,  Napo¬ 
leon  reprimanded  them:  "‘Do  let’s 
keep  awake,  citizens.  It’s  only  two 
o’clock.  We  must  earn  our  sala¬ 
ries.” 

If  you  are  putting  in  marathon 
days  —  and  nights  —  to  justify 
collecting  a  salary  that  probably 
has  not  risen  greatly  since  the  re¬ 
cession  began,  you  are  not  alone. 

In  a  recent  Computerworld 
survey  of  1,478  information  sy- 
tems  managers  and  profession¬ 
als,  respondents  said  they  are  ex¬ 
periencing  higher  levels  of  stress 
than  ever  before,  primarily  be¬ 
cause  of  increased  work  loads, 
mounting  business  demands  and 
budgetary  constraints. 

Difficult  to  prove 

So,  are  you  working  as  hard  as 
you  think  —  that  is  to  say,  several 
times  harder  than  anyone  else 
you  know?  The  answer  is:  May¬ 


be,  but  it  would  be  hard  to  prove. 

Actually,  at  least  some  of  the 
scanty  documentary  evidence  is 
against  you.  If  the  length  of  a 
workweek  is  any  indication  of 
how  hard  individuals  work,  then 
people  in  the  computer  industry 
have  it  easy,  according  to  the 
U.  S.  Bureau  of  Labor  Statistics. 

In  its  most  recent  estimates 
based  on  a  1991  survey  of  various 
industries,  the  bureau  reported 
that  systems  analysts,  program¬ 


mers  and  engineers  work  an  av¬ 
erage  of  40.2  hours  per  week, 
compared  with  accountants, 
bank  executives,  human  re¬ 
sources  executives  and  market¬ 
ing  executives,  who  average  44.1 
hours  per  week. 

Other  research  suggests  that 
these  averages  may  be  on  the  low 
side,  however.  In  her  recent  and 


much-discussed  book,  The  Over¬ 
worked  American,  Juliet  B.  Schor 
wrote  that  the  typical  American 
works  47  hours  each  week.  That 
is  a  total  of  164  more  hours  per 
year  than  20  years  ago  —  the 
equivalent  of  an  additional  month 
of  work  every  year. 

The  American  Productivity 
and  Quality  Center,  a  nonprofit 
association  located  in  Houston, 
that  came  up  with  slightly  higher 
figures. 


More  than  40%  of  those  re¬ 
sponding  to  a  survey  on  work 
habits  said  they  worked  more 
than  50  hours  a  week.  Nearly  65% 
of  top  managers  reported  that 
they  regularly  clock  50-hour 
weeks. 

This  survey  showed  that  peo¬ 
ple  in  manufacturing  work  the 
longest  workweek  —  nearly  48% 


HOW  OFTEN  DO  you  find  yourself 
resolving  a  technical  or  systems 
implementation  issue  while  showering 
or  supposedly  listening  to  your  significant 
other?” 

L.  PAUL  OUELLETTE 
OUELLETTE  &  ASSOCIATES 


work  more  than  51  hours,  com¬ 
pared  with  37%  of  those  in  the  ser¬ 
vice  sector  and  28%  in  the  public 
sector,  who  report  the  same  num¬ 
ber  of  hours  per  week. 

Of  course,  measuring  how 
hard  people  work 
based  on  the 
length  of  time 
they  spend  at  the 
office  does  not  ac¬ 
count  for  how  pro¬ 
ductively  they  use 
that  time,  how 
well  they  perform 
and  the  work’s  dif¬ 
ficulty.  In  fact,  so 
many  variables 
exist  that  it  is  tough  to  compare 
how  hard  two  different  IS  profes¬ 
sionals  work,  let  alone  assess 
how  their  work  loads  compare 
with  people  in  other  professions. 

Who  works  harder? 

“We’re  at  a  loss  to  find  any  bench¬ 
marks  to  define  ‘hard  work,”’ 
says  Brian  Hoffman,  a  partner  at 
Winter,  Wyman  &  Co.,  a  profes¬ 
sional  placement  firm  in  Wal¬ 
tham,  Mass.  “The  systems  ana¬ 
lyst  who  implements  a  new 
software  package  in  a  depart¬ 
ment  that  is  hostile  to  the  pro¬ 
gram  will  work  much  harder  than 
a  colleague  with  identical  skills 
and  experience  who  installs  the 
same  program  in  a  department 
that  welcomes  its  introduction.” 

Workweek  statistics  also  fail 
to  capture  the  amount  of  “person¬ 
al”  time  spent  on  work,  and  some 
observers  said  they  feel  this  is 


significant  for  IS. 

“How  often  do  you  find  your¬ 
self  resolving  a  technical  or  sys¬ 
tems  implementation  issue  while 
showering  or  supposedly  listen¬ 
ing  to  your  significant  other?” 

asks  L.  Paul  Ouel¬ 
lette,  chief  execu¬ 
tive  officer  at 
Ouellette  &  Asso¬ 
ciates,  Inc.,  a  Bed¬ 
ford,  N.H.-  based 
computerconsult¬ 
ing  firm. 

IS  profession¬ 
als  are  under  the 
gun,  says  Richard 
Wonder,  national 
director  of  IS  at  Robert  Half  In¬ 
ternational,  Inc.  in  New  York. 
They  are  expected  to  keep  up 
with  new  developments  that  will 
speed  work  and  improve  quality, 
but  technologies  are  changing  so 
quickly  that  staying  abreast  of 
changes  can  feel  like  a  job  in  and 
of  itself. 

“The  only  profession  analo¬ 
gous  to  ours  in  that  regard  is  the 
medical  profession,  where  doc¬ 
tors  are  required  to  be  state-of- 
the-art  to  do  their  jobs  properly,” 
Wonder  says. 

If  you  are  feeling  the  pressure, 
do  not  look  for  any  relief  soon. 
One  solution  to  long  work  weeks 
proposed  by  the  American  Quali¬ 
ty  and  Productivity  Center  sur¬ 
vey  respondents  was  more  and 
better  technology. 


Vitiello  is  a  free-lance  writer  based  in 
East  Brunswick,  N.J. 


advicing 


Contact 

_  the  nearest  member  of  our 

coast-to-coast  network  of  DP  placement  specialists 
&  gain  access  to  ALL  of  our  choice  openings  in  your  field! 


HERE’S  A  PARTIAL  LISTING  OF  CURRENT  FEE-PAID  OPENINGS 


UNIX  SUN  C  To  SI  10K 

Interest  rate  &  currency 

CASE  TOOL  CONSULTANT  To  S90K 

JAD,  Info  Engr,  some  travel 

MIS  DIRECTOR  S80K 

Consumer  gds.  bkgd,  methodology 

SR.  VAX  SYS.  MGR. 

Large  cluster  exp.  To  $70K 

DEPARTMENT  MANAGER  S60K  S70K 

Bank  credit  and  commercial 

WIND0WS/0S2  OEVELOPERS  S65K 

C.  SDK.  Visual.  Basic.  PM  exp. 


HOGAN  ADP  PROGRAMMER  S60K 

Large  stable  bank 

UNIX  C  ORACLE  To  $60K 

Fixed  income  research  a* 

SYS.  PROG.  AS400  To  S60K 

Install,  and  maint.  exp. 

SYSTEMS  PROGRAMMERS  S55K 

MVS/ESA.  CICS,  DB2.  VTAM/NCP 

SYSTEMS  ANALYST  S45KS55K 

Hogan  systems 

I0MS.  ADS/0.  OLM  To  S54K 

New  devel.,  heavy  dialogs 


COBOL  CICS  PROG./ANALYST  J50K 

IMS  and/or  DB2  a  plus 

AS/400  RPGIII  3+  yrs.  exp. 

Degree  a  plus.  To  S50K 

IBM  ASSEMBLER  SR.  P/A  WITH 

On-line  exp.  Salary  To  $49K 

HOGAN  PROG./ANALYST  S48K 

Knowledge  CIS  or  LOANS 

VMS  ASK/MANMAN  FORTRAN  S48K 

Mfg.  and  degree  required 

NATURAL2  PROG./ANALYSTS  S47K 

Structur.  methodology/degree 


0B2  DATABASE  ADMIN.  S46K 

3*  yrs.  DB2  Database  exp. 

DB2  DEVELOPMENT  S45K 

IDMS  or  ORACLE  preferred 

P/A— RETAIL.  COBOL.  CICS. 

DB2  a  plus.  Up  To  $40K 

DB2/CSP  PROGRAMMERS  SOPEN 

Contract  opportunities 

SAS  PROGRAMMER/ ANALYST  SOPEN 

Fluent  in  Spanish 

J.  0.  EOWARDS  SYSTEMS  ANALYST 

Wholesale  firm  in  NC.  SOPEN 


Call  or  FAX  your  resume  to  our  local  office  nearest  you,  &  put  our  entire  network  to  work  tor  you. 


ATLANTA:  Abacus  Networks,  Inc. 

(404)  440-1116  •  FAX  (404)  729-9803 
BOSTON:  Robert  Kleven  &  Co.,  Inc. 

(617)  861-1020  •  FAX  (617)  861-1047 
CHICAGO:  Career  Consultants,  Inc. 

(708)  986-1752  •  FAX  (708)  986-1762 
CINCINNATI:  Task  Group 
(513)  821-8275  •  FAX  (513)  821-8311 
CLEVELAND:  Innovative  Resources  Corp. 
(216)  331-1757  •  FAX  (216)  331-3499 
COLUMBUS:  Michael  Thomas,  Inc. 

(614)  846-0926  •  FAX  (614)  847-5633 
DALLAS:  DataPro  Personnel  Consultants 
(214)  661-8600  •  FAX  (214)  661-1309 
DENVER:  Abacus  Consultants,  Inc. 

(303)  759-5064  •  FAX  (303)  759-9846 
DETROIT:  Andersen,  Jones  &  Muller  Assoc. 
(313)  827-7660  •  FAX  (313)  827-7665 
GREENSBORO:  DataMasters 
(919)  373-1461  •  FAX  (919)  373-1501 


HOUSTON:  Career  Consultants.  Inc. 
(713)  626-4100  •  FAX  (713)  626-4106 
JERSEY  CITY,  NJ:  Systems  Search  M.I.S. 
(201)  761-4400  •  FAX  (201)  761-0128 
KANSAS  CITY:  DP  Career  Associates 
(913)  236-8288  •  FAX  (913)  236-9748 
LOS  ANGELES:  Superior  Resources.  Inc. 
(818)  222-1266  •  FAX  (818)  222-1267 
MEMPHIS:  Information  Systems  Group 
(901)  684-1030  •  FAX  (901)  684-1068 
MILWAUKEE:  EDP  Consultants,  Inc. 

(414)  476-3335  •  FAX  (414)  476-7972 
MINNEAPOLIS/ST.  PAUL.  ESP.  Inc. 

(612)  338-6714  •  FAX  (612)  337-9199 
NEW  YORK:  Botal  Associates.  Inc. 

(212)  227-7370  •  FAX  (212)  964-5033 
PHILADELPHIA:  Systems  Personnel.  Inc. 
(215)  565-8880  •  FAX  (215)  565-1482 


PHOENIX:  Professional  Career  Consultants 
(602)  274-6666  •  FAX  (602)  443-8489 
ROCHESTER:  Traynor  Confidential  Ltd. 

(716)  325-6610  •  FAX  (716)  325-1077 
SAN  DIEGO:  Technical  Directions  Inc. 

(800)  367-1017  •  FAX  (619)  297-6951 
SAN  FRANCISCO:  Professionals  For  Computing,  Inc. 
(415)  957-1400  •  FAX  (415)  957-0166 
SEATTLE:  Houser,  Marlin,  Morris  &  Associates 
(206)  453-2700  •  FAX  (206)  453-8726 
ST.  LOUIS:  Executive  Career  Consultants  Inc. 
(314)  994-3737  •  FAX  (314)  994-3742 
TAMPA:  Richard  Rita/Michael  James 
(813)  289-3000  •  FAX  (813)  289-8173 
WASHINGTON.  DC:  Vista  Computer  Services 
(703)  222-1900  •  FAX  (703)  222-1930 


Ask  for  your  FREE 
copy  of  our  1992  Salary  Survey 


National 

Computer 

Associates 


PROGRAMMERS  AND  ANALYSTS 
CALIFORNIA  •  ATLANTA  •  TEXAS 


ENTERPRISE  MODELING 
HOGAN 
CORVISION 
CASE  TOOLS 
GUPTA  SQL  WINDOWS 
DB2/CICS/CSP 
OS/2  APPLICATIONS  MGR 
GUI/SQL/PEOPLESOFT 
DATALENS  (LOTUS),  SQL 
VAX/COBOL/SMG$ 


IEF 

ENFIN 

IBM  MVS/COBOL 

POWERBUILDER 

CLIENT  SERVER  TECHNOLOGY 

DB2/CICS/IMS  DB/DC 

ISI/PEOPLESOFT/TESSERACT 

AS400/RPG  JD/EDWARDS 

DAT  ACOM/IDEAL 


©  IG  Systems  Inc. 


3345  Wilshire  Blvd.,  Suite  501 
Los  Angeles,  CA  90010 

213/386-0400  FAX  213/386-0480 


CICS 

PRODUCT  MGR. 

To  $95,000 

Our  product  development  client 
needs  an  experienced  systems 
level  product  development  man¬ 
ager  to  lead  a  CICS  product  team. 
Must  have  demonstrated  man- 
agement  skills  in  a  systems  soft¬ 
ware  product  environment 

SOFTWARE 

PRODUCTS 

CICS  DB2  IMS  VTAM  NCP 
To  $80,000+ 

NEW  OPENINGS  for  PRODUCT 
DEVELOPERS  and  PRODUCT 
SUPPORT  positions.  Requires  in- 
depth  product  knowledge  and  ei¬ 
ther  strong  ALC,  Systems  Pro¬ 
gramming  or  DBA  experience 
Several  U  S.  locations. 

SMALL  TOWN 
LIVING 

Tired  of  the  big  city  hassles?  We 
have  a  number  of  clients  in  small 
communities  in  the  U.S.  with  cur¬ 
rent  P/A  requirements.  If  you  have 
1  +  year  of  DB2  or  CICS  or  IDMS 
or  AS400/RPGIII  and  would  like  to 
consider  small  town  living  send 
your  resume! 

DATA  ADMINISTRATION 

TO  $50,000 

Requires  1+year  data  modeling, 
normalization  and  some  life  cycle 
methodology  experience.  CASE  a 
plus.  Texas  location. 

STRATEGIC 
PLANNER 
SAUDI  ARABIA 

Our  client  seeks  an  strategic  plan¬ 
ner/business  analyst.  Must  be  fa¬ 
miliar  with  data  modeling,  devel¬ 
opment  of  business  (enterprise) 
models  and  strategic  planning 
The  client  offers  an  annual  renew¬ 
able  married  status  contract,  free 
housing,  and  more. 

ROBERT  SHIELDS 
&  ASSOCIATES 

P.O.  Box  890723,  Dept.  C 
Houston,  TX  77289-0723 
713-488-7961 
FAX  713-486-1498 
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This  isn  V  just  sentiment,  it’s  the  way  we 
do  business  —  working  in  partnership 


with  our  people  and  clients,  to  reach  our 
goals  together.  We  are  CSC  Partners, 
innovators  in  systems  integration  and 
development,  with  a  reputation  for 
meeting  and  exceeding  clients'  expectations 
time  and  time  again. 

We  all  succeed  because  our  people  have 
the  resources,  career  paths,  solid  training 
and  shared  commitment  to  help  them 
move  ahead  with  confidence.  It’s  this 
approach  that  has  enabled  us  to  grow 
from  a  3 person  company  to  one  that’s 
1,400  strong  nationivide. 

We  are  now  hiring  professionals  with 
various  levels  of  experience  and  a 
Bachelor  's  degree  to  work  with  our 
Fortune  1000  clients  on  a  broad  range  of 
applications  and  technologies. 


Advanced  Technology  Practice  Manager 

Managing  the  overall  development  process  requires  an  expert 
in  at  least  one  technology  with  10+  years  experience  in  a  broad 
array  of  areas  such  as  CASE,  Lifecycle  and  Methodology,  RAD, 
Client  Server/Cooperative  Processing,  Image  Processing  and 
UNIX  and  Open  Systems. 

Project  Managers 

Manage/direct  large  systems  development  and  integration 
projects  from  inception  to  delivery.  Requires  at  least  10  years 
experience  to  include  5+  years  as  a  Sr.  Project  Manager,  excel¬ 
lent  management  skills  and  a  proven  ability  to  deliver  large 
projects  on  Ume,  within  budget,  at  a  high  level  of  quality. 

Technical  Consultants 

We  seek  a  range  of  backgrounds  to  include  at  least  6  years 
experience.  You  will  work  in  design  and  development  in  UNIX, 
OS/2,  and  Windows.  Conduct  technology  assessments  and  help 
clients  make  strategic  decisions.  Work  with  Relational 
Technologies  and  new  tools  and  procedures  in  reengineering. 
Solid  experience  in  Open  Architecture,  Client  Server,  and 
Distributed  Systems  is  required. 

Client  Server  Architects/Analysts 

Develop  Client  Server  applications  with  the  latest  technologies. 
Requires  6-10  years  development  experience  in  a  variety  of 
Client  Server  platforms  (UNIX,  OS/2,  and  Windows).  Strength 
in  CASE  Tools,  Databases  and  Prototyping  is  a  plus. 

Analyst/Project  Leaders 

Work  with  end-users  to  analyze  business  needs.  Facilitate JAD  ses¬ 
sions,  determine  primary  business  entities,  design  data  models, 
refine  and  normalize  logical  data  models.  Must  have  8-10  years 
experience  as  a  DBA,  Analyst  or  Business  Analyst  and  a  strong 
relational  database  background. 

Senior  Programmer/ Analyst 

Provide  systems  analysis,  design,  programming  and  prepare 
client  proposals  and  presentations.  Requires  at  least  4-7  years  of 
IBM  mainframe,  DB2  and  CICS  experience  with  strong  struc¬ 
tured  programming  techniques  and  at  least  1  year  in  the  func¬ 
tional/design  phase  of  systems  development  life  cycle. 

Programmer/ Analysts 

Must  have  2-4  years  experience  to  provide  conversion 
planning/implementation,  analysis,  design,  programming,  and 
proposal  development  for  a  wide  range  of  client  applications. 
Desired  backgrounds  include  AS/400,  HP/UNIX,  C/C++ 

•  DB2  / CICS  •  AS/ 400  Synon  •  EDI  translators  such  as  GEN- 
TRAN,  PREMENOS  and  EDI  support. 


Systems  Architects 

One  position  requires  6+  years  experience  to  include  developing 
AS/ 400  systems  in  a  distributive  process  mode  and  requires  full 
understanding  of  AS/400  DBMS  applications,  systems  architec¬ 
ture,  and  external  consulting  experience. 

The  other  position  requires  8-10  years  IBM  mainframe  experi¬ 
ence  with  IMS  and  DB2  knowledge.  Construct  application  archi¬ 
tectures  and  perform  DB2  design,  performance  analysis  and  tun¬ 
ing.  Consulting  experience  and  ability  to  conduct  DB2  classroom 
training  highly  desirable.  In-house  MIS  experience  acceptable. 
You  should  desire  a  technical  career  path  and  see  yourself  as  a 
DB2  expert. 

PowerBuilder  Developers 

Translate  business  requirements  into  production  systems  using 
advanced  front  end  development  tools  in  a  rapid  application 
development  environment.  Must  have  4-8  years  experience  with 
at  least  6  months  in  active  PowerBuilder  development  in  an  SQL 
compliant  relational  environment. 

LAN/Connectivity  Specialists 

We  are  looking  for  individuals  with  4-8  years  of  technical  exper¬ 
tise  in  either  LANs,  WANs  and/ or  Data  Communications.  One 
position  requires  remote  site  communications  on  multiple  plat¬ 
forms  and/or  hardware  connectivity,  and  a  CNE  or  Network 
Specialist.  The  other  requires  experience  in  a  Client  Server  envi¬ 
ronment  and  developing  applications  using  PC  products. 

Windows  Developers 

At  least  4-6  years  Windows  programming  experience  with  prefer¬ 
ably  6+  months  of  object  oriented  design  experience  is  required. 
Experience  with  C  and  at  least  one  year  in  C++  are  essential. 

Case  Tools/Systems  Analysts 

Requires  4-6  years  experience  to  include  information  strategy 
planning,  business  process  design,  business  area  analysis,  applica¬ 
tion  externals  design,  and  implementation  and  consulting  expe¬ 
rience  with  one  or  more  CASE  products  (IEW,  IEF,  Bachman 
etc.). 

CSC  Partners  offers  an  excellent  compensation  and  benefits 
package  including  a  401k  plan.  If  you  would  like  to  work  for  the 
company  that  will  put  you  ahead,  send  your  resume  indicating 
position  and  location(s)  of  preference,  in  confidence  to: 

John  B.  Nyhan,  CSC  Partners,  One  University  Office  Park, 
Waltham,  MA  02154.  We  are  an  Equal  Opportunity 
Employer  M/F/D/V. 


CSC  Partners 

A  Company  of  Computer  Sciences  Corporation 


Atlanta  •  Boston  •  Chicago  •  Cincinnati  •  Dallas  •  Minneapolis  •  New  Jersey  •  New  York  •  Philadelphia  •  San  Francisco  •  Washington,  D.C. 


COMPUTER  CAREERS 


Truth  best  approach  for  job  search 


Fast  Track  is  a  twice-monthly  col¬ 
umn  dedicated  to  answering 
questions  on  career  directions. 
This  week 's  guest  adviser  is  Brian 
M.  Hoffman,  a  partner  at  Winter, 
Wyman  &  Co.,  a  professional 
placement  firm  with  offices  in  Bos¬ 
ton  and  Waltham,  Mass. 

QI  have  been  out  of  work  for 
more  than  two  months, 
hnends  have  advised  me  to 
leave  my  resume  showing  that 
I  am  still  employed;  others 
have  told  me  to  show  the  layoff 
and  the  date.  What  will  work 
best  with  hiring  companies? 

I  do  not  recommend  includ¬ 
ing  false  information  on  your 
resume  or  cover  letter.  In  fact,  if 
you  get  an  interview  based  on  the 
fact  that  you  are  still  employed,  it 
can  be  a  real  deal  killer  when  the 
company  learns  the  truth.  My  ad¬ 
vice  is  to  be  truthful  and  market 
yourself  on  your  strengths  and 
technical  competencies. 

QI  work  in  a  traditional  IBM 
mainframe,  Cobol  envi¬ 
ronment,  but  I  am  interested 
in  becoming  a  creative  per¬ 
sonal  computer  professional. 
I  have  a  486  machine  with 
OS/2  at  home.  How  can  I  head 
in  that  direction  without  giving 
up  my  career  status  and  earn¬ 
ings  and  starting  over? 

You  may  not  be  able  to  do 
what  you  want  without  some 
change  in  status  and  earnings. 

If  your  interest  is  strong,  you 
will  probably  need  to  consider  a 
lateral  or  backward  move  to  get 
your  career  going  in  another  di¬ 


rection. 

While  considering  this  option, 
form  alliances  with  PC  profes¬ 
sionals  in  your  organization.  Ask 
them  questions  and  get  to  know 
what  a  career  in  the  commercial 
PC  marketplace  entails. 

QMy  company  does  not  have 
flex  time  for  the  informa¬ 
tion  systems  staff.  How  can  I 
interest  it  in  such  a  program? 


CAREER  ADVICE 
FOR  THE  ’90s 


A  First,  research  your  regional 
market  to  find  other  IS  shops 
that  offer  it.  Find  out  what  has 
worked  for  them  and  why.  Sec¬ 
ond,  enlist  your  immediate  man¬ 
ager’s  support  and  assure  him 
that  the  research  will  not  detract 
from  ongoing  projects.  Third, 
contact  the  human  resources 
staff.  They  are  the  experts  in  this 
area  and  can  be  good  advocates. 

QI  am  a  professional  woman 
returning  to  the  IS  market 
alter  starting  my  family.  I  am 
seeking  a  senior  program¬ 
mer/analyst  role . 

My  background  includes  a 
four-year  degree  and  more 
than  three  years  of  full-time  ex¬ 


perience  in  programming  and 
analysis.  What  should  I  expect 
in  terms  of  my  marketability, 
and  how  do  I  approach  em¬ 
ployers? 

Your  marketability  will  be 
closely  tied  to  three  things: 
the  length  of  time  you  have  been 
away  from  the  workplace;  the  job 
level  you  were  at  when  you  left 
and  how  willing  you  are  to  con¬ 
sider  another  level;  and  the  suit¬ 
ability  of  your  expertise  for  cur¬ 
rent  market  needs  —  for 
instance,  if  high  tech  and  manu¬ 
facturing  were  hot  when  you  left, 
you  may  have  a  tougher  time 
than  if  your  background  was  in  fi¬ 
nancial  services  or  bio-tech, 
which  are  popular  right  now. 

When  approaching  compa¬ 
nies,  use  personal  and  profes¬ 
sional  contacts.  If  your  former 
employer  has  no  openings,  try  to 
connect  with  any  former  col¬ 
leagues  who  have  moved  to  a  new 
company. 

You  will  also  need  to  be  candid 
about  why  you  left  the  work  force, 
the  hours  you  can  work  and  your 
openness  to  travel. 


Burned  out?  Grappling 
with  work/family  issues? 
Worried  about  skills  stagna¬ 
tion?  We  want  to  hear  about 
these  and  other  issues  that  af¬ 
fect  your  career.  Call  your 
questions  in  using  the  Fast 
Track  line  at  (508)  820-8522, 
or  fax  them  to  Kelly  E.  Sewell 
at  (508)  875-8931.  If  we  use 
your  question,  we  will  send 
you  a  gift. 


TIPfflTIMEt 


How  to  deal  with  know-it-all  users 

>  Agree  with  them,  but  then  do  it  your  way.  I  never  run  into  a 
confrontation  when  I  deal  with  users  that  way.  What  I  program 
works,  and  when  they  see  that,  they  are  content. 

Mary  Dal-Favero,  computer  specialist 
National  Institute  of  Standards  and  Technology, 

Gaithersburg,  Md. 


>  Explain  the  IS  point  of  view  so  you  have  both 
sides  on  the  table.  If  they  still  want  to  be  know- 
it-alls,  then  let  them  be.  They  are  the  customer, 
and  the  customer  is  always  right 

Shelley  Goodman  Brown, 
MIS  training  coordinator 
Consolidated  Freightways,  Inc., 
Portland,  Ore. 

>  Don’t  disagree  or  get  involved  in  open  conflict.  Prepare  for 
encounters  with  the  person,  using  materials  to  back  up  your 
argument. 

Arthur  Pembroke, 
Bureau  chief  of  microcomputer  application  group 
Montana  Department  of  Social  and  Rehabilitation  Services, 

Helena,  Mont. 

>  Generally,  we  try  to  reason  with  that  person  and  show  them 
we  have  expertise  in  what  we  do.  It  makes  them  feel  confident 
about  their  job  and  they  won’t  question  ours. 

John  Parke,  project  leader 
Total  System  Services,  Atlanta 

>The  user  may  voice  a  concern  about  what  is  being  done,  which 
makes  them  come  off  as  a  know-it-all.  I  try  to  find  out  what  the 
concern  is  so  I  can  do  something  about  it. 

Alan  Mick,  software  project  manager 
Eastman  Kodak  Co.,  Rochester,  N.  Y. 

Compiled  by  Stef anie  McCann,  assistant  researcher. 
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In  The  Right  Environment 

Computer  Management  Sciences,  Inc.  an  employee-owned  Jacksonville,  FL  based 
information  systems  consulting  firm  has  been  awarded  multiple  long  term  contracts 
throughout  the  United  States.  To  continue  our  9  year  tradition  of  outstanding 
technical  performance  with  36  consecutive  growth  quarters  we  are  seeking  highly 
skilled  and  motivated  professionals  with  experience  in: 

IDMS/ADSO  Macintosh  Development  CICS 

IMS  DB/DC  M&I  Commercial  Loans  UNLX/C 

AS400/COBOL  ORACLE  6.0/SQL  3.0  SYNON 

DB2/TELON  UNISYS/XGEN  PACBASE 

IEF:  BAA  -  Construction  (Client  and  In-House)  ADW 

C.M.S. I.  offers  an  outstanding  benefits  package  including:  health,  dental  and  life 
insurance;  relocation  assistance;  profit  sharing;  40 1 K;  excellent  vacation  and 
personal  leave  policies;  continuing  education;  and  a  bonus  program  keyed  to  your 
performance  and  contributions. 

Experienced  systems  professionals  are  invited  to  contact  Corporate  Recruiting: 

HARTFORD  ATLANTA  JACKSONVILLE 

203-278-0244  800-771-2674  800-725-2674 

203-278-0245  (Fax)  404-435-8 184  (Fax)  904-737-6376  (Fax) 

Computer  Management  Sciences,  Inc. 

8133  Baymeadows  Way  •  Jacksonville,  FL  32256  •  904-737-8955 
F.OE  /  M/F/D 


TEXAS  DEPARTMENT  OF  HUMAN  SERVICES 

TDHS  has  a  vacancy  in  Austin  for  Director  of  Technical  Support,  $4,866/ 
month.  Job  Announcement  #SD-840-92-376. 

The  Texas  Department  of  Human  Services  seeks  a  Director  of  Technical 
Support  to  report  directly  to  the  Assistant  Deputy  Commissioner  of  Oper¬ 
ations,  MIS.  With  a  staff  of  38+  personnel,  this  organization  includes  such 
diverse  areas  as  Capacity  Planning.  Database  Administration,  and  Hard¬ 
ware/Software  Support,  these  units  combined  provide  support  for  hard¬ 
ware  and  systems  software  of  the  centralized  and  distrtbuted  computing 
platforms  (includes  Unisys  2200  mainframes,  Unix  systems,  NetWare 
3.11  file  servers,  and  associated  peripherals),  and  support  Strategic  Plan¬ 
ning  and  Architecture  Design,  This  position  requires  strong  management 
and  communication  skills.  A  broad  knowledge  of  data  processing  and 
specific  experience  with  mainframe  and  enduser  computing  is  needed. 
The  Director  of  Technical  Support  is  responsible  for:  A  stable  System 
Software  environment  on  all  TDHS'  computing  platforms;  Research,  eval¬ 
uation,  and  development  of  recommendations  for  all  aspects  of  informa¬ 
tion  management  technologies  for  use  by  TDHS;  Accurate  capacity  proj¬ 
ections  for  all  computing  platforms;  Cost  projections  for  new  systems  de¬ 
signs;  and  Physical  database  design  administration. 

MINIMUM  QUALIFICATIONS:  A  bachelor's  degree  from  an  accredited 
college  or  university,  plus  five  years  of  full-time  experience  in  mainframe 
and  end-user  computing,  mainframe  and  microcomputer  hardware  and 
software,  and  Local  Area  Network  environment.  One  year  of  the  required 
experience  must  have  been  in  professional  management-  One  additional 
year  of  data  processing  experience  may  be  substituted  for  each  year  (30 
semester  hours)  of  the  required  education. 

Call  your  local  TDHS  office  for  applications,  or  (512)  450-3615.  Our  Tele¬ 
communications  Device  for  the  Deaf  (TDD)  number  is  (512)  450-4755. 
Mail  application  forms  to  TDHS,  P  O.  Box  149030,  Austin,  TX  78714- 
9030  Mail  Code  W-101  Resumes  accepted  Applications  accepted  until 
position  filled. 


CONTRACT  PROGRAMMERS 

OUT  OF  STATE  RATES  UP 
TO  $50  PER  HR 

Openings  in  MI,  WI,  IN,  IL,  CA, 

OH,  AL,  MO  and  NC 

SYBASE  DBA  C.  LANGUAGE  OS/2,  PS/2  SQL/DS/AS 

CICS/DB2  AFP,  HOGAN  PRIME  9000  PACBAS 

FOCUS  SAS  ORACLE  SQL  FORMS 

IMS/DB/DC  ADF  or  APS  AS400  IDMS/ADS/O 

DEC,  VAX,  RDB  NOMAD  ADABAS  NAT,  2.0,  DB2 

INGRES  C  INFORMIX  P/C,  UNIX  CORVISION,  CASE 

DATAEASE  SQL  SERVER 

J.P.S.  INC 

P.O.  Box  690007,  Houston,  TX  77269 
(7131370-8019  Toll  Free  18001 633-0391  FAX  17 1 31 370-8021 
No  trainees  or  part-time  positions.  Equal  Opportunity  Employer 


Faculty  Position 

Graduate  Programs  in  Software 


UNIVERSITY  OF 

St.  Thomas 

The  Graduate  Programs  in  Software  Department  at  the  University  of 
St.  Thomas  invites  applications  fro  a  tenure-track  position  beginning  Sep¬ 
tember  1993.  Qualifications  include  a  Ph  D.  with  teaching  experience  and 
industrial  expenence  Candidates  must  be  committed  to  continued  pro¬ 
fessional  growth  and  have  strong  graduate  teaching  and  applied  research 
capabilities  in  two  or  more  areas:  databases,  distributed  databases,  ob¬ 
ject-oriented  databases,  multi-media  databases,  structured  analysis  &  de¬ 
sign  methodologies,  software  engineering. 

The  Graduate  Programs  in  Software  Department  offers  two  degrees:  a 
Master  in  Software  Design  and  Development  and  a  Master  of  Science  in 
Software  Engineering  This  master's  program  seeks  to  improve  the  soft¬ 
ware  environment  by  providing  knowledge,  theory,  skills,  and  experience 
that  are  very  workplace  oriented. 

The  University  of  St.  Thomas.  Minnesota's  largest  private  college  or 
university,  is  an  urban,  liberal  arts,  Catholic,  co-educational,  comprehen¬ 
sive  university  with  over  10,000  students  about  one  half  at  the  under¬ 
graduate  level.  The  University,  which  offers  programs  at  the  baccalaure¬ 
ate.  masters,  and  doctorate  levels,  is  located  equidistant  from  downtown 
Minneapolis  and  downtown  St.  Paul.  A  new  campus  in  downtown  Minne¬ 
apolis  opened  this  fall  and  will  serve  approximately  1 .500  students. 

Send  resume  and  names,  addresses,  and  telephone  numbers  of  at 
least  four  references  by  February  1,  1993,  to:  Dr.  Bernice  Folz,  Director, 
Graduate  Programs  in  Software,  Mail  #5025,  University  of  St.  Thomas, 
2115  Summit  Avenue.  St.  Paul,  MN  55105-1096.  The  University  of  St.  Th¬ 
omas  is  an  Equal  Opportunity/Affirmative  Action  employer 
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LOOKING  FOR  PERMANENTS, 
INDEPENDENTS  AND  CONTRACTORS 
positions  in 
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OS/2 i  C++  Heavy  FOCUS 

CALL  (410)  237-1820 
FAX;  (410)  237-1746 
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COMPUTER  CAREERS 


Assistant  Vice  President 

for  Administrative  Services 

Director,  Center  for  Information  Technology  Services 

(92AS0277)  The  University  of  Cincinnati  is  seeking  candidates  for  the  po¬ 
sition  of  Assistant  Vice  President  for  Administrative  Services/Director  of 
the  Center  for  Information  Technology  Services  (CITS).  This  position  re¬ 
ports  directly  to  the  Vice  President  for  Administrative  Services  and  Infor¬ 
mation  Technologies. 

DUTIES  AND  RESPONSIBILITIES:  The  Director  will  plan,  direct, 
and  manage  the  administrative  (including  personnel  and  budgetary  )  and 
operational  activities  of  the  University's  Center  for  Information  Technol¬ 
ogy  Services  (CITS).  This  person  will  develop  and  implement  policies,  or¬ 
ganizational  structures,  and  Information  Systems  architectures  to  provide 
information  technology  services  which  support  the  University’s  academic, 
research,  patient  care  and  public  service  missions  and  administrative  func¬ 
tions.  In  the  performance  of  these  duties,  this  person  will  lead  the  review 
and  upgrading  process  for  the  University's  information  technology  infra¬ 
structure.  support,  and  systems;  establish  quality  control  standards  and 
monitor  quality  assurance  and  performance;  oversee  the  integration  of 
voice,  data,  and  video  communications  services;  and  direct  the  incorpora¬ 
tion  of  IT  integration  into  the  instruction  and  research  environments  This 
person  will  also  oversee  the  implementation  of  new  services  to  provide  in¬ 
formation  technology  training  and  consultation  to  University  Depart¬ 
ments.  and  represent  the  department  in  all  University  information  tech¬ 
nology  related  activities. 

UNIVERSITY  B  ACKGROUND:  The  University  of  Cincinnati  is  a  com¬ 
prehensive  state  institution  with  over  35,000  students,  16,000  faculty  and 
staff.  450  undergraduate  and  graduate  degree  programs,  1 6  colleges,  i  hos¬ 
pitals,  and  a  $750  million  annual  budget.  It  is  a  Research  I  University  with 
sponsored  programs  exceeding  $90  million.  The  200-acre  main  campus  is 
located  just  north  of  downtown  Cincinnati  and  two  branch  campuses  are 
located  north  and  east  of  the  city.  The  University's  Medical  Center  is  one 
of  the  nation's  largest  teaching/research/treatment  facilities. 

QUALIFICATIONS:  Required:  Bachelor’s  degree  in  Business  Adminis¬ 
tration,  Computer  Science,  Engineering  or  related  field  or  an  equivalent 
combination  of  education  and  experience;  seven  years  experience  in  man¬ 
aging  complex  technical  information  systems  with  service  orientation;  five 
years  management  experience;  and  the  ability  to  communicate  effectively 
both  verbally  and  in  writing.  Preferred:  Master's  degree  in  Business  Ad¬ 
ministration  or  a  related  field;  experience  in  information  technology  ad¬ 
ministration  for  a  large  organization  or  University  environment,  including 
the  management  of  telecommunications,  systems  development,  and  user 
services;  and  five  to  seven  years  supervisory  experience. 

COMPENSATION:  Open,  depending  upon  qualifications  and  experience. 


Sunbelt  Opportunities 


CASE  loots  Anal’s  40-55K 

IBM  PC"C  Prog/ Anal's  30-36K 

IMS  DB/DC  Prog/Anals .  30-37K 

MSA  or  M&D  Anal's  35-49K 

I  DM  S  ADS/0  Prog/ Anal  's .  30-39K 

ACP/TPF  Prog/ Anal's  38-48K 

EDI  Prog/ Anal's  .  33-43K 

HOGAN  Prog/Anals .  35-50K 

DB2/CICS  Prog/Anal  s  33-40K 

AS/400  Prog/Anals .  30-39K 

TANDEM  Prog/Anals .  33-44K 


North  Carolina's  largest  employment 
agency  in  business  since  1975  300  af 
filiates  Opportunities  in  the  Southeast 
and  nationwide  Fee  paid 

CORPORATE  PERSONNEL 

3705-320  Latrobe  Drive.  Box  221739 
Charlotte  NC  28222  (704)  366-1800 

Attn:  Rick  Young,  C.P.C. 


PROGRAMMER 

ANALYST 

for  court  systems  application  de¬ 
velopment.  Minimum  1  year 
Speedware  6,  Hp  MPE/XL,  Tur- 
bolMAGE  experience.  (PASCAL 
or  RPG  a  plus.)  Requires  strong 
analytical  skills,  excellent  oral/ 
written  communication  abilities, 
and  structured  analysis.  MIS  or 
CS  degree  preferred.  Perm  FT 
position,  must  relocate.  Senior 
level  applicants  are  welcome, 
salary  commensurate  with  expe¬ 
rience  Great  benefits,  work  en¬ 
vironment.  Mail  or  fax  resume 
to:  Lee  Co  Clerk,  DP  Recruit, 
PO  Box  9384,  Ft.  Myers,  FL 
33902.  FAX  813-335-2440 


PCS  GROUP 

'  Support  Services  Since  1974  " 


KY  TENN  IND  OHIO 


PCS  Group  Consulting  Division  has 
immediate  career  opportunities: 


APPLICATION  PROCEDURES:  Application  material  must  include  a 
resume  and  the  name,  address,  and  phone  number  of  three  references.  Ap¬ 
plications  will  be  accepted  until  the  position  is  filled.  However,  the  review 
process  will  begin  on  November  1 6.  1 992.  Send  applications  materials  to: 


Office  of  Recruitment  Services 
University  of  Cincinnati 
Cincinnati,  OH  45221-0566 


•  DB2 

•  COBOL 

•  CICS 

•  OS2 

•  DEC/VAX 


•  C/C++ 

•  ADABAS 

•  IMS  DB/DC 

•  UNIX 

•  AS/400 


PCS  Group  offers  relocation  as¬ 
sistance  with  attractive  salaries  & 
benefits. 


The  University  of  Cincinnati  is  an  Affirmative  Action/Equal  Opportunity 
Employer.  Women,  minorities,  disabled  persons,  Vietnam  era  and 
disabled  veterans  are  encouraged  to  apply. 


PCS  GROUP 

PO  Box  24334 
Louisville,  KY  40224 
FAX  502-267-7435 


J.  Harris  Findley,  Inc. 


3  drawing,  dynamic  firm  "X  \ 
iness  iASAP  consul:  ing.  Cuirsntty 
iperienaed  professit  naoJafS  J 
gfverdl  of  North  Arr  erica's  / 

>  If  you  are  a  self  motivated: 
inal  who  seeks  an  opportunity 


opp  ortuntty 

ip  gtow_+/zith  AtW  bed,  pleasd  forward  yoa  resume 
dQd  salaryjyfslyfy  tfr  Betid  Miller 

-  j  Harris  Findley,  fr>c. 

PO  Bax  S52 
Sycamore,  ft.  60178 

“Badness  Solutions  In  the  Systems  Environment ’ 


Full  time  and  contract  po¬ 
sitions  available  in  both 
the  Rochester,  NY  and 
Pittsburgh,  PA  areas.  Pro¬ 
fessionals  with  any  of  the 
following: 

Adabas  Natural  UNIX 

Datacom  Cobol  OS/2 

DB2  C++  Windows 

Ideal  CSP  WAN 

IMS  OOP  LAN 

Oracle  IEF  SUN 

Sybase  Knowl’Ware  Tandem 

A.C.Gv  Company 
P.O.  Box  1262 
Canonsburg,  PA  15317 
412-941-2220 
Fax  412-942-9140 


Consultants 

Immed  Long  Term  Assignments 


INGRES 


Portland,  Oregon 

•  S/W  Quality  Assurance 

•  Sybase  Data  Mode(er 

•  UNIX  C++  Sybase 

•  IEF  or  ADW 

New  York  Tri-State  Area 

•  IDMS  COBOL  II 

•  S/370  Assembler 

•  DB2  CSP 

•  OS/2  PM 

•  Windows  Sybase 

KMR  Information 
Systems,  Inc. 

377  Fifth  Avenue,  4TH  FL 
New  York,  NY  10016 

TEL:  (212)  779-3330 
FAX:  (212)  779-3338 


We  specialize  in  IN¬ 
GRES  do  you?  Con¬ 
tracting  and  perma¬ 
nent  positions  nation¬ 
wide.  Call  Pam  Barker 
for  confidential  consid¬ 
eration. 

Online  Systems  Group 
100  2nd  Ave,  S.  #200 
St.  Petersburg, 
Florida  33701 
800-322-5265 
Fax  813-528-0445 


Gnat  Consulting  Assignments 
and  Full  Time  Opportunities 
Please  send  resume  &  call 

Mimi  Simon  Assoc. 

90  West  St..  Suite  1105,  NYC  10006 

(212)  406-1705 
FAX  (212)406-1768 


Software  Engineer/Consultant.  With 
min  super,  provide  software  engi- 
neering/consultant  svcs  in  project 
design,  dev  and  implementation  of 
communic,  find  mgt  info  and  comm 
syst.  Des,  dev  and  implement  soft¬ 
ware  syst.  Dev  methodologies  for 
analysis  and  des  of  syst,  perform 
syst  testing  and  feasibility  analysis. 
Prov  on-site  tech  and  eng  sup  to  dF 
ent’s  data  proc  staff.  Work  with  C, 
Ena/Mfg  Applic  Analysis  and  Des, 
VM  CAD  Structure  Proa  Tech, 
Software  Des  Meth  and  IBM  PCs. 
Req  MS  Comp  Sd,  Eng.  or  Math, 
w/6  mo  exp.  Will  accept  BS  Comp 
Sd,  Eng.  or  Math,  w/2  yrs.  exp  inv 
above  stated  HD/SW.  $39,562/yr, 
40  hr  wk,  Atlanta,  GA  area.  Apply 
resume  only  to  Ga  Dept  Labor, 
1275  Clarendon  Ave.,  Avondale 
Est„  Ga  30002  or  to  nearest  Ga 
Job  Sve  Ctr.  Cntl  No  GA  5575834. 


We  will  distribute  your  re¬ 
sume  to  over  500 
"EMPLOYER  FEE  PAID" 
agencies  across  the 
country.  We  earn  our  rev¬ 
enues  by  splitting  the  em¬ 
ployer  paid  fee  once  you 
are  placed.  If  you  are  de¬ 
greed  and  willing  to  con¬ 
sider  relocation,  send  a 
copy  of  your  resume  to: 

Advancement 
Recruiting 
P.O.  Box  620083 
Cleveland,  OH  44102 


Directors 

If  you  need  good  peo¬ 
ple,  we've  got  tnem. 
Computerworld  reaches 
more  than  629,000  com¬ 
puter  professionals  ev¬ 
ery  week.  That's  more 
qualified  computer  pros 
than  any  newspaper  can 
deliver.  And  you  can  se¬ 
lect  either  a  regional  edi¬ 
tion  or  nationaf  edition  of 
Computerworld' s  Com¬ 
puter  Careers  section  for 


SYSTEMS  CONSULTANT  -  40 
hrs./wk.,  8am-5pm,  $52,000.00 
per  yr.  Analyze,  design  and  imple¬ 
ment  software  application  sys¬ 
tems  utilizing  IBM  mainframes, 
IDMS/DB,  ADS/O,  CICS,  DML, 
JCL  software  and  MVS/OS  oper¬ 
ating  system.  Requires  Bachelor  s 
Degree  in  Computer  Science  or 
Data  Processing  and  will  accept 
two  years  of  college  &  two  years 
of  experience  in  lieu  of  bachelor’s 
degree,  4  years  experience  in  job 
offered  or  4  years  experience  as 
System  Analyst.  Experience  w/ 
IDMS  DB/DC,  ADS/O,  COBOL  & 
MVS/OS;  design  &  testing  of  on¬ 
line  systems.  Send  resumes  to: 
7310  Woodward  Ave.,  Rm.  415, 
Detroit,  Ml  48202.  Ref.  No: 
68992.  "Employer  Paid  AD.” 


your  advertisement. 

For  more  recruitment  in¬ 
formation,  or  to  place 
your  ad  regionally  or  na¬ 
tionally,  call  Lisa 
McGrath  at  800-343- 
6474  (in  MA,  508-879- 
0700). 

Computerworld 

Weekly 

Regional 

National. 

And  it  works. 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


A  late  advertising  close  means  you  get 
quick  response.  Computerworld  needs 
just  2  working  days  notice  for  your  ad 
to  appear  in  the  next  weekly  issue! 

In  fact,  when  we  receive  your  materi¬ 
als  or  faxed  copy  for  your  ad  by  3  p.m. 
the  Thursday  before  the  Monday  issue 
date,  your  ad  will  appear  that  Mon¬ 
day!*  (Space  reservations  closing  date 
is  the  same  time  the  previous  day). 


Mon 

Tue 

Wed 

Thu 

Fri 

Space  & 

Materials 
Close  1 

2 

Issue 

Date 

*  Holiday  closings  may  vary.  Please  call  for  details. 


To  place  your  ad  regionally  or  national¬ 
ly,  call  John  Corrigan,  Vice  President/ 
Classified  Advertising,  at  800/343- 
6474  (in  MA,  508/879-0700). 

COMPUTERWORLD 

Where  the  qualified  candidates  look.  Every  week. 


Computerworld/Corptech  Career  Index 

Employment  rose  slightly  for  small  technology  manufacturers  in  the  third  quarter 
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COMPUTER  CAREERS  EAST 


ATLANTA  HIGH  TECH  CAREER  FAIR 


The  Coca-Cola  Company  has  opportunities  for  a 
variety  of  experienced  information  systems  pro¬ 
fessionals  and  managers.  If  you  are  looking  for  a 
company  with  a  commitment  to  information  en¬ 
gineering  and  new  technologies,  we  would  like  to 
talk  to  you  about  these  challenging  career  oppor¬ 
tunities: 

SR.  SYSTEMS  ANALYSTS  and  SR.  PRO¬ 
GRAMMER  ANALYSTS:  Experienced  inan  IBM 
mainframe,  AS400,  or  PC  environment  using: 
COBOL,  FOCUS,  IDEAL,  or  C.  Also  looking  for 
DB2,  IEF,  and  MSA  GL,  AP  and  Purchasing  expe¬ 
rience. 

IEF  PROJECT  LEADERS,  DATA  ANALYSTS, 
and  DATABASE  ANALYSTS:  We  need  profes¬ 
sionals  with  a  minimum  of  7  years  experience  in 
an  IBM/DB2  mainframe  environment  using  a 
structured  development  life  cycle  methodology. 

I/S  ACCOUNT  MANAGER:  Lead  manufactur¬ 
ing  I/S  activities.  Candidates  should  have  at  least 
10  years  DP  experience  with  4  years  of  MRPII 
experience.  Must  be  willing  to  travel  extensively. 
Send  resume  to:  attention  DK. 

Please  send  your  resume  to  The  Coca-Cola  Com¬ 
pany,  Dept.  ASCF,  P.O.  Drawer  1734,  Atlanta, 
GA  30301.  An  Equal  Opportunity  Employer. 


DATA  PROCESSING  •  SOFTWARE  ENGINEERING  •  TELECOMMUNICATIONS  • 

* 

HEALTH  CARE/HOSPITAL  PROFESSIONALS 

Meet  The  Companies 

That  Make  High  Tech  Happen. 

OCTOBER  19  &  20,  1992 

MONDAY,  1 1:30AM-2:00PM 
&  4:00PM-7:30PM 

TUESDAY,  9:00 AM- 1:00PM 

EMBASSY  SUITES 
PERIMETER 

1030  CROWNE  POINTE  PARKWAY 
ATLANTA,  GA 

FREE  TO  ALL  APPLICANTS 

AGSI 

AGS  INFORMATION  SERVICES 

AMERICAN  SOFTWARE,  INC. 

ANALYSTS  INTERNATIONAL 

BELLSOUTH  TELECOMMUNICATIONS 

BLUE  CROSS/BLUE  SHIELD  OF  TENNESSEE 
BRANDON  CONSULTING 

CAP  GEMINI  AMERICA 

COCA-COLA  USA 

COMPUTER  HORIZONS 

COMPUTER  PEOPLE.  INC. 

COMPUTER  TASK  GROUP 

COMSYS 

CPI 

CRAWFORD  &  COMPANY 

DUN  &  BRADSTREET 

EQUITABLE  REAL  ESTATE 

HAYES  MICROCOMPUTER 

HBO  &  COMPANY 

JOHN  HARLAND 

KEANE,  INC. 

KNOWLEDGEWARE 

LIFE  OF  GEORGIA 

PRENTISS  HALL  PROFESSIONAL  SOFTWARE 
PRICE  WATERHOUSE 

SALES  TECHNOLOGIES 

SOFTWARE  DESIGN  &  DEVELOPMENT 
SOUTHERN  COMPANY  SERVICES 
STRUCTURED  LOGIC  SYSTEMS 

TOTAL  SYSTEM  SERVICES,  INC. 

TRECOM 

TRIAD  DATA,  INC. 

WINDSOR  GROUP 

IF  UNABLE  TO  ATTEND,  SEND  RESUME  TO:  AGACS,  DEPT.  C,  P.O.  BOX  2404,  LILBURN,  GA  30247. 


Atlanta  High  Tech  Career  Fair 


.  SOFTWARE  ENGINEERING  •  TELECOMMUNICATIONS  •  HEALTH  CARE/HOSPITAL  PROFESSIONALS  •  SOFTWARE  SALES  &  MARKETING  . 


DATA  PROCESSING 
■PROFESSIONALS 


In  fourteen  short  years  COMSYS  Technical  ___ 
Services  has  become  one  of  the  nation’s  largest  __ 
computer  consulting  companies.  For  three  straight  __ 
years  we  were  recognized  as  an  INC  500  ” 
company. 

We  have  needs  for  the  following  professionals  who 
are  ready  to  join  forces  with  a  company  that  is 
poised  to  continue  its  fast  track  of  success.  — 

TECHNICAL  OPPORTUNITIES  Z 

•  Programmers  — 

•Programmers/Analysts  ” 

•  Project  Leaders  — 

BUSINESS  OPPORTUNITIES  Z 

♦Technical  Recruiters  — 

•  Account  Managers 

Look  for  us  at  the  SEN  Career  Fair  -OR-  forward  your  resume  to:  — 

COMSYS  TECHNICAL  SERVICES,  INC.  — 

35  Glenlake  Pkwy.,  Ste.  485  Atlanta,  GA  30328  — 

Phone:  (404)  393-0026  or  1-800-562-7882  — 

FAX:  (404)  393-0367  “ 

EOE 


c 


computer  project  support 


COMPUTER  PROFESSIONALS 

Join  us  at  the  Atlanta  High  Tech  Career  Fair 
October  19  &  20,  1992  at  the  Embassy  Suites,  Perimeter  Center 

CPI  has  recently  been  awarded  long-term  project  assignments  with  several 
of  our  Fortune  500  clients.  Excellent  positions  and  immediate  opportunities 
currently  exist  in  multiple  locations.  If  you  have  experience  in  any  of  the 


following  areas,  we  can  offer  the  best  hourly  or  salaried  compensation  and 

incentives  in  our  industry. 

UNIX/AIX  DB2 

M&D 

ORACLE 

IEF 

APS 

SUN/OS 

MOTIF 

SYBASE  ADABAS 

JAD 

CPCS 

X-WINDOWS  OS/2 

C/C++ 

COBOL  II 

HOGAN  AS/400 

IEW/ADW 

CSP 

MSI 

TPF 

XDB 

CICS 

NATURAL  PRES.  MGR. 

MILLENIUM 

NFS/SUNVIEW 

NETRON  CAP 

SYNON 

Current  positions  also  exist  for  DBAs,  Systems  Programmers  and  Technical 
Writers  in  support  of  our  ongoing  systems  development  and  outsourcing 
contracts.  If  you  would  like  to  explore  these  immediate  opportunities  with 
one  of  the  fastest  growing  software  and  consulting  firms  in  the  U  S.  contact 
us  at  one  of  our  locations.  Call  or  send  your  resume  to  one  of  the  offices 

listed  below. 

CPI  -  ARIZONA 

CPI  -  FLORIDA 

10040  N  25th  Ave.,  Ste  1 18 

100  E.  Sample  Rd 

,  Ste  310 

Phoenix,  A Z  8502 1 

1  Pompano  Beach,  FL  33064 

Contact  Jason  Singer 

| Contact:  Shirley  Senecal 

602/870-1496 

305/785-7308 

602/870-1295  Fax 

305/785-3315  Fax 

CPI  -  RTP 

2000  Regency  Parkway,  Ste  149 
Cary,  NC  2751  1 
Contact:  Neil  Aldridge 
1919/467-9088 
704/334-8032  Fax 


CPI  -  ATLANTA 

1100  Abernathy  Rd.,  Ste  1 105 
Atlanta,  GA  30328 
{Contact:  Rick  Dumas 
1404/393-8100 
404/393-81 1 1  Fax 


CPI  -  NATIONAL 

129  W.  Trade  St.,  Ste  410 
Charlotte,  NC  28202 
I  Contact:  Ed  Bales 
704/334-8303 
704/334-8032  Fax 


A 

& 


% 


The  Challenge 
You’ve  Been 
Seeking. 


<§>  # 

'<i%  ^  — 

,\^  For  over  26  years,  A1C  has  provided  their  consultants 
'vEGRl'  with  the  challenge,  training  &  projects  they  seek  in 

promoting  their  professional  growth.  Exposure  to  a  variety  of 
hardware  &  software,  various  applications  &  leading-edge 
environments  awaits  successful  candidates  with  at  least  2  years 
systems  or  applications  experience  in  any  combination  of  the  following: 

LANGUAGES 

•  COBOL 

•  C 
•PL/1 

•  RPG  111 

•  COBOL  II 

•MICROFOCUS  COBOL 

•  ASSEMBLER 


WiP 


IBM  MAINFRAME 
•SAS 
•CICS 
•CMS 
•CSP 

DEC  VAX 
•COREVISION 

•  ACMS 

•  TDMS 

PC 
•LAN 

•  PRESENTATION  MANAGER 

•  X-WINDOWS 

•  SMALLTALK  V 

•  MULTI-MEDIA 
•GUI 

•  WINDOWS  3.1 
•IPC 

•  DEVICE  DRIVERS 

•  BOOKMASTER 

•  XGA  &  VGA  GRAPHICS  CARDS 
•DAE 

TANDEM 

APPLICATIONS 

•  MAPICS 

•  MSA 

•  HOGAN 

•  MCCORMACK  &  DODGE 

•  Banking 

•  Cellular 

In  addition  to  an  abiding  commitment  to  our  staff.  AIC  offers  a 
complete  benefits  package,  competitive  salary  and  relocation 
assistance.  We  encourage  top-notch  professionals  to  check  out 
Analysts  IntemaUonal  Corporation. 

Julie  Phelps,  Perimeter  400  Center,  1100  Johnson  Ferry  Rd., 
NE.  Atlanta,  GA  30342,  (800)  597-5995;  FAX:  (404)  843-1693. 

Marty  Finn.  600  N.  Westshore  Blvd.,  Suite  304,  Tampa,  FL 
33609-1145.  (800)  949-5995;  FAX:  (813)  289-9475. 

Beth/Dean,  621  N.W.  53rd  St„  Suite  140,  Boca  Raton,  FL 
33487,  (800)  597-5912;  FAX:  (407)  241-6705. 


DATABASES 

•  SYBASE 

•  PROGRESS 

•  INFORMIX 

•  RDB 

•  DB2 

•  IMS  DB/DC 

•  SQL/DS 
•ORACLE 

CASE  TOOLS 

•  BACHMAN 

•  ADW 

•  INFORMATION  EXPERT 

OPERATING  SYSTEMS 

•  UNIX 

•  MVS 

•  VM 
•OS/2 
•VMS 

AS/400 

•  SYNON  2 


OCTOBER  12,  1992 
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COMPUTER  CAREERS  EAST 


CTG  is  where 
you  want  to  be 

At  CTG,  the  atmosphere  is  charged  with  challenge  and  excitement  as  we  develop 
quality  based  breakthrough  solutions  into  the  90's 

Our  talented  team  members  are  supported  by  innovative  career  management 
system  (CMS490)  which  offers 

•  Comprehensive  compensation 
•  Full  feature  benefits  •  Educational  opportunities 

Second  to  none  is  CTG's  IQ  (Innovations  in  Quality)  program  providing  the  staff 
member  the  opportunity  to  be  with  a  firm  that  is  globally  competitive 

CTG  is  making  an  impact  in  the  global  marketplace  by  experiencing  phenomenal 
success,  therefore  creating  a  diverse  array  of  career  opportunities  for  knowledgeable 
professionals. 

Current  opportunities  exist  for  those  experienced  in  the  following  areas: 


Oracle  SQL 
IMS  DB/DC 
DB2 

C/UNIX  Windows 
Focus 

IDMS/ADSO 


MICRO  FOCUS  COBOL 
Information  Engineering 
AS/400  COBOL 
M/D 
CICS 

OS/2.  Presentation  Mgr 


LAN  Administration 
CSP 

ADABAS/NATURAL 

MSA 

Model  204 
Telon 


Those  wanting  to  make  an  impact  on  their  career  should  send  a  resume  to 


Southeast  Region  Recruiting  Manager 
Department  CW  9/92 
100  Colony  Square  Suite  1900 
Atlanta,  GA  30361 
FAX  (404)  870-1555 


Midwest  Region  Recruiting  Manager 
Department  CW  700/92 
8044  Montgomery  Rd  Suite  200 
Cincinnati,  OH  45236 
FAX  (513)  793-6793 


Make  voice  mail  contact 


1-800-992-5350 
Box  8074 


1-800-992-5350 
Box  7739 


DATA  PROCESSING 

PROFESSIONALS 

Due  to  systems  expansion  and  extensive  growth  of 
our  company,  we  have  positions  available  for  DP 
Professionals,  with  experience  on  IBM  or  IBM  com¬ 
patible  mainframes. 


Positions  available  at  this  time 
include: 

Programmers 
Analyst  Programmers 
Systems  Analysts 
Data  Base  Analysts 
Systems  Programmers 


Minimum  Requirements  are: 

*  BS  degree  in  Computer  Science  or  related  field. 

*  3+  years  experience  in  any  of  the  following: 

‘IDMS  'ADS/O  'HURON 

'CICS  *VTAM  'MVS/XA 

*  Experience  in  developing  retail  systems  is 
preferred,  but  not  required. 

We  are  a  multi-billion  dollar  Fortune  500  retail  corpo¬ 
ration.  Located  in  a  major  Sunbelt  city.  Our  MIS  en¬ 
vironment  is  one  of  the  largest  and  most  diverse  in 
the  Mid-South.  Our  salaries  are  competitive  and  our 
benefits  are  extensive,  including  a  paid  relocation 
package.  Continued  training,  career  pathing  and 
state-of-the-art  technology  have  contributed  to  our 
extremely  low  employee  turnover. 

Send  confidential  resume  and  salary  history  to: 

Service  Merchandise  Company,  Inc. 
Carla  Hunt 
P.O.  Box  24600 
Nashville,  TN  37202 


Culfsiream  Aerospace  Corporation  is  the  world’s 
leading  manufacturer  of  corporate  executive  aircraft. 
Located  in  beautiful  and  historic  Savannah,  Georgia, 
we  are  just  minutes  from  the  Atlantic  Ocean,  area 
beaches  and  Hilton  Head  Island.  Come  join  our  current 
expansion  program! 

INFORMATION  ENGINEERING 
SPECIALIST 

We  are  seeking  an  Information  Engineering  Specialist  to  provide 
company  wide  support  for  our  Information  Engineer ing/CASE 
Initiative. 

Qualified  candidates  will  have  a  BS  in  Computer  Science  or 
equivalent,  with  a  minimum  of  three  years  experience  in  the  use 
of  all  phases  of  the  Information  Engineering  methodology  as 
well  as  having  application  development  experience  using 
KnowledgeWare’s  ADW  toolset  with  an  emphasis  on  Planning, 
Analysis  and  Design  (RAD  and  Construction  a  plus).  Training 
experience  in  the  IE  methodology,  JAD  facilitation  and  the  ADW 
tool  set  is  preferred.  Experience  with  OS/2,  DB2,  SQL,  Micro 
Focus,  XDB  a  plus. 

SENIOR  SYSTEMS  ANALYST 

BSCS  or  related  technical  degree  with  five  (5)+  years  data 
processing  experience  or  other  business  or  technical  experi¬ 
ence.  Individuals  must  have  in-depth  understanding  of  manu¬ 
facturing  concepts  (Material  Requirements  Planning,  Capac¬ 
ity  Planning,  Bill  of  Materials  Production  Scheduling,  Configu¬ 
ration  Management,  Shop  Floor  Control,  etc.),  with  a  thorough 
understanding  and  working  knowledge  of  project  management 
and  solid  working  knowledge  of  Computer  Associates’  manu¬ 
facturing  software  and  all  phases  of  a  software  development 
lifecycle.  Experience  with  CASE  tools  preferred.  Working  knowl¬ 
edge  of  IDMS  and  ADS/O  required  and  CICS  skills  a  plus; 
Culprit  skills  highly  desirable.  The  successful  candidate  will 
provide  primary  interface  for  all  user  problems,  technical  ques¬ 
tions,  requests,  etc.  within  the  applications  development  group; 
work  witn  user  areas  to  establish  priorities;  and  provide  recom¬ 
mendations  and  direction  for  process  improvement  through 
automation. 

Please  forward  your  resume,  along  with  salary  requirements,  to 
us  by  November  2,  1 992.  No  responses  will 
be  accepted  after  this  date;  Human  Re¬ 
sources,  Gulfstream  Aerospace  Corporation, 

P.O.  Box  2206  D  03,  Savannah,  GA  31402- 
2206,  FAX  (9 12)964-3775.  No  agency  refer¬ 
rals,  contractors  or  telephone  calls  will  be 
accepted.  An  Equal  Opportunity  Employer 
M/F/D/V. 


V// 

Gulfstream 

/Icrospace 


PROGRAMMER  ANAL  YSTS 


If  you’re  a  highly-motivated  professional,  ready  to  explore  new  levels  of  chal¬ 
lenge  in  a  sophisticated  MIS  environment,  consider  Ryder  System,  a  $5-billion  leader 
in  the  transportation  services  industry.  Your  expertise  and  creativity  in  business 
systems  development  will  beol  great  importance  as  we  continueto  aggressively  expand 
our  global  presence,  resulting  in  generous  rewards  and  ongoing  growth  potential  based 
on  your  performance. 

As  a  member  of  our  Business  Systems  Development  team,  you  will  assist  in  the 
designing,  programming,  testing  and  implementation  of  key  business  application 
enhancements  (or  our  AS/400  field  systems.  To  qualify,  you  must  be  an  ambitious  self¬ 
starter  with  3-6  years  experience  in  application  system  development  on  AS/400  and / 
or  System  38,  with  COBOL  programming  proficiency  required.  You  will  also  need 
creative  design  capabilities,  and  strong  estimating  and  communication  skills.  A  B.S. 
degree  in  Computer  Science,  MIS  or  Business  Administration  is  required  as  well. 

In  return  for  your  talents  and  commitment,  you  will  receive  compensation 
commensurate  with  experience  and  outstanding  fringe  benefits  including  relocation 
assistance.  For  confidential  consideration,  please  send  resume  with  salary  require¬ 
ments  to  Human  Resources  Department  -  CW10/11,  Ryder  System,  Inc., 
3600  N.W.  82nd  Ave.,  Miami,  FL  33166. 

Equal  Opportunity  Employer  M/F/D 

Drug  testing  is  a  condition  of  employment  with  Ryder. 


RYDER 

'  •  : 


Programmer/Analyst 

The  WEFA  Group,  an  international  economic  and  finan¬ 
cial  information  and  consulting  company  has  a  opening 
for  an  applications  programmer  in  the  software  consulting 
group.  A  masters  degree  in  computer  science  or  a  bache¬ 
lors  degree  with  two  years  computer  programming  experi¬ 
ence  is  required.  Proficiency  in  Pascal  and  C  is  required. 
Programming  experience  in  4GL,  database  design,  and 
Windows  GUI  is  highly  desirable.  Must  be  able  to  work 
with  non  technical  end  users.  Salary  depends  on  qualifica¬ 
tion  and  experience.  We  offer  a  comprehensive  package  of 
benefits.  Send  or  FAX  a  resume  with  salary  history  and 
requirements  to:  The  WEFA  Group,  Attn:  Marie  Pio,  401 
City  Line  Avenue,  Suite  300,  Bala  Cynwyd,  PA  19004. 
FAX:  (215)  660-6476.  No  phone  calls  please. 


PROGRAMMER  ANALYSTS 
a  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities 
exist  for  on-line  and  data 
base  applications  P/As  as 
well  as  systems  programmers 
and  DBA  s  Fee  Paid  Please 
call  or  send  resume  to 

Keith  Reichle.  CPC 
Systems  Search,  Inc. 

203  Heritage  Park 
Lake  Wylie,  SC  29710 
803/831-2129 


I1PDR1U  NimiES 


•Fixed-bid  &  hourly 
•All  technical  skill  sets 
•Analysis  &  programming 
requirements 

Send  resume  to: 

A  DATAVANTAGE.  Inc. 

VP0-  BOx  442, 
Milford,  CT  06460 

FAX:  (203)  877-5190 


PROGRAMMER/ 
ANALYST  POSITIONS 

SYSTEMS 

PROGRAMMERS 

With  at  least  3  years  experience  in 

*  IMS  DB/DC,  DL1  '  CICS 
' NATURAL  '  ADABASE 

*  PL1  COBOL 

'  DB2/SQL  *  TANDEM 
'  VM/MVS  RPGII/III 

'  VAX/VMS  '  IDMS/ADS/O 

*  FOCUS  '  C  LANGUAGE 

Please  Send  Resume  to: 

Management 
Solutions,  Inc. 

1416  South 
Third  Street, 
Louisville,  KY 
40208 


The  Right  Choice. 

I  Benson,  Douglas  &  Associates,  Inc.  is 

|  one  of  the  fastest  growing  Systems  Inte- 
l  gration  and  Consulting  firms  in  the  coun¬ 
try.  Systems  &  Network  Integration  maga- 
I  zine  named  us  one  of  the  top  "25  Compa- 
)  nies  to  Watch"  in  their  1992  Top  50  Sys¬ 
tems  Integrators  Edition.  BD&A  delivers 
projects  nationwide,  offering  career 
|  growth  and  outstanding  benefits.  A  sam- 
|  pling  of  our  current  requirements: 

HP9000  HP-UX,  X-WINDOWS,  C, 
KERNAL,  OPENVIEW, 
ALLBASE 

HP3000  POWERHOUSE,  PROTOS, 
MM,  PM,  SPEEDWARE 
!  IBM  DB2,  ACA,  CSP,  HOGAN, 

CICS,  IMS,  IDMS,  NOMAD, 
SAS,  TELON,  IDEAL,  DB/XL 
DATACOM,  AS/400,  RPG 
i  VAX  Fortran,  NETWORKING, 

COBOL,  All  4GLs,  C,  SAS 
RDBs  ORACLE,  SYBASE, 
INFORMIX,  INGRES, 
UNIFACE,  DataModeling 
UNIX/C  CL/Server,  CASETOOLS 
Sequent,  Unix,  KERNAL,  WINDOWS 
C++,  GUI,  CROSSTALK,  SMALLTALK, 
JAM,  System  Administrators,  DBAs. 

Call,  mail  or  fax  your  resume  to: 
(ref.CW1092)  (e.o.e.) 

Benson,  Douglas  &  Associates,  Inc. 

113  Edinburgh  S.  Ste  #104  Cary,  NC  27511 

919-467-3357  800-525-2927  FAX  919-467-7688 


IS  PROFESSIONALS 

Opportunities  abound  in 
the  Southeast  for  talented. 
experienced  (3  years  mini¬ 
mum)  Programmers,  Se¬ 
nior  PA’s  and  DBA’s.  Join 
our  talented  staff  and 
work  in  state-of-the-art  en¬ 
vironments  on  challenging 
projects. 

*  Sun,  Unix,  C,  PA/Systems 
Administrator 

*  Natural,  Adabas, 
Construct 

*  Wang  VS  Tech  Support 
‘  VAX,  Windows,  Vision, 

Ingres/SQL 

*  DB2.CSPPA 

*  MSA,  VAX,  COBOL 

*  VAX,  Fortran,  DBMS, 
Decnet  System  Mgr/PA 

*  Project  Leader  -  Home 
Service  Insurance 

*  Project  Leader  -  Hogan 

We  offer  excellent  com¬ 
pensation,  relocation  as¬ 
sistance,  full  benefit  pack¬ 
age  and  education  reim¬ 
bursement.  Send  your  re¬ 
sume  TODAY! 


AMERICAN 

COMPUTER 

PROFESSIONALS 

1 40  Stoneridge  Drive 
Suite  350 

Columbia,  SC  29210 
800-933-9227 
FAX:  803-779-1955 

equal  opportunity  employer 


MSI 


502-634-1387 


McVey  L  Associates,  Inc. 

CONTRACT  POSITIONS 

AS400/S-38  RPGIII/RPG400 
BPCS/MAPICS  JD  EDWARDS 
SYNON/ASI  MACPAC 
PANSOPHIC 

CICS/IMS  DB2/CSP/COBOL 
C/UNIX/ORACLE  EASEL 
IDMS/ADSO  IDEAUDATACOM 
NETWORKING  BANKING 

CaU  or  send  resume  to: 

P.O  BOX  2693 
BURLINGTON.  NC  27216 
1-800467-9016 
919-229-7381  FAX 


NEW  &  EXCITING 
CAREER  CHOICES 


The  exciting  world  of  consulting  offers  many 
options  for  the  talented  MIS  professional. 
You  may  choose  to  use  consulting  as  a  way  to 
evaluate  potential  permanent  employment 
with  one  of  our  clients,  or  you  may  choose 
consulting  as  a  long  term  profession  and  reap 
the  rewards  that  accrue  to  an  ESA  staff 
consultant.  We  need  talented  MIS  pros'  with 
the  following  skills: 


MAINFRAME 

CSP/DB2 
CSP/SQL-DS 
CICS/COBOLII/DB2 
APS/DB2 
IDMS/CICS 
I  DEAJ./DATACOMM 
KATURAL/DB2 
NATURAL/ ADABA.S 

CASE 

IEP,  I EH /ADW,  SYNON 


AS/400 

RPG/COBOL/400 
JDB,  NACPAC 
BPCS,  SFTW/2000 

CLIENT  SEJtVEA 

UNIX,  OS/2,  EASEL 
INFORMIX,  'C' 
NOVELL/CLIPPER 
ORACLE,  SYBASE 


Competitive  salary  and  benefits  program  to 
include  health/major  medical,  life  insurance, 

Caid  vacation,  long  term  disability,  dental, 
onuses,  and  a  team-based  work  environment. 
E'ax/muil  your  resume  or  phone:  Enterprise 
Systems  Associates.  Inc..  2255  Glades  Rd.. 
Hoca  Raton.  £1,  33431: 

Ph:  (800)  932-2372 
FAX:  (800)  942-0362 

Offices  in:  Kanas  City.  St.  Louis,  Boca  Raton,  FI. 


SYSTEMS  ANALYST  for  soft¬ 
ware  and  consulting  firm.  40 
hour  week,  hours  9  am  to  6  pm 
$35,000  per  year.  Duties  will  in¬ 
clude  working  on  a  large  AIN 
(advanced  intelligent  network) 
project  for  a  major  telephone 
and  communications  company. 
Will  be  responsible  for  designing 
and  coding  in  C  and  C++  in  the 
Unix  environment  tor  a  Service 
Management  System  (SMS)  and 
will  develop  both  the  platform 
and  data  communication  appli¬ 
cations.  using  a  relational  data¬ 
base,  powerhouse,  SQL  and  an 
object-oriented  approach.  Will 
perform  system  analysis  and 
specifications  of  the  SMS  Will 
work  with  IBM  Digital,  PS/2  Digi¬ 
tal,  VAX  and  Hewlett  Packard 
900  Series.  Will  work  with  C 
Powerhouse  (a  fourth  genera¬ 
tion  language),  RDB  (relational 
database),  SAS  (Statistical  Anal¬ 
ysis  System)  and  the  SNA  pro¬ 
gramming  interface  Will  work 
with  the  VAX,  VMS,  DOS,  OS/2 
and  Unix  operating  systems 
B.S.  in  Computer  Science,  1 
year  in  |Ob  offered  or  1  year  as 
Project  Team  Leader.  Send  re¬ 
sume  to:  Georgia  Department  ot 
Labor,  Job  Order  #GA 
5574011,  2972  Ask-Kay  Dnve, 
Smyrna,  GA  30082  or  to  the 
nearest  Georgia  Job  Service 
Center  An  Equal  Opportunity 
Employer.  M/F/O/V. 


Computer  Programmer/Analyst 
Design,  develop,  test,  analyze 
and  modify  computer  programs 
for  fin.  &  credit  applications  us¬ 
ing  COBOL,  ASSEMBLY,  DB2. 
ROSCOE  Command,  EA- 
SYTRIEVE  &  Job  Control  o/s 
languages.  Utilize  IBM/370  MVS 
o/s.  Analyze  &  convert  fin.  data 
into  programmable  form  for  DP. 
Create  new  software  programs 
to  meet  corp.  &  client  objectives 
and  prepare  logical  flow  charts 
in  symbolic  forms  &  computer 
configurations.  Min.  req.  include: 
B.S.  or  B.B.A  in  CS/CIS/or  Fi¬ 
nance:  2  yrs.  in  above  pos.  or  as 
a  Computer  Programmer  with 
COBOL,  ASSEMBLY  &  EA- 
SYTRIEVE  in  an  IBM/370  MVS 
o/s  environ.;  and  knowledge  of 
fin.  analysis  techniques,  ability  to 
prepare  fin.  reports,  knowledge 
of  DB2  and  job  control  o/s  lan¬ 
guages,  gained  through  ed.  or 
exp.  $29,205/yr,  40  nr/wk,  8- 
4:30.  An  employer  paid  ad.  Ap¬ 
ply  in  person  or  by  resume  to: 
Georgia  Dept,  of  Labor,  Job  Or¬ 
der  #  GA  5576906,  281 1  Lake- 
wood  Ave,  SW,  Atlanta,  GA 
3031 5  or  to  the  nearest  Georgia 
Job  Service  Center. 


Why  WTW? 


Because  You're  The  Best. 

We're  WTW,  Information 
Technology  Consultants 
Exceptional  opportunities 
exist  in  the  southeast  for 
bright  application  developers 
If  you  are  a  senior  program¬ 
mer  analyst  and  know... 

UNIFACE 

Call  or  send  resume  now 
P.O.  Box  12274 
Research  Triangle  Park,  NC 
27709-2274 
Skip  Marsh 

1-800-833-2894 


WTW 


INFORMATION 

TECHNOLOGY 

CONSULTING 


An  Equal  Opportunity  Employer 


DIR.  SECURITY 
ARCHITECTURE 

MUST  HAVE  exp.  with  Kerberos 
and  public  &  private  key  encryp- 
. ....To  $88K 


tion 


TANDEM  SYS. 
ADMINISTRATOR 

MUST  HAVE  exp  with  Pathway. 
Safeguard,  EMS  &  other  s  w  for 
TANDEM  op  system  .  To  $48K 

u  p  cvc 

ADMINISTRATOR 

MUST  HAVE  exp  tuning,  main¬ 
taining,  installing  ot  software  on 
HP  op  system  To  $48K 

SEND  RESUME  TO: 

TASK  GROUP 

1429  Springfield  Pk. 
Cincinnati,  OH  4521 5 

513-821-8275 
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COMPUTER  CAREERS 


SOFTWARE 
CONSULTANTS 

We're  The  Registry  a  dynamic,  rapid, 
Consulting  Company  with  unique  and 
assignments  for  both  Software  Engineers 
programmers  at  all  levels  of  experience. 

ATLANTA.  GA 


VAX/ 1032  /RDB 

IBM /ASSEMBLER 

MS-WINDOWS/SDK 

MILLENNIUM  H.  R. 

MUMPS  P/A 

PROGRESS 

HUMAN  FACT0RS/C++ 

TANDEM  COBOL  TAL 

VAX/DTM 

UNIX/  C/  SYBASE 

ACMS/RDB 

VAX  SYS  MGR 

Contact:  Dan 

Contact:  Jeff 

(800)248-9119 

(800)255-9119 

FAX:  (61 7)  237-0723 

FAX:  (404)  257-0566 

CHICAGO.IL 


CLEVELAND.  OH 


rowing  Software 
ighly  challenging 
and  MIS 


BOSTON.  MA 

POWERBUILDER 
DEC  VOICE 
CA:  DB  EXPERT 
ORACLE /SQL* NET 
COMSHARE/SYSTEM  W 
DB/TELON 

Contact:Jim 

(800)248-9119 

FAX:  (617)237-0723 

DURHAM.  NC 


CHICAGO,  It 
pCIEYELAND.OH  | 


VAX  1032 

MOD  204 

UNIX /ORACLE /SQL 

UNIX  INTERNALS 

CICS/DB2 

UNIX /C/ FORTRAN 

POWERBUILDER 

IMS  DB/DC 

VM  SQL/DS 

FLASHPOINT 

PLC  LADDER  LOGIC 

DB2/CSP 

EXCELERAT0R 

SAP 

COMMUNICATIONS  ENG: 

IMAGING  TECHNOLOGY 

HOGAN 

VM  PL/1 

Contact:  Chris 

Contact:  Ed 

Contact:  Chris  Blair 

(800)677-9119 

(216)328-9900 

(800)338-9119 

FAX:  (312)  558-1388 

FAX:  (21 6)  328-9338 

FAX: (91 9) 544-9668 

MCLEAN.  VA 

RICHMOND. VA 

SAN  FRANCISCO.  CA 

ADA 

DB2/APS 

PRIM0S  SYS  PROG 

MS  -  WINDOWS 

IMS /DB/DC 

0S-2  /  PM  /  C 

NEXT 

AS400 / SYN0N 

ORACLE /FORMS  2.3 

SYBASE 

ADABAS  NATURAL 

APPC/LU6-2 

UNIX 

COBOL /ASSEMBLER 

ACMS/RDB 

VMS/C 

PARADOX/FOXPRO 

ULTRIX  SYS  MGR 

Contact:  Bill 

Contact  Susan 

Contact:  Mike 

(800)367-9119 

(804)747-1000 

(800)248-9119 

FAX:  (703)  790-8467 

FAX:  (804)  346-0510 

FAX:  (617)237-0723 

An  Affirmative 
Actio  n/Equal 
Opportunity  Employer 


The 

Member  NACCB 


istry 


World-Clas 

4  — 

Opportunities 

Throughout  the  U.S. 

AGS,  a  NYNEX® Company,  is  a  recognized  leader  in  the  design  and 
implementation  of  applications  and  systems  software.  We  employ 
over  2,500  computer  professionals  in  50  offices  in  the  U.S.,  Canada 
and  England. 

We  currently  have  opportunities  for  computer  professionals  who  are 
eager  to  begin  a  world-class  career  by  joining  a  group  of  AGS's  top 
performers.  Immediate  opportunities  exist  for  professionals  with  at 
least  one  year  of  experience  in  the  design,  development  and 
programming  of  any  of  the  following: 


OS/2,  Pres.  Manager 
PL/1,  CICS,  DB2  or  IMS 
C,  MVS,  SQL 
DB2  DBA 
MOTIF,  UIL,  GUI 
UNIX*,  NFS,  TCP/IP 
POWERBUILDER 


UNIX,  Informix,  Oracle 
UNIX/AIX  Internals 
C++Compiler  Development 
UNIX,  SQL/Windows,  GUI 
IMS  DB/DC 
WALKER,  A/P 
UNISYS,  LINC 


AGS  offers  competitive  salaries,  an  excellent  benefits  package 
including  medical  and  dental  coverage,  relocation  assistance,  training, 
tuition  reimbursement,  a  40 IK  savings  plan  and  more.  Please  respond 
and  indicate  geographical  preference  to: 


National  Resources  Manager 
AGS  Information  Services,  Inc. 
1 139  Spruce  Drive 
Mountainside,  NJ  07092 
FAX:  908-654-9794 


A  NYNEX8Company 


An  Equal  Opportunity  Employer  M/F/H/V  *UNDC  is  t  tm  of  AT  AT 

Arizona  California  Colorado  Connecticut  Delaware  Rands  Georgia  Illinois  Indiana  Maryland  Massachusetts 
Michigan  New  Jersey  New  York  North  Carolina  Ohio  Pennsylvania  Texas  Canada  UK 


ANATEC 

ANATEC  is  a  National  Consulting  firm  looking  to  expand  its  opera¬ 
tions  in  the  Texas  Market.  The  following  opportunities  are  available 
for  individuals  looking  for  a  career  opportunity. 

Programmer  Analyst  -  Experience  with  HP3000,  Image  and  ASK 
(must  be  proficient  in  Fortran).  Powerhouse  highly  desirable. 

Powerbuilder  Developer  -  Experience  with  Powerbuilder  2.0  to  work 
on  international  as  well  as  Houston  based  projects. 

Sybase  DBA  -  Experience  writing  stored  procedures  and  triggers  as 
well  as  system  administration. 

Please  send  or  fax  resume  to: 

4801  Woodway  Drive,  Ste.  300  East 
Houston,  TX  77056 
Attn:  Michelle  Tyree 
(713)  964-2779  -  Fax:  (7 1 3)  964-272 1 


ANATEC 


CONSULTANTS 

Immediate  Interviews 

•  Natural  2  •  CSP  •  IMS*  DB2 

•  CICS  Sys  Prog ‘Firmware 

•  DB2/DBA  •  PNMS-3  •  Omnis/7 

•  Microfocus  Cobol  •  Ingres 

•  Sun  Sys  Adm*0S2/PM*C++ 

•  Smalltalk  •  Mktvision*  AIX 

•  Novell/Lan*  GUI/Motif  *RACF 

•  Powerbuilder*Sybase*  Telon 

•  Owl/Bor1and/C++  •  Teradata 

•  Rally  •  RdB/Fortran  *  NeXT 


Rohn  Roaers  Computer  Sues 
1212  6th  flue..  9th  FI 
NVC  10036  Fax:  212  302  4363 
212  921  1319  /800  338  5995 


FINANCIAL  SOFTWARE  DEVEL¬ 
OPER  &  DESIGNER:  Design,  de¬ 
velop  and  debug  customized  finan¬ 
cial  analysis  and  tracking  software. 
Specifically  design  and  develop  cor¬ 
porate  financial  database  and 
spreadsheet  and  other  programs 
capable  ot  directly  downloading 
and/or  remote  access  of  financial 
statistical  data  from  tape  drive  of 
mainframe  computer;  using  such 
statistical  data  to  generate  statisti¬ 
cal  reports  by  industry,  by  corporate 
peer  groups  or  competitors,  etc.; 
generating  annual  and  quarterly  per¬ 
formance  reports  from  annual  cor¬ 
porate  statistical  data;  provide  anal¬ 
ysis  of  optimal  corporate  leverage 
and  prognosis  of  valuation;  gener¬ 
ate  various  graphs  and  charts  from 
statistical  data.  Programming  in¬ 
cludes  extensive  use  of  calculus 
Computer  languages  used  include 
Fortran  and  C.  Computers  used  in¬ 
clude:  IBM  mainframe;  IBM  type 
PCs:  and  Apple  Macintosh.  Write 
Lotus  and  Excel  subroutines  to  re¬ 
produce  mainframe  software  in  the 
PC  and  Macintosh  environments, 
using  C  language  Add  In  Routines 
and  Dynamic  Link  Libraries.  40  hour 
work  week;  9  am  to  5  pm.  Yearly 
salary:  $33,000.  Bachelor  degree  in 
Computer  Science  required  and  3 
months  experience  in  job  ottered  or 
3  months  experience  as  Research 
Assistant,  Software  Design  &  De¬ 
velopment.  Other  special  require¬ 
ments:  In  lieu  of  Bachelor  degree  in 
computer  science,  will  accept  Bach¬ 
elor  degree  in  Electrical  Engineering 
with  at  least  30  credit  hours  on  a 
quarterly  basis,  or  the  semester 
equivalent,  in  computer  science. 
One  college-level  class  each  in:  ML 
croprocessor  Based  Design;  and 
Computer  Organization  and  Pro¬ 
gramming.  Two  college-level 
classes  in  Calculus.  Experience  or 
education  to  include  use  of  IBM 
mainframe  and  IBM-type  PC,  For¬ 
tran  and  C  computer  languages; 
and  programming  which  indudes 
graph  generation  from  statistical 
data.  Must  have  proof  of  legal  au¬ 
thority  to  work  permanently  in  the 
U.S.  Send  two  resumes  to:  ILLI¬ 
NOIS  DEPARTMENT  OF  EM¬ 
PLOYMENT  SECURITY,  401  South 
State  Street  -  3  South,  Chicago,  Illi¬ 
nois  60605,  Attention:  Jean  Wood- 
son,  Reference  #V-IL  5752-W.  2 
copies  of  your  resume  required.  NO 
CALLS.  AN  EMPLOYER  PAID  AD. 


SOFTWARE 

PROFESSIONALS 

LEE  International,  a  world¬ 
wide  consulting  company, 
has  multiple  requirements 
for  DBS,  M&D  ana  MSA  Ap¬ 
plication  Software  profes¬ 
sionals  with  at  least  three 
years  experience  with 
following 

1.  Millennium  Tools  -  SDT, 
PDL,  UCR 

2.  HR:M,  GL:M  3.0,  CP:M, 
FA:M,  AP:M,  AR:M,  PO:M, 
CP:M,  MARS/G,  AP:E,  PH:E, 
GL:E,  BC:E,  and/or  FC:E 

3.  DB2,  CICS,  VSAM, 
COBOL,  MVS,  X/A,  DCI,  IE 
4. IBM  &  DEC/VAX  Hardware 
Please  facsimile  your  re¬ 
sume  to:  404-924-0347  or 
mail  your  resume  to:  6050 
Peachtree  Pkwy,  Ste.  340- 
125,  Norcross,  GA  30092 


BUSINESS  SOFTWARE  PROFESSIONALS 


AS/400-RPG 
AS/400-COBAL 
ASSEMBLER 
CICS 
DB2 

DIALOG  MANAGER 
END-USER  SUPPORT/HELP  DESK 
IDMS  DBA 
IDMS 


IMS  DB/DC 
M&D  MILLENIUM 
NATURAL  2 
ORACLE 

OS/2  DEVELOPERS 
PL/1 

PROGRESS 

TELON 

WINDOWS  DEVELOPERS 


SOFTWARE  ENGINEERS 

MS  WINDOWS  DEVELOPMENT, 

C++  in  a  REAL-TIME  environment  with  EMBEDDED  PROCESSORS, 
INTEL  MICROCONTROLLERS, 

C,  SUN,  UNIX  and  SOFTWARE  DIAGNOSTICS 


And  that's  why  we  (an  offer  our  consultants  a 
variety  of  challenging  assignments  in  a  stable 
environment. 


To  our  consultants,  "growth"  is  simply  defined  as  more  opportunities. 
They  have  more  opportunity  toenhancetheirtechnical  and  business 
skills  with  many  of  Wisconsin's  leading  companies.  They  also  have 
the  opportunity  to  reap  the  benefits  associated  with  working  for  a 
stable  yet  growing  company. 

If  you're  ready  to  enjoy  the  best  of  both  worlds,  call  Bill  Rudd,  Joyce 
Mosetic  or  Julie  Endlich  at  414-225-4000,  or  call  1-800-527-8462 
for  Milwaukee,  Madison,  Appleton  or  Green  Bay  positions.  You  may 
also  send  your  resume  in  confidence  to:  CPU,  Dept.  CW-1 01 2,  732 
N.  Jackson  St.,  Milwaukee,  Wl  53202.  Fax:  414-225-401 1 .  Sorry, 
no  entry-level  positions  are  available.  We  are  an  equal  opportunity 
employer.  _  _ 


COMPUTE*  PEOPIE  UNLIMITED  mc 


WANTED: 

MARKETING  PROFESSIONALS 
FOR  SOFTWARE  SERVICES 

SOFTWARE  TECHNICAL  SERVICES  INC.,  (STS),  a  rapidly 
growing  Atlanta  based  software  consulting  firm  is  looking  for 
independent  marketing  professionals  who  can  market  software 
services  to  clients  in  all  major  cities  in  US.  We  are  looking  for 
aggressive  self  starters,  who  can  work  independently  to  estab¬ 
lish  client  contracts  for  software  services.  The  corporate  office 
in  Atlanta  will  be  able  to  provide  strong  technical  recruitment 
and  administrative  support.  We  offer  a  challenging  work  envi¬ 
ronment  and  will  be  able  to  offer  you  the  best  talents  in  the 
software  industry  for  consulting  assignments  with  different  cli¬ 
ents.  The  right  person  will  be  well  rewarded,  based  on  the  vol¬ 
ume  of  activity  generated.  Please  call  or  send  your  resume  to: 

MANAGER,  DEVELOPMENT  PROJECTS 
SOFTWARE  TECHNICAL  SERVICES,  INC. 

3955  Pleasantdale  Road,  Suite  108 
Atlanta,  Georgia  30340,  USA 
PHONE  (404)449-8966  FAX  (404)449-5407 


Contractors  urgently  required  for 
prestige  project  in  Texas. 
Send  resume  or  phone 


(714)937-0344 


Interskill  Services,  Inc. 

2230  Chapman  Ave.,  Ste  232 
Orange,  CA  92668 

Fax:(714)937-5066 


CA  &  AZ 
CONTRACTS 


P  Murphy  a  Associates.  Inc. 

4405  RIVERSIDE  DR,.  SUITE  100 
BURBANK,  CA  91505 
(818)841-2002  (714)552-0506 
FAX:  (818)841-2122 

Member  NACCB 


INTERNATIONALIZATION 

EXPERT 

Newly  created  position 
available  for  dynamic  indi¬ 
vidual  with  previous  expe¬ 
rience  developing/con¬ 
verting  software  pro¬ 
duces)  for  foreign  mar¬ 
kets.  X-Windows  and  2 
byte  character  recognition 
experience  required. 

Modern  Computer 
Corporation 
431  Stephenson  Hwy. 
Troy,  Ml  48083 
Attn:  Mr.  Ruby 

Tele:  (800)  521-2478 
Fax:313-583-0014 


Consultant/Proqrammer.  40hrs/ 
wk.,  9:00am-5:00pm,  $27,500/ 
year.  Programming  of  software  for 
nnancial/business  applications. 
Technical  support.  Tools:  Assem¬ 
bler;  COBOL  II;  dBase  IV;  JCL; 
TSO/ISPF;  SQL;  IBM  mainframe. 
M.S.  in  Management  Information 
Systems  or  Computer  Science  as 
well  as  six  months  experience  as 
a  Consultant/Programmer  or  Pro¬ 
grammer  required  Previous  expe¬ 
rience  must  include:  COBOL  II; 
dBase  IV;  JCL;  TSO/ISPF;  IBM 
mainframe;  preparation  of  finan¬ 
cial  reports.  Graduate  education 
must  include:  Financial  Account¬ 
ing;  Assembly  Programming  and 
Architecture,  one  project  using 
SQL.  Must  have  proof  of  legal  au¬ 
thority  to  work  permanently  in  the 
U.S.  Send  two  copies  of  your  re¬ 
sume  to:  ILLINOIS  DEPART¬ 
MENT  OF  EMPLOYMENT  SECU¬ 
RITY,  401  South  State  Street  -  3 
South,  Chicago.  IL  60605,  Atten¬ 
tion:  Len  Boksa,  Reference  #V- 
IL-5917-B.  NO  CALLS.  An  Em¬ 
ployer  Paid  Ad. 


SALARIED  POSITIONS 
WITH  CLIENT  COM¬ 
PANIES  &  THRU 
AFFILIATES  NATIONALLY 


$30.000-$65. 000 

•  Networks  •  GUIs/windows 

•  CASE  tools  •  Relational  08s 

•  Open  Systems  •  Connectivity 

•  Imaging  •  Oper  Sys.  •  OSP  •  Al 
Contact  Howard  Levin 

RSVP  SERVICES 

P  0  Box  8369 

Cherry  Hill.  NJ  08002-0369 
|800|  222  0153 
FAX:  |609|  667-2606 

Placing  professionals  since  1966 


TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL.C,  SQL, X. 25 


STRATUS 


PL1, COBOL, C.ON/2 


MUMPS 


DSM,  ISM,  MSM,  GTM, 
IBM  RISC/6000  M-SQL 
Fulltime/Consulting  Positions 
available  in  the  US/ABROAD 


STRATEM 


800-582-JOBS 
TEL  (212)967-2910 
FAX  (212)967-4205 

124  W,  30th  St.  Suite  #302 
New  York,  N.Y.10001 
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Because  of  our  long-term  recruitment 
success,  we  continue  to  place  100%  of 
our  national  media  advertising 


m  one  publication. 
Computerworld. 

Stephen  J.  Kukoy  is  not  only  President  of 
National  Computer  Associates,  but  also 
President  of  Abacus  Consultants,  Inc.  in  Den¬ 
ver.  Having  been  in  the  recruitment  business 
for  nearly  1 5  years,  he  knows  the  critical 
role  advertising  plays  in  finding  the  best 
qualified  professionals.  He  also  knows 
where  his  recruitment  advertising  dollars  are 
best  spent. 

Founded  in  1971,  National  Computer  Asso¬ 
ciates  (NCA)  is  an  exclusive  group  of  private 
firms  dedicated  to  importing  and  exporting 
computer  personnel  on  a  national  basis. 

With  an  active  membership  of  30  firms 
throughout  the  United  States,  Great  Britain, 
Canada,  and  Australia,  NCA  is  virtually  a 
network  of  “branch  offices”  working  to¬ 
gether  to  place  the  best  qualified  IS  profes¬ 
sionals  in  the  right  jobs.  Today,  NCA’s  ag¬ 
gressive  growth  and  strategic  market  posi¬ 
tioning  make  recruitment  advertising  more 
important  than  ever. 

“Since  Computerworld  is  the  most  re¬ 
spected  professional  newspaper  for  com¬ 
puter  professionals,  we  believe  it’s  our  most 
direct  means  for  reaching  our  entire  target 
audience  -  programmers,  systems,  analysts, 
and  IS  directors ...  operations,  technical 
support,  telecommunications,  and  PC  pro¬ 
fessionals  ...  even  vice  presidents  and  presi¬ 
dents.  And  with  its  national  reach,  Comput¬ 
erworld  is  the  perfect  place  to  tell  these  IS 
professionals  about  how  NCA,  with  its 
pooled  resources  and  industry  expertise, 
offers  them  a  wider  variety  of  jobs  in  more 
companies  in  just  about  every  location. 

“Because  of  our  long-term  recruitment  suc¬ 
cess,  we  continue  to  place  1 00%  of  our  na¬ 
tional  media  advertising  in  one  publication. 
Computerworld.  Time  after  time,  Comput¬ 
erworld  produces  top-calibre  candidates  - 


-Stephen  J.  Kukoy 
President 

National  Computer  Associates 

qualified  professionals  who  are  truly  inter¬ 
ested  in  keeping  their  careers  abreast  of 
the  industry’s  rapid  changes  and  trends. 

“Looking  ahead,  we  expect  several  factors 
to  escalate  our  recruitment  advertising 
needs  -  the  growing  demand  by  clients  for 
greater  selectivity,  an  increasingly  special¬ 
ized  industry,  a  continually  mobile  market¬ 
place,  and  NCA’s  expansion  into  the  lucra¬ 
tive  European  marketplace.  As  this  all  hap¬ 
pens,  we  intend  to  increase  our  advertising 
budget  in  Computerworld  proportionately. 

"Computerworld recruitment  advertising  has 
been  equally  successful  for  Abacus  Consult¬ 
ants.  Although  we've  experienced  many 
such  situations,  one  specific  instance  comes 
to  mind.  After  local  advertising  proved  un¬ 
successful  for  finding  a  particularly  hard-to- 
find  individual  in  the  Denver  area,  the  client 
gave  us  the  go-ahead  to  advertise  national¬ 
ly.  We  ran  one  recruitment  advertisement  in 
Computerworld  -  and  got  an  instant  re¬ 
sponse  from  just  the  candidate  we  were 
looking  for  -  right  here  in  our  local  area.  It 
just  goes  to  show  that  Computerworld  deliv¬ 
ers  far  better  candidates  than  any  other 
source. 

Computerworld.  We’re  helping  serious  em¬ 
ployers  and  qualified  information  systems, 
communications,  and  PC  professionals  get 
together  in  the  computer  community.  Every 
week.  Just  ask  Stephen  J.  Kukoy.  For  all  the 
facts  on  how  Computerworld  can  put  you  in 
touch  with  qualified  computer  professionals, 
call  John  Corrigan,  Vice-President/Classified 
Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 
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Where  the  qualified  candidates  look.  Every  week. 
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MARKETPLACE 


When  bad  VARs  happen  to  good  companies 


BUYING 

SMART 


BY  STEVEN  M.  DEYO 

CW  STAFF 


It  is  not  that  hard  to  tell  a 
good  value-added  reseller 
(VAR)  from  a  bad  one  — 
once  you’ve  signed  on 
with  one.  Too  bad  it’s  so 
hard  to  distinguish  between  the 
two  before  the  sale.  Let’s  face  it: 
You  are  hiring  the  company’s 
technical  expertise  sight  unseen. 

What’s  difficult  about  choos¬ 
ing  a  VAR  is  that  there  are  thou¬ 
sands  of  them,  but  only  a  few  do  a 
lot  of  business. 

In  1992,  for  instance,  the  en¬ 
tire  U.S.  VAR  population  will  sell 
a  projected  $7.1  billion  in  sys¬ 
tems,  with  the  average  VAR  tak¬ 
ing  in  just  $750,000  annually. 

With  “thousands  of  VARs  do¬ 
ing  very  little  business  each,” 


says  Seymour  Merrin,  president 
of  Merrin  Information  Systems, 
Inc.  in  Palo  Alto,  Calif.,  it’s  imper¬ 
ative  that  buyers  screen  out  those 
that  are  likely  to  drop  the  ball  or 
go  out  of  business. 

Most  buyers  agree  that  you 
have  to  look  at  a  reseller’s 
staff  size  and  qualifications 
with  a  heavy  emphasis  on  fi¬ 
nancial  stability,  references, 
training  and  technical  sup¬ 
port. 


having  watched  one  VAR  go  out 
of  business  when  he  was  in  the 
middle  of  a  transaction.  “We  got 
stuck,”  he  says. 

Soren  now  avoids  VARs  with 
lackluster  sales  or  poor  cash  flow. 
To  distinguish  VARs  that  are 

Looking  for  Mr.  Good  VAR 

When  choosing  a  VAR  make  sure  it: 


Learn  from  mistakes 

Unfortunately,  most  people 
learn  these  guidelines  from 
experience.  Janet  Mace,  in¬ 
formation  systems  director 
at  Anaheim  City  Hall  in  Calif., 
has  had  her  share  of  bad  ex¬ 
periences  and  is  now  smarter 
for  it. 

“Every  [VAR]  we  deal 
with  prices  everything  at 
least  three  times  more  than 
what  it  should  be,”  she  says. 
When  one  VAR  tried  to  sell 
her  a  $7,000  system,  Mace  insist¬ 
ed  that  the  reseller  break  the  bid 
down  by  item  and  price  to  show 
what  her  money  was  buying. 

Armed  with  this  information, 
Mace  was  able  to  save  money 
when  she  bought  the  486  ma¬ 
chine  somewhere  else. 

Once  bitten,  most  purchasers 
make  sure  they’re  not  around  for 
the  second  bite.  Harvey  Soren,  IS 
manager  at  Guimarra  Vineyards 
Corp.  in  Bakersfield,  Calif.,  is 
very  careful  about  VAR  selection, 


0 


Shows  financial  stability  through 
low  inventory  and  short-term  <J 
accounts  receivable. 


Employs  trained,  degreed  experts, 
often  in  specialty  fields  such  as 
LANs,  GIS  and  so  on. 


Answers  questions  promptly  and 
accurately. 


Doesn’t  confuse  pricing  by 
bundling  products  or  services. 


[I 


Offers  training  a  la  carte  or  as  part 
of  a  project  proposal. 


trailing  financially,  he  advises 
purchasers  to  inquire  about  the 
VAR’s  inventory.  “If  they  stock  a 
lot  of  inventory,  I  would  probably 
stay  away  from  them,”  he  says. 

Another  indicator  is  an  abun¬ 
dance  of  accounts  receivable. 
Customers  may  be  slow  in  paying 
because  of  unresolved  disputes 
or  complaints.  Even  if  that’s  not 
the  case,  a  VAR  can  be  put  out  to 
pasture  when  customers  take 
their  time  paying  sizable  bills, 
Soren  says. 


This  is  a  more  difficult  mea¬ 
sure  to  take,  however.  “I’d  ask  if 
they’re  on  net  10  [days],  or  net  30 
or  net  45.  If  someone  does  net  30 
or  more,  I  won’t  touch  them,”  Sor¬ 
en  says. 

Once  you’ve  determined  that 
a  VAR  is  in  the  pink,  it’s  es¬ 
sential  to  check  whether  it 
has  a  record  of  satisfied  cus¬ 
tomers  by  calling  a  few,  pref¬ 
erably  those  provided  by 
someone  other  than  the 
VAR,  according  to  Brad 
J  Bishop,  chairman  at  Avcom 
Systems,  Inc.  in  Sunnyvale, 
Calif. 

The  systems  integrator 
says  he  would  like  to  see  a 
Better  Business  Bureau  for 
resellers  and  consultants  be¬ 
cause  “in  the  computer  in¬ 
dustry,  it’s  everyone  for 
themselves.”  In  the  mean¬ 
time,  his  best  advice  is  to 
find  a  VAR  the  old-fashioned 
way:  by  word  of  mouth. 

You  should  also  get  refer¬ 
ences  from  a  VAR’s  most  estab¬ 
lished  customers,  says  Joanne 
Tamer,  a  consultant  at  SOS,  Inc. 
in  Venice,  Calif. 

Once  you’ve  checked  out  a 
VAR’s  finances  and  references, 
you  need  to  determine  whether 
the  VAR  can  support  you  beyond 
the  sale.  Anyone  can  sell  you  a 
computer,  but  “value-added”  is 
two-thirds  of  a  VAR’s  job  title. 

“I  don’t  think  I’d  hire  him  if  he 
didn’t  do  training,”  Tamer  says.  “I 
would  also  want  to  know  that 


there  was  a  certain  amount  of  on¬ 
going  telephone  support  bun¬ 
dled  into  the  cost  for  the  first  60 
days  so  I  don’t  have  to  pay  50 
bucks  every  time  I  pick  up  the 
phone.  The  good  [VARs]  have  al¬ 
ways  offered  training  because  it 
makes  them  a  lot  more  money  on 
bids  as  prices  come  down  on  mar¬ 
gins  for  equipment.” 

People  power 

Soren  says  a  good  VAR  has 
enough  staff  to  handle  each  area 
of  expertise  the  VAR  it  claims  to 
support.  How  much  is  enough? 
At  least  one  person  for  each  area 
of  expertise  and  enough  staff  to 
handle  the  phone  traffic  from  the 
VAR’s  customer  base. 

The  final  test  of  a  truly  good 
VAR  is  whether  it  can  save  you 
money.  Buyers  agree  that  a  good 
one  will.  Mace,  who  is  beginning 
to  implement  Ultrix  at  her  com¬ 
pany,  chose  a  VAR  with  telecom¬ 
munications  expertise,  which,  as 
she  says,  “saved  [us]  time,  mon¬ 
ey  and  was  convenient  because 
we’re  not  experts  in  Ultrix,  be¬ 
cause  it’s  too  new.” 

Some  people  take  VAR  shop¬ 
ping  so  seriously  that  they  are 
willing  to  pay  big  bucks  for  an  ex¬ 
pert  to  do  it  —  even  up  to 
$300,000.  That’s  what  Mace  says 
she  is  paying  an  independent  pro¬ 
ject  manager  to  “keep  us  from  be¬ 
ing  taken”  on  an  Application  Sys¬ 
tem/400  filtration  system.  For 
this  $2  million  project,  Mace  con¬ 
siders  that  to  be  a  bargain. 


Deyo  is  a  free-lance  writer  based  in  St. 
Paul,  Minn.,  and  editor  in  chief  of  the 
Computer  User  newspaper  group. 


Buy/Sell/Lease 
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TAKE  NO  RISK  ON  RISC  SYSTEM/6000 

Choose:  DAT A  TREND  I - 


RISC  System/6000  Hardware:  Complete  systems,  upgrades,  trades,  peripherals,  parts 

RISC  System/6000  Services:  Series/1  to  RS/6000  Migration,  AIX  Support/Consultation,  Application 

Re-engineering,  Consolidation  Services,  Data  Conversion  Services 
RISC  System/6000  Engineering:  Custom  Re  configuration,  Refurbishment,  Complex  Systems 

Integration,  Cable  Systems  Design/Installation,  Field  Installation,  Board 
Level  Repair,  Project  Packing  Services,  Configuration  Documentation 


Enterprise  Services 

Enterprise-wide  planning,  Host 
Connectivity,  Process  Control, 
RDBMS  Incorporation,  Complex 
Systems  Integration,  Network 
Solutions,  DAE  Incorporation 


BUY  •  SELL  •  LEASE 

Series/1 
System  36/38 
AS/400 

937X,  4300,  468X 
PS/2,  Industrial  PC 

Call  the  "Reliability  Company" 

1-800 -FOR-RISC 

(  1-800-367-7472  ) 
612-942-9830 

10250  Valley  View  Rd..  Suite  149,  Eden  Prairie,  MN  55344 


Datatrend... 

IBM  Business  Partner 
IBM  Industry  Application  Specialist 
IBM  Subcontractor 
IBM  DAE  Enabler 
IBM  Account  Team  Partner 

T  REMEMBER... 

Datatrend  is  also 
World  Leader 
in  Series/1 

rn/  a 


CLASSIFIED 


Buy/Sell/Lease 


DEMPSEY. 

WHERE /BM  QUAUTY/S 
SECOND  NATURE. 


•  SEMES/ 1 
•  9370 
•  PS/6000 
•  INDUSTRIAL  PC 
•  ES/9000 
AS/400 


BUY- /EASE- SEII 
•  Processors 
•  Periphero/s 
*  Upgrades 

Forprefestedequipmenf,  fiexibie  financing, 
configurofion  p/anning,  fechnicai  support 
and  overnighf  shipping  co/i 


•  SYSTEM  36/38 
POINT  OF  SALE 


{800J 888-2000. 


lift 


Dempsey 

BUSINESS  SYSTEMS 

Where  /BMQua/ify/sSecond Nature 


Computer  Dealers 
&  Lessors  Association 


Authorized 

DtstrtMor  Product 

Tng ton  Beach,  WTtooratnr 

CA  92648  •  i/14J  84/ -84 8 6  •  TAX:  f/14J  847-3149  " 

IBM Is  o  registered  frodemark  ot 'Internationa/  Business  Machines  Corporation. 


18377 Beach  8/rd,  Suite  323  •  Huntington  Beach, 


HDS  EX-90 
available  immediately 


HDS  EX-90 
512x64 
Includes  MLPF 
ESA  Capable 


For  pricing  information,  contact  Ira  Woolwich 
at  708/518-5569. 

Comdisco,  Inc.  is  one  of  the  world  ’v  largest  providers  of 
high-tech  asset  management  solutions. 


High-Tech  Asset  Management  Solutions 


WE  BOUGHT 


By  the  Thousands 


Computer  Marketplace  has  bought  and  sold 
thousands  of  IBM  systems,  tape  drives,  disk 
drives,  printers  and  peripherals.  We  are 
interested  in  offering  top  dollar  for  your  RISC 
System/6000.  AS/400  or  System/36. 

PERIPHERALS 


SYSTEMS  &  RENTALS 

■  RISC  System/6000™ 
Systems 

■  Memory  &  Features 

■  AS/400™ 

■  Network  Solutions 

■  System/36 

■  PS/2 


Controllers 
Disk  Drives 
Tape  Drives 
Memory  Options 
Modems 
Displays 
Printers 


BUY  •  SELL  •  RENT 
5  Offices  To  Serve  You! 

XQtlEtiTER 

MARKETPLACE 

(800)  858-1144 

(714)  735-2102  FAX  (714)  735-5717 
205  East  5th  Street,  Corona,  CA  91719 

RISC  Syst*m/6000.  AS '400  &  PS/2,  System/36  are  trademarks  of  IBM. 
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Used  Macs! 

•  We'll  pay  you  top-dollar 
cash  for  used  Mac 
equipment!  Call  for  quote. 

•  We  also  sell  full  refurb¬ 
ished  Macs  at  up  to  55% 
discounts  w/1-year  war¬ 
ranty!  "Our  11th  year!" 

RENTEXti  00)  545-2313  dept  55 


Over 

629,000 

computer 

professionals 

read 

Computerworld 

weekly. 


WE  BUY 


•  Data  General 

•  Sun 

•  Data  Products 

•  HP 

•  PC  Equipment 

...AND  WE  SELL  IT  TOO! 


(617)  982-9664 

FAX 

(617)  871-4456 


New/Reconditioned 


Equipment 

Whatever  your  re¬ 
quirements  are  for  Digi¬ 
tal  Equipment,  call  CSI 

first!  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all! 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  parts  and  labor 
and  is  a/fg/o/a  tor  DEC 
maintenance. 

Offering  systems,  disk 
drives,  tape  drives,  printers, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more. 

Distributors  Wanted 

^voJj'Compure* 

vOI  Systems,  Inc. 
83  Eastman  St. 

Easton,  MA  02334 
1-800-426-5499 
In  Mass.  (508)  230-3700 

FAX  (508)  238-8250 


REFURBISHED  USED 


•  UPS  SYSTEMS 

•  STANDBY  GEN  SETS 

•  HEBERT  A/C 

•  ACCESS  FLOORING 


Computet  Site  Te 


Technologies.  lac 


262  S.  Military  Trail 
Deerfield  Beach,  FL  33442 


1-800-226-0784 

305-425-0638 


SPECTRA 

The  complete  computer  equipment  dealer 

(714)  970-7000  (800)  745-1233  (714)  970-7095  fax 

BUY  •  SELL  •  RENT  •  LEASE 
New  &  Used:  Processors  Peripherals  Upgrades 

.J|l® 

^sun  ® 

Prime ® 

UNisYS® 

XEROX  ®  ^TANDEM 

4  w  Data  General  ® 


_  _® 


® 


ES/9000, 9370, 4381 
AS/400,  RS/6000 
SYSTEM/88 
Point  of  Sale 
Banking 
CAD/CAM 


Stratus® 

% 


HEWLETT  ( 
PACKARD 


amdahl 


® 

...andmore! 


ANAHEIM  CORPORATE  CENTER  5101  E.  LaPalma  Ave.,  Anaheim,  California  92807 


9370/9221? 


Executive  InFosource! 

•  Y  Y  Most  Machine  Features 
SELL  AINd  PERipIriERAls 

LEASE  I  IN  STOCK 

TeIepIione:  (708)  21  5^9770 
Fax:  (708)  21  5^9992 


It’s  the 

Product  Classified  Pages 

Reach  Computer  Professionals 
Where  they  Shop  For: 

□  Buy/Sell/Lease 

□  Conversions 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Time/Services 

□  Business 
Opportunities 

D  Used  Equipment 
Listings 

□  Graphics/ 

Publishing 

□  Bids/Proposals/ 

Real  Estate 

1800)  343-6474 

(in  MA.,  508/879-0700) 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS 


Computerworld  gives  its  readers  career  up¬ 
dates  on  today’s  computer  skills  and  em¬ 
ployment  issues. 

And  it  does  this  through  special  Computer 
Careers  editorial  that  anchors  Computer- 
world’s  recruitment  advertising  section  ev¬ 
ery  week.  Whether  it’s  informing  IBM  pro¬ 
fessionals  on  their  career  paths,  or  updating 
UNIX  experts  on  what’s  ahead  with  their 
careers,  Computerworld  delivers  the  most 
pertinient  and  frequent  computer  career  in¬ 
formation  available  in  America. 

To  place  your  ad  regionally  or  nationally, 
call  John  Corrigan,  Vice  President/Classified 
Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 


COMPUTERWORLD 

Where  the  qualified  candidates  look.  Every  week. 


COMPUTERWORLD 


J 
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CLASSIFIED 


Education/Training 


ANOTHER 
REASON  WHY 
COMPUTERWORLD’S 
PRODUCT  CLASSIFIED 
PAGES  WORK ... 


Computerworld  is  the  only  computer  publication  to  give 
readers  an  established  classified  advertising  resource 
for  over  two  decades!  And  since  Computerworld  has 
been  the  weekly  computer  newspaper  of  choice  since 
1 967  -  that  means  Computerworld' s  loyal  readers  will 
expect  to  see  your  classified  message  in  Computer- 
world's  Product  Classified  Pages! 

To  place  your  ad,  call  John  Corrigan,  Vice  President/ 
Classified  Advertising,  at  800/343-6474  (in  MA,  508/ 
879-0700).  ! 


COMPUTERWORLD 

PRODUCT  CLASSIFIED 

Where  computer  buyers  meet  computer  sellers.  Every  week. 


CALL  NOW  FOR... 

Dr.  James  Martin's 

Video  Education  Courses  on: 

Object  Oriented 
Client  Server  &  Downsizing 
CASE,  Techniques  &  Methodology 
Imaging  &  Information  Management 
Re-Development,  Reusability  & 
Re-engineering 

For  your  FREE 
James  Martin  Insight 
Courseware  Catalog 
on  Diskette 

Call  1-800-526-0452 

JAMES  MARTI N 

INSICIIT 

INC. 


THE  INSTITUTE  FOR  SOFTWARE  ADVANCEMENT 

ISA  provides  Technical  Training  in 
the  following  areas: 

•  X-Windows  and  Motif  Programming 

•  C+  +  and  Object-Oriented  Programming 

•  DCE  Application  Programming 

•  Microsoft  Windows  and  Windows  NT 

•  OSF/1 

•  C  and  Unix 

Call  today  for  more  information:  (617)  782-1840,  fax 
(617)  782-3910,  or  E-Mail  71700.3442  @  CompuServe 


Bids/Proposals/Real  Estate 


Request  for  Proposals: 

System  integration  services  are 
needed  to  transfer  the  Iowa  Ad¬ 
ministrative  Code  and  Bulletin 
into  an  electronic  format.  Pro¬ 
posals  are  due  no  later  than 
4:00  p.m.  on  November  24, 
1992.  Copies  of  specifications 
and  proposal  forms,  including 
the  RFP  in  printed  and  diskette 
formats  and  all  associated  ma¬ 
terials  may  be  obtained  from 
the  Legislative  Service  Bureau, 
State  Capitol  Building,  Des 
Moines,  Iowa  50319  (515/281- 
3566),  on  or  before  October  30, 
1992.  upon  payment  by  certi¬ 
fied  check  in  the  amount  of 
$100  payable  to  Treasurer, 
State  of  fowa.  Only  the  firms 
present  at  the  mandatory  pre¬ 
response  conference  on  No¬ 
vember  4,  1992,  9:00  a.m.  in 
Room  22  of  the  Iowa  State 
Capitol  are  eligible  to  submit 
proposals  for  this  procurement. 


COMPUTERWORLD 

Product  Classified 
Pages 

Examine  the 
issues  while 
computer 
professionals 
examine  your 
message. 

Call  for 
all  the  details. 

(800)  343-6474 

(In  MA.,  508/879-0700) 


MS  CENTRAL  DATA 
PROCESSING  AUTHORITY 

Sealed  proposals  will  be  received 
by  CDPA,  301  N.  Lamar  St.,  301 
Bldg.,  Suite  508.  Jackson,  MS 
39201  for  the  following: 

RFP  No.  2273,  due  Thurs,  11/ 
12/92  at  3:30  p.m.  for  94  control¬ 
lers,  396  terminals,  104  personal 
computers,  302  printers  for  the 
MS  DEPARTMENT  OF  HEALTH. 
Charge  $10.00. 

RFP  No.  2276,  due  Mon,  11/2/92 
at  3:30  p.m.  for  several  work¬ 
stations  to  replace  existing  Wang 
terminals  for  the  PUBLIC  SER¬ 
VICE  COMMISSION.  No  Charge. 
RFP  No.  2278,  due  Fri,  10/30/92 
at  3:30  p.m.  for  two  minicomput¬ 
er-based  systems  with  related  pe¬ 
ripherals  and  software  to  upgrade 
two  existing  IBM  System/36  in¬ 
stallations  tor  COPIAH-LINCOLN 
COMMUNITY  COLLEGE.  No 
Charge. 

RFP  No.  2279,  due  Fri,  10/30/92 
at  3:30  p.m.  for  the  upgrade  of  an 
AS/400  minicomputer  based  sys¬ 
tem  and  software  for  JONES 
COUNTY  COMMUNITY  COL¬ 
LEGE.  No  Charge. 

RFP  No.  2280,  due  Mon,  11/ 
23/92  at  3:30  p.m.  for  county 
mental  health  center  patient  infor¬ 
mation  software  which  is  MHSIP 
compatible  and  runs  on  the  IBM 
AS/400  and  System/36  platforms 
for  the  DEPARTMENT  OF  MEN¬ 
TAL  HEALTH.  A  mandatory  bid¬ 
der’s  conference  will  be  held  at 
10:00  a.m.,  Tuesday,  October  27, 
1992  in  the  CDPA  Classroom.  #1 , 
Fourth  Floor,  301  Building,  301 
North  Lamar,  Jackson,  MS.  No 
Charge. 

Detailed  specifications  for  each 
RFP  with  a  charge  may  be  ob¬ 
tained  by  submitting  a  written  re¬ 
quest  accompanied  by  the  appro¬ 
priate  payment.  No  phone  re¬ 
quests  will  be  accepted.  NOTE: 
Valid  forms  of  payment  are  corpo¬ 
rate  checks  on  a  Mississippi  bank, 
certified  check  or  POSTAL  money 
order  made  out  to  Central  Data 
Processing  Authority.  No  cash  or 
out-of-state-checks.  For  RFPs 
with  no  charge  call  Kelli  Brown  @ 
601-359-2604.  The  CDPA  re¬ 
serves  the  right  to  reject  any  and 
all  bids  and  proposals  and  to 
waive  informalities. 


Software 


Time/Services 


PRODUCT 

CLASSIFIED 

PAGES 

Where 

America's 

Computer 

Professionals 

Shop 

(800) 343-6474 

(in  MA;  508/879-0700) 


L0Bf[c* 


■  Scheduled  computing 
for  LANS 

,  Mainframe-type 
batch  processing 

■  Now  with 
enhanced  security 


For  data  downloads, 
program  compilation, 
modem  sharing, 
unattended  backups, 
reports  and  more. 

II  KeyLogic 

PH  603.472.4006  FAX  603.472.2370 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  October  2, 1992 

Closing 

price 

Ask 

Bid 

IBM  AT  339 

$400 

$600 

$200 

PS/2  Model  30  286 

$500 

$900 

$300 

PS/2  Model  L40SX 

$1,000 

$1,200 

$900 

PS/2  Model  55SX 

$850 

$900 

$800 

PS/2  Model  60 

$600 

$900 

$325 

PS/2  Model  P70 

$1,650 

$1,900 

$1,200 

PS/2  Model  80 

$1,400 

$1,600 

$1,100 

PS/2  Model  90 

$3,100 

$3,500 

$2,700 

Compaq  Portable  II 

$425 

$500 

$375 

Portable  III 

$500 

$600 

$250 

Portable  386 

$950 

$1,100 

$800 

SLT-286 

$700 

$900 

$400 

LTE-286 

$800 

$900 

$500 

Deskpro  386s 

$900 

$1,000 

$700 

Deskpro  386/33 

$1,700 

$1,950 

$1,400 

Apple  Macintosh  Classic 

$750 

$875 

$500 

SE 

$725 

$775 

$500 

IIX 

$2,450 

$2,750 

$2,000 

IICI 

$2,800 

$3,200 

$2,460 

IIFX 

$3,900 

$4,400 

$3,500 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 

Considering  Outsourcing! 

When  assessing  your  data  processing  requirements, 
there  are  so  many 

aspects  you  have 
to  consider. 
You  need  the 
services  of 
profession¬ 
als  who 
understand 
these  issues 
and  can  help 
you  manage 
your  information 
resources.  Call  today 
and  let  Martin  Marietta  be  your  outsourcing  partner! 

MARTIN  MARIETTA  COMPUTING  SERVICES 

1-800-572-7887 

...  /4  7fJetaxme/fCten*tetate 


MARTIN  MARIETTA 


It’s  the 

PRODUCT  CLASSIFIED  PAGES 

Reach  Computer  Professionals 
Where  They  Shop  For: 


□  Buy/Sell/Lease 

□  Software 

□  Communications 

□  Time/Services 

□  Conversions 

□  PC  Products 


□  Hardware 

□  Peripherals/Supplies 

□  Graphics/Desktop  Publishing 

□  Bids/Proposals/Real  Estate 

□  Business  Opportunities 

□  PC  Rentals 


CALL  NOW! 
(800)  343-6474 

(In  MA.,  508/879-0700) 


COMPUTERWORLD 


Where  computer  buyers  meet  computer  sellers.  Every  week. 


USE  OUR  TECHNOLOGY 
TO  YOUR  FINANCIAL 
ADVANTAGE 


Hundreds  of  Large  and 
Small  Companies  Gain  a 
Competitive  Advantage  by 
Using  Comdisco’s  Nation¬ 
wide  Remote  Computing, 
Information  Technology 
Sourcing  and  Global  Data, 
Voice  and  Video  Network. 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Full  Range  of  Systems  Software 

•  Database  and  Applications 
Software  Support 

•  Technical  &  Financial  Planning 

•  Disaster  Recovery 

•  Service  Level  Guarantees 

•  Capacity  &  Platform  Transition 
Planning 

•  Financial  Asset  Management 
Call:  Bob  Marino 

800-227-6584 

c#mDi/co 


COMDISCO  COMPUTING 

SERVICES  CORP. 

Sv 

430  Gotham  Parkway 

: 

Carlstadt,  NJ  07072 

(201)896-3011 
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Time/Services 


Reduce  Operating  Expense  With  Outsourcing 

From  NYNEX. 

□  IBM  MVS  and  VM  in  a  CICS 

□  High  Speed  Laser  Printers 

Environment 

□  Intelligent  Inserters  and  Direct 

□  Full  Complement  of  Systems 

Mail  Capabilities 

Software 

□  Network  Administration  and 

□  Database  Support  Including  DB2 

Management 

□  Remote  Computing 

□  Service  Level  Guarantees 

For  further  information 
call:  1-800-545-9876 

NYNEX. 

NYNEX  Computer  Services  Company 

Two  Blue  Hill  Plaza,  Pearl  River,  N.Y.  10965 

Keeping  your  competitive 
edge  was  never  easier. . . 


if  you  rely  on  CSC  CompuSource  for 
outsourcing  support. 

Other  vendors  sell  large  systems,  plenty  of 
MIPS  and  UPS  systems  and  software.  That’s  it. 
CSC  offers- important  advantages  like 
minimum  risk  with  maximum  cash  flow.  And 
the  ability  to  provide  total  solutions  that  put 
you  in  control  of  your  bottom  line. 

So  if  you're  looking  for  someone  to  run 
your  jobs  -  with  a  commitment  to  quality  and 
client  satisfaction  -  count  on  CSC 
CompuSource. 


CSC  CompuSource 

A  Company  of  Computer  Sciences  Corporation 

1 1 0  MacKenan  Drive 
Cary,  North  Carolina  2751 1 
919.481.2962 


REMOTE  COMPUTING 
OUTSOURCING 
TIMESHARING 


COMPUTER  RESERVES  will 

*  Nationally  search  for  all  platforms. 

*  Match  your  exact  specifications. 

*  Locate  multiple  vendors. 

*  Help  negotiate  the  lowest  price. 

1200  placements  in  25  years. 
Never  a  charge  to  the  buyer  because 
our  fee  is  paid  by  the  seller. 
CALL  DON  SEIDEN 


1  800  882-0988  NJ  201  882-9700 


It’s  the 

PRODUCT  CLASSIFIED  PAGES 

Reach  Computer  Professionals 
Where  They  Shop  For: 


□  Buy/Sell/Lease 

□  Software 

□  Communications 

□  Time/Services 

□  Conversions 

□  PC  Products 


□  Hardware 

□  Peripherals/Supplies 

□  Graphics/Desktop  Publishing 

□  Bids/Proposals/Real  Estate 

□  Business  Opportunities 

□  PC  Rentals 


CALL  NOW! 
(800)343-6474 

(fh  MA„  508/879-0700) 


OUTSOURCING,  REMOTE  COMPUTING, 
NETWORK  MANAGEMENT  SERVICES 


IBM  MVS/XA  Environment 

DB2,  IDMS/R,  Model  204, 

CICS  and  4  CLs 

Professional  Support  Staff 

Experienced  Migration 
Management  Team 

Flexible  Charges,  Custom 
Solutions  To  Meet  Your  Needs 

AS/400,  Asset 


Support  Services 
■Media  Conversion 
-Laser,  LED  &  impact  Printing 
■Application  Programming 

Network  Management  Services 
LAN/WAN/MAN/SNA/PBX 

Technical  Support 

24  Hours  Per  Day  - 
7  Days  Per  week 


May&Speh,inc. 

1501  Opus  Place  -  Downers  Grove,  IL  60515-5713 

1-800-729-1501 

For  More  Information  Contact:  Tony  Ranieri 


REMOTE  COMPUTING  •  OUTSOURCING 


•  MVS/ESA 

•  MVS/XA 

•  DB2 


•  QMF 

•  CICS 

•  TSO 


•  IMS/DBDC 

•  VM/370 

•  DOS/VSE 


OVER  1 50  SOFTWARE  PRODUCTS 

•  DEVELOPMENT  •  DEBUGGING 

•  PRODUCTIVITY  •  PERFORMANCE 


•  TELENET 

•  SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS.  INC 


815  Commerce  Drive,  Oak  Brook,  IL  60521 


708-574-3636 


New  England 

617-595-8000 


ALICOMP,  INC. 

The  “Boutique”  of 
the  Computer 
Services  World 


VM,  MVS,  VSE 

Outsourcing 

Timesharing 

Consulting 

Remote  and  On  Site 

Serving  Clients  Since  1980 

(212)  886-3600 

on  affiliate  of 
Amalgamated  Ufe 


EED 


Special  Investigators  lo  Business, 
Industry  &  Government  Agencies 
Activities,  Assets  &  Backgrounds 

•ASSET/FINANCIAL  PROFILES  of 
individual(s).  Corporations. 
Partnerships.  &  other  entities. 

•  Computer  Crime/PBX  Fraud 

•  Financial  Investigations 

•  Hidden  Asset  Discovery 

•  Fraudulent  activities  in  regards  to 
Bankruptcy.  Securities,  Real  Estate, 
and  other  investments 

•  Special  Fact  Finding  Inquiries 

•  Other  Investigations  as  required 

ALL  INQUIRIES  CONFIDENTIAL 
NATIONWIDE  &  OFFSHORE  COVERAGE 

LICENSED.  BONDED  &  INSURED 
Operated  by  Criminal  Justice  Protessionals 

(800)578-8507 


Product 

Classified 

Pages 

delivers  your 
message  in 
companies  that 
plan  to  buy 
your  product 
or  service. 

From  PCs  to  minis, 
mainframes  to  su¬ 
percomputers, 
Computerworld  's 
readers  buy  prod¬ 
ucts  across  all 
ranges  of  today’s 
computers.  So  if 
you're  selling,  ad¬ 
vertise  in  the 
newspaper  that 
delivers  readers 
that  plan  to  buy 
YOUR  product  or 
service.  Advertise 
in  Comput- 

erworld's  Product 
Classified  Pages! 

For  more 
information, 
call: 

(800) 

343-6474 

(in  MA,  508/879-0700) 
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Automated  Tape  Library 
_ System  Management _ 

Silo  Sentry®  from  Pro-Cubed  Corporation  enables  users  to  manage  re¬ 
sources  within  the  Automated  Tape  Library  System,  without  manual  inter¬ 
vention  Through  a  process  called  LOGICAL  EJECTION,  datasets  and  their 
associated  volumes  are  copied  from  the  automated  facility  to  external  me¬ 
dia,  thus  making  the  onginal  tape  volumes  available  for  use  by  other 
datasets  Manual  tape  library  support  included. 

Additional  Features  of  Silo  Sentry 

•  Multr- Volume  dataset  support  •  Dataset  Stacking 

•  Multi-File  Volume  support  •  Catalog  Uncatalog  support 

•  IDRC/Non  IDRC  Compression  •  Generic  Dataset  Filtering 

•  Tape-to-DASO-Conversions  •  HSM/DMS/FDR  support 

•  Dataset  Re-Blockmg  •  Automated  PHYSICAL  EJECTION 


Once  installed  SHo  Sentry  enhances  your  Automated  Tape  Library  Facilities 
with  features  and  functions  that  make  "UGHTS-OUT  OPERATIONS  a  reality 


Pro-Cubed  Corporation 

162  Highway  34,  Suite  301 


Matawan,  NJ  07747 


1-800-289-2238 

Fax:  1-908-290-8082 


LINK  VIDEO  LAN  SYSTEMS 

The  hardware  LINK  SYSTEM®  enables  the  instructor  to  control  all  trainee 
computers  and  monitors  in  a  classroom  The  instructor  can:  (1)  Transmit 
instructor  s  screen  to  all  trainee  monitors,  (2)  Observe  any  trainee  screen  on 
the  instructor's  monitor;  (3)  Transmit  any  trainee  screen  to  all  other  monitors 
-  plus  much  more  VIDEO  transmission  is  FULL  MOTION,  REALTIME! 
Options  include  Keyboard.  Mouse/Digitizer,  Protector.  Audio  Control,  LINK 
Express,  Magic  Pointer  Models  for  NTSC  (composite),  TTL.  Digital: 
(MONO-CGA-EGA),  RGB  (Analog:  VGA,  Super  VGA,  XGA  High  Res. 
1280x1024),  ECL  (Paper  White:  1600x1200).  Does  not  require  software, 
computer  boards,  or  data  LANS. 


Shipping 


OPTI-NET®NLM  CD-ROM 
etworking  Software! 


Online  announces  the  OPTI-NET®  NLM  Version  -  the  newest 
addition  in  a  complete  line  of  products  that  allow  users  of  lo¬ 
cal  area  networks  to  share  information  stored  on  CD-ROM. 
The  OPTI-NET  NLM  version  allows  up  to  100  users  to  simul¬ 
taneously  share  Small  Computer  System  Interface  (SCSI) 
CD-ROM  drives  on  a  Novell®  NetWare®  386  local  area  net¬ 
work. 


APPLIED  COMPUTER 
SYSTEMS,  INC. 

3060  Johnatown-lltica  Rd. 
Johnstown,  Ohio  43031 


1 -800-237-LINK 

or  1-614-892-2100 


Online  Computer  800-922-9204 
Systems,  Inc. 

20251  Century  Blvd.,  Germantown,  MD  20874 
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Product  Showcase 


ELECTRONIC 

COMPUTER 

GLOSSARY 


Technical  Writers: 
GET  SMARTER! 


More  than  5,000  definitions  in  this  award-winning,  mini- 
encyclopedia  of  the  computer  industry  will  help  you  write 
better  and  more  technically  correct.  Covers  PCs,  Macs, 
minis,  mainframes,  UNIX,  desktop  publishing,  communi¬ 
cations,  LANs,  multimedia,  DOS  commands,  and  more. 
The  #1  computer  dictionary  in  Americal  Single-user  disks 
for  DOS  or  Windows  only  $29.95.  Site  licenses  let  you  add 
your  own  terms  and  start  at  only  $100. 

The  Computer  Language 
Company  Inc  i-9i<?-9Q7-<?QQQ 

5521  State  Park  Road  1  ^  1  I  ■0333 

Point  Pleasant,  PA  18950  Fax:  1-215-297-8424 


9-TRACK  AND  3480 

Rock  solid  solutions,  rock  bottom  prices. 
For  PCs  and  workstations. 

Exchange  data  with  minis  &  mainframes  •  Reliable,  lightweight, 
compact,  1 600  and  6250  bpi  9-track  solutions  manufactured  by 
Overland  Data  •  PC  solutions  include  the  latest  Overland  Data 
controllers  and  DOS  software  •  Many  workstation  platforms  are 
supported  too.  Call  today. 

800-729-8725 

619-571-5555  •  FAX:  619-571  -0962 
EUROPE:  (♦49)  8172-35027  •  FAX:  (*49)  6172-35020 

See  us  at  PC  EXPO  booth  756 


OPERLRtID  DRTR* 

San  Diego,  CA  •  Since  1960 


3270  NOTEBOOK  TERMINAL 


•  Lightweight  3.9  Lbs. 

•  2400  bps  Internal 
Modem  w/MNP 

•  Full  size  80  x  24 
Screen  +  Mod  5 

•  Compact 

11.5  ”X6.5"X1.75" 

COMPUTER 
PRODUCTS,  N.A. 

P.O.Box  711 
Pine  Brook,  NJ  07058 


•  1 0  Hr.  Rechargeable 
Battery 

•  3270  Compatible 
Keyboard  w/Protocol 
Converter  and  AEA 
Support 

•  VT1 00/320  Emulations 

201-335-6335 

Specializing  in 
Async  &  Sync  Dial-Up 


Cost  Effective  Inventory  and 
Help  Desk  Software 

The  INVENTORY  program  is  a  comprehensive  software  package 
that  manages  computer  assets  and  purchases.  The  DATA  CAP¬ 
TURE  software  automates  the  data  collection  task  for  the  Inven¬ 
tory  module.  The  TROUBLE  LOG  program  allows  users  to  track 
and  resolve  support  calls  and  inquiries  while  logging  common 
problems.  Full  reporting  capabilities  and  utilities  are  included. 
Multi-user  Network  version  and  source  code  are  available. 

ConsulNet 
Computing  Inc. 

51  Paperbirch  Dr.,  Don  Mills 
Ontario,  CANADA,  M3C  2E6 


1-416-441-0363 

Fax: 1-416-449-1985 


Complete  Keyboard  Customizing 

Featuring:  Custom  Key  Imprinting 
Full  Color  Keyboard  Templates 
Keytop  Overlays  •  Language  Keyboards 
P.O.S.  Keys  •  Custom  Keyboards 

Training,  productivity  &  marketing  solutions! 

Hooleon  Corp.  Free  Catalog 

P.O.  Box  230,  Dept.  C0MW  800  937-1 337 
Cornville,  A Z  86325  Fax:  602  634-4620 


An  Integrated,  PC-Based  HR  and 
Payroll  Management  System 

Call  800-334-5660  to  receive 
more  information 

SPECTRUM  Human  Resources  Systems  Corporation 
1625  Broadway,  Suite  2700 
Denver,  CO  80202 


The  multiple  PC  backup  solution  is  as  easy  to  install  as  it  is  to 
use.  System  plugs  directly  into  parallel  printer  port  of  your  com¬ 
puter  without  use  of  controller  cards  or  special  adapters.  One 
backup  system  can  be  used  for  every  PC  in  your  office.  Fast 
backup  -  up  to  12  Meg/Min  -  160  meg  storage.  60/120  and 
600/1200  Meg  systems  available  November.  MS/PC-DOS  com¬ 
patible,  network  NODE  compatible.  Menu-driven  software.  Full 
on-line  help. 

Analog  &  Digital  (513)339-2241 
Peripherals,  Inc.  fax:  (513)  339-0070 
(ADPI) 


FAX  =  SCANNER 

Enables  Your  FAX  MACHINE  to  Become  a  SCANNER 
SOFTWARE  HARDWARE 

Features:  '  Word  processor  compatible 

•  Mouse  compatible 

•  Phone  book  for  easy  fax  dialing 

•  User  friendly 

•  Edit  graphics,  images,  photos,  and  text 

•  Include  all  tools  for  a  laser  quality  fax 

•  Folders  for  filing  faxes  and  name  cards 
'  Full  page  scanning 

FXSCAN  ONLY  $99.95 
TO  ORDER:  1-800-949-1292 
INFORMATION:  1-714-468-5555 


MVS  Standards  and 
Procedures  On-Line 


Now  you  can  get  MVS  &  DB2  Standards 
on-line  with  Chicago-Soft's  MVS/SOP  & 
DB2/SOP  software  products.  For  a  free 
30-day  trial,  call... 


603-643-4002 


ur  PC’s 
Tape  System 


Name  Of  Your  Product/Headline 

Your  produd  an  oppaar  han  and  wil  nodi  (ompultrwor Id'i 
429,204  Your  prowl  can  appear  here  and  vfl  nodi 
(ompulerwofla  i 629,204  reader?  Place  your  01011090  rood 
on  Hoce  your  meuoge  loday.Yaur  product  an  appear  Karo 


Th#  ab<  Company 

123  Mae  Street  1 


-800-000-0000 
1 -(000) -060-0000 


PLACE  YOUR  PRODUCT  IN: 


COMPUTERWORLD'S 
PRODUCT  SHOWCASE! 

For  just  $2,700,  your  product  con  appear  3  times  in 
COMPUTERWORLD'S  PRODUCT  SHOWCASE. 

To  ploce  your  messoge,  or  for  more  information, 
just  fill  out  this  form  and  fox  it  to  (508)  620-7739. 

Or  ploce  your  odvertisement  by  colling  (800)  343-6474 


1  (800)  343-6474 


4  COLOR  PHOTO  or  GRAPHIC 

PREFERRED  4-  COLOR  MATERIALS:  4-color  negatives,  right  reading  emulsion  side  down. 
Acceptable  also  (in  order  of  preference  to  maintain  optimum  reproduction  quality)  ore: 
4-color  transparencies;  35mm  color  slides;  color  photos. 

If  4-color  artwork  is  not  available,  Computerworld  will  assist  Product  Showcase  advertisers 
in  the  development  of  appropriate  graphics  for  their  advertisements. 

Ad  width:  3",  Ad  Depth:  3 1  /Y  Photo  width:  2  3/4“;  Photo  depth:  1  3/4”. 
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CUSTOM  PUBLICATIONS: 

Vice  President/Larry  Craven,  Director  of  Publishing  Ser¬ 
vices/Carolyn  Novack,  Sales  Assistant/Heidi  Schuberthan, 
FAX:  (508)  879-0446 

CLASSIFIED  ADVERTISING  SALES: 

Vice  President/Classified  Advertising/John  Corrigan,  Mar¬ 


keting  Director/Derek  E.  Hulitzky,  375  Cochituate  Rd..  Fra¬ 
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G.  Total  (Sum  of  E,  FI  and  2  —  should  equal 

net  press  run  shown  in  A) 

174,258 

178,317 

I  certify  that  the  statements  made  by  me  above  are  correct  and  complete. 

Pat  Walker, 
Traffic  Manager 
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3Com  Corp. 


136 


A.  T.  Kearney . 115 

ActelCorp . 58 

Addstor,Inc . 46,50 

Aldus  Corp . 65 

Alex.  Brown  &  Sons,  Inc . 136 

Allied  Lyons  PLC . 6 

Altus,  Inc . 16 

Aluminum  Company  of  America . 101 

AmdahlCorp .  16,86,90,101 

American  Express  Travel  Related  Services  . .  28 

Amoco  Petroleum  Co . 16 

AmperifCorp . 16 

AMR  Corp . 1 

Andersen  Consulting . 101 

Apple  Computer,  Inc . 41,46,50,68,137 

Arte  Consultants,  Inc . 118 

Artisoft,  Inc . 62 

The  Ask  Cos . 16 

AST  Research,  Inc . 12 

AT&T  Distributed  Computing  Group . 77 

AT&T .  41,65,86,137 

AT&T’s  NCR  Federal  Systems  Division  ....  68 

Avcom  Systems,  Inc . 129 

Azusa  Pacific  University . 46 


B 


Bachman  Information  Systems,  Inc . 20 

Banyan  Systems,  Inc . 14,68 

Barnett  Technologies,  Inc . 8 

Bear,  Stearns  &  Co . 28 

Bell  Atlantic  Mobile  Systems,  Inc.  .  ! . 6 

Berard  Software  Engineering,  Inc . 93 

Beyond,  Inc . 14 

Boatmen’s  Bancshares,  Inc . 68 

Boole  &  Babbage,  Inc . 4 

Borland  International,  Inc . 6,37,93 

Boston  Notes  User  Group . 14 

British  Petroleum  Co . 68 

BrownStone  Solutions,  Inc . 8 

BT . 65,73 

BT’s  Global  Network  Services  . 68 

Business  Management  Consulting . 59 

Business  Software  Alliance  . 6 

Byer  California  . 77 


c 


Cabletron  Systems,  Inc . 6,10 

Caere  Corp . 46 

Caliber  Computer  Corp . 6 

Candle  Corp . 4 

Case  Works,  Inc . 100 

Cellular  Data,  Inc . 6 

Centocor,  Inc . 115 

Central  Point  Software,  Inc . 46 

Certus  International  Corp . 6 

Cisco  Systems,  Inc . 6,138 

CIT  Group  . 138 

Claris  Corp . 41 

Compaq  Computer  Corp . 41,137,138 

Computer  Associates  International,  Inc.  .  20,55 

Computer  Power  Group . 20,93 

Computer  Sciences  Corp . 77 

Computer  Systems  Advisers,  Inc . 97 

Computer  Systems  Policy  Project . 137 

Computer  Task  Group,  Inc . 93 

Computerland  Corp . 6 

Conner  Peripherals,  Inc . 137 

Cooper  Industries,  Inc . 77 

Cortex  Corp . 97 

Cray  Research,  Inc . 28,84 

Data  General  Corp . 16,69 

Datacomm  Research  Co . 59 

Dataease  International  . 37 

Dataquest,  Inc . 86 

Dean  Witter  . 4 

Dell  Computer  Corp . 6 

Digital  Communications  Associates, 

Inc . 137,138 

Digital  Equipment  Corp.  .  .15,16,24,28,69,84, 

. 86,97,101,115,137 

Dolphin  Networks . 68 

Dow  Chemical  Co . 77 

DowJones&Co . 28 

Dream  IT,  Inc . 59 

DSC  Communications  Corp . 101 


Du  Pont  Co . 77 

Dunkin’  Donuts  of  America,  Inc . 6 


E 


Eastman  Chemical  Co . 77 

Eastman  Kodak  Co . 77 

Electronic  Data  Systems  Corp . 16,116 

EmulexCorp . 100 

Encore  Computer  Corp . 86 

Eo  . 41 

Eureka  Software  Laboratory  . 93 

Everex  Systems,  Inc . 138 

Federal  Communications  Commission . 15 

Federal  Reserve  Bank  . 4 

Federal  Reserve  System  . 20 

Federal  Trade  Commission . 37 

FileNet  Corp . 137 

Forrester  Research,  Inc . 37 

Frame  Technology  Corp . 41 

F rank  Russell  Co . 73 


G 


G2  Research,  Inc . 101 

Gartner  Group,  Inc . 4,10,16 

GE  Information  Services  . 16 

General  Electric  Co . 65 

GigaTrend,  Inc . 62 

Great  Expectations,  Inc . 65 

GTE  Corp . 116 

GTEMobilenet . 4 

Guimarra  Vineyards  Corp . 129 


H 


Hamilton  Laboratories . 4 

Helene  Curtis  Industries,  Inc . 116 

Hertz  Technologies,  Inc . 12 

Hewlett-Packard  Co . 4,6,8,12,15,55, 

.  86,97,101,136,137,138 

HexcelCorp . 37 

Hitachi  Data  Systems  Corp . 16,90 

Howard  Rubin  Associates . 90 

Hughes  Network  Systems,  Inc . 68 

Humana,  Inc . 20 

Hyundai  Motor  America . 12 


IBM .  1,4,8,10,12,37,68,55,62,58,69, 

. 73,77,86,90,93,97,101,137,138 

IDX  Technologies,  Inc . 41 

IMSL,Inc . 100 

Infonet  Services  Corp . 65,86 

Informix  Corp . 46,50,58 

InfoSpan . 8 

Infoworld . 14 

Insurance  Company  of  the  West  . 37 

Intel  Corp . 24,28,55 

Intellicorp . 93 

Internal  Revenue  Service . 16 

International  Computer  Recovery  Center  . .  .41 

International  Data  Corp . 1,12,15,24, 

.  41,84,86,137 

International,  Inc . 6 

Interphase  Corp . 16 

Interport  Software  Corp . 16 

Intersolv,  Inc . 16,93 

Intrico  . 12 


James  Martin  &  Co . 93 

James  Martin  Insight,  Inc . 106 

JP  Morgan  &  Co . 28,65 

JWP,  Inc . 6 


K 


Kidder  Peabody  &  Co . 12 

Knowledge  Ware,  Inc . 8,20,93 


Landmark  Systems  Corp . 4 

Lawrence  Livermore  National  Laboratory  . .  .68 

LegentCorp . 4,46 

Levi  Strauss  &  Co . 20 

Liant  Software  Corp . 97,100 

Lotus  Development  Corp . 6,14,37,46,59 


M 


Madge  Networks,  Inc . 58 

Marine  Spill  Response  Corp . 116 

Marriott  Corp . 1 

Marshfield  Clinics . 16 

Marubeni  . 41 

MasPar  Computer  Corp . 24,84 

Matsushita  . 41 

MCI  Communications  Corp . 65 

Megahertz  Corp . 41 

Melville,  Inc . 68 

Memorex  Telex  Corp . 16 

Merrin  Information  Systems,  Inc . 129 

MFS  Datanet,  Inc . 15 

Micro  Focus  Group,  Inc . 20 

Micrografx,  Inc . 50 

Microsoft  Corp . 4,6,14,15,37,41, 

.  46,50,58,73,93,97,100,136 

Minneapolis  Star  Tribune . 20 

Mortgage  Guaranty  Insurance  Corp . 101 

Motorola,  Inc . 41,86 

MTD  Data  Services,  Inc . 6 


N 


NCR  Corp .  28,59,86,93 

NetTech . 10 

Network  General  Corp . 137 

Neurogen  Corp . 115 

Neuron  Data,  Inc . 86 

New  York  Life  Insurance  Co . 12 

North  Carolina’s  Department  of 

Administration  . 20 

Novell,  Inc . 6,15,37,62,65,69,73 

Open  Software  Foundation . 4,93 

Open  Systems  Interconnect . 69 

Optibase,Inc . 46,50 

Oracle  Corp.  .  6,28,37,41,46,50,55,58,77,101 

Otis  Elevator,  Inc . 20 

Ouellette  &  Associates,  Inc . 121 


Pacific  Gas  &  Electric  Co . 14 

Para  Technology,  Inc . 101 

PensoftCorp . 41 

PictureTel  Corp . 6 

Platinum  Software  Corp . 41 

Platinum  Technology,  Inc . 4 

Powersoft  Corp . 101 

ProActive  Software,  Inc . 58 

Productivity  Management  Group,  Inc . 97 

ProginetCorp . 69 

Proteon,Inc . 58 

ProtoComm,  Inc . 65 

Proxim,Inc . 62 

Prudential  Securities,  Inc . 1,28 

PSI  Integration,  Inc . 41 

Pyramid  Technology  Corp . 77,86,137 


Racal-Data  Comm,  Inc . 41 

Radio  Shack  . 41 

Reltech  Products,  Inc . 8 

Remedy  Corp . 6 

Repository  AD/Cycle  International 

Users  Group . 8 

Royal  Bank  of  Canada . 4 

Roykore,Inc . 50 


s 


Salt  River  Project  . 4 

Sanwa  Bank  California . 116 

SAP  America,  Inc . 77 

Security  Pacific  Automation  Corp . 116 

Sematech . 137 

Sequent  Computer  Systems,  Inc . 86 

Shey  Technology  Group,  Inc . 1 

SHL  Systemhouse,  Inc . 16 

Silicon  Graphics,  Inc . 100 

Society  for  Information  Management  . 116 

Softlab.Inc . 93 

SoftSwitch,  Inc . 15 

Software  AG  of  North  America,  Inc . 100 

Software  Strategies,  Inc . 58 

SolectekCorp . 59 

Sony  Corp . 46 

Sprint  Corp . 65 

Standard  Microsystems,  Inc . 58 

Storage  Technology  Corp . 16 

Strategic  Mapping,  Inc . 46,50 


Sun  Microsystems,  Inc . 1,4,6,16,101 

SuperMac  Technology,  Inc . 46,50 

SuperSolutions  Corp . 86 

Sybase,  Inc .  28,46,50,58 

SymantecCorp . 6,137 

Synch  Research,  Inc . 10 

Syncordia  Network  . 68 

Synergen,  Inc . 115 

SynonCorp . 97 

Synoptics  Communications  Inc . 6,137 


Tandem  Computers,  Inc . 69,86 

Technology  Investment  Strategies  Corp . 90 

Technology  Transfer  Institute  . 118 

TeleSoft  . 100 

Teradata  Corp . 90 

Texaco,  Inc . 8 

Texas  Instruments,  Inc . 6,8,16,58 

Textron  Financial  Corp . 118 

The  American  Productivity  and  Quality 

Center . 121 

The  Boeing  Co . 69 

The  Department  of  Energy  and  Sprint 

Communications  Co . 68 

The  Federal  Home  Loan  Mortgage  Corp . 28 

The  Gap,  Inc . 20 

The  Hay  Group . 8 

The  Michigan  Department  of  Social 

Services . 106 

The  Reader’s  Digest  Association,  Inc . 116 

The  Santa  Cruz  Operation  . 55,97 

Thinking  Machines  Corp . 28 

Thomas-Conrad,  Inc . 65 

Toshiba  America  Information  Systems,  Inc.  . .  .6 

Tricord  Systems,  Inc . 55 

TRW  Electronics  Systems  Group . 68 


U 


U-Haul  International,  Inc . 55 

Unilever  Corp . 65 

Union  Bank . 116 

Unisys  Corp . 12,55,68 

Unisys  Government  Systems,  Inc . 16 

University  of  Pennsylvania’s  The  Wharton 

School . 28 

Unix  System  Laboratories,  Inc . 16 

U.S.  Bioscience,  Inc . 115 

U.S.  Council  on  International  Banking . 16 

U.S.  Department  of  Agriculture  . 69 

U.S.  Navy  Information  Technology  Acquisition 

Center  . 68 

U -Top  Printing  Corp . 6 


Ventura  Software  . 41 

Veritas  Software  . 86 

VM  Systems  Group . 4 

Ifolpe,  Welty  &  Co . 93 


W 


W.  Atlee  Burpee  &  Co . 77 

Wellfleet  Communications,  Inc . 6,138 

Westinghouse  Electronic  Systems . 6 

Whirlpool  Corp . 93 

Winter,  Wyman  &  Co . 121 

Workgroup  Technologies,  Inc . 59 

XZT  Software,  Inc . 106 


Yankee  Group  Networks  Strategies  . 65 

Young  &  Rubicam,  Inc . 14 


Yankee  Group  Networks  Strategies  . 65 

Young  &  Rubicam,  Inc . 14 
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Zenith  Data  Systems . 12 
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TOP  PERCENT  GAINERS  ■  TOP  PERCENT  LOSERS 


S&P  500 

♦ 


w 

mmm 
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STOCK  INDEX 

7/17  8/14  9/11  10/9 


Industry  Almanac 


RECOMMENDATION  CHANGES 

UPGRADED  FROM  HOLD  TO  SPECULATIVE 
BUY:  Digital  Equipment  Corp.  (Smith  Barney, 
Harris  Upham  &  Co.).  According  to  Smith  Barney 
analyst  Shao  Wang,  DEC’s  (DEC)  potential  for  fu¬ 
ture  hardware  revenue  growth  depends  heavily  on 
the  company  shifting  its  hardware  systems  to  re¬ 
duced  instruction  set  computing-based  Alpha  tech¬ 
nology.  The  impending  line  will  make  DEC  more 
dependent  on  microprocessor-driven  cycles,  com¬ 
pared  with  the  less  competitive  centralized  systems 
cycles. 

Wang  speculated  that  before  the  end  of  calendar 
year  1992,  DEC  will  probably  introduce  at  least  four 
hardware  platforms  based  on  Alpha.  The  first  could 
be  a  personal  computer-based  system  that  is  capa¬ 
ble  of  running  Microsoft  Corp.’s  (MSFT)  Win¬ 
dows  NewTechnology. 

UPGRADED  FROM  NEUTRAL  TO  BUY:  3Com 
Corp.  (Alex.  Brown  &  Sons,  Inc.).  During  its  fiscal 
first  quarter,  3Com  (COMS)  boasted  very  strong 
sequential  and  annual  growth  —  $130.9  million 
compared  with  last  year’s  $86.6  million  —  driven  by 
Ethernet  network  interface  cards  and  internetwork 
products.  This  acceleration  of  revenue  and  earn¬ 
ings  growth,  coupled  with  the  impact  of  a  new  prod¬ 
uct,  are  two  reasons  why  Alex.  Brown  has  upgraded 
the  firm’s  rating.  3Com’s  new  EtherLink  III  line  of 
Token  Ring  network  interface  cards  will  add  incre¬ 
mental  market  opportunity  for  the  company. 

LISA  DAVIDSON 


Big  dippers 

Selected  large  system  stocks  that  are  trading  at  or 
close  to  year  lows 


52-week 

low 

Closing 
price  Oct.  7 

Amdahl  Corp. 

$8.00 

$8.25 

Convex 

Computer  Corp. 

$5.13 

$5.38 

Cray  Research,  Inc. 

$22.75 

$23.50 

Kendall  Square 

Research  Corp. 

$7.00 

$7.00 

Matsushita  Electronics 
Industrial  Co. 

$88.25 

$90.00 

Pyramid 

Technology  Corp. 

$6.75 

$7.75 

Siena  Semiconductor 

35.14 

Symantec  Corp.  (L) 

-40.48 

Synoptics  Communications 

26.38 

Bachman  Info.  Systems 

-35  85 

Network  General 

23.91 

Borland  Int'l  Inc.* 

-28.75 

Western  Digital  Corp. 

20.00 

Kendall  Square  Research  (L) 

-19.35 

Ultimate  Corp 

20.00 

Wordstar 

-18.75 

Artel  Communication  Corp 
System  Software  Assoc 

19.94 

17.33 

Pyramid  Technology 

Struct.  Dynamics  Research 

-18.18 

-17.50 

Proteon  Inc. 

16.67 

Mentor  Graphics  (L) 

-14.81 

TOP  DOLLAR  GAINERS 

TOP  DOLLAR  LOSERS 

Synoptics  Communications 
BMC  Software  Inc. 

10.75 

Borland  Int'l  Inc.* 

-11.25 

4.13 

Symantec  Corp.  (L) 

-4.25 

Intel  Corp.* 

4.00 

Bachman  Info.  Systems 

-2.38 

Compaq  Computer  Corp.* 
Microsoft  Corp  * 

3.88 

3.63 

3MCorp 

ITT  Corp. 

-2.38 

-2.38 

Cabletron  Systems 

3.63 

Cray  Research  Inc.* 

-2.38 

Motorola  Inc.* 

3.50 

Aldus  Corp. 

-2.00 

System  Software  Assoc. 

3.25 

Bell  Atlantic  Corp. 

-2.00 

Oct.  9 

Wk  Net 

WkPct 

Exch  52-Week  Range 

Close 

Change  Change 

Communications  and  Network  Services  Up  2.73% 


OTC 

18.63 

9.38 

3  COM  Corp.*  (H) 

18.63 

2.13 

12.88 

NYS 

70.63 

56.25 

American  Info  Techs  Corp.* 

66.00 

-1.88 

-2.76 

NYS 

45.38 

32.88 

AT&T* 

41.75 

-0.38 

-0  89 

OTC 

4.25 

0.75 

Artel  Communication  Corp. 

1.13 

0.19 

19.94 

NYS 

49.75 

40.25 

Bell  Atlantic  Corp. 

46.25 

-2.00 

4.15 

NYS 

55.50 

43.38 

BellSouth  Corp. 

51.50 

-0.63 

-1.20 

NYS 

6.75 

3.75 

Bolt,  Beranek  &  Newman 

3.75 

-0.25 

-6.25 

NYS 

65.88 

36.63 

Cabletron  Systems 

62.50 

3.63 

6.16 

OTC 

31  00 

17.50 

Chipcom  Corp. 

26.25 

0.50 

1.94 

OTC 

56.25 

20.25 

Cisco  Systems  Inc. 

54.00 

2.75 

5.37 

OTC 

35.25 

5.50 

Compression  Labs  Inc.  (L) 

6.00 

0.13 

2.13 

OTC 

3.38 

0.88 

Data  Switch  Corp. 

1.63 

-0.13 

-7.14 

NYS 

23.63 

14.13 

Digital  Comm.  Assoc.* 

14.75 

-0.38 

-248 

OTC 

15.25 

8.00 

Digital  Systems  Int'l  Inc. 

DSC  Communications  (H) 

8.25 

-0.50 

-5.71 

OTC 

12.63 

3.63 

12.13 

-0.25 

-2  02 

OTC 

10  88 

4.75 

Fibronix  Int'l  Inc. 

6.00 

0.38 

6.67 

OTC 

37.50 

10.50 

Filenet  Corp 

15.00 

1.75 

13.21 

OTC 

338 

1.13 

Gandalf  Technologies  Inc. 

1.88 

0.06 

3.42 

OTC 

2.25 

0.69 

Gateway  Communications 

1.69 

0.06 

388 

NYS 

5.50 

2.38 

General  Datacomm  Inds. 

3.63 

0.13 

3.57 

ASE 

5.88 

0.50 

Go  Video 

2.25 

-0.13 

-5.26 

NYS 

35.75 

28.88 

GTE  Corp  * 

33.50 

0.00 

0.00 

NYS 

70.63 

50.00 

ITT  Corp. 

64.63 

-2.38 

-3.54 

OTC 

36.25 

25.25 

MCI  Commmunications  Corp. 

34.88 

0.00 

0.00 

OTC 

14.50 

2.25 

Microcom  Inc. 

3.25 

0.00 

0.00 

NYS 

18.25 

9.50 

Network  Equipment  Tech.* 

12.88 

0.75 

6.19 

OTC 

25.50 

8.00 

Network  General 

14.25 

2.75 

23.91 

OTC 

20.00 

8.50 

Network  Systems  Corp. 

11.13 

-0.38 

-3.26 

OTC 

21.13 

5.63 

Newbridge  Networks  Corp.  (H) 

20.25 

0.50 

2.53 

NYS 

49.25 

30  50 

Northern  Telecom  Ltd.*  (L) 

30.75 

-0.38 

-1.20 

OTC 

32.50 

20.00 

Novell  Inc.  (s)* 

28.38 

1.00 

3.65 

NYS 

88.38 

69.13 

Nynex  Corp* 

82.38 

0.63 

0.76 

OTC 

37.50 

16.63 

Octel  Communications  Corp. 

17  88 

-0.38 

-2  05 

OTC 

9.88 

4.00 

Benril  Data  Comm.  Ntwks. 

4.00 

-0.38 

-8.57 

OTC 

53.00 

10.25 

Picturetel  Corp. 

13.25 

0.00 

0.00 

OTC 

18.75 

7.75 

Proteon  Inc. 

9.63 

1.38 

16.67 

NYS 

29.50 

13.00 

Scientific  Atlanta  Inc. 

28.75 

1.00 

3.60 

NYS 

69.00 

55  38 

Southwestern  Bell  Corp. 

66.50 

-1.38 

-2.03 

NYS 

26.38 

20.75 

Sprint  Corp. 

23.75 

-0.25 

-1.04 

OTC 

18.13 

4  50 

Standard  Microsystems  Corp(H) 

18.13 

1.25 

7.41 

OTC 

51.50 

14.50 

Synoptics  Communications 

51.50 

10.75 

26.38 

NYS 

40.00 

32  88 

U  S  West  Inc. 

37.88 

0.13 

0.33 

OTC 

46.75 

24.00 

Wellfleet  Communications 

44.50 

2.75 

6.59 

PC  and  Workstations 

Off  0.95% 

OTC 

14.50 

3.50 

Advanced  Logic  Research  (L) 

4.00 

-0.25 

-5.88 

OTC 

70.00 

42.75 

Apple  Computer  Inc." 

43.38 

-0.38 

-0  86 

OTC 

32.25 

11.25 

AST  Research  Inc.* 

14.88 

0.75 

5.31 

NYS 

19.25 

6.75 

Commodore  Int’l 

7.00 

0.00 

0.00 

NYS 

OTC 

36.50 
29  63 

22.13 

13.91 

Compaq  Computer  Corp .  * 

Dell  Computer  Corp. 

36.50 

28.00 

3.88 

0.38 

11.88 

1.36 

OTC 

7.75 

1.00 

Everex  Systems  Inc. 

1.50 

0.00 

0.00 

NYS 

34.00 

21.25 

Harris  Corp. 

30.00 

-1.13 

-3.61 

NYS 

85.00 

44.63 

Hewlett-Packard  Co.* 

51.63 

-1.50 

-2.82 

NYS 

29.75 

14  13 

Silicon  Graphics 

18.63 

-0.25 

-1.32 

OTC 

35.88 

20.75 

Sun  Microsystems  Inc.* 

27.75 

-1.25 

4.31 

NYS 

31.25 

22.25 

Tandy  Corp.* 

Zenith  Electronics 

26.13 

-0.50 

-1.88 

NYS 

11.13 

5.13 

5.75 

-0.13 

-2.13 

OTC 

25.50 

2.75 

Zeos  International  Ltd. 

3.75 

-0.38 

-9.09 

Large  Systems 

Off  4.73% 

ASE 

20.63 

7.75 

Amdahl  Corp.*  (L) 

7.75 

-0.75 

-8.82 

NYS 

16.38 

5.00 

Convex  Computer  (L) 

5.00 

-0.38 

-6  98 

OTC 

19.63 

1.88 

Cray  Computer 

2.63 

-0.38 

-12.50 

NYS 

52.25 

22.63 

Cray  Research  Inc.* 

22.63 

-2.38 

-9.50 

NYS 

22.50 

7.13 

Data  General  Corp. 

11.00 

0.13 

1.15 

NYS 

65.50 

33.25 

Digital  Equipment  Corp.* 

IBM*  (L) 

35.75 

-1.38 

-3.70 

NYS 

104.75 

75.50 

78.38 

-0.13 

-0.16 

OTC 

13.25 

6.25 

Kendall  Square  Research  (L) 

6.25 

-1.50 

-19  35 

NYS 

119.25 

88.25 

Matsushita  Electronics 

90.50 

-1.00 

-1  09 

OTC 

17.50 

6.75 

Pyramid  Technology 

6.75 

-1.50 

-18.18 

OTC 

17.88 

9  88 

Sequent  Computer  Sys. 

15.63 

0.38 

246 

OTC 

18.38 

2.75 

Sequoia  Systems  Inc.  (L) 

3.75 

0.25 

7.14 

NYS 

54.25 

34.50 

Stratus  Computer  Inc  *  (L) 

35.88 

-1.00 

-2.71 

NYS 

15.13 

9.50 

Tandem  Computers  Inc.* 

11.13 

0.63 

5.95 

NYS 

11.75 

3.63 

Unisys  Corp.* 

8.75 

0.25 

2.94 

ASE 

7.50 

0.25 

Wang  Labs  Inc.  (b)* 

0.44 

-0.06 

-12.40 

I  Software 

Off  1.47% 

OTC 

68  50 

26.25 

Adobe  Systems  Inc.  (L) 

26.25 

-0.63 

-2.33 

OTC 

13.25 

2.50 

AlCorp. 

4.25 

0.00 

0.00 

OTC 

45.00 

11.50 

Aldus  Corp. 

11.63 

-2.00 

-14  68 

OTC 

19.75 

8.50 

American  Software  Inc. 

8.63 

-0.13 

-1.43 

OTC 

20.00 

9.75 

Ask  Computer  Systems 

13.13 

0.00 

0.00 

OTC 

52.00 

23.25 

Autodesk  Inc. 

48.25 

3.25 

7.22 

OTC 

37.75 

4.25 

Bachman  Info.  Systems 

4.25 

-2.38 

-35.85 

OTC 

42.50 

32.00 

BGS  Systems  Inc. 

37.50 

0.50 

1.35 

OTC 

79.00 

37.25 

BMC  Software  Inc. 

55.63 

4.13 

8.01 

OTC 

20.50 

9.50 

Boole  &  Babbage 

19.50 

1.00 

5.41 

OTC 

86.75 

27  88 

Borland  Int'l  Inc.* 

27  88 

-11.25 

-28.75 

OTC 

11  00 

3.63 

CE  Software 

4.00 

-0.25 

-5  88 

ASE 

20.00 

8.16 

Cheyenne  Software  Inc.  (H) 

20.00 

088 

4  58 

OTC 

17.88 

5.63 

Cognos  Inc.  (L) 

5.63 

-0.25 

4  26 

NYS 

17.00 

7.50 

Computer  Associates* 

15.63 

0.50 

3.31 

NYS 

12.38 

5.00 

Computervision  Corp.  (L) 

5.63 

0.50 

9.76 

Exch 

52-Wbek 

Range 

Oct.  9 
Dose 

Wk  Net  WkPct 
Change  Change 

OTC 

20.00 

6.75 

Comshare  Inc. 

800 

-0.50 

-5.88 

OTC 

47  88 

6.50 

Easel  Corp. 

7.13 

-0.63 

-8.06 

OTC 

25.00 

11.50 

Group  1  Software 

13.00 

0.50 

400 

OTC 

6.63 

3.50 

Hogan  Systems  Inc. 

Information  Resources 

4.50 

-0.50 

-10.00 

OTC 

36.25 

18.50 

25.75 

-1  38 

-5  07 

OTC 

24.75 

4  50 

Informix  Corp.  (H) 

24  13 

0.50 

2.12 

OTC 

22  38 

12.00 

Intergraph  Corp. 

12.00 

-1.50 

-11.11 

OTC 

15.00 

6.88 

Interleaf  Inc. 

9.38 

0.13 

1.35 

OTC 

20.25 

9.88 

Intersolv  Inc. 

14.25 

-0.50 

-3.39 

OTC 

21.38 

9.50 

Knowledgeware  Inc. 

10.63 

0.38 

3  66 

OTC 

48.25 

28.75 

LegentCorp.* 

42.50 

-0.75 

-1.73 

OTC 

38.75 

15.50 

Lotus  Development* 

16.75 

-0.38 

-2.19 

OTC 

7.38 

1.88 

Meca  Software 

2.88 

0.00 

000 

OTC 

22.25 

5.25 

Mentor  Graphics  (L) 

5.75 

-1  00 

-14.81 

OTC 

37.25 

27.25 

Micro  Focus 

35.63 

0.63 

1.79 

OTC 

20.50 

6.50 

Micrografx  Inc 

10.00 

0.50 

5.26 

OTC 

88.84 

58.50 

Microsoft  Corp.* 

82  38 

3.63 

4  60 

OTC 

21.13 

12.00 

Oracle  Corp.* 

19.00 

-0.38 

-1.94 

OTC 

49.75 

16.50 

Parametric  Technology 

46.25 

-0.50 

-1.07 

OTC 

11.00 

3.50 

Phoenix  Technologies 

4.25 

-0.63 

-12  82 

OTC 

25.25 

11.25 

Platinum  Technology 

Progress  Software  Corp. 

14.25 

-1.00 

-6  56 

OTC 

49.00 

29.00 

47.00 

1.75 

3.87 

OTC 

26.63 

4.00 

Quarterdeck  Office  Sys. 

4.63 

0.00 

0.00 

OTC 

32.75 

11.75 

Rainbow  Technologies  Inc. 

20.25 

2.13 

11.72 

OTC 

22.75 

4.00 

Rasterops 

5.50 

0.50 

10.00 

OTC 

17.25 

5.00 

Ross  Systems  (L) 

6.38 

0.75 

13.33 

OTC 

12.25 

8  50 

Sapiens  USA  Inc 

10.63 

0.38 

366 

OTC 

26.25 

6.75 

Software  Publishing  Corp.  (L) 

7.50 

0.38 

5.26 

OTC 

8.50 

2.00 

Software  Toolworks  Inc. 

3.25 

0.38 

13.04 

OTC 

7.25 

1.00 

Spinnaker  Software  (L) 

1.63 

-0.13 

-7.14 

OTC 

16.50 

3.25 

State  of  the  Art 

4  00 

0.25 

6.67 

NYS 

25.25 

13.75 

Sterling  Software  Inc. 

18.25 

2.25 

14  06 

OTC 

30.00 

8.25 

Struct.  Dynamics  Research 

8.25 

-1.75 

-17.50 

OTC 

37.50 

16.00 

Sybase  Inc. 

36  38 

2.00 

5.82 

OTC 

51.00 

6.25 

Symantec  Corp.  (L) 

6.25 

4.25 

4048 

NYS 

15.50 

5.25 

Systems  Center  Inc.* 

6.50 

0.88 

15.56 

OTC 

34.25 

13.00 

System  Software  Assoc. 

Walker  Interactive  Systems 

22.00 

3.25 

17.33 

OTC 

23.75 

14.50 

17.00 

-0.38 

-2.16 

OTC 

6.63 

1.50 

Wordstar 

1.63 

-0.38 

-18.75 

Semiconductors 

Up  4.95% 

NYS 

21.50 

7.38 

Advanced  Micro  Devices 

11.75 

0.50 

4  44 

NYS 

11.13 

7.13 

Analog  Devices  Inc. 

10.38 

0.25 

2.47 

OTC 

12.13 

6.75 

Atmel  Corp 

12.13 

0.38 

3.19 

OTC 

14.13 

3.25 

Chips  and  Technologies 

3.50 

-0.13 

-3.45 

NYS 

21.50 

7.38 

Cypress  Semiconductor  Corp 

8.50 

0.13 

1  49 

NYS 

12.25 

6.38 

Dallas  Semiconductor 

11.88 

0.25 

2.15 

OTC 

68.75 

39.75 

Intel  Corp.* 

66  50 

4.00 

6.40 

NYS 

9.88 

4.88 

LSI  Logic  Corp. 

6.00 

0.13 

2.13 

NYS 

22.38 

12.13 

Micron  Technology 

16.25 

0.38 

2.36 

NYS 

91.50 

57.50 

Motorola  Inc.* 

90  00 

3.50 

4.05 

NYS 

12.38 

4.50 

National  Semiconductor* 

12.25 

0.63 

5.38 

OTC 

27.00 

8.25 

Sierra  Semiconductor 

12.50 

3.25 

35.14 

NYS 

45.00 

26.00 

Texas  Instruments" 

43  88 

2.50 

6.04 

OTC 

10.50 

6.00 

VLSI  Technology 

7.13 

-0.38 

-5.00 

OTC 

7.25 

2.13 

Weitek 

3.13 

0.13 

4.17 

ASE 

6.00 

2.00 

Western  Digital  Corp. 

6.00 

1.00 

20  00 

OTC 

31.00 

16.25 

Xilinx(L) 

17.25 

0.50 

2.99 

OTC 

11.50 

6.00 

Zilog  Inc. 

7.25 

-0.38 

-4.92 

Peripherals  and  Subsystems 

Off  0.01% 

OTC 

10.00 

3.25 

Archive  Corp. 

6.75 

-0.38 

-5.26 

OTC 

26.75 

13.75 

Banctec  Inc. 

24.75 

-0.63 

-2.46 

OTC 

23.50 

9.25 

Cam  bex  Corp. 

10.75 

-0.50 

-4.44 

ASE 

12.25 

5.16 

Cognitronics  Corp. 

11.63 

0.25 

220 

NYS 

23.88 

12.50 

Conner  Peripherals* 

18  88 

0.13 

0.67 

ASE 

19.66 

4.66 

Dataram  Corp. 

5.38 

-0.13 

-2.27 

NYS 

21.63 

7.38 

EMC  Corp.  (H) 

20.25 

0.25 

1.25 

OTC 

8.38 

4.75 

Emulex  Corp. 

5.38 

-0.25 

4  44 

OTC 

23.00 

13.25 

Evans  &  Sutherland  (L) 

14.63 

1.38 

1038 

OTC 

40.63 

12  00 

Exabyte  (L) 

15.00 

1.63 

12.15 

OTC 

29.50 

15.75 

Intelligent  Info.  Systems 

28.38 

0.63 

2.25 

OTC 

11.25 

4.75 

Iomega  Corp. 

6.13 

0.00 

0.00 

OTC 

15.25 

13.00 

IPL  Systems  Inc. 

13.25 

-0.75 

-5.36 

OTC 

21.25 

10.75 

Komag  Inc. 

15.25 

0.25 

1.67 

OTC 

15.25 

4.38 

Maxtor  Coro  * 

Micropdis  Corp. 

14.00 

0.38 

2.75 

OTC 

12.63 

6.00 

8.88 

0.25 

2.90 

NYS 

103.75 

85.38 

3M  Co. 

97.88 

-2.38 

-2.37 

OTC 

6.75 

3.50 

Printronix  Inc. 

5.50 

0.13 

2.33 

NYS 

26.75 

688 

QMS  Inc.  (L) 

775 

0.38 

5.08 

OTC 

18.00 

8  88 

Quantum  Corp. 

13.00 

0.13 

0.97 

OTC 

12.75 

3.75 

Radius  Inc. 

5.13 

-0.25 

465 

NYS 

12.88 

6  50 

Recognition  Equipment 

9.63 

0.00 

0.00 

OTC 

13.13 

5.38 

Rexon  Inc. 

10.38 

-0.25 

-2.35 

OTC 

17.63 

7.50 

Seagate  Technology* 

12.25 

-0.25 

-2.00 

NYS 

78.00 

21.50 

Storage  Technology*  (L) 

22.75 

-1.13 

4.71 

NYS 

24.25 

16.00 

Tektronix  Inc. 

20.25 

-0  88 

4.14 

NYS 

82.25 

59.25 

Xerox  Corp. 

76.50 

-0.38 

-049 

Services 

Up  0.28% 

OTC 

19.75 

11.66 

American  Mgmt.  Systems*  (H) 

19.75 

0.63 

3.27 

NYS 

5.38 

2.88 

Anacomp  Inc. 

3.13 

000 

0.00 

OTC 

19.00 

12.50 

Analysts  Int'l 

17.75 

-0.25 

-1.39 

NYS 

49  00 

35.75 

Auto  Data  Processing* 

45.75 

-0.63 

-1.35 

NYS 

15.50 

7  06 

Ceridian  Corp. 

14.00 

-0.25 

-1.75 

NYS 

24.16 

12.50 

Comdisco  Inc.* 

15.63 

0.00 

0.00 

OTC 

13.50 

7.75 

Computer  Horizons 

8.13 

-0.38 

4  41 

NYS 

84  88 

57.00 

Computer  Sciences* 

66.75 

-0.25 

-0.37 

NYS 

10.13 

7.00 

Computer  Task  Group 

8.00 

0.13 

1.59 

OTC 

40.50 

15.00 

CompUSA  Inc. 

32.25 

-1.25 

-3.73 

OTC 

19.25 

6.00 

Corporate  Software 

7.13 

-0.50 

-6  56 

OTC 

30.75 

800 

Egghead  Discount  Software 

8.25 

-0.75 

-8.33 

NYS 

33.06 

25.25 

General  Motors  E  (EDS)* 

29.50 

1.75 

6.31 

OTC 

30.38 

6.25 

Intelligent  Electronics 

10.75 

0.63 

6.17 

OTC 

14  88 

4.75 

Merisel 

7.63 

-0.25 

-3.17 

OTC 

15.75 

7.00 

Microage  Inc. 

7.75 

-0.50 

-6.06 

OTC 

NYS 

32.00 

76.50 

17  66 
52.25 

Paychex 

Policy  Management  Sys. 

31.25 

73.50 

2.25 

-0.75 

7  76 
-1.01 

NYS 

44.75 

24  88 

Reynolds  and  Reynolds 

SEICorp 

42.00 

-1.50 

-3.45 

OTC 

32.00 

21.25 

24  88 

-0.13 

-0.50 

OTC 

24.38 

16  88 

Shared  Medical  Systems 

21.63 

0.13 

0  58 

OTC 

30.00 

13.50 

Sungard  Data  Systems 

27  00 

0.75 

286 

NYS 

3.63 

1.13 

Ultimate  Corp. 

1.50 

0.25 

20  00 

KEY:  (H)  -  New  annual  high  (L)  —  New  annual  low 
•  Companies  tracked  in  Computerworld  Stock  Index 
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HP  offers 
severance 

■  Hewlett-Packard  Co. 

last  week  said  it  is  offering 
a  voluntary  severance 
package  to  employees  in 
select  job  categories  that 
should  result  in  the  depar¬ 
ture  of  about  2,700  employ¬ 
ees  next  year.  The  compa¬ 
ny  will  take  a  charge  of 
about  40  cents  a  share  in  its 
fourth  quarter,  which  ends 
Oct.  31,  to  cover  costs  asso¬ 
ciated  with  the  program. 
HP  also  said  U.S.  employ¬ 
ees  will  take  three  paid  va¬ 
cation  days  around  the 
Christmas  holidays  to  re¬ 
duce  expenses. 

■  Synoptics  Communi¬ 
cations,  Inc.  posted  fiscal 
third-quarter  profits  of 
$13.4  million,  up  85%  from 
the  comparable  period  last 
year.  Revenue  was  $108. 1 
million,  an  increase  of  83% 
from  the  year-earlier  peri¬ 
od,  the  Santa  Clara,  Calif., 
firm  said. 

■  Pyramid  Technology 
Corp.  is  taking  several 
cost-reduction  measures 
—  including  laying  off  10% 
of  its  work  force  —  that  will 
result  in  a  restructuring 
charge  of  between  $22  mil¬ 
lion  and  $24  million  for  the 
fiscal  fourth-quarter  ended 
Sept.  30.  The  charge,  com¬ 
bined  with  an  operating 
loss,  will  result  in  a  “sub¬ 
stantial”  net  loss  for  the 
quarter,  the  San  Jose,  Cal¬ 
if.,  firm  said. 

Shorttakes 

Symantec  Corp.  in  Cuper¬ 
tino,  Calif.,  said  revenue  for 
the  second  quarter,  ending 
Oct.  2,  will  be  about  20% 
less  than  analysts  expect¬ 
ed;  many  of  them  were  an¬ 
ticipating  sales  in  the  $54 
million  to  $55  million 
range.  The  company  ex¬ 
pects  to  report  a  loss  for  the 

period _ FileNet  Corp. 

in  Costa  Mesa,  Calif.,  ex¬ 
pects  revenue  for  its  third 
quarter,  which  ended  Oct. 
4,  to  increase  27%  to  $37.5 
million,  although  profits 
will  remain  flat. . . .  Digital 
Communications  Asso¬ 
ciates,  Inc.  in  Alpharetta, 
Ga.,  reported  that  first  fis¬ 
cal  quarter  earnings  fell  7% 
to  $3.9  million  on  revenue 
of  $59.8  million. 


Compaq  to  cut  1,000  workers  worldwide 

Company  plans  reductions  despite  logging  record-breaking  third-quarter  revenue  and  shipments 


BY  CAROL  HILDEBRAND 

CW  STAFF 


HOUSTON  —  Compaq  Comput¬ 
er  Corp.  last  week  said  it  will  re¬ 
duce  its  staff  by  about  10%,  or 
1,000  people  worldwide,  even 
though  it  reaped  record  revenue 
and  unit  shipments  in  its  recently 
completed  third  quarter. 

Gian  Carlo  Bisone,  vice  presi¬ 
dent  of  marketing  at  Compaq, 
said  the  layoffs  are  necessary  to 
enable  Compaq  to  remain  at  the 
forefront  of  a  market  that  has 
been  ravaged  during  the  past 
year  by  price  cutting. 

“It  is  better  to  streamline  your 
organization  on  your  own  before 
you’re  forced  to  do  it,”  he  said. 
“We  need  to  look  at  having  the 


proper  cost  structure  [in  place]  to 
be  a  leader  in  the  ’90s.” 

Compaq  is  not  the  only  com¬ 
pany  struggling  in  the  wake  of 
diving  personal  computer  prices. 
Everex  Systems,  Inc.,  Northgate 
Computer  Systems,  Inc.  and  Li- 
brex  Computer  Systems,  Inc. 
have  all  been  stung  to  varying  de¬ 
grees. 

Such  is  the  state  of  the  PC  mar¬ 
ket  that  some  analysts  are  pre¬ 
dicting  a  shake-out  in  the  next  12 
to  18  months  [CW,  Oct.  5] . 

Houston  targeted 

Bisone  said  the  majority  of  affect¬ 
ed  positions  will  be  cut  in  Hous¬ 
ton.  Of  the  700  positions  that  will 
be  eliminated  this  month,  600  of 
them  will  come  from  the  Houston 


headquarters.  He  said  no  particu¬ 
lar  department  will  be  targeted, 
with  the  cuts  coming  in  pretty 
much  across  the  board. 

Analysts  said  that  although 
the  company  may  be  shipping 
units  in  record  volumes,  drasti¬ 
cally  low  prices  demand  that 
Compaq  run  as  lean  as  possible. 

“Everyone  thinks  that  Com¬ 
paq’s  out  of  the  woods,  but  to 
make  this  work,  they  essentially 
have  to  triple  unit  [shipments], 
and  that’s  not  exactly  right 
around  the  corner,”  noted  Kim¬ 
ball  Brown,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Mountain 
View,  Calif. 

However,  Brown  added  that 
Compaq  was  taking  the  right 
steps  to  keep  it  a  viable  company. 


Bisone  said  the  company  esti¬ 
mates  it  will  ship  about  two-and- 
a-half  times  the  number  of  units 
than  it  did  in  the  same  period  last 
year  —  when  Compaq  recorded 
its  first-ever  net  loss  of  $70.2  mil¬ 
lion. 

In  the  quarter  ended  Sept.  30, 
the  company  will  take  an  approxi¬ 
mately  $85  million  charge  for  re¬ 
structuring  costs,  as  well  as  those 
associated  with  the  layoffs,  a 
writedown  of  property,  plant  and 
equipment  and  a  loss  on  early  re¬ 
tirement  of  long-term  debt. 

However,  the  charges  will  be 
offset  by  the  third-quarter  gain  of 
about  $86  million  from  Compaq’s 
sale  of  its  equity  in  Conner  Pe¬ 
ripherals,  Inc.  Compaq  will  post 
results  Oct.  20. 


Industry  CEOs  push 
Congress  on  R&D  funding 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  A  coali¬ 
tion  of  chief  executive  officers 
from  the  largest  U.S.  computer 
companies  has  published  its 
technology  and  trade  policy 
agenda  for  the  benefit  of  the  up¬ 
coming  Congress. 

The  agenda  was  published  by 
the  Computer  Systems  Policy 
Project  (CSPP)  —  which  in¬ 
cludes  John  Sculley  from  Apple 
Computer,  Inc.,  Robert  E.  Allen 
from  AT&T,  Robert  B.  Palmer 
from  Digital  Equipment  Corp., 
John  A  Young  from  Hewlett- 
Packard  Co.,  John  Akers  from 
IBM  and  eight  others. 

It  recommends  that  the  gov¬ 
ernment  reallocate  $5  billion  to 


$10  billion  more  annually  during 
the  next  four  years  to  research 
conducted  in  “precompetitive, 
generic  technologies”  —  those 
basic,  enabling  technologies  that 
many  companies  can  use  as  a 
foundation  for  product  develop¬ 
ment. 

Funds  reallocation 

Kenneth  Kay,  executive  director 
of  the  CSPP,  said  the  CEOs  are 
not  asking  the  government  to  in¬ 
crease  spending  on  research  and 
development,  which  is  now  $66 
billion  a  year. 

Rather,  the  CEOs  said  that  Un¬ 
cle  Sam  should  consider  reallo¬ 
cating  funds  to  “commercially 
relevant  activities,”  such  as  those 
that  foster  advances  in  semicon¬ 
ductors,  high-speed  communica- 


Short  shrift 

Though  the  semiconductor  and  computer  industries  performed  24% 
of  all  private  sector  R&D  in  1991,  the  U.S.  government  allocated 
only  2%  of  its  R&D  budget  to  computer-related  R&D 


■  Industry  sector  R&D  spending  as  a  □  Government  sector  R&D  spending 
percent  of  all  industrial  R&D  ($78B)  as  a  percent  of  total  budget  ($66B) 

Sources:  National  Science  Foundation.  BusinessWeek,  American  Association  for  the  Advancement  of  Science 


tions  and  software. 

According  to  sources  cited  by 
the  CSPP,  the  government 
spends  a  disproportionately 
small  amount  on  semiconductor 
and  computer  R&D  compared 
with  areas  such  as  aerospace, 
health  care  and  chemicals  (see 
chart).  “The  computer  CEOs 
look  at  this  and  say,  Wait  a  min¬ 
ute,  how  could  their  R&D  priori¬ 
ties  be  so  out  of  skew?’  ”  Kay  said. 

“The  answer  is,  for  the  past  10 
years,  they  haven’t  been  talking 
to  [the  government]  about  what 
it  should  be  doing,”  Kay  added. 

The  CSPP  also  recommended 
that  the  government  do  the  fol¬ 
lowing: 

•Make  the  R&D  tax  credit  per¬ 
manent. 

•Expand  the  research  agenda 
for  the  federal  High  Performance 
Computing  and  Communica¬ 
tions  Program  —  an  initiative  in 
high-speed  networks  and  com¬ 
puters  —  to  include  health  care, 
education  and  manufacturing, 
not  just  the  so-called  “grand  chal¬ 
lenges”  of  science  such  as  global 
climate  modeling. 

•Create  a  national  information 
infrastructure,  a  network  of  pri¬ 
vate  and  public  data  networks  ac¬ 
cessible  by  millions  of  Ameri¬ 
cans. 

•Win  agreement  with  trade  part¬ 
ners  for  a  reduction  in  European 
Community  tariffs  on  computer 
parts  and  semiconductors;  imple¬ 
ment  the  recently  negotiated 
North  American  Free  Trade 
Agreement;  and  work  with  Japan 
to  open  its  markets  to  foreign- 
made  computers  and  semicon¬ 
ductors. 

•Modernize  and  toughen  anti¬ 
dumping  laws  and  modernize  the 
export  licensing  system  to  ease 
the  export  of  U.S.  computer  hard¬ 
ware  and  software. 


Sematech 
wins  funds 

WASHINGTON,  D.C.  — 
Despite  recent  White 
House  and  Department  of 
Defense  threats  to  slash 
funding  for  Sematech,  a 
Senate-House  conference 
committee  has  passed  a 
1993  budget  bill  that  re¬ 
tains  all  of  the  industry  con¬ 
sortium’s  $100  million  in 
federal  funding. 

A  similar  amount  comes 
from  member  companies, 
which  work  together  to  de¬ 
velop  advanced  semicon¬ 
ductormanufacturing  tech¬ 
niques. 

In  an  unusual  move, 
Congress  said  $10  million 
of  the  federal  funds  must 
go  toward  research  in  envi¬ 
ronmentally  sound  manu¬ 
facturing  techniques.  Crit¬ 
ics  have  charged  that 
chemicals  used  in  making 
chips  pollute  groundwater. 

But  a  Sematech  spokes¬ 
man  said  the  consortium 
already  spends  at  least  $10 
million  on  efforts  to  clean 
up  manufacturing  process¬ 
es.  For  example,  he  said 
Sematech  is  spending  $20 
million  this  year  on  a  “va¬ 
por-deposition”  process  for 
etching  silicon  that  will  use 
gasses  rather  than  the 
liquid  chemicals  that  have 
caused  ground  pollution. 

“As  far  as  we  can  tell,  it 
will  be  business  as  usual,” 
the  spokesman  said. 
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Do  you  hove  anecdotes  about  your  users, 
your  boss  or  your  job?  Know  any  industry 
trivia?  If  so,  please  contact  Lory  Dix  or  Jodie 
Naze  at  (800)  343-6474.  If  we  use  your 
ideas,  we'll  send  you  a  gift. 


COMPUTERS  IN  USE 

In  millions 

(numbers  have  been  rounded) 


The 


U.S.  Europe  Japan  UK  Germany  France  Canada  Italy  Australia  Netherlands 


Soft 


ware 


lies! 

jnnual 


The  San  Diego  Computer  Fair's*  first 
weird  software  contest  encU 
three-way  tie  for  first  place 

Winners: 

Bungee:  A  screen  saver  featuring  a  bungee- 
jumping  cow  whose  cord  breaks;  it  plunges 
to  the  ground,  only  to  become  a  pile  of  ham¬ 
burgers  and  steaks. 

Alien:  Helps  you  determine  whether  your 
neighbors  are  from  outer  space. 

Bathroom:  Tells  you  exactly  how  long  you 
will  spend  in  the  bathroom  and  doing  what. 

Honorable  mentions: 

Crystal  Bail:  A  fortune-telling  program. 
Poetry:  Creates  personalized  poems. 


fld(]f  Cftesiwies' 

“There  were  a  couple  I  can 
recall.  One  was  from  a  person 
applying  for  a  technical  writer 
position.  The  resume  said  they 
had  a  special  attention  for  detial. 
Another  stated  that  the  applicant 
had  been  on  the  winning  400  - 
meter  Olympic  track  team. 

I  looked  it  up,  and  it  wasn’t  true!” 
Terry  Truman,  Unidata,  Denver 


<Jqwaoot//>{j&  now/ 

The  Federal  Communications  Commission  has  ruled  that  it  is 
OK  for  business  travelers  to  use  their  cellular  phones  while  planes  are  still  on 
the  ground,  but  the  instant  a  plane  becomes  airborne,  it's  time  to  say 
goodbye  or  be  subject  to  a  fine.  The  ruling  also  applies  to  hot  air  balloons. 


Sources:  The  Computer  Industry  Almanac,  Runzheimer  International 


CW  Chart:  Michael  Siggins 


The  5th  Wave 


"  LARRY  LISTEN  VERY  CAREFULLY  ID  ME-TURN...0FE..THE... PRINTER! " 


INSIDE  LINES 

Call  to  arms 

>-  Cisco  will  officially  start  the  revolution  against  IBM’s  Ad¬ 
vanced  Peer-to-Peer  Networking  (APPN)  this  week  by  an¬ 
nouncing  the  APPI  consortium.  A  band  of  13  vendors  (including 
Cisco)  will  announce  plans  to  support  the  APPN  protocol,  Cis¬ 
co’s  would-be  alternative  to  IBM’s  would-be  enterprise  internet¬ 
working  standard.  Cabletron  confirmed  that  it  will  be  one  mem¬ 
ber;  a  source  close  to  Cisco  hinted  that  HP  and  DEC  will  also  be 
members,  with  W ellfleet  a  strong  possibility. 

Objects  d’CASE 

►  Although  there  has  been  no  official  word  from  IBM  on  which 
object-oriented  database  will  get  the  nod  for  its  new  workgroup 
repository,  an  IBM  source  said  the  field  is  wide  open  and  that 
no  partner  has  been  chosen  as  IBM  continues  talks  with  a  num¬ 
ber  of  competitors.  That  declaration  came  despite  a  recent  pro¬ 
nouncement  by  Versant  Object  Technology  that  it  is  the  object- 
oriented  database  of  choice  for  IBM’s  workgroup  repository. 
Time  will  tell  if  the  Menlo  Park,  Calif.,  company  is  correct. 

Singed  system 

>•  One  source  who  finally  got  his  hands  on  a  machine  sporting 
Intel’s  scarcer-than-hen’s-teeth  DX2  chip  says  that  the  box  is 
impressive  —  and  hot.  Literally.  Even  with  the  heat  sink  on  the 
chip,  it  radiates  a  lot  of  heat.  Hmmm.  Maybe  the  reports  that 
Intel  is  having  trouble  reducing  heat  on  its  forthcoming  P5  chip 
have  some  credence  after  all. 

Hoping  for  a  happy  Thanksgiving 

>■  Dell  had  placed  a  lot  of  hopes,  and  some  future  products,  on 
its  3.5-pound  320SLI  notebook.  But  the  production  schedule 
slipped  after  BIOS  problems  and  some  construction  issues 
arose.  The  company  is  now  telling  customers  it  will  be  Oct.  20 
before  they  can  get  a  system,  though  some  think  it  will  be  well 
into  November  before  Dell  actually  produces  anything. 

Greenback  blues? 

>-  Employees  at  troubled  PC  maker  Everex  must  take  a  day  off 
each  week  without  pay  —  effectively  a  20%  cut  in  their  salary  — 
and  will  be  expected  to  take  a  week  off  without  pay  at  Thanks¬ 
giving  and  two  weeks  off  without  pay  at  Christmas.  Everex  isn’t 
seeing  much  in  the  way  of  cash  these  days,  as  sources  report  it 
has  fallen  into  arrears  on  its  loan  covenants  with  the  CIT  Group, 
a  New  York-based  lender  of  last  resort  that  holds  a  $70  million 
line  of  credit  with  Everex.  Because  of  this,  Everex  distributors 
are  now  making  payments  directly  to  CIT,  the  sources  said.. 
Everex  declined  to  comment. 

Studying  on  the  Go 

>•  Notebooks  have  been  a  standard  school  supply  since  they 
replaced  their  predecessor,  “the  slate.”  Now,  Columbia  Univer¬ 
sity’s  Graduate  School  of  Business  is  taking  that  theme  a  step 
further.  Beginning  in  the  January  semester,  the  Ivy  League  grad 
school  will  require  all  students  to  purchase  and  use  portable 
notebook  computers.  So  far,  300  students,  or  60%  of  this  fall’s 
new  class,  have  plunked  down  between  $1,560  to  $5,200  for 
notebooks  from  Compaq  Computer,  the  supplier  selected  by 
the  university. 

I  want  my  B  -  T  -  V ! 

>-  Borland’s  Philippe  Kahn  may  make  his  MTV  debut  sometime 
during  Comdex/Fall  ’92  in  November.  It  seems  the  saxaphone- 
toting  software  chief  executive  officer  may  be  videoed  jamming 
with  jazz-man  and  Jay  Leno  sidekick  Branford  Marsalis  at  a 
Comdex  concert  scheduled  to  include  at  least  one  member  of 
The  Traveling  Wilburys.  Another  musical  celebrity  joining  the 
festivities  will  be  Alan  Parsons,  who  worked  as  a  studio  engineer 
with  The  Beatles  before  leading  his  own  group.  Parsons  will 
help  produce  a  multimedia  extravaganza. 

Rem  ember,  you  read  it  here  first:  President  Bush  will  not  be  re¬ 
elected.  So  said  Cambridge,  Mass.-based  City  Solutions  Institute 
( CSV  last  week,  calling  it  an  “announcement,”  not  a  prediction. 
The  assertion  came  from  an  artificial  intelligence  program  that 
CSIsaid  has  been  extremely  accurate  in  predicting  political  races. 
If  only  news  were  so  predictable!  Phone,  fax  or  CompuServe  News 
Editor  Alan  Alper  with  news  tips  at  (800)  343-6474,  (508)  875- 
8931  or  76537,2413,  respectively.  Or  try  Computer  world  s  24- 
hour  voice-mail  tip  line  at  (508)  820-8555. 
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With  Cisco  routers,  no  communications  challenge  is  too  tough.  From  TCP/IP  to  OSI.  From  AppleTalk  to  DECnet.  From 
across  the  room  to  across  the  world.  We'll  get  any  communication  protocols  talking.  And  our  flexible,  software-based  technology 
will  help  you  relate  to  future  generations  too.  Call  1-800-859-2726,  and  let’s  talk.  You’ll  have  no  problem  getting  through  to  us. 
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Informix 

Database  Technology 
Helps  The  Home  Depot  Assure  That 
‘Low  Prices  Are  Just  The  Beginning.” 


When  The  Home  Depot  decided  to  make  a  long-term  commitment  to 
UNIX”  and  open  systems,  they  turned  to  us,  Informix,  the  experts  in  UNIX  rela¬ 
tional  database  management  systems. 

A  Flexible,  Economical  Computing  Environment. 

Home  Depot,  America’s  largest  home  center  retailer,  wanted  hardware 
independence,  shorter  development  life  cycles,  and  better  system  performance— 
all  at  reduced  costs.  Home  Depot  made  a  strategic  decision  to  convert  its  “do-it- 
yourself”  stores  to  UNIX-based  platforms  and  applications. 

The  Home  Depot  chose  Informix’s  database  as  part  of  their  UNIX  solution. 
Reduced  Deployment  Times  and  Increased  Productivity 

The  Home  Depot  uses  the  INFORMIX-4GL  Product  Family  to  develop 
applications  including  inventory,  labor  management,  and  other  customer  service- 
driven  applications.  Home  Depot  expects  the  applications  will  be  used  by  up  to 
4,000  system  users. That  number  should  grow  in  line  with  the  company’s  projected 
new  store  opening  rate  of  25  percent  per  year. 

The  Home  Depot  and  thousands  of  other  companies  have  called  on  us  for 
12  years  to  successfully  handle  their  critical  data. 

If  you’re  considering  UNIX  for  data  management,  talk  to  Informix. 

Because  we’re  the  experts. 

Call  1-800-688-IFMX. 


fj|  INFORMIX* 

THE  UNIX  DATABASE  EXPERTS. 
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